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with Confidence 


Satisfied customers. 
Quicker turnover. 
Sure repeat sales. 
Stock Webster Prod- 
ucts Now for greater 
profits. 


F. S. WEBSTER COMPANY, Incorporated 


338 Congress Street, Boston, Mass. 
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{ OFFICE APPLIANCES 
is anews and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


* SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year, $2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 
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the First Day 


of Every Month by 


THE OFFICE A 


PPLIANCE CoO. 


417 S. Dearborn St., Chicago 


EVAN JOHNSON, President 
oO 


C. 
HN A. GILBERT, 
D 


J 
C. H. EVERLY, V. President 


F. MALHOIT, Treasurer 
Secretary 
C. MILLER, V. President 





H.W. MARTIN, Assoc.Ed. OTTO KNEY, Asst. Ed. 


J. A. PALMER, Cir.Mgr. B.C. 


C. H. EVERLY, Eastern Mgr. 
1701 Pershing Square 
Phone Ash 


by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Pos 
age Stamps or currency, if 
sent by registered mail. 


“ CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 


WALLSTEN, Mgr. Copy Dept. 


G.C. WHEELER, Manager Service Bureau 


D. N. BRIGGS, Asst. Mgr. 
Building, New York 
land 8319 


{No person, firm or cor- 
poration, either directly or 
indirectly connected with 
the industry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the fieldit serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 


fice appliance industry. It 
will answer any qu 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


{ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age isenclosed by thesender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


©" ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


"| Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 


© “Office Appliances’”’ is reg- 
istered in the United States 
Patent Office, Washington, 
>. oe 


* COPYRIGHT. Contents 
covered by Copyright, 1926, 
by The Office Appliance 
Company. 
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Accounting Devices Co . 125 - - , 
Acme Card System Co... .263 Quigley Furniture Co 28% 
Acme Staple Co........ . 327 

Adams, Henry T., Mfg. Co.315 R 









































Add-Index Corp. ..........209 %-35 l 
Addressograph Co. ....110, 11 “e . 53 
Adjustable CD, codes 312 ——— wy “Rp. y ‘o 144 

Advance Paper Box Co....281 Regal Type writer Co ‘1 
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American Seal & Stamp ¢ a and custome rs, which result from rela- Ryan, J. F., & Co 26 
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Ames Supply Co. ..... . 803 Sainberg & Co 
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Ault & Wiborg Co., The...108 Lee eee et Sie Fe 145 Shaw-Walker Co 139 
Auto File & Index Co . 126 Evansville Desk Co. . 200 Lanston Mono. Mach. Co..274 Sheaffer, W. A., P en Co.190, 1 
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Adding Machines. Defiance Sales Corp..........257 
Add-Index Corp....... —— Eyeshades, 
Burroughs Adding Mach. Co. .33 Featherweight Saeeate Co. .323 
Dalton Add. Machine Co......238 File Boxes, Colla: 


Bankers Box etbenheees cca 
Steel Bound Box Co.........261 
Strayer Coin Bag Co........323 


Metal. 
Ast  Gitel- Gis sscnccaeteeaceeeee 
Rockwell-Barnes Co..........304 
iling Ca Cloth 


Eliott-Fisher Co..... 
Lanston Monotype Mach. 
Monroe Cale. Machine Co 
Peters-Morse Mfg. Co........22 
Portable Adding Machine Co. .: 
Reliable Tw. & A. M. Corp..: 


4\ 


Classifications 













Victor Adding Machine Co... .135 : 
Wales Adding Machine Co... For the benefit of the subscribers the Advance Paper Box Co........281 

Aglnthe Tw. & a eC age lines advertised are here classified. ees toe Sa ‘wen 
e le tk A. ‘” . © ’ 

Adding Machine to & Paper. a ee 3 = the SS cee nm = i ES ae 
entra a modern Dusiness omece ° hods Co...... coe 
ockwell-B “Tree ool . . : Mace © TRQcccevccccsscis 

a4 ee Should subscribers be interested in any oh een 
Yankee Paner & Spec. Co... .243 article of office equipment not listed m2 Co....179, 80, 81, 82 





Adding Typewriters. 
Burroughs Adding Mach. Co. .334 
Elliott-Fisher Co Se 
Remington Tw. Co.107, 215, 2n5 
Underwood Typewriter Co.... 
108, 169, Back Cover 


here, they are cordially invited to com- 
municate with the service bureau, 
through which the information will 
be promptly and cheerfully furnished 


Art Metal Constr. Co....146, 7 
Auto File & Index Co..... - 126 
Bentson Mfg. Co............128 
Berger Mfg. Oo...........100, 1 
Browne-Morse Co....233, 4, 5, 6 






Addressing Machines. 7 Columbia Steel Equi nt Co.246 
Addressograph Co 110, 11 with no obligation to you. Corry ——— _ . «298 
Speedaumat Address Machry..119 yeneral . , & 

Adhesives. Globe- Wernle e ~~ a 6, 7, 8 


(See Inks. Adhesives, ete.) 


Imperial Steel Cabinet Co. 
Arch and Clinvboards. Co 


Invincible Metal Furn. 




















American Mfg. Concern... 134 Macse Gs, “Tis eccencasstneee 
Atlas Staty. Co... ; ...248 otat Office Furn. Co........206 
“reehs 2j e ‘o OTK e . 
ee ome ~~ 205. ‘ss Bevin, A. TB, Geeccccccsncstee Imperial Methods ik ésteunel 242 Premenndl’ Gustto tees oe 
Rockwell-Barnes Co 04 Polar Mfg. Co........... -+ +184 Macey Co., The............. 196 Dhaw-Welee nc csccoceciscen 1 
Yawman & Erbe Mfg. Co. .186, 7 Sun Rubber Co..............307 Weis Mfg. Co... .179, 50, 81, 82 Steel Equipment Corp........131 

Autoeraphic Registers. Chairs. Yawman & Erbe Mfg. Co.186, 7 Terrell’s Equipment Co...... 2™0) 
Hanna Revrister Co .141 Beacon Steel Furn. Co 5 Desk Work ay " Van Dorn Iron Works Co..175 

Automatic Mailine Machine. Conrades Mfg. Co..... Fox, Geo. E., & Co......... ,111 Yawman & Erbe Mts. Co.186, 7 
Insertograph (Co.... on ee Geek, ©. B., O8....ccccee- Globe-W ernicke Co. .205, 6, 7, 8 Filing Cabinets, W 

Bankers’ Note Cases. Crocker Chair Co....... Hora, W. ©.. Bro. & Co....355 Auto. File & Index Co......126 
Globe-Wernicke Co. .205, 6, 7. 8 Derby, P., & Co., Inc...... irving-Pitt Mfg. Co........-256 Browne-Morse Co....238, 4, 5, 6 
cs ae ten Wee oe 173 Gunlocke,’W. H.,’ Chair Co. .24 Office Specialty Gisccccoccess 293 Globe-Wernicke (€o.205, 6, 7. g 

Billing Machines. Heywood-Wakefield ..... Sainberg & Co........++++++: 232 Imperial Methods CO. + s+ + 242 
Burroughs Adding Mach. Co, .33 Johnson Chair Co..... Desks. F . ie Mncer Ga, Bebessscace on4jae 
Elliett-Fisher Co... a, Milwaukee Chair Co. Alma Furniture Co. see eeee . 251 Shaw- Walker AR ALAS 139 
Remington Tw. Co. .107.- 215, 255 ere 232 Art Metal Constr. Co....146, 7 Wagemaker Co......... -228, 4 
Underwood Typewriter Co Toledo Metal Furniture Co.. Bentley & Gerwig Furn, Co. .304 Weis Mfg. Co. 179, 80, 81. 82 

199, 189. Rack Cover Van Dorn Iron Works Co 175 Browne-Morse Co....288, 4, 5, 6 Yawman & Erbe Mfg. Co.186, 7 

Binders, Catalog and Periodical. Check Sorters. ; Clemetsen Co.......+++.++. . - - 288 Filing Supplies, 

American Clip Co 172 Kohlhaas Co., The....... ...300 Commercial Furniture Co..202, 3 Aigner, G. J., & Co..........298 

Blank Books. Checks, Stamped Metal. Corry-Jamestown Mfg. Corp..298 American Clip ©o............ 172 
Boorum & Pease : a8 American Seal & Stamp Co.. .301 Cutler Desk CO. ss cece eeneee 264 American Mfg. Concern..... 134 
National Rlank Book Co.....176 Meyer & Wenthe... 204 Dietz, The J. F., Co.... ‘scam 272 Browne-Morse Co....233, 4, 5, 6 
Rockwell-Rarnes Co 394 Cigar Lighters. Englewood Desk CO... eee ees 165 Bee. GuaeeG ccccecussteane 420 

Blanks for Bonds and Stocks. Neuburg, E. P.... -P 201 Evansville Desk a Sa a Filing Eouipment Bureau... .112 
Goes Lithographing Co.. .197 Clips, Paper. General Fireproofing Co 154, = General Fireproofing Co.. 154, 5 
Kihn Bros.. as "219 (See Paper Clips.) Globe-Wernicke Co . Se Me? Globe-Wernicke Co.205, 6. 

Board Crtters, Paver & Card. Coin Bags and Wrappers. Gunn Furniture Co., The  ci9s Imperial Methods Co......... D4 
Golding Press Division 312 Downey, C. L. Co., The......32 Hoosier Desk Co........++.-+- 206 Invincible Metal Furn. Oh.» ae 
Ideal School Supply Co....... 258 Strayer Coin Bae Co 323 Imperial Desk Co........ ++ 209 Macey Co.. The........... 196 

Bond Boxes. Compartment Envelope Files. Invincible Metal Furn. Co...284 Oxford Filing Supply Co.....124 
Corry-Jamestown Mfg. Corn. .298 Cooke & Cobb...... - 291 Jamestown Metal Desk Co. .331 Rockwell-Barnes Co.......... 304 
General Firervociag Co 154, 5 Copyholders, Jasper Novelty Works.......325 Simonson. R. A., Co.. 
Globe-Wernicke Co. .205, 6. 7. & American Olip O80... .cccccccckte Jasper Office Furniture Co... .308 Smead Mfg. Co. The.. es ol 
Penn Art Steel Works 269 American Electric Co.... 244 Leopold Desk eae - + 136 Steel Equinment Corp....... 
Steel Equipment Corp 131 Coles Copyholder Co........-. 282 Macey Co., The.......++.++. 196 Wabash Cabinet Co.. 

Book Cases. Error-No, Ine..... . : Myrtle Desk Co........++++. 151 Weis Mfg. Co....179, 80, 

Globe-Wernicke Co..205, 6. 7. 8 Kobler & Co : National Desk Co............. 276 Yawman & Erbe. Mfg. Co.186, 7 
Gunn Furniture Co by: 194 Line-a-Time Mfg. Co 265 Orpin Desk Co........... +» 2G Fountain Pens. , 
Hale, F. E., Mfg. Co 200 Premier Metal Products Co. . .289 Quigley Furniture Co........ 289 Carter’s Ink Co.. The........ 116 
Macev (o..... 19% Copying Devices. Shaw-Walker ........... 139 Conklin Pen Mfg. Co........226 
Van Dorn Iron Works Co 175 Yawman & Erbe Mfg. Co.186, 7 Steel Equipment Corp senecns 131 Parker Pen Co......... 1 “200 
Weis Mfg. Co....179, 80, 81. 82. Costumers. Tell City Desk Co........... 270 Sheaffer, W. A., Pen Co..190, 1 
Yawman & Erbe Mfg. Co..186. 7 Art Metal Construction Co.146, 7 Valley City SE ee Gold Pons. , 

Book Ends. Conrades Mfg. Co..... : 929 Van Dorn Iron Works Od.«ssEen Weigel. E. 0.. & Sons 319 
Ryan. J. F.. & Co 20 Furnas Furniture Co..........286 Wagemaker Co. +++ 223, 4 Gold Stamping, = 
Bookho' ders. Glohe-Wernicke Co. .205, 6. 7. 8& Western Furniture ie: aan 210 Aigner, G. J & Co 2902 
American Clip Co 172 Penn Art Steel Works.. 289 Yawman & Erbe Mfg. Co.186, 7 Gummed Cloth. eo Ve oe eee 
American Electrie Co 244 Premier Metal Products Co...289 Dictation Machines. -” Aigner, G, J., & Co...... 293 

Book Rings. Sanymetal Products Co. . 311 Edison, 2eee, A., Ime.cescccckse Gummed Cioth ye hit dite. 
Adams, Henry T., Mfg. Co..315 Cuspidors. Dictionaries. : : e Crownole Mfg. Co........00 $21 
Carpenter, E. W., Mfg. Co...318 Faries Mfg. Co........ 317 Merriam, G. & C., Co.. --.019 Index Card Signals. 

Bookkeeping Machines. Ireland & Matthews Mfg. Co.287 Directory Boards. iat OT Se 2 eS Oa 
Purrourhs Adding Mach. Co. .334 Cutters, Paper and Card. Davenport-Taylor Mfg. Co. ..265 Graft Underwood Os «a0 bene 170 
Elliett-Fisher Co 229 Golding Press Division.... 312 Display Fixtures. Macey ©Oa., The....05.. aspen 
Remington Tw. Co..107, 215, 255 [deal School Supply Co......258 Universal Fixture Corp. 314 Moore Push Pin Co.......... 318 
Underwood Typewriter Co.... Dating Stamps. Duplicating Machines & Supplies. Yawman & Erbe Mfg. Co.186, 7 

..108, 169, Back Cover American Numbering Machine Amer. Multigraph § Sales Co...329 Index Tabs. 5 

Box Files. GR. isinccensanseoes . 106 Arlac Dry Stencil Corp......311 Aigner, G, J., & Co.......... 292 
Globe-Wernicke Co. .205, 6, 7, 8 American Seal & Stamp Co..301 Canode Ink Co..............318 Cook, H. C., Co.............208 

Bvsiness Oprortunities. Melind, Louis, Co.... .. BOT Dick, A. B., Co....... - 241 Globe-Wernicke Co. .205, 6, 7, 8 
tneiness Onportunity : 321 Meyer & Wenthe...... 204 Heyer Duplicator | Co..... ; 177 Ink Eradicators. 

Business Shows. Desk Calendars. Rotospeed Co., The..........! see Sok-Out Tis Ge oc occ ceeccae 316 
National Business Show Co. .332 Defiance Sales Corp...... 257 Electric Motors. : Inks, Adhesives, Etc 

Busses. Green Duck Co......... 117 Emerson Electric Mfg. Co...204 Canode Ink Co............... 318 
General Firenroofing Co. .154, 5 Shedd Brown Mfg. Co........244 Envelope Sealers. Carter's Ink Co., The........ 116 
Macey Co.. The “198 Success Line aoe ..278 Argus Mfg. Co.......... . 316 General Eclipse Co.......... 227 . 
Toledo Metal Furn. Co 217 Weeks, Frank A.. Mfg. Co..277 Standard Mailing Machines Harris, John J.. & Co........ 239 

Caleviating Devices. Desk Lamps. CO, wee cccneceneneenenees 312 Luther Ink & Stamp Pad Co. .297 
Meilicke Systems 120 Aladdin Mfg. Co..... 262 Envelopes. = Sanford Mfg. Co........s++. 252 

Calculating Machines. Faries Mfe. Co.... ; 317 Ames Safety Envelope Co ati Inkstands. 

Allen Corp.. ‘ 142, 3 Desk Pads, Blotter. Bushnell, Alvah, Co...... .156 Pachrach Svecialty Co.......317 
Burronghs Adding Mach. Co. .3%4 Poorum & Pease Co 128 Diemer, John F., Co.... 227 General Eclinse Co.......... 227 
Dalton Add. Machine Co 238 Fox, Geo. E., & Co 171 Globe-Wernicke Co.205, 6, 7, 8 Sengbusch S-C Inkstand Co. .167 
Marchant Cale. Mach. Co 243 Hoffman, L... 292 McGill Paper Products, Inc. ..164 Inkwell Bases. 

Monroe Cale. Mach. Co 240 Irvin, A. H.. C 29 Nat'l Fiberstok Env. Co.....159 Sewie, 4, Tice? Gis oxcnceameee 322 

Calendar Pads and Stands. Sainberg & Co... . 2 Quality Park Envelope Co...299 Labe's, Law Book on Number. 
Defiance Sales Cort on7 Sun Rubber (Co........ 07 Smead Mfg. Co., The........ 162 Aigner, G, dis. @: Ben cdeandeat 
Jersey City Prte c 312 Desk Pads, Glass. U. S. Envelope Co........ 183 Leads for Mosbnetant” Pencils. 
Shedd Brown Mfg. Co 244 Fox, Geo. E., & Co 171 Envelopes, Celluloid, Amer. Lead Pencil Co....... 148 
Snecess Line 278 Polar Mfg. Co 184 ae Paber, BD. Wig Otic dsces+ cee 
Weeks. Frank A.. Mfg. Co...277 Ravenswood Office Spec. Co..1 Leather Goods. 

Carbon Papers. Sainbere & Co 999 “Phithips Tet : Goa Mashek, Frank, & Co........ 305 
(See Ribbons and Carbons.) Desk Pads, Linoleum. a oe oe Ce | eee 

Card Cases. Fox, Geo. E., & Co 171 a Tene erenaeeieer =r ees te Bristow, Stanley R......... 321 
Improved Boehner Binder Co.223 Polar Mie. Co.. . 184 Erasers, Globe-Wernicke Co. .205, 6, 7, 8 
Wiggins, The John B., Co...322 Wagemaker Co 223, 4 Argus Mfg. Co...........+.. 316 Imperial Methods Co 24 

Chair Irons. Desk-Pending Letters Holder. hes P, oe weeees Kebthaas Ob... DORs <s:0.<00 cae 
Bettcher Stn. & Mfg. Co 225 American Clip Co... 172 nk-Out Mfg. Co........ 

Collier-Keyworth Co 138 Desk Trays. O. K. Mfg. Co........ oes Letterheads. 

Chair Pads and Cushions American Electric Co.... 244 toberts, Weldon, Rubber Goes Lithographing Co....... 197 
cocnnteine Gitele Wak 2 Fox, Geo. E., & Co 171 Sach Maneee Ge... Peerless Lithographing Co... .322 
Economy Seat Co General Fireproofing Co..154, 5 Expense Books, Salesmen’s. Lettering & Show Card Pens. 





Fox. Geo. E.. & ( 171 Globe-Wernicke Co. 205, 6, 7. 8 teach Publishing Co 320 Bridgeport Pen Co...........320 











ow 


Linoleum Desk Tops. 


Fox, Geo. E.. & Co 171 

Polar Mfg. Co. 

Wagemaker Co 223 
Lists. 

Polk, R. L., & Co.. 3 
Lockers and Storage Cabinets. 

Art Metal Constr. Co 146, 7 


Corry Jamestown Mfg. Corp. .208 
General Fireproofing Co. .154 
Globe-Wernicke Co..205, 6, 7, 
Invincible Metal Furn. Co...2 
Lyon Metallic Mfg. Co 2 
Macey Co 1} 
Steel Equipment Corp 1 
Terrell’s Equipment Co 
Van Dorn Iron Works Co 

Loose Leaf Books and Systems. 
Accounting Devices Co 12 
Poorum & Pease Co 
Chicago Binder & File Co 
Irving-Pitt Mfg. Co 
Lloyd, W. G., Co 





National Blank Book (: iF 
Plew & Motter Dent 220 
Shenpard, C. E., & Co O71 
Stationers, L. L., Co wig 
Trussell Mfe, Co we 


Workman Mfg, Co 2 
Loose Leaf Envelopes, Celluloid 
Markilo Co 2 


Map Tacks. 
Graff-Underwood Co 17 
Moore Push-Pin Co 18 
Maps, Road, Pocket. Wall, Etc. 
Rand MeNally & Co 13 


Matched Office Suites. 


Commercial Furniture Co. .202 


Macey Co., The it 
Memorandum Devices. 

Fo Geo E & Co 171 

Hanna Register Co 14) 
Mending Tape, Transparent 

Handy Roll Co a 
Moisteners 

Argus Mfg. Co 6 


Sengbuseh S4° Inkstand Co. .167 
Numbering Machines. 

American Number, Mach. Co, .106 

Rates Mfg ‘ lie 

Roberts Numb. Mach. Co.213, 14 
Oil, Office Machine 

Clarotvpe Co ) 

Defiance Sales Corp 257 
Pads, Figuring (Ruled or Plain 


Boorum & Pease ¢ b2S 
Paper. 
Rrown, L. L Paver Co 18) 
EKaton, Crane & Vike Co 17 
Weston, tyron ¢ loz 
Paper Clamps 
American Clip Co 172 
Exterbrook Steel Ten Co 145 
Van Valkenburg, L. DPD 2) 
Paper Clips 
American Clip Co 172 
Arvus Mfg Co Sie 
Cook m™ * to ey 
firaf’-Underwood — ¢ 170 
Oo kK Mfe. Co 21 
Rockwell-Parnes Co 4 
Thomas Staty. Mfg Co 278 
rip-Top Mfg. Co 21 
Paper Fastening Machines 
\eme Staple Co 2 
Pump Paver Fastener Co 207 
Defiance Sales Corp 207 
Eveready Mfe. Co 28h 
l Db tL. Mtg. Corp 208 
Irvin \ il Co 22 
Jaclin Staty Co 185 
Newton Paver Fastener Co, .258 
Parrot Steed Fastener (« ISS 
Rockwell-Parnes Co we 
Paste 
iSee Inks Adhesives bite 
Patents 
Siggers I ts 22 
Pen and Pencil Clips. 
Arcus Mfe Co 1 
Defiance Sales Corp 257 
Van Valkenburg, I I} a 
Pencil Sharpeners 
Auto Penell Sharvener Co am 
Graff-Underwood Co 17 
Hunt, ¢. Hu Pen Co 21s 
Pencils, Cedar. 
Amer. Lead Peneil ¢ 148 
Dixon Tos Crucible Co “et 
Faber, Eberhard 140 
Gieneral Pencil ¢ 253 t 
Kohinoor Penell Co 211 
t S. Pencil Co ‘1 
Pencils, Thin Lead, Magazine 
Auto:oint Co 12 
Carter's Ink Co 116 
Conklin Pen Mfg. Co 22 
Parker Ven Co Io. 2 
Sheaffer, W A Pen 1m 1 
Penholders. 
Zaner & Bloser wa 
Pens, Lettering & Show Card 
Pridgeport Pen Co me 


Pens, Steel. 
Esterbrook Steel Pen Mfg. Co 145 


Hunt, ¢. Pen Co 21S 
Miller Pros Pen Co 18 
Spencerian Pen ¢ Ws 


Turner & Harrison Pen ¢ 
Picture Hooks 


Moore Tush-Pin Co 1s 
Pins. 
Crescent Brass & Pin Co 22 


Defiance Sales Corp 
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Platens, Typewriter. 
Amer Writing Machine Co..174 


Ames Supply Co Ont 
Portfolios. 

Mashek, Frank, & Co 10S, 
Postal Scales 

Hanson Bros, Seale Co ,oe 

Pelouze Mfg ( mw 

rriner Sales ¢ 18 

lriner Seale & Mfe. ¢ 13 
Prie'ne System 

Millen Mfg. Co ..207 
Publicat‘ons 

Kritist Stationer oT 

I Pedarf Rundsechau 2H 

Mon Pure “4 

Sv stem we 
Punches 

Boorum & Pease Co 32S 

Chieago Binder & File Co a 

Deflance Sales Corp 257 

she-Wernicke Co, .205, 6, 7, 8 


ik 
Push Pins 


yore Push-Pin Co 318 
Ribbon & Carbon Mfrs. Supplies. 
Standard Products Corp 2331 
Ribbons and Carbons 
Alle & Co $14 
Ault «& Wiberg Co 108 
Ihr ‘ Ribbon & Carbon Co.15S 
(an ‘ Ink ¢ tls 
‘ ‘ I ( I 116 
Colun i kil & Car Mfre 
( 122 
tr I n & Carbon ¢ te 
Littl » = In 17 
Manif 1 Sun s ( 1 
Miller-Brvyant- Pierce to 24 
Mitta & Vole 10 
Ne ] I’, to 
Old Town 1 & Car. Co 118 
Pacit ( & Ribbon ¢ mai | 
Deerts Carbon & Ribbon ¢ 228 
Phi Ril & Carbon ¢ Os 
Ite I Co. .107, 21 2M 
K l-Barnes mt 
Storn iH M Co 24 
Union R m & Carbon Co, .165 
I Ss. Typew it Mfx. ¢ 4} 
Welbst I s to y 4 we 
Rubber Bands 
Faber erhard 140 
Helena Rubber ¢ Ww 
Rubber Stamps 
American Seal & Stamp Co ol 
Medearis Moulding Co 2 
Melit Lauis, €.« ol 
Meyer & Wenthe wu 
Rubber Stamps, Labeled 
American Seal & Stamp Co 1 
Medearis Monlding Co 0 
Rulers 
\ rican Mtg Concern Li 
Safety Deposit Boxes 
General Fireproofing Co 14 
Inv ‘le Met. Furn. ¢ 264 
Safes 
Art Metal Constr to 146, 7 
per Fireproofing Co 14 
Globe Wer ke Co. .205, 6, 7 s 
Macey ( I} 1 
M inh St | Safe Co , 
Mosler Safe 
> h Safe Co rhe 
Stee Equipment Corp 131 
Va Dorn Iron Works ¢ Wh 


Yawman & Erbe Mfg. Co. .186, 7 
&« rapbooks 





Horn W ( itr 2 
Sealing Wax 

{ rte nk i‘ 

Luther Ink & Sta » Pad ¢ 

Sanfor Mire Co 
Seals, Notary and Corporation 

\mer iT Seu & Stamyp ¢ 

Mi | Louis ¢ 1 

Mever & Wenthe mete | 
Seecnd-Hand Office Machinery 

blavet wo 

Relinble Tw. & A. M. Corp. .311 
Shelf Boxes 

I er John | & ( 297 

(ilohe- Wer . ‘ MNS “ r ~ 

Hooft in I. pe | bd 
Shelving 

lterger Mfz i im 1 

‘ ' Fir r n Co. 4 

Globe. Wer ke ¢ 205, 6, 7, 8 

Stee Equipment Corp 1 

rerrell’s Equipment Co 20 

Van Dorn Iron Works Wh 
Sien Markers 

Liellesoe Hans Hi 22 
Signs 

nie n Seal & Stamp Co | 

Davenport Taylor Mfg. Co ad 


Sliding Firniture Casters 
rtf " 


1 Ghiass Pro ts ( y 


Sorting Devices 





Ko anus { wn 
Stamp Affixers 

Multipest§ ¢ a8 

Stan ri Ma w Machines 

( 12 

Stamp Pads 

Amer n Seal & Stamp Co "1 

Luther Ink & Stamp Pad Co. .207 

Mever & Wenthe vu 

M Kee Products Cor TOS 

Peerless Car. & Rib. ¢ 228 
Stands for Office Machines 

Adjustable Tabl Co 12 

’remier Metal Products ¢ vst 


Sherman-Manson Mfg Cs 1 


Stapling Machines 


Cor] 


essories 





“FOR SALE 





WANT 
} 


October. 1926 





Stand. Co Van Dern Iron Works ¢ 
rl ‘ Weis Mire ‘ 170 a0 1 ~ 
Ya ’ & Erbe Mfg. ¢ Is¢ 
Trimming Boards 
Goldin l’re “ lhiv 
Idea = Ss niw ¢ mh 
221 Type, Rubber 
‘ 2? \mer Seal & Sta Co. 301 
ssed Engraved. Type, Typewriter 
gx Co 16 Ames Suy vy Co 
310 Typewriter Cabinets 
‘ +4 Poled Meta r t e ¢ 
Typewriter Cleaning Brushes 
ne ¢ 14 i n Art W 
2t) i. 4 s I PD I Mfrs Cor s 
‘ Se Typewriter C'eaning Material 
1 Clarotype 
t oy s \ ( 
s ¢ 17 \\ ! s ( 
l s 81. 82 Typewriter C.shion Keys 
! K kK ‘ 
s ‘ 1 M s ( 2 
214 l k ‘ The 
Books I ( 
( oN Speee Ke AY ( 
i Typewriter (¢ n Knobs & Feet 
\ s ‘ 
ose \ bE ( 
11 bs ‘ I xX ¢ 
‘ Jil ra I I | ( 
( 217 Typewr Parts and Too's 
\ S ‘ 
212 Typewr New 
ter Stands Ame Writit M ‘ 
M ! ( 74 Cor 
) 6. 7. 8 I ( 
re si SI sv i. | ( 
Re xk A. M. ¢ 
Mrz ( mat he) ite I ‘ 1 
‘ ON R | t ‘ ‘ 
x 34, 5 SI & | 
my 6. 7. 8 | 
2st s I I ( 
16 I ! ‘ ( 
1 wm. m9 J ‘ 
(‘y x) \V | ‘ 
14 Typewr rs Rebuilt 
LU ( 17 \ Writ \I ( 
‘ ve | 
wy l Vy ‘ 
R le 1 & A. M 
( 44 Ss \\ Mi ( 
Oey . S ‘ . 
vj I 
1s \ ' Cvpe t ‘ 
‘ ‘ ”Y Visible Index Systems 
4 ‘ Site ‘ 
imps & Recorders c as Agee 4 : . 
I { J4s Pre . me | y ‘ - 
stamp Co ae Wardrobes 
_. 2a4 | . Furr ( . 
‘ v1 G Wer ‘ . 
s ‘ 21 rerre | ( 
Waste Baskets 
ln 1 I ee W & I \\ 
ne ¢ 154 (ie hire ( 
20 i, 7. 8 Invir Metal |} ‘ ‘ 
1 Ma ( l 
ides | N \ . a ( 
ey 1 WV ‘ ( 
11 I \rt > WV 
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SITUATIONS WANTED 


vriter mechani cle re 1 tior 
te Thoroughly experience or | 
’ Smith rebuilding \ddre I ; re Off 
STATIONERY and. office ipply mat 
son manufacturing oncern a esn 
West Reference \ddr y 
REPAIRMAN ear rie me 
tor lL. «(. Smith and R kexpet 
rh l’refer excha I 
\ I-54 I cort \ 
Manage ‘ I 
I \ st prefer I tn 
door over to ! \ ‘ 
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t nnectior om 
represe } 
Office Appli ‘ ‘ 
STATIONERY MAN t ’ 
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ree f retail off ey , 
xperier ‘ |} ol , 
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WANTS AND FOR SALE, CONTINUED FROM PRECEDING PAGE. 





BUSINESS OPPORTUNITIES. ; SALESMEN WANTED. Po 
KANSAS TOWN of importance, Typewriter Exchange, with BRANCH OFFICE MANAGER—A capable, resourceful man 
( ek Ager ng strong Fine chance for man w cal required, each for Philadelphia, Boston and Pittsburgh, to rep- 











Very litt money required Write J. W. Densford, Salina resent nationally known corporation manufacturing Loose Leaf 

Ix Equipment including Visible Records in Book Form. Must 

WILL BUY a sn established commer: oaticunaan dl lied ave good knowled; of accounting and system work; ex- 

Eastert lassachusetts locatior Address Box W perienced in selling and sales organization; capable of develop- 

iHice Ap Chicago ing and training territory men. Liberal profit sharing plan with 
moderate irawinke ace 


‘ unt to start. Give previous business 

SALESMEN WANTED record. Sheppard Company, Long Island City, N.Y. : 

ZATL.ESMI aad fran = tha naw a dean Césne LOOSE LEAF SALESMAN—A thoroughly experienced loose 
\ls i N L a i aveling to ell n vy Savad 

low « e) Wonderful repeater KMagk op leat man both Eastern and Western territory to represent @ 





‘ i: hl Chicaro —* I ionally known company, manufacturing complete line of 
neers eer wey - - : , nde d forms, including Visible Records. _Must be well 
WANTED—Pt nd Office Supply 5 pmo ‘7008 ee acquaint vith the dealers and have sold a similar line before. 
oe < \pply G-t Office Appliances \n unusually attractive opportunity for the right man. C. E. 

ee Se _ VAICAgO sheppard C« Long Island City, N. Y 


NTI Hust ewrlter salesn combination sales OFFICE FURNITURE SALESMAN experienced. Exceptional 





re re Muncie iypewriter Mxcnange ea Rae pportunitys r high grade man to sell lines on which we are 
he East stributors Sales territory, New York, New 
SAI SMAN WANTI experienced Cffice Supplies: l York State erst Con! Penna Give full details as to refer- 
Cor Stationet nside position t rve floo rade ence, experie! and salary or commission expected. All in- 
State tier nd wary expectes ll. S. & D. A. Byck formation w e held strictly confidential. Address Z-77, care 
( ( Outfittter d Stationers, Savannah, Geors Office Appl Chicag 
\'\ ‘TE S n to trave Soutl G x Sl é SEVERAL STRICTS OPEN for experienced salesmen with a 
t n ! t ommercia fl plies ta nery orking know ige of office records We are manufacturers 
‘ ‘ I State experi ected nd | . d our roduct is an improved line of Visible 
} Ss. 4 ) : I Company Stat ‘ nd Wrinter S Recor MeN neede n every office and store. We offer a 
G iong time, ! h comn sion or profit sharing, exclusive guaran- 
GRADI . : te t t ont! t (his is a ground floor opportunity. 
: e uudneea “at ae ae ee Met nc 123 Sout th St., Minneapolis, Minn ae 
OV St. Louis, Kar (‘it Sa I sco WANTEI s ilesman who is looking for real opportunity. 
Angel dress T-37, care Off Appliances, ¢ igo He ll have entire harge of safe sales in city of over 500,000 
= = MANAGI WANTED May ; : ; n Centr West \\ handle the best known make of light 
machine exper rganize weight f both “A’ and “B models. Give 
Hos Corporation ne , ssf complete d of ir past experience, ete., in first letter. 
: ‘ exnane Arte seh n varanind 4 . As this ! job for a real salesman don't waste our time 
‘on s aaa Bhi sien Chicago ; and yout ‘ ! \ddress F-41, care Office Appliances, 
Chi oO 
| < | . the t ' - abe a 
rn $100 « | j SALESMAN L re one rell steel office equipment and sup- 
| output. Con ; exclusive « of the largest cities in the Central West. 
can ad ; aman Adar a ch A] Line the n t complete on the market and the standard by 
Chi whic ther ke ! idged In writing tell us as much 
— ; hout u ir past sales experience and your familiarity 
RTUNEE i omice = spectalty met nm the reel h tl make f steel frrniture as you would want to 
de N nd selling catal pamphet nder now if re mplo g a salesman Address ©-73, care 
t et b . lit tu ! t omy r cs qfT AY ‘ «*} ro 
nd ltibrat for ning d it Fe a 
Teese , say Pn cage n . al ggg epee LINES WANTED. : et 
= WANTED—Loose leaf line for Rocky Mountain and Pacific 
Coast de\ ment experienced traveler. System and equip- 
n f 25 veat experience Exceptional grasp of sales 
oblems, } chat ter, resourceful worker with clean record 
Line n t have high standing for special work and stock de- 
lopment ) er help, store arrangement and development of 
MANA‘ I \\ ished firn N r} onsidet outside ‘ I 1 i! work and systems. Address G-62, care 
hav ur lity to t harge of furniture Office Ap to ; 
& 1u = par ‘ : AGENCIES WANTEI—We re calling upon all classes of trade 
e! Metropolitan District Uniy thor —— handling tationer i novelty lines on the Pacific Coast in- 
r . rove tOiity w ‘ onsidered \ddress cluding Denve i KE! Pas Texas, and are in a position to 
. ' Us E ke « everal line of commercial and novelty stationery, 
fount ! gre cards, ete Our organization consists 
of me ‘ rienced selling such lines, Address Walter 
Willoug! ! Room 742, 72 New Montgomery St., San Fran- 
SALES ORGANIZATION COVERING the northwest states with 
, ; ; Fae F gene off i apolis is open for one or two lines of 
A —s tors to represent manu rer of new merit t e st to offices, banks, factories, etc. The 
— oe oF proven valle a! ty for the nen bel this o7 zation have had twelve years of selling 
! ‘ ( ‘ 1z sa on orga zi a I _ \DI , ' rt uss Fes " t office supplies, ete direct-to-the-user, and 
Miciat “ sae ae Pie - ! ne hing " vrade representation write us at once, 
. . : vi f t merchandise, territory, commissions, 
VT GAT I eee ey ree ? PETS ¥ pare Add f re Office Appliances, Chicago 
| ine Sie acai” alate repcsl=s vas eritte the CHICAGO DISPLAY ROOM! 
t to sell a popular line of ood at IR. MAN ACTURER \re your products on display in Chi- 
4 , esks and sp. It t consumer a4 cag H 1 ‘gone the limit’ to make it convenient, easy 
| arias nd reference ana « add: 0-72 i protit for t dealer to know and handle your mer- 
Tice A Chicago of ‘ H é ! ompetitors got that advantage over you? 
We e, light entrally located suite of display rooms 
‘ epresent 1 in the “Great Central Market.” We 
re now 2 rese ng a ree foreign company of high standing 
the >} t Cent States and can take on one more line. 
( t t ‘ re capable and reliable. As we en- 
ree outlet ( be glad to think of us as your Chi- 
Nl MACHINI s\ SMEN cage Off Will supervise warehousing if desired. Ad- 
ible, expel! d ear t i di \ Off Ap neces, Chicaro 
Pas Se Se ee FOR SALE. 
; e right me? Write f a to ir ex | LIOTT-FISHER ng and bookkeeping machines bought 
vhet nt to worl en tograph to Mat ! Malor Gilmore Co., 508 8S. Dearborn, Chicago. 
hine Compat 8) Br p Yor) ELLIOTT SHER 1 hines bought, sold and rebuilt. Teeter- 
Warsh ¢ } gt Arcade, Milwaukee, Wis 
MECHANICS WANTED. 
TYPEW! ER MECHANIC WANTED—Must be experienced 
on LC & | I ( Good salary and commission Per- 
\> &PORS’ TABLES. most n taf n n ent nnect h factory branch State qualifications 
5 ' ' ' n fir et Address X-126, care Office Appliances, 
W } | (*} 
tt f l G : ) YRPEN R MECHA ( WANTED Al man will tind 
nes now nd territor \ddre IN-2 t vol (*.. A. Krebaum, LaCrosse, Wis. 
= My Chicago WE WA ( t expert adding machine mechanic 
PPOR Y for per ne revit t ewriter mechar Both must be familiar with all 
vt Millen Mfg. ¢ make i rtunit for the right man. Fort Pitt 
SINESS RTUNITY f ; I rth Ave Pittsburgh, Pa. 
abvilit The manufacturers of product f great merit REAL OPPORTUNITY for combination salesman-mechanic to 
to extend their distributior The product re ¢ nt own prot ‘ vithout investment, doing repair work 
es, sa I ffice buildings ur et earning for elf elling me typewriters, adding machines and 
es have beer roven in other tie Wante } tvpe Min eral ‘ ent commission in unusually well de- 
en to devote their entire time to tl proposit itl ope territor f {1 and substantial firm. Tulsa Type- 
- 137 Feder Jf Rostor MI « rit ( | Ok 
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No. 1,593,358.—Envelope moistener and sealer; patented July 
20, 1926, by George Thomas Pritchard of Norfolk, Va. 

No. 1,594,768.—Carriage mechanism of Weenenre machine; 
perentes August 3, 1926, by Gregory K. lock of New York, 


‘No. 1,595,162.—Condensed billing device for use on typewriting 
and similar machines; patented August 10, 1926, by William O. 


Lack of space prevents listing current issues of patents. 


Statistical tables for July exports, furnished by the United 
States Department of Commerce, appear on the following pages 
of this issue: Adding, Calculating Billing and Bookkeeping Ma- 
chines, Page 313; Ribbons, Carbons and Filing Supplies, Page 
315; Typewriters, Page 311 

The July statistics on Metal Office herewith. 


Furniture appear 


Metal Office Furniture Exports 


United States exports of metal furniture by countries during 











July, 1926. By the Division of Statistics, Department of 
Commerce: 
Safety Other 
deposit office 
boxes, furni— Other 
vaults ture metal 
Filing cases Safes and and fix— furni 
Countries. No No lockers. tures. tures 
\ ae . ae 
Belgium ...... 23 51 786 a 
Czechoslovakia 28 Beene : 19 
Denmark and 
Faroe Islands 21 1,514 , 118 
PD. <.% wees 271 14,225 1 $ 100 %.184 244 
Germany 63 3.522 . ‘ 141 48 
Greece 11 385 9 9ST 525 
PT neeede ; 32 1,609 228 ‘ 
Netherlands 13 482 9 145 1,513 BSS 
Norway ..... 21 1,030 66 1,686 
Portugal 28 
Rumania 1 30 
ae 3 2.046 12 HD 1,276 2" 
Sweden ...... 11 732 55 52 
Switzerland .... 68 5,887 33 
Unit’'d Kingdom s02 26,650 ; S24 5,111 11,279 
Yugoslavia and 
Albania ...... : - 828 
Canega ..... 158 11,151 s4 5.441 $ 168 1,993 20,494 
Brit. Honduras es 5 
Costa Rica.. 3 131 1 132 19 395 
Guatemala .. % 103 12 1,051 218 539 
Honduras .. : 275 
Nicaragua , 7 $29 185 262 
Panama ... 16 1,402 15 1,434 3,059 31 
Salvador ..... 2 130 12 1,229 118 39 
Pn essieee 568 16,385 7502s 6, 687 256 7.089 9.677 
Newfoundland 
and Labrador 2 45 1 61 5 ‘ 
Bermuda 2 23 1 14 547 
Barbados 1 26 170 ‘ 
Jamaica 1 107 ‘ SS S6 1,100 
Trinidad and 
Totago . l 143 nial — 29 
Other British W 
Indies ... ; l R5 on 143 
eae o4 4.826 26 ,.013 115 1,109 12,983 
Dominican Rep 6 263 420 1.440 
Dutch W. Ind 3 93 71 128 
Haitian Rep 27 TOG ; 101 651 








Michelsen of Woodhaven, N. Y., assignor to the Royal Type- 
writer Company, Inc., of New York, N. Y. 

No. 1,594,436.—Line spacing mechanism for typewriting ma- 
chines; patented August 3, 1926, by Alfred Richard Georg Vogt 
of Chemnitz, Germany, assignor to Wanderer Werke, formerly 





Winkihofer and Jaenicke A. G. of Schoenau, Chemnitz, Ger- 
many. 
Safety Other 
deposit office 
boxes, furni- Othe: 
vaults ture metal 
Filing cases. Safes and and fix— furni 
Countries No No. lockers tures tures 
Virgin Islands of 
U. oe l b> » 
Argentina 120 6.369 2 1,050 457 
Bolivia 2 757 
Brazil 13 543 t 126 $254 
Chile. 120 4,215 D 723 1,072 
Colombia 120 7,172 D4 4,527 621 
Eevador . Z 22 
Brit. Guiana 
Duteh Guiana 
French Guiana , 
tn wane 11 1,175 3 226 186 1.34 
Uruguay . 30 1680. 3.199 678 
Venezuela 73 1.399 119 5.408 273 2.2% 
Brit. India 2 218 49 96 
Brit. Malaya 1 . 7- 312 
> ae ; : ; 126 
CO ccecee 27 1.332 38 2 96 7S 699 
Java & Madura ; 1? 
Other Dutch E 
Indies... ‘ 8 790), Su 
Hongkong . : l 13 157 
Japan, includ 
ing Chosen er 27 $,593 1.664 4,71 41 
Kwangtung. 
leased terr 240 
Palestine 2 367 2 224 
Philippine Is 28 1.332 125 1.791 73S 1.957 1,725 
Australia 7 2,300 1,58 43 
British Oceania os l iS 
New Zealand 118 1,801 23 tit 
Brit. S. Africa 11 362 4 Hie 14 
Egypt .. | 69 ’ 
Algeria and 
Tunisia 
Liberia 
Morocco ° 
Port E. Africa ; { 
Other Portu 
guese Africa l 
Canary Islands 161 
Total 3.335 $129,420 660 $48,549 $5,941 $63,026 S106 


Shipments, United States to Non-—Contiguous Territories 


Alaska 
Safes and vaults [Number].... _ ny 
Other metal furniture and fixtures [Pounds] 10,865 1,84 
Hawaii 
Safes and vaults [Number].. i * 19 
Other metal furniture and fixtures [Pounds] 147.488 2s 
Porto Rico 
Safes and vaults [Number]..... ; 12 1,38 
Other metal furniture and fixtures [Pounds] 125.74 4 
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MINTINGS 


A Page Dedicated to Progress 


“Suffering is always the effect of wrong 
thought in some direction. It is an indication 
that the individual is out of harmony with him- 
self, with the Law of his being. The sole and 
supreme use of suffering is to purify, to burn 
ut all that is useless and impure. Suffering 
ceases for him who is pure. There could be 
no object in burning gold after the dross had 
heen removed, and a perfectly pure and en- 
lightened being could not sufter. 

“The circumstances which a man encounters 
with suffering are the result of his own mental 
inharmony. The circumstances which a man 
encounters with blessedness are the result of 
his own mental harmony.  Blessedness, not 
material possessions, is the measure of right 
thought ; wretchedness, not lack of material pos- 
sessions, is the measure of wrong thought. A 
man may be cursed and rich; he may be blessed 
and poor. Blessedness and riches are only 
joined together when the riches are rightly and 
wisely used; and the poor man only descends 
into wretchedness when he regards his lot as a 
burden unjustly imposed.”—Allen. 


“Say to yourself: ‘Health, luck, usefulness, 
success are mine. I claim them,” Keep think- 
ing that thought, no matter what happens, just 
is you would put one foot before another if 
you had a mountain to climb. Keep on, keep 
on, and suddenly you will find you are on the 
heights, luck beside you.’—Ella Wheeler Wil- 
Or. 


* * 


“To magnify little differences brings about 
lisunity. Some of the biggest schisms of 
Christendom have come about by someone's 
emphasizing insignificant matters. Disruptions 
in political parties have come about by the 
failure of men to keep unified. Secessions have 
been brought about because differences grew 
into irreconcilable situations. 

“The solution of difficulties is to lay aside 
differences and disagreements, regardless of 
the argument. Men never arrive at unity by 
going the paths of separation. If those who 
disagree would see how many things they could 
agree upon, the issue of disagreement would 
They would find themselves so 
interested in agreement that they would drop 
the tendency to disagree. In many cases the 
subject for dissension is one based upon non- 
When we learn to agree with others 


upon the essential things in life, we will find 


Pass 


away 


essentials 


“If a person cheats for you, be sure that he 
will cheat you, for dishonesty is in his heart. 
()ne who rejoices in the justice and the honesty 
of his neighbors can be trusted. A man who 
tells you how honest he is may be trying to 
cover up something, but the man who tells you 
how honest others are is positively labeling 
himself as an honest man. 

*“As a man thinks in his heart so is he, and 
as a man speaks from his lips so does he think 
in his heart. He may seem to be talking about 
his neighbors and other things, but in reality 
he is continually speaking of what is in his 
heart.” —Unity. 

ee 

“If thou workest at that which is before 
thee, following right reason seriously, vigor- 
ously, calmly, without allowing anything else to 
distract thee, but keeping thy divine part pure, 
if thou shouldst be bound to give it back im- 
mediately; if thou holdest to this, expecting 
nothing, fearing nothing, but satisfied with thy 
present activity according to nature, and with 
heroic truth in every word and sound which 
thou utterest, thou wilt live happy. And there 
is no man who is able to prevent this.”— 
Marcus Aurelius. 


“In this kingdom of illusions we grope eager- 
ly for stays and foundations. ‘There is none 
but a strict and faithful dealing at home and a 
severe barring out of all duplicity or illusion 
there. Whatever games are played with us, we 
must play no games with ourselves, but deal in 
our privacy with the last honesty and truth. I 
look upon the simple and childish virtues of 
veracity and honesty as the root of all that is 
sublime in character. Speak as you think, be 
what you are, pay your debts of all kinds. I 
prefer to be known as sound and solvent, and 
my word as good as my bond, and to be what 
cannot be skipped, or dissipated, or under- 
mined, to all the eclat in the universe. This 
reality is the foundation of friendship, religion, 
poetry and art. At the top or at the bottom of 
all illusions I set the cheat which still leads us 
to work and live for appearances; in spite of 
our conviction, in all sane hours, that it is what 
we really are that avails with friends, with 
strangers, and with fate or fortune.”—Emer- 


son. 


“Mind is the great leveler of all things: 

Human thought is the process by which human 
/ J 

ends are alternately answered.’—Daniel Web- 








little time for nonessential things.” — Unity ster. 
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moecntion sectton of the 


\ational Association of Stationers, Ofice Outfitters and Manufacturers begins 


age 35. This twenty-first annual convention was held at the Hotel Mayflower, Washington, D. C., Sep- 


tember 20 to 23, inclusive. 
NMustrative 


this issue of Office Appliances. 


The speeches, reports, etc., are rather more extended 
features, present a capital picture of what occurred a 


widresses were eminently practical and of direct value to stationers 


than usual and, with the 
the convention and who were present, The 
No reader should fail to make a study 


EDITORIAL 





The Washington Convention 
HE meeting of the National Association of Sta- 
tioners, Office Outfitters and Manufacturers at 
Washington last month was in many respects one of 
the most satisfactory conventions ever held. We are 
heginning to get in the association work the accumu 
lative drive of the work of the regional districts. 
The percentage of dealers present at the Washington 
convention was larger than at many other conventions. 
The convention did not go in for anything spectacular, 
hut everybody seemed to take hold in a spirit of help- 
fulness. The plan of regional districting is beginning 
to show its value not only in the way stated, but by 
reason of the fact that it brings able men to the fore, 
particularly the regional governors, and gives the asso- 
ciation the counsel of a large number who otherwise 
might be silent. It is significant that one of the regional 
governors was made president of the association this 
a good omen. 
<-> 


Why We Are Late 

FRICKE APPLIANCES is six days late in coming 
from the It would have been possible 
for us to come out on the first of the month, but we 
would have been obliged to do so at the sacrifice of a 
report which we regard as exceedingly important and 
well worth waiting for. We refer to the report of 
the twenty-first annual convention of the National 
\ssociation of Stationers, Office Outfitters and Manu- 
facturers held on September 20 to 23, inclusive, at 
Washington, D. ¢ It was our desire to present the 
complete convention report in number and the 
preparation of the matter and the manufacture of the 

necessary plates caused unavoidable delay 
\We believe our friends will consider it well worth 
while to wait a week for this number of Office Appli- 
ances, not only on account of the convention material, 
but for the unusual value of the special articles aside 
The articles presented herein 
almost the entire field ot 


vear, which is 


press 


one 


from the convention. 
vill be found to cover 
office appliances 

<---> 


The aeroplane view of Washington on the front 
wer of this issue of Offce Appliances is from an of 
cial phot the Army and Navy Air Service 


rabhh hy 


“How Is This?” 

“H Oll’ is this’? We just closed our fiscal year; 

had twenty-three per cent increase over the 
preceding period, but our inventory was only one per 
cent more and we turned our stock nearly five times 
when we did not quite get up to four times last year. 
li’e are thousands of dollars better off in the way of 
merchandise investment, and yet right now we have a 
better balanced stock than ever before, AND we are 
making money while meeting competition.” 

This is refreshing and inspiring. It is a paragraph 
from a letter from an official of one of the most enter- 
prising concerns in the business. It is from a part of 
the field where competition is keen and where no firm 
has any special advantage. The conditions there are 
the same as the conditions which affect the first-class 
commercial stationery and office equipment business 
anywhere 

Through many years the business of this company 
has steadily increased. From a small start it has be- 
come one of the outstanding enterprises in the field. 
In the conduct of its affairs, initiative, enthusiasm, snap 
and go have their part in its success; a success built 
upon the products of reliable manufacturers. There 
are many such concerns in the field. 


Almost every month it is our privilege to note that 
somebody is putting up a new building or enlarging his 
store or doing something that entirely poverty stricken 
people don't do, something that nobody does, in fact, 
unless he has a pretty good piece of ground or a capi- 
tal line of credit. 

Money can be made in the commercial stationery 
business and is being made. All this makes us wonder 
if some of us have not drifted into the habit of blam- 
ing the manufacturer when a better business practice 
on our own part might change our condition. 


<-> 


To Imprint or Not to Imprint, That Is the Question. 
FFICE APPLIANCES will perhaps be obliged to 
confess a degree of opacity of mind when we ad- 
mit that we are unable to see much difference between 
a generally accepted line of imprint brands and the 
entry of another competitive factor in the field of com- 
mercial stationery. 
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Why is a group of dealers’ line of imprint goods? 


It is another brand to carry on the shelves, another line 
to advertise, another line to push when already there is 
everything of the finest quality that the stationer needs. 

One reason given for the private imprint brand is 
that it affords the dealer a larger margin. But in the 
long run does an imprint line yield more profit ? 

Another reason given is that it makes the dealers in- 
dependent of the manufacturers. Why be independent 
of the manufacturers? Are not the identified products 
and the co-operation of the manufacturers the greatest 
assets of the retail trade? It would so appear. Cer- 
tainly there is a large number of lines without which no 
commercial stationer would venture into business. 

Suppose that all dealers were united under one im- 
print banner and sold nothing but imprint goods, all 
stores would sell identical products at the same price. 
Salesmanship would become a lost art. Buyers would 
no longer be required. The incentive to progress and 
advancement of the selling force would be done away 
with. The individuality of the “house” would be de- 
stroyed. Initiative would be eliminated. The very 
thing that stimulates effort and inspires progress in re- 
tailing, the thing that gives “personality” to a business, 
which is the exercise of the individual judgment in the 
comparison and selection of lines with which the dealer 
expresses his service to the community and builds the 
prestige of his business, would be lost. In short, if all 
of the lines sold by every dealer were under private im- 
print brands, the commercial stationery house would 
have about the same identity in a community as an At- 
lantic & Pacific tea store. 

But those most interested in private imprint brands 
have neither desire nor expectation of making the idea 
universal, for if carried to its logical conclusion, instead 
of controlling competition it would create and multiply 
it. There would be such competition as was never 
known in the history of the country, for the manufac- 
turers not represented in the first group of imprint 
dealers would hardly be inclined to close down their 
plants and go out of business. There would be other 
groups, and others. 

After all, a very small percentage of the total busi- 
ness of any dealer is done with private imprint branded 
goods. Only a few items are involved, and are all of 





these up to the standard upon which the success of the 
retail business was built ? 

Take, for example, the writing ink sold by one pri- 
vate imprint brand group. Is it the kind that dealers 
have recommended in the past and would the dealers 
who handle it be willing to give up the lines of the other 
manufacturers? We doubt it. Or take fountain pens. 
Are the lines sold under imprint brands the lines upon 
which dealers have built the prestige of their fountain 
pen departments? Would the dealers who feature the 
imprint pen lines be willing to eliminate all the others ° 
We doubt if they would. 

Was it not the manufacturers who popularized toun- 
tain pens, and was it not upon the manufacturers’ in- 
itiative through the production of large barrels and 
better nibs that the average fountain pen sale was ad- 
vanced from about two dollars and a half to five 
dollars, to the very great advantage of the dealer? 

Reflecting upon the great advances made in the com- 
mercial stationery business in the last fifteen or twenty 
years, it would appear that the manufacturers have con- 
tributed much to the accomplishment. The prestige of 
their lines has been the corner-stone in the foundation 
of the dealers’ business. 

Take loose leaf ; and many other lines could be men- 
tioned. Loose leaf came upon the initiative of the 
manufacturers. Several of these had a long hard fight 
to get representatives in the stationery store, a few gave 
up the struggle and went direct to consumers. 

To be sure, the dealers have shared equally in bring 
ing about the great advancement. The combination of 
the dealer's prestige in his community with that of the 
manufacturer has elevated the standard of the commer- 
cial stationery business to the high position it now 
occupies. 

Any plan that tends to break down the co-operation 
between dealers and manufacturers is likely to retard 
the progress of the business. 

All manufacturers appreciate the valuable service of 
the dealers, and all of them desire to make the rela- 
tions productive of mutual satisfaction. A way can 
always be found to resolve any difficulties that arise. 
Patience and good feeling alone are required. With 
the stationers and manufacturers working together 
toward a common end, the commercial stationery busi- 
ness is destined to a great future. 


THEY DON'T STAY PUT. 


Have you ever had an employee who would not stay put? 


You gave him a certain job. 
started him going. 


You outlined the work he was to do and you 


Then the first thing vou knew, this fellow was doing things you did not expect 


him to do. 
of somebody else's work. 
jobs than that outlined for him. 


He was doing all his own work and then reaching out and doing some 
He was working overtime. 


He was digging up other 


This employee never seemed satisfied to stop with his own special job. He 


kept prying into ether phases of the business. 


never thought he needed to learn. 


He wanted to learn things you 


And then, maybe, you saw his interest in work requiring more ability and 
experience and you moved him up the line a little. 


The same thing happened in the new position. 


He kept looking for more to 


do. He never secmed satisfied to settle down in the routine of the job as you laid 


it out for him. 
He would not stay put. 


It is not every day that you hire an employee of that sort. 
one, you have found a chap who is going to move steadily toward the top. 
when he gets as far as he can get with you, he will not stop. 


When you do get 
And 
He will be looking 


for opportunity to go right on up the ladder with someone else. 
Of such are the leaders of business—the captains of industry. 
—F rank Farrington’s Business Talks for 1926. 
(All rights reserved.) 
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When Is a Name F ixed in Public MindP 3 


HAT is known as the “Spen- 

cerian incident” has invested 
with a particular and timely interest 
for members of the office equip- 
ment trade a question that is as 
broad in its application as the whole 
field of business. And timely in 
proportion as the business man be- 
lieves that the consuming public is 
coming more and more to “buy 
brands.” Or, to put it differently, 
to buy by brand instead of by for- 
mula or specification. The experi- 
ence of “Spencerian” supplies justi- 
fies the typical concrete evidence 
that many an office outfitter has de- 
sired to indicate when the secondary 
meaning of a trade name over- 
shadows and submerges the primary 
meaning. 

The Spencerian episode, which 
proves so illuminating for the trade 
at large, grew out of the effort of 
the Spencene Corporation of Amer- 
ica to register the word “Spencene,” 
written in script type, as a trade- 
mark for writing ink. When the 
lederal censors took up the appli- 
cation, they found that the Spen- 
cerian Pen Company of New York 
had made prior use of the word 
“Spencerian” as a trade-mark for 
goods of the same descriptive prop- 
erties. While not identical there is 
strong similarity between the two 
names. To be sure, the question 
was raised of just how extensive 
has been the use by the Spencerian 
Pen Company of its name on ink. 
sut the main issue involved the pre- 
rogatives that attach to a widely- 
known trade name solely because of 
the public’s wide or univetsal famil- 
larity with the name. 

While the disposition, at the U. 
S. Patent Office, of the Spencene- 
Spencerian clash appeared, by sur- 
face indications, to hinge on the 
technical questions of the use of 
“Spencerian” on ink (and whether 
that use had been abandoned) the 
Patent Commissioner, when appeal 
was made to him, went deeper to 
the underlying issue. He _ even 
brushed aside as immaterial the con- 
sideration of the use of the repre- 
sentation of a tiger head in connec- 
tion with the name “Spencerian.” 
\nd he made it clear that, in his 
estimation, the crux of any such con- 
troversy as to right of monopoly in 
a proper name or brand name is to 
he found in the degree of public ac- 
ceptance of the name as signifying 
always and only one fact of com- 
modity origin or ownership. 





Written Expressly for Office 
Appliances by Waldon 
Fawcett 


Note.—The Spencerian Pen Com- 
pany, in protecting its own trade- 
mark rights, has done a service to 
manufacturers in that another step 
has been taken toward the place 
where the light on what is and what 
is not a valid trade-mark will quickly 
The name, 
“Spencerian,’ used to designate 
writing implements and materials 
and a particular style of penman- 
ship was familiar even to our grand- 
sires. No better example of the 
definite and continued use of a name 
could have been found. Readers will 
find Mr. Fawcett’s article both in- 
teresting and instructive. 


It was not a new principle for the 
business code that was featured 
when the chief trade-mark referee 
at Washington declared that the 
word “Spencerian” is entitled to 
broad protection because “indelibly 
fixed upon the mind of the public 
in association with the art of pen- 
manship and the articles of station- 
ery employed in this art.” Some- 
thing to this same general purport 
has been said before in the same au- 
thoritative quarter. But the current 
pronouncement is pointedly em- 
phatic. And the ruling that “Spen- 
cerian”” must not be approached by 
a name that resembles it in appear- 
ance and sound, sheds additional 
light on the commercial riddle of 
what must be done or must have 
come to pass to fix a name indelibly 
in the mind of the public. 

No more in the latest pronounce- 
ment than in those which have pre- 
ceded it, did the Federal authority 
attempt to lay down hard and fast 
rules for name glorification in the 
degree that renders a one-time ordi- 
nary surname transformable into an 
arbitrary commodity clue. Any set 
formula for this must prove defi- 
cient, so numerous and varied are 
the ways whereby a name may be 
permanently planted in the public’s 
subconscious. What the overlord 
of Uncle Sam’s trade-mark clearing 
house has done on this and other 
occasions is to indicate the influences 
that, in judicial opinion, are ac- 
counted capable of making the trade 
and the public accept just one mean- 
ing of a name, even if that meaning 
be, in a sense, an artificial one. 

It is only too evident that there 


is a certain amount of luck or chance 
in this indelible writing on the mem- 
ory tablet of the public. For ex- 
ample, the business house that is 
long-established may benefit, without 
specific effort on its part, from an 
impulse of the public to always give 
the veteran’s trade name the asso- 
ciation that time has made habitual. 
Some play of this force of tradition 
might well enter into the entrench- 
ment of the Spencerian Pen Com- 
pany albeit this firm has not relied 
solely upon the advertising by its 
loving friends. But it is unthink- 
able that a generation that was 
brought up on Spencerian copybooks 
should not acquire a faith and con- 
fidence in the name that was trans- 
mitted to future generations that set 
less store by flourishes in penman- 
ship. 

The Biblical proverb that, to him 
that hath shall be given, seems to 
apply, moreover, to the old estab- 
lished business house. In the ad- 
ministration of the trade-mark laws, 
Uncle Sam always gives the benefit 
of the doubt to the pioneer or the 
trail blazer. Conceding the right of 
every man to do business under his 
own name, in whatever field he 
chooses, the supervisory authority 
of the Federal courts is apt to be 
exerted to compel the second user 
of a seasoned and familiar name to 
state conspicuously on his goods and 
in his advertising that his wares are 
not those of the first user of the 
name on the commodity line in ques- 
tion. By indirection, the result of 
such compulsory disclaimer is to im- 
pel the exacting consumer to search 
out and reward: what is thus im- 
puted as “the genuine” or “the 
original,” 

Automatic forces of name remem- 
brance on the part of the public are 
also called into play when one firm, 
whether venerable in years or not, 
is alone in its field for a relatively 
long period. The common example 
occurs, of course, in the case of the 
manufacturer of a patented inven- 
tion that, for the time being, per- 
haps, has neither substitutes nor al- 
ternatives. If a novelty may be 
truly isolated for the full term of 
a patent, it goes without saying that 
the public will have become indel- 
ibly familiar with the lone name ere 
any synonyms are permitted to ap- 
pear. The sole contingency here is 
that the name which has been mem- 
orized by the public may not be a 
private name or a trade-mark name 
but the name of the invention. In 











eS 





that event it falls into the public do- 
main along with the invention when 
the patent expires and becomes gen- 
eric, signifying only a mechanical 
species or a type of appliance rather 
than the output of a specific factory. 

lor many years it has been the 
custom of Uncle Sam's trade-mark 
traffic officers to accept the circum- 
stance of lavish and sustained ex- 
penditure for advertising as basis 
for assumption that the exploited 
name had been deeply engraved on 
the mind of the public. Now that 
competing marketers are wont to 
match one another in their indul- 
gence in advertising, the theory is 
not so plausible as formerly. But 
it still obtains to a considerable ex- 
tent im any contest between ad- 
vertised and unadvertised name 
“doubles.” It is for this 
that, in many a battle in the lederal 
courts, where the charge is trade- 
mark infringement or unfair com- 
petition, we find the party who al 
leges trespass, mustering, in support 
of his theory of preeminence, his 
bookkeeping records of advertising 
expenditures and striving to estab 
lish definite relationship between the 
advertising curve and the 
curve. 

Many captains of the office equip 
ment industry and other lines have 
now and again put forward at 
Washington the theory that there 
ought to be a standard measuring 


reason 


sales 


stick for “name perpetuation” or 
“name penetration,” to use two 
somewhat inadequate terms that 


have been employed. In other words 
these executives who prefer their 
obligations in definite and specific 
terms, believe that a fixed tenure or 
a set rule of name occupation should 
be officially assumed to indicate 
when a trade name is indelibly fixed 
Obviously though it is difficult to 
apply a hard and fast tormula. 


Questionnaire on Oftice 


Following is a questionnaire sent to seventy-five of the \re vou in favor 
: > : : s eg direct 
leading office furniture dealers in different parts of the ind selling direc 
rer ore -_ . lf a manutacturer 
United States by B.C. McCoy, 2019 Third avenue, Birming are you in favor 
ham, Alabama Mr. McCoy ts secretary and treasurer of 


the Othee Outtitters Company, [ne 


than forty of these 
desire to discuss matters with the 
was brought up at the session of the 
Division of the National 


Manutacturers 


Association 


Outlitters and last 


four manufacturers and three 


discuss and report upon the matter at 
Furniture Dealer, 
interested in the 


Articles in 


As an Office 
[ assume 
the 
Thorn 
\ugust issuc 
the Saddle 


vou are 
Othce Appliance 
Under the Saddle,” 
under 


Page 


dealers have responded, expressing a 
manutacturers 


Commercial 


month 


cle aler s 


the 
followed by 
the heading Again 
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An effort is being made, never- 
theless, to apply just this solution 
in the proposed new draft of the 
nation’s trade-mark laws which has 
been prepared by a special commit 
tee of the American Bar Associa- 
tion and which is now before Con 
yress. \ccording to the contem- 
plated program, any trade-mark 
name or word which could be shown 
to have been in substantially exclu- 
sive use by an applicant for a period 
of at least five years would be ac 
counted to have acquired “secon 
dary meaning.” Given that formal 
acknowledgment that the word had 
come, through use and association, 
to signify to the public, a particular 
line of goods or a particular pro- 
ducer, and it would be eligible for 
registration. This reward would be 
obtainable, even though the individ 
ualized name be a word (say a geo 
graphical or descriptive term) that 
would not otherwise be registrable 

\lready, though, objections ar 
heard to this, the first and only ef- 
fort to devise an endurance test for 
deep-rooted trade names. Certain 
objectors write to the Capitol that 
live years is not a sufficient time for 
the ingrafting of an artificial mean- 
ing on a conventional word. Others, 
inquire who is to prescribe the mean 
ing of “substantially exclusive” use 
and predict a sequel of controversy 
in the courts. And always, in the 
packground, there is the prospective 
necessity for delicate adjustments to 
preserve to the free use of an entire 
trade its accustomed grade-marks, 


stvle-marks and class-marks when 
the consuming public has com 
menced to associate certain marks 


of this type only with the product 
from a single source. 


When one sets out to answer the 


hypothetical question of when a 


trade name is indelibly fixed in the 


“fe 


that erty Mort 


to dictate what 


The subject Are vou willing 


Furniture 
and small buvers., 


questions. 


Ocober 


buyers throughout the country 

Do you think the manufacturer 
uct through exclusive 
price 
to offer 
facturer who is willing to assist you m securing trom 
business at 


1926 


mind of the public it is essential to 
bear ever in mind the controlling 
fact that it is the attitude of the lay 
public and not of the trade which 
determines the answer. Time and 
again, when this question has been 
raised in commercial controversies in 
the higher courts of the United 
States, the judges have taken occa 
sion to say that special sophistica 
tion has no part in determining the 
popular meaning of buywords. Not 
only is the understanding which men 
within the trade give to a name no 
criterion of the public temper, but 
even the interpretation of experi 
enced, discriminating buyers is open 
to challenge as not being in con 
formity with the construction placed 


on the same word by the casual, 
everyday public. 
More and more do the experts 


answer our question with another 
question. Inquire of them: When 
is a trade name indelibly fixed in 
the mind of the public? They coun 
ter with the interrogation: How do 
customers ask for the goods? By 
the latest approved form of diag 
nosis, the status of a trade name i 
the public mind is conclusively ce 


termined by consumers’ routine ust 
of the word in- specifying then 
wants. This is the test that is ap 


plied by the lederal supervisors ol 
trade-mark ethics when they are 
called upon to determine, for in 
stance, which brand or mark, among 
several in simultaneous use on the 
same goods, is the clue that has sunk 
most deeply into the consciousness 
of the public. lor all of which rea 
sons, the office equipment christene1 
who can prove that the public ts 
sensitive to his commercial nick 
name, has gone far toward demon 
tration that the impression on the 
mind of the public is mdelibl 


Furniture Merchandising 


of marutacturers having branch stor 
the consumer: 
does maintain a branch retail store 


his making contracts with Natio 
who distributes his 
dealer representation should attempt 
should be given quantity buyers 

full co-operation to the mai 


a legitimate protit? 


Stationers, Office Isn't it a fact that whenever these national contracts 
and a committee of made by the manufacturer, the distributor or dealer ts 
was authorized to one who suffers a reduction of profit 
ides tila [he final questions suggested a conference at Washing 
= — ton mn September and asked if the dealer addressed w 
eile) Hiaaasial tet be willing to join the discussion 
a . “The Mr. McCoy is secretary-treasurer of the Othce Outhtte 
gl age m Company of Birmingham, Ala It will be interesting t 
‘The Thorn Under ote the further response of the trade to the toregon 
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“Leave It to Economics” 


HAT is it all about—this in- 

ternational hullabaloo of debts 
and bitterness? Isn't it merely the 
spume of the kettle which must ef- 
fervesce before the potion becomes 
edible ? 

Consult your morning paper. The 
sneer of a British lord appears in 
the headlines. The defiance of a dy- 
namic Italian is hurled at you from 
the first column. The sarcasm of a 
french politician fairly the 
paper in your grasp. You sip your 


sears 


coffee, wondering what it is. all 
about You recall that Americans 
were mobbed in Paris; that Yankee 


newspaper men were expelled from 
Rome; that fellow countrymen were 
snubbed in London. Debts, loans, 
bonds, avariciousness, ingratitude! 
\ tempestuous, unfriendly, misun- 
derstanding place, Europe. We who 
sip our t a prelude to the 
day’s business had best stay at home 
and “let ‘em fight it out, over there.” 


co.tee as 


Now turn to your trade journal. 
he belicose politician is silent; the 
fume of prejudice has disappeared ; 
the shrill clamor of the mobster has 
died away. Quietly, undisturbed you 


study the wheels that make the old 
world tick. You glance with re 
newed confidence at the = sturdy 


mainspring of Supply and Demand ; 
you peer with rising spirits at the 
well oiled cogs which go about their 
appointed task so smoothly, so un 
hesitatingly. An inspiring sight this 
machine of business! It will settle 
the hash of rancor, and the mun- 


lane destinies of men 


Hluman life is an economic strug 
vle. Man goes to war, votes, rebels, 
strikes or works primarily in an ef 
fort to better his economic circum 


stances. Frequently he is misled: 
often he violates the dictates of 
sound economics and finds himself 


jerked summarily back to his start 
ing position. Eventually he learns 
that there is short cut to con 
tentment and pros] erity. He must 
labor industriously, consistently, to 
produce if he wishes to consume 
He when he isn't 
chasing a will o’ the wisp, follow- 
ing the demagogue, or making war. 


crackers: B. 


TO 


produces most 


\. makes makes 


cheese Neither cares particularly 
for the one without the other—for 
rackers and cheese are comple 
ments \. speeds up his produc 


tion, sets aside enough crackers for 
his own use and trades the surplus 
to B. for cheese. B. emulates his 
example and both thereby are made 


happy the possession of crackers 


Or Typewriters, Lipsticks and 
Debts. Wherein It Is Suggest- 
ed that Those of Us Who Are 
Working Out Our Salvation 
Along Business Lines Haven’t 
Time for Hysteria—By C. S. 
Biernatzki. 


and cheese. Now A. again speeds 
up his production and trades his sur- 
plus to a shepherd for wool. He 
doesn't need wool, himself, so he 
trades it with a chap in Patagonia 
for a string of ivory beads and a 
colored blanket. He waxes content 
and purchases almost anything he 
covets by the simple pre cess of ever,r- 
lastingly turning out crackers and 
keeping on good terms with the fel- 
who eat crackers. And _ that 
is commerce—economic game in a 
nut shell. Here you have the busi- 
ness machine stripped to its funda- 
mentals. 


lows 


No One Any Longer Independent 


| till the soil because | need the 
product of your loom. You weave 
hecause you need the fruit of my 

Time was when we may 
have been sufficient unto ourselves, 
but our needs have multiplied. The 
luxury of yesterday is the necessity 
of today. Producer and consumer 
often find themselves separated by 
an ocean, but the railroad, cable, the 
liner, the radio, have brought about 
a convenient interchange of com 
modities between continents. We 
need French perfumes and Roque- 
fort cheese: l'rance needs American 
adding machines and chewing gum. 
So we trade quietly back and forth, 
prosperous and contented in the do 
ing. We learn to understand each 
other and are loath to interrupt the 
intercourse which enables us to buy 
and sell, send the children to school 
and pay off the mortgage. We are 
working parts of the huge machine 
of business operating by the law of 
economics. 

But how much of the newspaper 
hubbub is vital? How much of itt 
is froth of “news” from the mouths 
of politicians ? 

There is always a certain popular 
response to the outcry ofa political 
leader, whether he be right or 
wrong. A few Italians will shout, 
“Down with America!” and a few 
\mericans will respond, “Down 
with the foreigners!” But the cogs 
in the machine realize their depend- 
upon other cogs, grinding 
steadily away at the commerce 


digging. 


ence 


which must not be interrupted at 
well-being 


the expense of mutual 





The plain, every-day homo of the 
species knows very well that he 
must buy bread and clothing. To 
do so he must labor uninterruptedly 
and maintain friendly contact with 
the chap who consumes his product. 
We make better flivvers than Ger- 


many does; Germany makes better 
toys than we do. We must trade 
flivvers for toys. If she doesn’t 


want flivvers Germany can sell us 
toys and use the money in the pur- 
chase of Hawaiian ukuleles. At 
any rate Germany must labor to sell 
toys, we must labor to be able to 
buy them; Hawaii must labor to 
produce ukuleles for sale. All three 
must keep up their dues in the in- 
ternational lodge of mutual friend- 
ship. 

And after all, while the French pol- 
itician is framing his indictment on 
the keys of an American typewriter, 
the nieces of Uncle Sam are madly 
scrambling for Parisian cosmetics. 
\While the noble Briton is chewing 
the end of a Yankee pencil in prep- 
aration of his next frenzied utter- 
ance, “Uncle Shylock” is comfort- 
ably draping his long limbs in Eng- 
lish woolens. While the fiery Latin 
(and whatever his faults, he is a 
great man, for he believes in work 
for everybody ) paces the floor in 
\merican shoe leather, restlessly 
cogitating some new pronouncement, 
the beauty of Italian fibre-silk is 
commanding dollars from the admir- 
ing Chicago buyer. Aye, so long as 
the staunch old mainspring of Sup- 
ply and Demand propels the mech- 
anism with Sound Economics in 
control, the competent wheels wil! 
go round and the merry ticking of 
the business world will continue. 

Ask Kay of San Francisco if the 
Pelgians are untrustworthy. Ask 
Pierre of Toul if the Yanks are un- 
Consult those who flit 
across the pages of your trade jour- 
nal. reer of London hate 
Brown of New York? Does M. 
\lamet of Paris refuse to sell Amer- 
ican typewriters because he may not 
share the views of Mr. Mellon? 
Does the American maker of type- 
writers think less of M. Mamet be- 
cause he finds it impossible to view 
the debt situation eye to eye with 
M. Clemenceau ? 

\bsurd! What has all this debt 
harangue to do with typewriters and 
lip-sticks anyway? Now finish your 
coffee and hurry to the old swivel 
chair. 


generous. 


| ICS 
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Thorns and Thistles 


Being Some Timely Suggestions 


by 


C. W. Roth of the Roth Office Equipment 
Company, Dayton, Ohio. 


Vote The following article by Mr. Roth points out an extension of the application of ‘ ested in p 
articles on the general topic, The Thorn Under the Saddle. According to the present writer, we si 1 have added 
to the thorn and included the jobber in the indictment. He makes a suggestion which seems to be p) il imasmuch 
hacked up by the experience of another important industry. He suggests, mm short, the organization state associat 
control local situations. To attempt to do so through a national association, would simply bring down th mw upon 
of the devoted dealers, but the matter can be approached through local associations with considerably less likelihood 
troubles 

It is too much to expect that a plan will resolve all difficulties. Difficulties have their fun ’ i] l 
of things Few plans are one hundred percent effective. The very plans themselves engender new p» mis The 
tttitude is also important. Iny proposal to correct a practice should be presented with friendliness. U s di 
hring about is a condition fair to all concerned. Any plan that does not consider the interest of all the par 
destined to failure Deliberation and a thorough consideration of every factor in the situation ts higl Mm 
66 © MUCH has been written recently and so much “This condition does not exist today with the { 

discussion has taken place regarding the articles dealers having their state organizations Chey 
published in Office Appliances entitled, The Thorn = checked all of these evils and the manufacturer and 
Under the Saddle, that this seems to be the paramount ire working in perfect harmony and the furniture 
issue among stationers and office appliance dealers today. in the best condition it has ever beet 
Che articles referred to mentioned only the manufacturer ln tact. the catell cudiewe trate fc ce ex 
and did not take into consideration at all the so-called that they have pu-chasing syndicates and they po 
jobber, who is as bad, even a worse menace to the retail purchases. Every member of each syndicate is 
trade toda) and is delegated to take a certain portion of the wor 
“If the retail stationers and office appliance dealers are instance, one member is delegated to get informat 
going to attempt to clean house they must take into con dining room furniture of all types and _ styles Hy 
sideration every factor that is a disturbing element in their finds out what each dealer can use in a season. 
welfare and to my way of thinking the jobber is even a the total, and then begins to shop on dining roon 
worse offender than the manutacturer Chis applies on every item in the furniture trade 
“The average jobber today will sell a consumer, no mat meet twice a vear at the furniture markets and do 


| 


ter what consuming power he has, at the same price the 
stationer pays for his merchandise. We have demonstrated 
this on numerous occasions by representing ourselves to be 
a concern who employs two people in the office, asked for 
stationery merchandise and were 


quotation on quoted 


within a few cents of or at the same price we paid for the 
items 
“Of course, the most natural question the stationer will 


ask, ‘What can you do?’ Absolutely 


but collectively many things. The best illustration of what 


nothing individually 


can be done with conditions of this kind is to take the 


retail furniture dealers of the United States Things with 


them were in a frightful condition before they organized 


Mail order 


prices that the furniture dealer could not meet. 


state associations. houses offered furniture at 
Furniture 
was offered as a premium with questionable products, and 


the manufacturer of furniture sold to hotels direct and to 


the consuming public in general 


shopping and meet each night 


investigations 


j 


and 


make 


svndicates operat thi 


whether all of these 


their 


ana 


cle 


] 
( 


} 


many do \ member of one of t 
citv told me he saved over twenty 
last year in syndicate buving 

If this can be done by the retai 
is to prevent the Stationer tron ( 
Individually we are not strong, t 
zations it would not take long to e1 
in the stationery and office furnitur 

‘The writer is chairman of the « 
files of the National Association 
fitters and Manufacturers, and 


letters and quest 


furniture in t 


\W 


manutlac 


i U 


ure? 


nited 


selling 


States, 


ti 


al 


ionnaires to dealet 


e results 


the 
tur 
th 

i 
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“It is a fine resolution, and they protest. Why not dis- 
continue purchasing that manufacturer’s product individ- 
ually? That is the kind of protest with a sting 
to it.” 





ue 
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“large users” direct. In fact, we received a copy of resolu- 


tions from the Pacific Northwest Stationers’ Association 


dated June 25, 1926. This was quoted in Office Appliances only 


September, page 28 


What’s in a Policy? 


This article ts from David Lupton’s Sons Company's house organ, “Sash LUP- 


LON 


Sense.” 


leads us to think that others wiil be equally interested. 


strong for the manufacturer. 
the article suggests. 
* 


Sales policy is like the whistle on a tug. 
A lot of offices have pretty mottoes and not many visitors. 


tug. 


It was sent to us by a prominent stationer. 


His keen interest in it 
The dealer who sent it 1s 


He resolves any difficulties that arise in just the way 


* 


lf it's blown too long the tug won't 
And then again 


some bird in a little two by twice does some thinking, reaches some conclusions, 
sticks to them, and a Ford car is built and keeps on being built. 


\ll of which means that you may or may not be interested in what a manu- 
facturer’s carefully outlined policy is but the workings of his mind as shown by 


what he does will tell you whether you should tie up with him or not. 
Lupton’s Sons Company has been in business over fifty years. 


David 
\ man or a com- 


pany ought to gain some definite ideas in that time. 


Here are a few of ours! 


The only thing, in the long run, that 
ties a dealer to a manufacturer is the 
amount of money the dealer makes on 
the manufacturer's line. There may be 
other things, but so far only three dealers 
have been found who were in business 
for their health and they lost it. 

The surest way to lose a dealer is to 
sell him some sash and then go out and 
sell some more direct to his friend across 
the street at a lower price. Several deal 
ers would like to see us do that fre- 
quently, but they are our competitors’ 
dealers and have only a passing interest 
in our welfare. 

It is cheaper to stand on a busy corner 
giving out five dollar bills than sell a 
dealer stock that he can't sell. Any prod- 
uct, no matter how well made, gives off a 
peculiar odor, after it lies idle six months, 
every time the buyer passes it. 

\n excellent way to kill a good dealer 
is to give him a commission on a sale in 
which he didn't participate. That turns 
him into a parasite. A better way to kill 
him deader than that is to refuse him a 
divvy on a sale which he actually worked 
to help us get. 

\ good way to stop sales volume 1s to 
either way. After careful 
thought we're not in favor of it. 


kill dealers 


man an initial stock of 
windows we are obligated to show him 
how to sell it. But we are not obligated 
to sell it for him— it’s a lot easier to sell 
something than And the 

upton margin to the dealer is ample for 


If we sell a 


once twice. 






ST 
4 a « 


TOSS much too large for net 
profit. 

The initial stock order is something to 
worry about both before and after it is 
sold. Turnover is what counts whether 
you are ploughing or selling steel sash. 

A bird in Podunk Center who buys $25 
worth of windows every month is an 
asset. A big triple A outfit in Metro- 
polia who buys $5,000 worth and doesn’t 
buy any more is a liability. It takes a 
lot of little assets to make up for one big 
liability. 

And finally, lastly and by far the most 
important, if you’re a dealer and I’m a 
manufacturer and something happens 
that you don't like, there is only one way 
to settle it. You sit down and so do I. 
You light a Perfecto and I, being a man- 
ufacturer, light a roll of Bull, and we 
have it out man to man, cards on the 
table and settle it so you're satisfied and I 
am, too. It’s simple, but it is sure, safe, 
sane, sound and the securest foundation 
for our continued mutually profitable 
connection 

Those are a few things we've found 
out. If you asked us to send you a copy 
of our sales policy we couldn't do it. We 
don’t have a written one, an engraved one, 
r a printed one. 


profit 


But after all, fifty years is a long time. 

()ne learns things 

\nd somehow, just because we have, 
we've got a lot of dealers we didn’t have 
before, made a lot of friends we didn’t 
know betore \nd from all of. these and 
from you we want to learn more. 
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LOADING THE KARDEX AIRPLANE FOR ITS FIRST FLIGHT TO CLEVELAND.—The Kardex cabinet 
being passed to Pilot Ralph Taber was delivered to the Union Trust Company three hours after it left. the 
nardex plant in Tonawanda 
Kardex Aeroplane to Use New Airport. engine reached the scene almost at once, the tlames were 
found to be out of control. L. D. Hunter, manager of the 
company and owner of the building, estimated the damag« 


Assurance of Buffalo Airport Leads to Use of Aeroplane 
by Rand Kardex Bureau. 


Kardex Bureau, 

facilities 

the 
the 


James H. Rand, Jr., president of Rand 


transportation ot 


has added an aeroplane to the 
Mr 


possibilities of aeronautics and 


in com 


that 


the company. Rand has been interested 


mercial now site 


for the Buffalo Airport has been acquired and is in course 
of development, the first of a fleet of Kardex aeroplanes 
has been put in commercial service between the chiet 
Kardex branches and the home office 


rhe plane was piloted to Buffalo from Detroit by Ralph 
Taber of the Rand Kardex engineering department, who 
is to be the official pilot of the new The Kardex 
the Buhl-Verville Company of De 
It is of the light 
all 


plane. 


airplane was made by 
troit and is powered by a Curtiss engine 
express and passenger type, having an metal fuselage 


and framework, with folding wings 

Mr. 
covering the distance from Detroit in two hours and forty 
As the atmosphere was dense and hazy, the trip 


Taber piloted the plane on its initial trip to Buffalo, 


minutes 


had to be made at low altitudes, but the plane was landed 


without difficulty 


The Kardex aeroplane will be put in commercial service 
between the chief factories and branch offices of the va 
rious companies which were recently consolidated into the 
Rand Kardex Bureau. These include the Library Bureau 
plants at Cambridge, Mass. Ilion, N. Y., and Chicago; the 
Safe-Cabinet factories at Marietta, Ohio: the Globe 
Wernicke plant at Cincinnati, as well as the Rand and 


Kardex plants in the Tonawandas 
The first of these commercial flights was made between 


Buffalo and Cleveland, the aeroplane being used to deliver 


a special Kardex Cabinet to the Union Trust Company in 


difh 


that city. Pilot Taber negotiated the flight without 
culty and the Kardex cabinet was in the possession of the 
Union Trust Company within three hours after it left the 


Kardex plant in Tonawanda 


Fire Destroys Stationery House at Portland, Ore. 
was taken during the 


The photograph reproduced below 
the building 


course of a disastrous tire which destroved 
and stock of the Pacific Stationery and Printing Company. 


107 on Thursday, July 29. 


The 


Second street, Portland, Ore., 


fire was discovered about noon and, although an 





at $150,000, $20,000 damage to the building and the res 
to the contents The loss was substantially covered by 
insurance, the net loss being about $10,000. The estimate 
of a total damage of $150,000 was concurred in by the fire 
marshal, who made a later examination The building 
was a four-story structure at 105-107 Second street. Much 
additional damage was done by water to the basements 
of adjoining buildings which were flooded The stock of 
stationery and ofhce equipment was practically destroyed 





FIRE DESTROYING STORE OF PACIFIC STATION 
enRY & PRINTING COMPANY PORTLAND OR} 
Hiustration shows firemen n ladders carrving 
hose into the front of the blazing tructure 
Phe Pacific Stationery & Printing Company has opene 
temporary quarters at Second and Ash streets, three bloc} 
from their old location, where thev conducted a fire 
None of the stock remaining will be moved into the r« 
structure The old building is being rebuilt and the t 
pany expected ft move back tnt it earlv last mont! 

An automatic sprink!er system has been installed a 
a larger stock will be carrted dditional machiner " 
be installed in the printing plant 

Mr. Hunter says that business is very good and ex 
presses his high appreciation of the assistance of friend 
and competitors who have filled orders for his compar 
aiter the fire 


y 
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Making Portable Office Machines 


Selected from an Address by Percy S. Brown, Assistant to 

the President, Portable Adding Machine Company, Chi- 

cago, Presented at the Convention of the National Type- 
writer Dealers’ Association at Chicago in August. 
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\ ( V/ us rlicie ts pre ‘ fe 
he manufacture of the two machines with which hi 
rd machines in the field {dding machines, typewriters 
her purposes are produced under the same scientific proces 
through many fa 


Vr. Brown's article takes the dealers 
for whose product he 


handles and how m 


N UHIS paper M: 


to avoid technicalities because he was trying to present 


Brown stated that he had endeavored 


the subject to an audience, many of whom were not 
familiar with the details of manufacturing. He continued 
You must be interested above all in quality of product 
In portable mechanisms, quantity, except as measured in 
sales, is not a consideration. Quality of product—is this 
machine I am selling or planning to sell an assembly of 
parts made from the best materials for the purpose, by 
skilled specialists under the direction of competent super 
visors, engineers and managers, and to specifications that 
are sufficiently exacting? These are the things the dealer 
wants to know. 

‘Portability implies sturdiness—reliability. The very fact 
that a machine is portable imposes on it a severe responsi 
bility. We know at once that it will have trying experi- 
ences—because it is portable, that demands will be made 
upon it that are made on no similar mechanism that is not 
portable—because it is portable. It will be dropped, 
thrown, kicked, soaked in water, shot up in the trenches, 
gassed and otherwise browbeaten and mishandled—and it 


must continue to function or must be easily repaired 


Viewed from a Service Standpoint. 


“Yes, it must be easily repaired—serviced. Here is our 


second thought then. How does it look from the servicing 
standpoint? Is it a costly operation to keep it in order 
because of inherent weaknesses of design or manufacture, 
or does it ‘stand up’ in general usage and require only that 
servicing resulting from natural wear or unnatural break 
\re break 


Are parts 


ige? Is it constantly getting out of ‘whack’? 
iges easily replaced through parts replacements? 
truly interchangeable? The dealer is vitally interested 
because out of his dealer discount comes service expense 
under the guarantee, and after that the service of wear and 
tear for which he charges—but I understand that dealers 
rarely retire on the profits of service charges 

‘To me these points that | have touched on seem para 
mount and because of my familiarity with the manufacture 
it only two portable machines my remarks must be con 
tined to the practice of the Corona Typewriter Company 
in producing Corona typewriters and adding machines 

Whenever Corona typewriters were designed or rede- 
signed the designing department always gave the utmost 
onsideration to elements of part interchangeability—in the 
direct interest of the dealer organization They designed 
with careful attention to details of manufacture that would 
insure quality product They specified materials that they 
knew by trial and error methods, or by direct engineering 
data, or mechanical or chemical test or analysis, would best 


serve the purpose. Climate, heat, moisture, shock, con 


stant and steady pounding, irregular and interrupted usage 

all were considered. They were the customers and the 
dealers as the product developed. Limits on dimensions 
limits of wear, limits of finish and many others were estab 


lished as a skilled engineer places limits or specific load 


at length because what he had ell 
is familiar applies equally 
tddressing machines 


dealers of the practices and processes 
the production of all of the high stand- 


duplicating machines and the machines for 


tories and explains why the dealer is m a way a “consulting engt- 


that capacity the dealer may facilitate his own business. 


factors far beyond the apparent requirements of the pro- 
posed construction. So the engineer frequently imposed 


limits in excess of any possibly foreseen demand. 


Typewriter Experience Helped Portable Adder. 

“The experience of portable typewriter manufacture was 
available when portable adding machines had to be built, 
and inasmuch as the inventor of the Corona portable add- 
ing machine designed it essentially as a portable with every 
possible thought to simplification, his product entered pro- 
duction very much on the same basis as Corona designed 
machines. 

‘Now I have brought you to the factory. Let us go in. 
| said that the designers considered all factors, including 
But before manufacture could begin it was 
necessary to have a plant and in the plant or factory there 
had to be machines, special machines, many of them. These 
machines in turn must be grouped by some prearranged 
plan, not hit or miss, or the product would go to you at a 
That machine 
in front of you is there by design, not chance; practically 
arranged scientifically. 
Furthermore, such and such machines were grouped to- 
gether only after very careful planning so that such and 
such operations could be performed on certain parts in the 
So we have departments—groups of 


manutacture. 


price that would inspire mirth, not sales. 


every machine in the factory is 


same machine group. 
machines or benches for specific purposes. 

“Let us step into the punch press department hecause here 
A far-seeing plan- 
ning organization, which | will describe more fully later 
on, has planned just what shall be done on each machine. 
It has secured the proper materials and has said just how 


are originated so many of the parts. 


the work shall be done by each operator on each part and 
Here is a great blanking press, a man 
The press starts eat- 
ing up the strip and the parts, in the form of blanks, drop 
\ supervisor or his assistant is there to see 
that the operator starts right, that he follows written in- 
structions, or if he is a new operator or one not skilled on 


for each operation 


is placing a strip of steel in the die. 


into a pan 


the job, to see that he is properly instructed. The first 
strip is not finished before the operator stops the machine 
to gauge the part to be sure that it is right. He is re- 


sponsible for the quality of his own work. 


Inspection of Parts. 

“And the supervisor (foreman) picks up some blanks and 
thoroughly checks for correctness of limits, absence of 
burrs or whatever else the instruction card for that job 
and part calls for. He is secondarily responsible for the 
\ little later we see an inspector come along. He 
picks up a handful of parts and 
If O. K., he has the finished 
work put aside as satisfactory and the operator continues 
Then if later he finds a punch has broken or something like 


quality 
stops at the machine, 


examines them, gauges them. 


that happened and the operator has failed to note it, only 
the pan of work not yet passed has to be looked over; the 

















—— 
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punch may have only broken a moment before. And he 
does one other thing—he stops the work, shuts down the 
machine, and it may not be run again on that operation 
and with that tool until the tool has been fixed. Then if 
everything is alright he approves the starting of the opera- 
tion again. This kind of inspection is called walking 
inspection. 

“But do not imagine that that is inspection in full. It is 
merely a useful aid in insuring quality. Many parts must 
be examined in minute detail—some have to be individually 
inspected. So you walk into the planning center and see 
a group of bench inspectors examining for appearance, 
gauging for size, gauging for locations of hole, examining 
for mechanical operation, or whatever has been specified 
for that part at that specific operation. And no part may 
pass to another operation until the inspection has been 
completed and the inspector's initials placed on the opera- 
tion ticket. Defective parts are routed for salvage or 
scrappage as may later be determined. 

Checking Up “Walking Inspection.” 

“You might think that now the parts have escaped from 
the punch press department, but no—after each operation 
even in the same department they must be passed by the 
inspector, counted and rerouted by the clerk in the plan- 
ning center working from his planned lists. Back then into 
the department to a different machine—this time a forming 
press with the same procedure followed. 

“So it is from department to department, the parts grad- 
ually assuming final form and receiving their treatment of 
blacking, nickel plating, japanning or whatever finish may 
be specified. All of this is relatively simple—on paper. 
The parts go on and reach a final place of storage known 
as finished parts stock. But it was no simple matter get- 
ting them there. 

“The functional plan of organization created a planning 
department that took all of the department clerks out of 
the producing departments and placed them under one 
head. In this same department it placed men who were 
specialists in manufacturing and 
methods; experts on materials; skilled rate setters and time 
study observers; trained clerks. Before a wheel turned 
over the designing department had with the 
methods men and with the tool designers. Tools were de- 
signed for the different operations; gauges, too. Then they 
were built and inspected. They made sample parts which 
had to be approved by designer and inspector, and the tools 
Complete methods of man- 


operations, processes 


consulted 


released by the methods men. 
utacturing, operation by operation, had to be devised and 
reduced to writing. What to inspect for and when had 
to be reduced to writing. All this data was then placed on 
cards for the instruction of the supervisors and operators. 


Speed Without Sacrificing Quality. 

“And speed of manufacture—the bugaboo of big business. 
Speed that cuts costs to a hair without lowering quality 
standards. Stop watch study, careful instruction, selection 
of men and women, psychology, job analysis, incentives, 
higher pay, and hundreds of greater or less details, all 
affecting speed and quality had to be considered. 

“Think this over. Just last week in an editorial Arthur 
Brisbane mentioned that the purchasing power of the dollar 
is at thirty cents compared to what it was fifteen years ago. 
Lam no economist, nor is Mr. Brisbane, and | cannot even 
say whether his figures are exactly correct or not, but | 
suspect that they are not far from the truth. Fifteen years 
ago a Corona typewriter was marketed at $50.00. Until the 
Corona Four was brought out Coronas were marketed at 
$50.00 and the three-bank still is. You 
old dealers of fifteen years ago, compare mentally the ma- 


Compare values. 


chines you received then and receive now. Think of how 
much more the public receives for their fifty dollars, and 
yet the Corona Typewriter Company had to absorb that 
depreciation of the dollar. Not only that, but the wages 
paid today to their employes are much higher than fitteen 
years ago, and the prices paid for materials very much 
higher also. Even one who has been intimately associated 
with the progress of manufacturing enterprises often won 
ders how industry has done so well. Of course, labor 
saving machinery has done much, but the scientific opera 
tion of factories and the scientific development of individual 
capacity for quantity and quality production under proper 
instruction and incentive has done infinitely more. What 
has been done in this country is nothing short of astound 
ing and it has been passed on to you men who distribute 
the products of the worker to the consumer—who is the 


worker on some other product. 


Laboratory Methods in the Shop. 


“Now we will return to the planning department, for 
planning is primarily responsible for building quality prod 
ucts. Step with me into the methods laboratory. There 
is a box ot heated air saturated with moisture in which a 
comparative test of rust-resisting oils is being made. Ove: 
there control tests are being carried on to determine the 
thickness of nickel deposit that will best serve to protect 
steel against ordinary conditions in service. In the corner 
a machine is striking two type bars alternately, hour after 
hour, days of test representing years of practical use. A 
careful record is made of the wear of parts or whatever 
data is being sought. There is a machine for testing the 
hardness of the steel, here one to determine how it will stand 
iorming—will it crack or bend without the slightest frac 
ture, yet be stiff enough? Interesting to the casual ob 
server—vital statistics to the manufacturer and dealer. 
“That is your laboratory, Mr. Dealer; every factory has 
one or more for you, but as a rule you do not use it, or if 
yeu do you fail to use it advantageously. Did you ever 
stop to think that you are a consulting engineer on the staff 
of the people whose products you sell? ‘The last ship 
ment of machines was punk,’ say you. Fine, constructive, 
helpful to the factory! Granted it You 
not acting as an engineer that time, because if you had been 


was true. were 
you would have said, ‘Last shipment consisting of machines 
Nos. so and so (giving serial numbers) was not up to your 
usual standard in the following respect,’ and here you would 
go into detail as to what was found wrong with each ma 
chine. You had to go through the same processes in each 
case anyway, and it takes little longer to record complet« 
data than merely to think it. Now why the detail? Not 
just because it is the obvious thing to do, but because the 
factory can put its machinery in motion to find out why a 
certain thing happened. It was inexcusable—should never 
have occurred, may have been due to shipping conditions, 
change of packing methods or whatnot, but we all want to 


know the truth and must know it to act intelligently 


Standardized Tools and Methods. 
“Here is where you come into the consulting staff of the 
factory. See what we can do with that specific informa 


tion. Come into the assembly department with me and 
follow closely. 
“You notice that when the girl stamps the serial numbe: 


on the frame she has first consulted a printed card. She 


took the number from that and she put card and frame on 
shelf 
bench with a machine before her. 


The girl note sits at 

At the back of the bencl 
is a tray divided into compartments, each of which carries 
They are all the 


before another girl. you 


about one hundred parts, all different 
parts she has to use on her assembling operation. She has 


(Continued on page 273.) 
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Relation of Manufacturer to Dealers 


Address of L. J. Conger, Vice-President, L. C. Smith & 
Corona Typewriters, Inc., Before the Convention of 
the National Typewriter Dealers’ Association 
at Chicago, Friday, August 27, 1926. 


HE relation between the manufacturer and the dealer 
is or should be the exact counterpart of the relation 
between partners in a business enterprise. I mean 


that in every sense that the word “partnership” implies. | 
propose to discuss this dealer-manufacturer relationship in 
the terms ot be 


a partnership, and, in order that we may 


sure to cover the ground thoroughly, I want first to analyze 
just what are the essentials of a successful partnership 

[ believe these essentials are: 
] Mutual confidence. 
2—The correct realization of mutual responsibilities 
3I—A 


You will observe 


for mutual 
that | 
descriptive of all of these essentials. 
is the all 


ness relation which is founded on anything less than mutual 


desire success 


have used the word “mutual” as 


Mutuality of interest 


foundation ot successful business, and any busi 


service cannot succeed. 

| have placed mutual confidence as the first essential of 
dealer-manutfacturer relations because it is necessary that 
the contracting parties composing our ideal partnership 
have confidence in each other before they are bound by the 
legal phrases of a dealer contract. If confidence is lack- 
ing, all the lawyers in the world cannot write a contract 
that will ensure a successful relationship. In fact, I have 
an idea that the most successful partnerships are those in 


which the formal terms outlining the contractual relations 


are made decidedly subservient to the mutual contidence 
of the parties involved. I am familiar, for example, with 
the procedure of a manufacturing concern whose dealer 
contract is no more than a letter setting forth merely the 


general conditions of the agreement and avoiding all legal 


phrases and minute details. This manufacturer has main 
tained successful relations with his dealer organization for 
many years and to my certain knowledge, there has never 


been an instance where either party to this simple form of 


contract has fallen back on their legal rights when mis 
understandings have occurred. The real contractual rela- 
tions in this particular case are founded on mutual confi- 
dence which existed before the signatures were affixed to 
the contract and which have been sustained by fair and 
reasonable action by both parties. 

But certain things are necessary to be done to establish 
this pre-contract confidence of which I speak. The manu 


facturer must have confidence in the dealer’s financial re- 
sponsibility—hence he investigates the dealer’s statement 
and his standing with the local banks. The manufacturer 
must have contidence, also, in the dealer’s integrity and he 
makes inquiry as to his standing in the local community. 
The manufacturer must have confidence in the dealer’s 
ability to give his product proper representation and so he 
looks into the dealer's ability to give his product proper 


representation and so he looks into the dealer’s sales organ 


ization, his store, his service, his windows and his own per 
sonal sales ability The dealer, also, should conduct his 
own investigations to establish his confidence in the manu 
facturer He, too, should satisfy himself that the concern 


business 


he is to represent is financially able to carry on 
iggressively—to provide sales helps and advertising, both 
nationally and locally. He should make sure of the manu 


facturer’s reputation for careful and honest manufacturing 


methods, judging not only by his present product but also 


the prod 


by tl design and construction since 


prowress 


uct was first put the market. And, above all else, the 
dealer should make diligent inquiry of the manufacturer’s 
reputation for honest and fair dealing with his dealer or- 
ganization. 

pre-contract procedure by both parties involved is 
absolutely essential as a foundation for successful relations 
Unless you, as a dealer, can satisfy yourself on all these 
points beyond any possible doubt, let me urge you to re- 
frain from entering into any partnership no matter how 
good the product apparently is or what profit possibilities 
it offers. Give the manufacturer every opportunity to in- 
vestigate you and your business and expect the same co- 


on 


This 


operation from him. 

Now, let us assume that mutual confidence has been es- 
tablished the Your active relation 
with the manufacturer has begun and both partners are 
called upon to meet their responsibilities—one to the other 

and so our second essential is immediately recognized— 
the correct realization of these mutual responsibilities. 

For what is the manufacturer responsible to the dealer. 
First—to build his product honestly, to improve it con- 
stantly whether such improvements are actually necessary 
not, to build it as economically as possible consistent 
These 


and contract signed. 


or 
with good workmanship and to price it properly. 
are self-evident and require no comment. 
Second—to help the dealer sell the product rather than 
to merely sell the product to the dealer. This, also, should 
be self-evident, but unfortunately it is a responsibility fre- 
quently The function of a dealer, from 
the manufacturer’s viewpoint, should be not that of a cus- 
tomer but, as [ have previously pointed out, that of a part- 
The manufacturer should be concerned not with his 
dealer's orders but When a manu- 
facturer appoints a dealer and gives him certain definite 
territory in which to represent the manufacturer, he recog- 
nizes the fact that the dealer is absorbing a certain propor- 
tion of the manufacturer's selling expense and not merely 
buying certain units of the manufacturer’s product. To be 
of real service, the dealer must make money and he can do 
so only through successful selling effort, not buying effort. 
The manufacturer, therefore, who adopts a policy of “load- 
ing” his dealers without regard to their financial ability or 
the sales possibilities of the territory is not discharging one 
Adequate ad- 
vertising, selling plans and methods, efficient dealer helps, 
sales supervision and friendly and helpful assistance in every 
phase of the dealer’s business is a necessary phase of the 
manufacturer-dealer the manufacturer who 
tails to give such co-operation is not deserving of a con- 


sadly neglected. 


ner. 
with his dealer’s sales. 


of his most important dealer responsibilities. 


relation, and 
tinuation of the dealer’s confidence. 

Third 
reference to the dealer's business as a whole. He should, as 
far as is consistent, assist his dealers in organizing their 
business He should not 
be concerned with his product alone, but should pass along 
to his dealers the benefits of his experience in administer- 
ing the details of accounting, collections, correspondence, 
local advertising, in short, all phases of his dealer’s business 
And the wise dealer will take 
advantage of such assistance and benefit by it. 

Now, what constitutes the responsibility of the dealer? 

(Continued on page 278.) 


the manufacturer has certain responsibilities with 


on correct financial foundations. 


which contribute to success. 
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Recording and Analyzing a Business 


Being an Address Presented Before the Annual Convention 
of the National Typewriter Dealers’ Association at 
Chicago, August 27, by Henry Simler, Vice- 


President 


and General 


Manager, The 


American Writing Machine Company. 


T 18 necessary today to have accurate records to enable 

an owner to control his business and safeguard his prop- 

erty, and statistics to show the trend of the business by 
having the details of sales and expenses 

The story of the salesman who asked a customer to whom 
he had sold a system, how the system was working, to 
which the customer replied, “tine,” 


business was told, “I don’t know, keeps us so busy work- 


and in reply to how 1s 


ing the system we do not have time to get business,” illus- 
trates the kind of system that should not be used. 

Then who when asked if 
he had certain articles in stock, would reply, “I think | 
suppose you come in tomorrow or next day; in the 
when asked for some item 


| recall a hardware merchant, 


have, 
meantime I'll look it up.” Or, 
of stock, replied, “No, | don't keep that any more, | used 
to have it, but sold it so fast | could not keep it in stock, so 
| stopped buying it.’ These stories may seem improbable, 
but 1 know the hardware dealer. He had no records and 


did not know much about profit or turnover. 

A number of years ago | was asked to close up a busi 
slips of paper 
were used, scattered around several desks. Bills and state- 


No way of telling what was paid and 


ness for a friend. There were no records, 


ments everywhere. 
what was unpaid: no records of charges \ man would get 
would pay in a few days. 


You 


some merchandise and say he 


It was all right.—no record was made of it. may 


imagine, | had a sweet time 
Dealers in used typewriters and other office equipment 


have a small margin to work on and must exercise care in 


adding fixed expenses or overhead, and we must not for- 
get we have overhead with us all of the time. My auditor 
does not allow me to forget it. But, certain records are 


necessary 
Business Statistics Necessary. 

A capable clerk keep the books. 

records necessary, do the detail collection work and get out 


can be emploved, t 


the figures the owner must have to successfully conduct his 


business. This clerk should be trained to wait upon people 


who come into the store and relieve the owner, to a large 


degree, and enable him to supervise the business—sales, 


repairs, rebuilding and collections and to get outside part 
of the time and actually produce some business. 

Of course, the owner may be a more capable salesman, 
he should be, but can he afford to 


come in the store and are half sold when they enter? 


wait on people who 


Su 
pervision and outside work are more important 
I will now tell you what I consider essential records and 


analysis of sales and expenses 


First an “In and Out Record,” or Shipping Book All 
machines should be entered when taken into stock from 
any source or when they go out of the stock. Machine 


numbers should be taken from the machine, other informa 
tion from the This book written by 
someone other than the bookkeeper and the orders checked 


orders. should be 
against the shipping book by the bookkeeper. 

All machines should be tagged as soon as they come into 
stock,—the 
condition or grade. 


number, carriage, model, type, source, 


And it may 


serial 


be desirable to show the 


cost. These cards will simplify taking inventory. 
All machines should be carded each day. The card to 
show make, serial number, carriage, model, type, source, 


condition or grade, and cost. As the grade changes (roug! 


to rebwilt) or (rebuilt becoming rough) the change note: 
on the card 
Che date of each movement in or out should be recorded 


machines should be made from the cards 


\ list of all 
each month. A physical inventory of machines taken eac! 


month and the machines in stock checked against the list 


the machines sold, on rental, examination or loan and san 
ple checked against the list and balanced each month. ‘This 
will also be a check against the recording during the mont! 
A copy of the previous month's list can be used, adding 
to it the machines coming into stock and deducting fro 
The current month’s list 
used the next month, as a check list 


Summarized Figures. 


it the machines disposed of. 


copy can he 


We use a comprehensive summary It shows the 
total, the number of machines of various makes on hand tl 
tirst of the month 

\ summary of those received during the month, a 


SOUTCE 


A summary ot those disposed of and how disposed 


A total in stock at the end of the 


t 


month, and location 


in stock, on rent, on examination or loan, samples, and 


could show in the shop for rebuilding 


i? 


This sounds like a lot of work and complicated, but 


neimtner | cannot conceive running a store without this 
report and a list of stock 
Order forms in duplicate should be used for machines 


supplies, rentals, overhauls, outside repair calls, machines t 


bring-ins. The duplicate to be retained 
until the 
is completed and the original returned to the bool 


tor bookkeept 


be rebuilt and 


transaction as shown on he 


the bookkeeper 


original 


original forms are the basis 


keeper The 
re cords 


Prope r orders to lye signed ly the customer should 


used for machines sold, open account or installment, rent 


and overhaul charges. 


Receipts should be obtained for all goods delivered 


Complete information, as a basis for credit, should be 
obtained and the references reterred to before deliver 
made 

It is an order in our stores that no machines are to be 


delivered to a customer to be carried out of the store unles 


paid for, in full, in cash. 


'n all other cases the references must have answered the 


before we deliver the n 


This 


inquiry, or the check cashed 


chines to the address given order is not alwa 


obeved, | am sorry to say, and losses have resulted 

Our managers have positive instructions not to give cas 
as change tor a ¢ heck. We may lose a machine ocCasiona 
ivy, but can see no reason why we should also lose at 


amount of cash Disregard of this instruction has result 


in loss 
Keep Billing Current. 
Billing should be done every day. It work 


| 1 
lg Keeps thie 


ho« *kkeeping 


i carbon copy ot 


ind does not pile up peak loads for the 


We use a plan or system of making 


bills, condensing them on a sales sheet, asa sales recor 


It is a simple plan and any dealer can handle it on a 12-ine 
carriage typewriter. 


(Continued on page 282 
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can be made to save time in an office If we are 
selling index cards, for instance, just as so many packages 
of paper goods we are not only passing up splendid op 
portunities to increase our sales but we also miss our oppor 
tunity for acquiring a reputation for really helpful, intelli 
rent service 
If we can visualize, in selling filing supplies, the file that 
they will become part of, storing information until it is 
needed and then producing that information quickly and 
economically, we have made our daily work much more 
interesting as well as remunerative 
Let us emphasize that filing is not the complicated sub 
e¢ it many believe it to be Chere are after all only five 
thods filing nd these are the vasis of intelligent 
Se ‘ 
| ce to sele the method to ¢ used tor any p! 
ose filing system, it 1s necessary only to know how the 
lata to be asked tor If by name, we would use the 
Iphabetic method date, the chronologic method, ete 
\ it < t the five methods follows 
Alphabetic Filing. 
I] \ most common method hling a 
otf thie idest range of usefulness It is used r cor 
res ( ce fi for ling 1 ( credit 1 rds 
ine ess rcTS general ilso ene i Sts ¢ anes 
( a vy ‘ ] abetic arrangement ~ videly used for 
sis kee 1 records en Vet 4 s i al 
alse enera! lis tf names ‘Simple as A B ¢ sa 
ommon express and it is this simplicity that helps t 
ke phabeti so popular 
Geographic Filing. 
( s largely used sales ri vhere I s 
‘ kee rds grouped according to territ s 
be © sari ( geographi lin . mploye e 
tilit 
By M. L. 
‘<6 HERE'S tt o Hen es r Sov the 
thice " e dealer suggeste ~ Cal uit 
Tr | ) Wy ed t W 
\ tll v t redit inside ‘ r 
( is] wr ass n Wn 
Ane st heck that | rr is nl 
Midland Apy ¢ Company t a supplie hat 
erec tire 1icT explained They ( vive i 
‘ edit nd | wouldn't wai ie he ‘ 
< red ( circumstan . 
mre ‘ resent 4 low's ec 1 
& 3 ro , wie = 
ds Rigl gvgested 
( ( cashie ivTCce 
Rigby queried, and é ( 
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Things to Know About Filing Systems 


Five Principal Methods of Filing Described for Those Who 
Sell Filing Supplies—By R. A. Jonas, Jr., 
Oxford Filing Supply Co. 


a t 


supplies 


he 


a) 


’ 


interesting 


phases 


of selling 


G1 
thw 


is found in working out the many ways they 


Numeric Filing. 

[his is generally used where subjects are assigned a 
number, perhaps to keep the identity secret or to apply 
It may be 
said in this connection, however, that numeric filing is 


one designation to a series of related subjects. 


often employed where it is not really necessary. It is 
obvious that a separate index must be maintained in nu- 
meric filing to show what the numbers mean. Therefore, 
if it 1s possible to have direct reference to the subject in 
question, the double work of referring to two indexes 
should be avoided. Numeric filing can often be replaced 
to advantage by alphabetic filing. 


Chronologic Filing. 
This is fil'ne by date, which is widely used as a means of 
followup on sales and collections, also delivery promises, 
payment dates, insurance expiration records, security and 
records. A card index 


investment maturity follow-up 


replace advantageously a calendar memo pad. 


record wil 
\ set of 1 to 31 guides do the work, together with blank 
or ruled cards The card index follow-up is not subject 

the limitations of the calendar memo pad because as 
many memoranda as desired may be filed for one day, 
vhereas the calendar pad is limited in the space of the 
sheet This feature of flexible capacity is one of the big 
ulvantages in card and vertical filing, not only in follow- 


} 


p records but in all records. 


Subject Filing. 

lhis method is used largely in stock records, perpetual 
nventory records, purchase records, filing of catalogues 
and price lists, et rhe name of the subject becomes the 
index heading. This arrangement can be readily combined 
with alphabetic filing, as the subjects are alphabetically 
irranged. For instance, in an alphabetic card file an index 
“Salesmen.” This 

vould be a subject heading and behind this could be filed 


| 


heading cat be created for the word 


ipplications for positions and other data 


When the Dealer “Draws” 


Hayward. 


“Good as gold the cashier assured him, and counted 
out the cas] 


The next morning the Midland Appliance Company 
check came in, and was dishonored for insufficient funds. 

In a case like this, can the Midland Appliance Company 
ollect the eck from the bank, on the strength of the 
vaank’s agreement with the bank? 

In a recent case involving these facts and reported in 


Reporter, 232, the Supreme Court of 
North Dakota decided in favor of the holder of the check. 
Where money is deposited for a special purpose, as for 
stance in this case where it was deposited for the stated 
purpose of meeting certain checks to be thereafter drawn 


igainst such deposit, the deposit does not become a gen- 
eral one, but the bank, upon accepting such deposit, be- 
omes bound by the conditions imposed, and, if it fails to 


ipply the money at all. or misapplies it, it can be recovered 
e Court, and there are California 
ind Iowa decisions to the same effect. 


is a trust deposit,” said tl 
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Mr. Mathieson of South Africa. 

Mr. E. E. C. Mathieson, of Mathie- 
son & Ashley of Johannesburg, South 
Africa, was here in September. Mr. 
Mathieson is making his first visit to 
the United States. We hope he 
carries away as good an impression of 
country as our countrymen in- 
bring South 


our 
variably from 
Africa. 

The British colonists always strike 
us as being folksy people. One 
acquainted with them readily 
easily falls into confidences. 

Mr. Mathieson is here to make the 
acquaintance of the 
firm 


away 


gets 
and 


manufacturers 


represented by his and to ob- 
serve some of the trading customs and 
practices here. 

Mathieson & Ashley is one of the 
outstanding firms engaged in the office 


equipment business in South Africa. It 


has distribution for Rand Kardex 
Bureau, the Corona typewriter and 
other lines. Headquarters are at 


Johannesburg and branches are main- 
tained in the several states of the 
union. While the United States of 
South Africa is geographically exten- 
sive, the white population numbers but 
about a million and a half. The enter- 
prise of the people and the variety of 
their industries make a live trading 
market, and when the conditions are 
favorable business flourishes. There is 
no part of the British Empire nor of 
any other empire where there is a 
greater spirit of progress than in the 
South African states. The marvelous 
climate, the richness of the soil, the 
treasures of the mines and the 
grazing lands make the country rich 
and attractive. South Africa is always 
“up to the minute” in all things. Those 
who have the pleasure of a visit there 
are always impressed with the country 
and its people. The next pleasant 
thing to a trip to South Africa is a 
call from a South African. 


great 


Mr. Watson of Christchurch. 

R. M. Watson of R. M. Watson 
Limited, Christchurch, New Zealand, 
was a visitor at our office in Septem- 
ber. Mr. Watson went into the office 
equipment business upon his return to 
New Zealand after his service in the 
war. He is an ardent advocate of 
New Zealard as the land of oppor- 
tunity with a great future. From Mr. 
Watson’s report of his country we are 





convinced that New Zealand is the 
garden spot of the Pacific; that all 


conditions there conduce to the con- 
tentment and happiness of the million 


and a half population; that the wool, 





We See Some Friends from Abroad 





mutton and agricultural products ex- 
ported from the great island are sec- 
ond to none; that these exports will 
presently exceed the imports; that 
graft is negligible if not nil; that the 
people are friendly, and that everyone 
gets a square deal. 

Headquarters of Mr. Watson's com- 
pany are at Christchurch. Branch of- 
fices are maintained at Dunedin 
Wellington. Among the lines handled 
are Kardex equipment and Elliott ad- 


and 


dressing machines. The company is 
also sub-agent for the Burroughs. 
Mr. Watson is calling upon the 


manufacturers of the lines his com- 
pany represents. He will sail for home 
on the third of November. 


Mr. Barman of London. 


One of the special pleasures of being 
on the job last month was to have a 


visit with our old friend, L. M. Bar- 
man of London. It has been four 
years since he was here. His trip 


across was for a combination of busi- 
ness and pleasure. He has a married 


daughter living in Chicago and we 
suspect that she, and not any particu- 
lar business, was the object of his 
coming to the central west. 

Mr. Barman has been in London for 
a number of years, holding an impor 
tant executive position with the Roneo 
Company, with which he has been long 
associated. When Mr. Barman went 
to England several years ago we pre- 
dicted that he would fit admirably into 
the scheme of things over there. He 
always had a way of doing things that 
we fancied was similar to the English 
way. There was a certain quiet order- 
liness and effectiveness in his method 
and manner. No appearance of hurry. 
No lost motion. Barman likes 
land. He likes the work and he 
been successful and happy there. He 
there is any- 


Eng- 
has 
does not consider that 
thing superior in the British way of 
doing things, but he likes the way and 
likes the British people. That is the 
attitude of a good many of our friends 
who have been called to England to 
engage in business. 

Friend Barman’s with us was 


We 


in conversations 


stay 
altogether too short. consumed 
most of his time 
about Dickens’ traditions and English 
history before we learned that his stay 
was limited by an appointment else- 
However, we got from him an 
conditions 


where. 
impression about 
in the British 
couraging than reports 
other quarters. We gleaned from his 
comment that the Englishman is more 


business 
that is 
from 


Isles more en- 


some 


Snap Shots and Sketches: 


likely to make conditions appear worse 
than they are, than to make them ap 
pear better than they are. Not that 
the attitude is pessimistic, but rather 
that there is a disinclination to antici 
pate favor that is uncertain. A “things 
are not so good but we will work out 
No attempt to bol 
pretense 


all right” attitude. 
ster up a_ situation 
Looking the 


with 


facts in the 
them. 


face and 


making the most. of Pretty 


sound way—that. 


Mr. Jacobsen of Australia and 
New Zealand. 


Another pleasant incident of the 
month was to renew acquaintance with 
in Ae 
Company, Ltd., of Australia and New 
Zealand. It is ten 
Jacobsen’s last call. 


of the week of the Republican national 


Jacobson of Excelsior Supply 


vears since Mr 
It was on Friday 
convention in Chicago. The delegates 
had been unable to get together on a 
and it was not until Satur 
Mr. 


candidate 
that 
nomination. 


Hughes received the 
ticket that had 
Coliseum on 


day 
Every 
been printed for the 


Saturday had been issued. That morn 


ing we took Mr. Jacobsen to the 
Hoosier headquarters that he might 
have a peek behind the scenes of 


United States politics. A friend there 
said he would undertake to get admit 
tance for our visitor; so Mr. Jacobsen 
was escorted to the door and passed 
in to mingle with the crowd and to be 
present when the nomination § was 
made. 

The Excelsior Supply Co. is one of 
the leaders in Australia and New Zeal- 
and. In the variety of lines handled 


there are several articles of office 


equipment and supplies upon which is 
volume of business in 


done a large 


proportion to the population of the 
To refer to Australia as 


It is a 


two colonies. 
a colony seems inappropriate. 
continent destined to nurture a great 
population in the years to come. 

Mr. Jacobsen’s partner, Mr. F. Lind 
say Ryan, born 
New York state but has lived in Aus 
tralia for nearly a quarter of a century 
and is now a The 
more subjects of Mr. Ryan’s type that 
Great Britain can get the better for 
Citizens of 


was and reared in 


sritish subject. 


the future of the empire. 
that type help to square the account 
for the British who take United States 
citizenship. 

Mr. Jacobsen is on his way east to 


visit manufacturers whose lines the 


firm distributes and to add some new 
things. 


SE ___ 





Mr. Franks of Manila. 


George I. Franks of Manila, radiat 


ing pep and good humor, breezed in 
the office at the 


first 


end of the month. 


Chis is his trip “home” for sev- 


eral years. He was born in Chicago, 


reared in Cleveland and has spent 


twenty-four years in the Philippines 
lo look at him one would think he 
must have gone abroad before he 
started his “teens.” Chere is a sug 


gestion of gray in his hair but only 


youth is in his. countenance. He 


landed in San Francisco at the end of 


August, spent nearly a month reach 


ing Chicago and is now on his 


to New York, 


the business show 


way 


where he will attend 


Franks is strong for the Philippines. 


He says the business conditions there 


are fair and despite considerable po- 


litical disturbance, things are going 
along pretty good 
There has bee n considerable prog 


ress, due to the increase in population, 
stability of and the better 
There has 


business 
prices for all commodities. 


industries but 


been no gain in new 
much talk of course about the pro 
posed rubber cultivation. He is im- 


pressed with the great advancement 


of the natives and has a high admira 
tion for the cultured Philippinos. He 
that 


is inclined to the opinion there 
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will be some changes in the political 

situation next year. 
Franks holds the 

highly, so do we 


Oriental culture 
So do practically 
all persons who do not judge a civili 
A civili 
judged by its av 


zation by a few bad samples. 


zation can only be 


erage man. A comparison of the ay 
erage man of certain Oriental coun 
tries with the average man of certain 


Occidental countries is illuminating- 


and educating. But—we are away off 
the track again 

George Franks is here to spend sev 
eral months—to confer with the man 
ufacturers of some lines he represents 
to add ones. He rep 


resents the Woodstock typewriter and 


and some new 


several other things in the office equip 


ment line 


Mr. Jan de Flines of Holland. 
Mr. de 
latchstring 


has not pulled 
recently. It 


pleasure to have him do so. We al 


Flines our 


would be a 
ways have many things to talk about 
Here at home we 
Holland 
Holland but we 


when he is here. 


are something of “fans.” 


We've 


expect to go some day and visit many 


never been to 


places that interest us keenly. At Ley 
stand at the 
d the break in the 


den we want to spot 


where occurr: walls 


—¥) 


through which the Spanish might have 
entered had they tarried a few hours 
But they did not and the last 
stand of the heroic Dutch was a glori- 
ous victory for the world. And then— 
but—we are off the track. 

These lines were written on Septem- 
ber 25 which is the twenty-fifth anni- 
versary of the day that Jan de Flines 
with Blikman & 


longer. 


became associated 


Sartorius with which several of his 
forebears were long connected. During 
this long period Mr. de Flines ad- 


vanced to greater importance and is 
director of the firm. 

Blikman & Sartorius is probably the 
oldest house in the stationery and 
office equipment field in existence. It 
established in 1695. Its history 
shows that during the years it kept 
pace with modern developments in the 
which it was concerned. 
For many years it has been one of the 
greatest factors in introducing articles 
of United States office equipment into 
Holland. The firm has distribution of 
a number of leading United States ma- 
chines, devices and specialties. It is 
one of the most enterprising in The 
Netherlands. With this enterprise Jan 
has had much to do. We 
compliment him upon his achievements 
and extend our felicitations upon his 
twenty-fifth business anniversary. 


now 


was 


lines with 


de Flines 





\N INVITATION TO JOIN 
The American National Red Cross 


will hold its Tent}! Annual Roll 
(all from Armistice Day, Novem 
ber 11, to Thanksgiving, Novem 


bet When all are cordiaily in 











aa, 


JOIN 





AMERICAN 
RED CROSS 


serve 








members of this 
great organization. Membership 
dues paid at that time maintain 
the work of the Red Cross—local, 
national and _ international— 
throughout the coming year. 


Vited to become 


Or MOTE 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially mvited to make the othces of this 
journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, and the staff at the 
branch in charge of C. H. Everly at 1701 Pershing Square Bldg., Pershing Square, 42nd St. & Park Ave., 
New York, will be happy to be of any possible service. While the facilities at New York are not 
so many as at Chicago, there will be found the same desire to serve. United States manu- 
facturers or their representatwes traveling abroad are cordially invited to call 
upon Office Appliances’ London correspondent, Mr. W. Teignmouth Shore, 

18 Templars Avenue, Golders Green, London, N. W. 11, England 
Mr. Shore’s knowledge of the office equipment business and 
its possibilities in Great Britain makes his counsel 
valuable to those desiring to cultivate 
the British Market 


LONDON NOTES AND NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11. Telephone, Speedwell 4931. 


Editor’s Note—W. T. Shore states the facts as he sees them. He says nothing that he doesn’t mean. He _ permits 
nothing to blind him to facts, nor does he take the easy way by trying to say the soft things that may be more palatable than 


the hard rock of the things that are. And so, Mr. Shore has 
has refused to spare the rod. It is fine now to have from Mr. 
wouldn't send such a report unless the facts reaily exist—and 


London, September 5. 
OOD NEWS! As I travel around, town and coun- 
try, I find a quite new and very welcome spirit 
rising in the business world. It was because this 
was so long coming that the future looked so blue. There 
is now much less stupid grousing and on thé other hand 
less uncalculating hopes. There is at last that which 
is much more wholesome, a full realization of what we are 
up against and of the tremendous difficulties of the situa 
tion; facts are being seen and faced, and business men— 
manufacturers, other producers and merchandisers—are 
open-eyed to the main fact, which is that we have to meet 
an entirely novel state of affairs, one that cannot be suc 
cessfully tackled by old methods and old remedies. There 
is no manner of use in pouring old-wives’ remedies into 
new men’s wounds. This to my mind is real good news! 
Of course this new spirit is not the growth of last night; 
the seed was sown long ago but only of recent days—as 
I see it—has the flower and the fruit come along. Despite 
the coal strike, and if we can avoid further serious labor 
troubles, I feel assured that this coming winter will show 
a renaissance in the world of manufacture and commerce; 
not a swift revival probably, but a sure and sound one 
<---> 
Reorganization is in the air! The air is tonicky and 
stimulating! Good; on the whole. But there will be seri 
ous losses in several directions, and there will have to be 


strenuous remouldings of policies and anxious readjust 
ments. Some of our main industries have lost large por 
tions of their most profitable markets, some of which they 
may be able to regain, some of which are gone quite dead 
The cotton, the coal and some of the metal industries are 
facing a tempest; they won't sink, but they will have to 


been accused of being a pessimist. He isn’t one—he simply 
Shore a more cheerful report of British conditions. Hi 
W.T. S. is a careful student of trade and industrial tende) 


+ , 


throw overboard quite a lot of junk and will have to ré 
organize their aims and their means and their methods if 
they are going to pull through. Lost markets are the most 
serious factor in the case. Then there is the decreased 
purchasing power in many directions; heavy taxation and 
other causes of increased costs of production; the unsettled 
state of Europe financially and politically. The situation is 
difficult, and only those of you who come over here and 
study the problems on the spot can I think fully grasp 
what it is, and the immense efforts that will have to be 
made, that will be made, to overcome it. It is not neces 
sary for me to point out in detail how closely bound up is 
the good health of the office appliances trade with the 
general well-being of trade in this country. Shrewd busi 
ness men, and we have plenty of them, are looking all 
around and inside and outside to find means of reducing 
costs of production and overheads of every kind Chey 
are getting their eyes wide open to the fact that there is a 
lot of waste of time and money in the office that is not up 
to-date in every appliance and in every method Chey 
know now that the cost of bringing an office-up-to-date is 
not an extravagance but a money-saving investment; that 
efficiency in the office is not a pretty and costly luxury 
but a necessary; that the office is, so to speak, the power 
room of every big business, and indeed of every small one 
too. Everywhere I go I see symptoms of this change ot 
spirit, from Government Offices to small retail shops 
Again, good! Very much good! Already in various direc- 
tions American office appliance men here are feeling this 
good trade-wind and are looking forward confidently to 
steady and sound increases in business. Good again! A 
prominent but a too-modest-to-be-mentioned man put it to 
me thusly: “Although we may not set the Thames on fire, 
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k with the coal strike settled, we may all look forward The Single Hole Adjustable Punch evidently fills a long- 
period of prosperity.” I agree. From a very well felt want, and has received the tribute of some very gratify- 
d British quarter comes this “IT believe that we ing testimonials he success of this new feature has been 
radually returning to a normal condition of things overwhelming.” 
ound commonsense of the British people, which was This item from a very knowing and safe hand is inter- 
er convincingly demonstrated during the General esting: “British typewriter manufacturers have not taken 
as given a much greater feeling of confidence to tull advantage of the wonderful advertisement given them 
nen of affairs If the present coal strike can be vy the King, and | am rather inclined to think their sales 
ithin a reasonable time upon just terms, our pac will drop off if they do not advertise. But it is difficult to 
de recovery will quicken up perceptibly Id speak with any degree of confidence because the sale of 
evidences trade Boom, but confidence in out oth British and foreign typewriters is not by any means 
s established and confidence is what has bec it normal on account of the state of trade.” But. as I have 
entl red by our manufacturers and merchants said, | hold that now that business men—British business 
ll take full advantage of circumstances. We are men-—are at last awake to the fact that they are facing not 
e uperade [his time next year definite progress only a serious but an entirely new situation, things are 
ve bee ide eginn'! to move in the right direction. 
<-> 
can office pliance men here should do the Successful Demountable Distribution in Spain. 
t et hold on the younger generat of busines Exceptionally good results are reported by Jose 
me 1 them with a University edu Delage Leblanc, distributor in the territory of Madrid, 
ire fated to succeed to the shoes of their fat s for the Demountable Typewriter Company. A_ goodly 
e taking off their coats and going in to win their share of the general success of the Demountable through- 
e top. | ve yme into close contact during the out Spain is due to the personal efforts of Sr. Leblanc. 
v¥ months th many of these and have been greatly 
' | — — | a) 
r a Baie a ee eae hes ee 3 ee 3 Subscription Faker Gets 18 Months’ Hard Labor. 
einiipietend et the anh dine of einai The following clipping taken from a London paper, and 
etouet seek tik: Gia: tankless @ forwarded by our London respondent, marks the: end 
d must themselves with the latest trade # a series of annoying frauds ’ 
a, ae ek a a ey ee \mong the papers which Edgar Lane Matthews claimed 
> to At cans to provide them with all to represent was Office Appliances. Reference to this case 
° ; a ey I rere peared in the September issue. The London paper says: 
\fter mmitting hundreds of frauds and robbing peo- 
7" a ae : an mat) rts he country, Edgar Lane Matthews, 
riche ay : al S, travell ( ce t London Sessions, five charges 
ma RE oan tas f obtaining mon false pretenses. Since 1922, it was 
a hak alii tink: cath ae ed, he e lling on various people claiming that 
On illic techie © repres¢ \merican trade paper, which was anxious 
nerease its circulation. For this reason surplus copies 
— d beet ( ich, prisoner asserted, he could supply 
re ong from Sydne R. | ( trader side of the Atlantic at reduced cost for a 
Ci ist be so 12 months’ order, or, in some cases, on payment of postage 
stibl e€ possessiot ( 1 y. He rece t £1 in each case. Subsequently 
n this cou e re e pretended to represe various other trade papers in the 
like normal sales it wit ( same manne! Matthews pleaded guilty to 247 other simi 
Stril t holid d, the Cor T ‘ ! ike nto consideration by Mr. H. 
s Se t year's figure Wit W. OW. Wille \ sentenced him to 18 months’ hard 
M en the Gen St put me thor Mr. Wilberforce highly commended Det. Insp. C. 
( montl n 192 Wesle nd Det. D. | both of Scotland Yard, on the 
i ne les figure 1925 Ini i ( Matthews throughout Eng- 
Cor e be july t since 1922! § ( 
ell ahead of ear’s Au ; 
gut ell ' a ; 
Binalinin alee inte te Fourteenth International Stenographic Congress. 
new ( if SE ie On September i8, 19 and 20, the fourteenth International 
P MH Hocl is Stenograp!| Congress was held at Milan, Italy. 
: He’ trie ' Che first d was given over to business sessions during 
‘ible vhich vari t cs were discussed In the afternoon of 
e st ( et 1 tour about the city. 
‘S On t review of the work done 
nd the cl the ention, with election of officers 
Dba t sT i 
+ Pt dic + " . 
‘ rec il tr 
Din of the ( , N » Columbia Ribbon i ESET in North Europe. 
( be eive t Mr. A. De \ native of Denmark, has been 
: ( if De ted representative in Northern Europe by the Colum- 
y owing to de complet Ribbon & Carl Manufacturing Company of London, 
difficulty | beer é england lhe headquarters are at 104 Invalidenstr., Ber- 
re availabl ill requireme N. 4. G Mr. Anderson has had an extended 
ve id ew perience in the office equipment business of Europe. 
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BRANCH MANAGERS AND OFFICIALS OF ATVIDABERG AND FACIT ORGANIZATIONS, PHOTOGRAPHED BEFORI 
THE TOWN HALL OF STOCKHOLM, SWEDEN Left to right: Lagerman, export manager; Banzhaf, manager of A. B. W. Bar 
haf; Danielsson, Norrkiéping branch manager; Dencker, London branch manager; Kussak, Givle branch manager, Stenbeck, sal 
director; Pernow, Malmo and Copenhagen branch manager; Hultman, office furniture department manager; Elert, Sundsva 
branch manager; Gruwe, technical director; Ericsson, general managing director, Asberg, Gothenburg branch manager; Ekmar 
Gothenburg parquet department manager; Juhlin, Stockholm branch sales manager; Bohman, Stockholm branch manager; Bet 


Orebro branch manager 


Swedish Companies Hold Convention. Changes in Garmann Clausen Business. 
During the latter part of July the two sister companies, S. Garmann Clausen A/S of Bergen and Oslo, Norwa 
Aktiebolaget Atvidabergs Industrier and Aktiebolaget Facit agents for The Todd Protectograph and other U. S$ 
held their annual sales convention at Stockholm. Here devices, have sold the branches which have been operat: 
were gathered the leading persons of the Atvidaberg and in other countries 
Facit organizations’ head office and all of the Atvidaberg’s A/B S. Garmann Clausen of Stockholm has been liq 
branch managers dated and the business sold to Mr. Ax. Adolphso: 
The convention was held partly in the Hotel Terminus has been manager of the branch since its start ten ye 
of Stockholm and partly in the premises of the Atvidaberg ago Mr. Adolphson has also bought the Finland branc! 
Stockholm branch. <A dinner was given in the Hassel at Helsingtore (O/Y S. Garmann Clausen having bee 
backen restaurant, attended by the whole staff of the office liquidated) and will continue the business under his 
machinery and office furniture salesmen from the Stock nami 
holm office Naamlooze Vennootschap S. Garmann Clausen, At 
On the 3lst of July, the convention visited the famous dam, Holland, has been liquidated and the business 
town hall of Stockholm under the guidance of the presi chased by Mr. C. A. J. van Freytag Drabbe, who | 
dent of the town council of Stockholm, I. Tengdahl. In manager in Holland from the beginning 
this building the Atvidabergs Industrier parquet factory One of the directors of the S. Garmann Clausen A 
has laid about twelve thousand square vards of parquet istrasjonskontor A/S, Bergen. Mr. Salomon | 
floors. bought the majority of the shares of the 
During one day of the convention the entire assembly firms: A/S S. Garmann Clausen, Kopenhagen, a 
made a voyage among the islands of the beautiful archi Schrift Schutz Maschinen G. m. b. H., Berlin, s 
pelago outside of Stockholm The day was finished with companies will be owned and directed by Mr. S 
a dinner at the Restaurant Saltsjobaden. At midnight the Clausen 
party returned on a steamer which had been held at the The Norwegian business operated thr 
disposal of the ompany the entire day ottice will be directed as before bv S. Garma ( 
The manager in Oslo is Lars J. Nielsen who has 
Do not take life too seriously. You never get out of it nected with the firm sine: 1] .. 


alive.—Office Topics (The Baker Printing Company) Berg 
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Economy Brings Machines to the Fore in France. 
Frenchmen Rapidly Substituting Machines for Human 
Lator.—Special Correspondence to Office Appliances. 
1926. 


NE of the effects of the present policy of drastic 


Paris, August 16, 


economy introduced in France is the substitution 


of machinery for human labor throughout the pub- 


lic services. During the Great War many men were mo- 


bilized, and those who were too old or unfit for military 


service were placed in public offices. Required to meet 


the rush at that special time, many remained after the war 


and are only now being dismissed. In other European 


countries these superfluous workers were sent away al- 


most immediately after the war, but the official vote in 


France is an asset to the government and the mainte- 


nance of an army of these men interested in keeping in 


place the actual party in power was of great use to va- 


rious politicians. The Government official in France is 
badly paid; he has a pension however, and this is the great 
attraction of a service that would otherwise hardly get 


many recruits. Nowadays, however, the official is paid 


in depreciated francs. His salary does not vary according 
to the index number like that of ordinary workmen. It 


is increased from time to time as the franc falls in value, 
but follows the rate of exchange very far off, in many cases 
being only twice the war salary, although the france has 
fallen to a sixth of its gold value. Many officials will be 
that the taken out of 


and that they are forced to seek something else. At the 


glad decision has been their hands 


very bottom of the ladder, naturally, it is difficult to find 


othcials. The pay is so poor that it spells starvation. Thus 


advertisements are seen in provincial papers asking for 


postmen, women to clean railway carriages and even higher 
employments are offered, in a country where in prewar 
times posts carrying practical certainty of tenure and a 
retiring pension, could only be got by men with influence 
to back them. Now, the necessity of dispe nsing with the 
more highly paid officials, and the fact 
paid 


services of many 


that the poorly find no candidates, is forcing 


posts 
the government to reorganize, to employ one man or woman 
were three, and this is done by the 


where formerly there 


introduction of machinery and time-saving appliances. 

\ fact that has not been hitherto appreciated in Europe 
is being brought home to the ordinary employer, and is 
now perceived by governments perhaps for the first time. 
one-cost. A 
but if that machine should go to the works for repair, it 
is not drawing salary during that time. When it is beyond 


What is still 


portant, the machine while unemployed, is not deteriorating 


\ machine is a trifle is needed for upkeep, 


farther work, it can be scrapped. more im 


nor consuming like a human being. It is therefore cer 


tain that a girl and a typewriter that do the work of thre 


girls is an economy. For the typewriter requires no re 


tiring pension, draws no salary excepting that of deprecia 
tion when unused or being repaired, and is no continuous 


burden to firm or government. Handwriting, although 


still accepted in France, is beginning to be an eyesore to 


prominent statesmen, who prefer to have their reports pre 


sented typed. Curiously enough, the newspaper office is 


While every 


Carries a 


very backward in the matter of typed script 


American and British correspondent portable 


typewriter about with him as a matter of course, the 


} 


Frenchman still writes his articles and telegrams by hand 
in the majority of cases In the spacious hall set apart 
tor the journalists at the League of Nations in Geneva, 


that looks right over the gardens and the lake, it is inter 
esting to watch how men of each nationality do their work 
Your ind enthusiastic America does speed-breaking re 

rds on small machines, certainly not built for such roug] 





handling, the machine often being made to dance about 
on the desk, sometimes falling from a table, as result of 
pushing. The British, provided with machines 
too and more ponderous and reflective, get away the stuff 
slowly. Germans have typewriters for the most part, al- 
though the stuff is mostly sent by ‘phone, as this manner 
of transmission is cheaper and more certain than the tele- 
graph line, which may get blocked with the mass of mat- 
ter. New Spirit Now Abroad in France. 

The new spirit in France, however, is leading to the in- 
troduction of typemachines, calculating machines and filing 
In post offices the Morse 
system of telegraphing is practically condemned. For 
some years, the girls employed in telegraph offices have 
been in the habit of taking down the Morse by ear. This 
leads to mistakes, especially in the French language with 
its silent “e” “I” that often makes a great difference in the 

The Morse system too, is regarded 
A custom that has arisen in country places 
and that is in general use, is to use the telephone instead 
of the telegraph. But it is the postal authorities who do 
the talking. The message is written down as an ordinary 
telegram, and the transmitting is done to oblige, only. For 
the telephone is much quicker, cheaper and more reliable 
than the telegram, provided that the telephonist is an ex- 
pert. © The mistress saves herself much trouble by 
doing this small service for her neighbors and they are not 
forced to try to modulate their voices to the correct pitch 
to be heard at the other end. 

The French post office has now given orders that tele- 
grams shall be telephoned to save time, in small offices. 
In all the larger offices, teletypes have either been set up 
The employee has thus 
only to cut away the tape that runs out of the machine and 
paste it on a telegraph form. Gradually the teletype will 
be introduced into the smaller offices also, and will enable 
the staff of those post offices to be reduced. Beginners will 
no longer waste time at the apparatus while the public 
waits for a stamp or something equally important. 

Traveling Post Offices. 

\nother reform, which is being inaugurated in certain 
places in France and that may be imtroduced generally is 
the ambulant post office and diligence service. This serv- 
The post office van, 
with accommodation for passengers, luggage and goods, 
goes from one village to another, where there is no post 
office according to an established time-table, and delivers 
letters, takes them in, carries out all the simpler offices of 
a post office, while also taking in telegrams for transmis- 
arrival at These ambulant post 
offices are not yet fitted up with wireless, but this innova- 
tion may be expected, when there will be no delay at all in 
telegrams. 


careless 


systems in the public offices. 


meaning of a sentence. 
as very slow. 


post 


already or are being introduced. 


ice already exists in Alsace-Lorraine. 


sion on the next office. 


sending out 

All these offices and the 
linking up of villages with the next town, are made neces- 
sary by the lack of poorly paid class A employees, but are 
also inspired by the hope of keeping the people in the coun- 
try, preventing them to the great cities. 
There is no sort of doubt that the introduction of machin- 
districts will simplify things 
greatly. Not only is there a great demand for agricultural 
machinery, but also for typewriters, calculating machines 
systems. The agriculturist today keeps books. 
Naturally he does not go in for anything extensive, like 
an Elliott-Fisher just needs an ordinary 
resistant type-machine, that will stand a lot of hard work 
without getting out of order at a distance from the repair 


innovations in country post 


from flocking 


ery into the agricultural 


and filing 


machine, but 


shops 
Besides the farmer, owners of property in the country 


are running things on more business-like lines. A secre- 
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oe 
2 
tary is now expected to type and know something of book 
keeping. Business letters are sent typed, as a copy is 
kept. The days of beautiful handwriting, but no record 
of exactly what had been said,—a very unbusinesslike pro 
ceeding—are past 

Roughly speaking, said a French economist to me, hall 
France is agticultural, that is to say earns its living on the 
land. This perhaps explains the fact that special efforts 
are being made to introduce machinery into the rural post 
office and that there is demand for machines—type and cal 
culating—in the country parts. Judging by the space given 
to advertisements in regional papers, to advertisements of 
typewriting and calculating machines, the market is rathet 
in the large manufacturing cities, such as Lille, Roubaix, 
Rouen, and Marseilles, with the surrounding country, than 
in Paris, where perhaps less money is being made than in 
the big provincial cities and on the land. For it ts the ag 
ricultural interest in every country of Europe that has done 
best of all during and since the Great War 


Woodstock News froin Two Hemispheres. 

Several important appointments have been made by the 
export department of the Woodstock Typewriter Company 
in recent weeks rhis department is now located at the 
factory, Woodstock, III permitting close contact with 
orders trom overseas up to the point of shipment 

Sr. Pastor Vasquez, Direccion General de Correos, 
Departamento de Giros Postales, Tegucigalpa, Honduras 
has been appointed exclusive representative of the Wood 
stock. typewriter in Honduras 

exclusive representation ot the Woodstock typewriter 
in the Dominican Republic has been accorded to Sr. B 
Vasquez, San Pedro de Macoris, Dominican Republic 

Messrs. Mathieson & Ashley, Ltd., &6 Main. street, 
Johannesburg, South Africa, have been appointed exclusive 
representatives of the Woodstock typewriter in the Trans 
vaal territory Mr. Ek. E. C. Mathieson, of this company, 
has been spending considerable time in the United States 
\ short time ago he devoted a day to the study of the 
Woodstock tactory, secing for himself just how the Wood 
stock typewriters are manufactured. 

ihe Woodstock export department is anticipating a visit 
from Mr. George |. Frank, of Frank & Company, 137 
Escolta, Manila, P. | 


Horter’s Opens Branch at Bloemfontein. 

\ branch has been opened at Bloemfontein, South Africa, 
by Horter’s, Ltd., Johannesburg. It is in charge of M1 
Frederick tiorter, and the branch has been fitted out in 
first class style \ comprehensive line of commercial and 
legal stationery is carried. as well as office equipment and 


Underwood typewriters 


Grauaug Takes Charge of Adrema Management 
October 1. 


Word comes from Zurich, Switizerland, that Ren 
Grauaug, heretotore sales manager of Brignoni, S. A. of 
that place, will take charge of the Adrema, Limited, Lon 
don, on October | 

An item abo':t Mr. Grauaug's change of position was 


published in a previous issuc 


Wholesale Stationers to Hold Annual Meeting in 
February. 


Che twelfth annual convention and the fourth annual 


merchandise display of the Wholesale Stationers’ Associa- 
tion of the U. S. A. will be held at the Hotel Ambassador, 
Atlantic City. N. ].. on February 22, 23, 24 and 25. 1927 
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Character of Staple Stationery Wanted Abroad. 


Special Correspondence to Office Appliances. 
Geneva, Switzerland, August 26, 192¢ 
Going the round of the Geneva shops, the great « 
standing fact that strikes one most is the number o 
appliance articles stamped “U. S.” Living in depres 
exchange countries, one sees nothing of the kind, as na 
ly there is no demand for trifles required in the office 
the States as they come too costly. But in Geneva, where 
the demand ts for the highest class wares, both Amer 
and British wares are considered just good enough. There 


are two markets to be satished at Geneva, that « é 


> 


League, the International Labor 
diplomats that is brought in the wake of these institut 
and the other demand created by the Geneva | 
and other learned institutions 

\ll kinds of office apphances ire very costly in Gene 
But thev are of very good quality Here, red an 
india rubber, for instance, are sold, with the Amer 
stamp Aiter buving Belgian india rubber for rasil 
charged tor in depreciated francs, the cost seems 
absurdly large, but it must be remembered that Be 
has plentiful supplies of cheap rubber from the ( 
Geneva faced with the possibility of choice selects An 
can or British goods however Naturally people wl 
tvping or writing ofhcial documents require the 
qualitv india rubber, for if any effacing is to be d 
must be done most carefully The schools and unt 
demand is naturally less nice It is supplied by at 
class of goods. Bad class paper is practically unobtat 
in Geneva lor typing something extra stiff is turn 
For letter writing a stiff parchment paper witl 
edges ms secn Owing to the ditheculty and COS 
port, this paper is manufactured locally, or in neighboring 


lands 


cheaper ciass ot woods comes trom trermany, 
the Black forest being used for making the pencil ( 
French and Sw Ss goods are scel as well as by 
other makes One big drv goods store devotes 
show windew to advertising lead pencils. An endless 


. ) 


otf moving heures, the figures about <2 teet he 


past, each carrying a pencil he business mat : 
under his arm, for the pencil 1s almost as big and as 
as the neure The school bov has it sticking 
satchel The tourist has one i ine DT tn 
and so) tf it goes, everyone ric} and poor, busy 

being pre vided with a great, thick pencil The stati 


shops are naturaily feeling tire 


ompetition of the 
store verv keenly The store having lara cap! 
dispe sal can ul on a larg s< ile and pene, 
to pav for the goods on delivery gets a mu g 
ount than the stationers without this capital r} 
tionel not tar away trom the viant pencil Store, |! 
gets his own back by advertising pencils at 
cents a dozen, whereas the much advertised 
0) ntimes or four cents apiect (heapness na 
. thre long rut espe ally whet combined witl ( 
nel Oo quality 

The d mand tor loose-leaf ledgers, filing-books 
* 


ing books is tremendous in this city, where al 


1 ry] nor y f hart neri ] na a} 
peapit coneregzat¢ ior a sno} period ana Wile 


must be set up and organized in record time Al 
1 +} 


the systems in existence are seen here Perhaps the 


ver is in stiff cardboard with a spring that 
makes the cover close automatically on the document 


loosening it when the cover is opened. This is not safe 


verv important documents as 
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nporary k in ofthces set up for the time of the 
\ Assembly wever, it gives great satistaction 
e Genevois stationer is very clever at adapting hims« 
eeds « s very extended clientele. Pape en 
| and tr : t all adapted to the Peace Conference 
hich centimetres by 12 centimetres. Anyon 
ods ¢ ny description to Geneva should bear i 
he fact that this paper, narrower! tl that usually 
( 1 | > the only thi 4 i den ali¢ il t ‘ 
t Na : e International Labor Office 
s fold into three or four, and envelopes 13 cent 
lengt re required, The ordinary size of ie 
oOpcal s 28 centimetres by 22 It \ be 
t it nd squarer than the type stuff 
ce (Css cee In news < nee 
nt r : used, while . | t t 
esette s distributec ( tril Phe 
( a e tray for he g letters 
1 
~ t 
‘ re la ts about the sses tl ¢ 
tiroug taking over « \met Va och 
left d by the Ameri Art r 
itifu ilit But it was very narr er 
i rencl envelope ould ot take 
is e mig ( t by crushing the paper un Ifa 
e] es Was ] irchased with the paper ( VIS 
( estment, there was tl Ob t 
e] S rrow and d re ‘ 
( | ce for | te e! 
‘ \ — et lost l re tive spa l 
gy in a Fret ess 
t] er baske \ t spe 
‘ 1S is is j ( 
11af ( 1_.ea e al | ( )tt ( 
row, t \ < very ditty t qaispos thie 
t nat 1 ible to continet il M 
\ t ers il d calculat I chi 
( ( Vv paper, thus the ind 
i} (51 \ rea | t the Enelis 
! i ua ( Nave cel t rene 
( ceptor i ot some deleg ite vho insiste 
GW ! rovided his own translato Chus 
\ rims ‘ ible to send the ord iry t ( 
‘ s the same keyl das the Brit 
in ma Phe English la lage 1s used 
( ( ( < | s the lapa est il cd te tiie 
Eur s, that preter it to Germ 
translator | vever, Geri 
‘ 1 ind = (jer adopter 
Z & ! make si ¢ iT ence I 
1 is the (a ( ( | re 
owels wit the 1 dot i ( 
( ree deletec ( oO the 
| it there mus e three extra let 
ther rine re purit rit 1 (;erma 
th, a iced by the fed vowe 
\ \r evboard adapted t Ci 
le ae 1 fied a 
( . \ k at the Le ive t ré iTé iru 
‘ respondents . ce lreac 
iracters as e Swiss tele 
ot the Gothic & , t ” 
League of Nations Office Work Prodigious. 
ce or nnected with the League « N 
<1 n such large proportions that an immens« 
e R d has be rchase 
‘tin Dal the Nations — . P ‘ 
ed on page 262 
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erally ve I spring del CcTIes, 
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Leipzig Autumn-Fair, 1926. 


Office 


sp 


he 


Correspondence to Appliances, 


| he 


yea®rs, 


leipzig Autumn-Fair, now being held for about 700 
peculiar It is a result of the 


markets common in Central Europe during the 


is a very institution. 


ordinary 


past centuries, i. e., the goods produced in one country of 
Europe or in one part of a country, were brought to a 
public market to be sold. With the exception of some 


practiced. There are weekly 
ale of goods coming from the 
devoted to 
places yearly markets 
from all and abroad. 
in the center of Europe, it 


monthly markets 


ods from further distant and 
countries 
Leipz s situated early 
place of buyers and sellers 
Russia, 
Austria, Italy, are 
re assemble also those buyers 


A 


have had the 


i ! i ea©rty meeting 


Goods sent from 


etc., 
tit to buy home and foreign produce. 


Vy situat remote corner, would not 
utation as Leipzig. 
at the 


him. 


market- 
In 


ods sold 


were 


nd the buver took the goods with some 
s still in use, for instance, 
the 
But what 


organized on 


respect this kin ot marketine 


uction at Leipzig, i. e., sold 


buyer at Leipzig. 


oods re 1 SDOSA i ‘ 


Fair has been 


basis. Before the war, much of the development of 
Many and 
world, could not 
of the 


private rooms for some days to 


observed. sellers 


the and 


uvers ime iro i parts oft 


the fair, and many 


isitors of the fair. But not only private families were 


drawn into. th cles of the Leipzig Fair, many of the 
heart of the city let these 
the fair. 
during the fair, 
As it proved in 
the actual 
bringing only samples 
the of 


lhe possibility was thereby given 


’ ' ' , 
snops and ( Ses ocated 1 the 


exhibit their goods at 


aspect entirely 


fair business. 


impossible to transport 


s to and tre anew era set in, 
goods to the fair and taking orders on basis 
f samples of very different lines. 
(seneral poken, the latest samples were shown at what 
Fair.” Any 


novelties or the latest style or 


‘Leipzig Sample 


product, goes to the “Leipzig Sample 
of the 
€x- 


international factor 


peconie an 


trade, as not only German manufacturers are 


“International Sample Fair” 
principal lines of trade are 


mas heen cr iter Whey thre 


In further development it was arranged to hold yearly 


vo of these sample fais viz.. one in the spring, when 


, 11 
rcders iT¢ rive enera'tty tor 


autumn and Christmas 


trace espe ill tor tar distant countries, 1. e., oversea 


1e autumn, when orders are gen- 
For European countries, 
still the 


The number of exhibitors and 


extent for Christmas 
rmously increased year by year. 
12,000 exhibitors and 180,000 


great concentration of 


‘tore Cyn. in imagine the 


ised 


very 


in these figures. 


Better Organization Followed the War. 
organization of the Leipzig 
Special buildings and houses 


The differ- 


een arranged in special cen- 


ttet 
Fair has taken place. 
display of samples. 


} | 1 | | } 


(Continued o1 265.) 
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Diagrams and Tables for Stand- 
ard Typewriter Parts as Described 
in Die Buro Industrie of Berlin on 
July 24 and in Office Appliances 
for July, Page 34-G.* (see root of next page) 


Table 1. 


The groove is omitted in spwols for 


95 


Measurement in millimeters 


small machines 




















































Standard Machines 
Small Machines 


Hard-rolled 
Steel 


Material: Band 








Table 2. millimeters 


ai T 


Measurement in 






Crude, unfinished rubber 
tube 








1° 2 22'S" SSS SS SSCS Sew 

















“ i 
Length of straight part 
FY) > << 2 bs 
Rubber Platen : se Pee - 
Steel os =—Ooa = 
8 > T 32. ‘Ss Coy 2s 
Unfinished Finished Tube qm s gm es 
a si yee KD5y 
D D, | Ds L a i os a , 
Standard } 240 
Machines 46 | 37,85) 44,5 | 320] 38 36,4 6,5 33 4,25°) 
| 450 
i 620 
Small Machines] 33,5 | 26,85! 32.3 | 232 27 26 4 24 4,25") 

















Soft rubber for 


copies; 


Material: 
about 3-5 


1. Dimensions not given are o 


matters of construction. medium 


rubber for about 6 to 
2. (a) For continuous shafts. copies; hard rubber for 
(b) For writing single to 12 copies. 
space. By ing : ‘ip 
sine yo Preseseatrn es — Core tube: Band steel, hard 
i » dimensions — 
nclagued easy pagans wutlagee: rolled, autogenous welded and 


dium and wide spacing are 


re-drawn cold. 
found. 


Round steel bar 


according 


Platen axle 
bright drawn, 
Din 667. 


4. (c) Measured on a paper 
layer of 0.15 mm. thickness. 








Table 3. Measurement in millimeters 
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Screw Pin 
6X4 DIN 551 





Turning Cros 


Bushing Knob Knurlk 





* “ly . “| Knurl 08 
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= x wm a \ 
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Designa 
tion of 
Platen 
Turning 
W-43 mm. diar 








bya 





Designation of Bush- 


ing for Platen Turning Knob of 





Knob of D-+43 mm eter 
diameter 
Bushing 43 DIN 2102 Platen Turning Knol 
od av oie 13 DIN 2102 
Bushing Turning Knot 


djdy) i} Ly i; |] Dy)D,)p,) 45) R 


Standard 





Machirn« 6.6; 11} 10} 35 117] 43/ 40/15 |10,7) 8 }1 
Small Machines | 4.1/ 9 | 6 0110 30) 28 1 g71 5 g 
1. Material as well as diam- Bushing: Round, draw: 

eter of bore for platen. Re DIN 668 

lease to be given with order 

oa Thread: Metric DIN 13 

Material: Vulcanized fibre or Knurl and cross—knurl a 

pressed compound-—black. ing to DIN 82 

















Key Plate 
14 A DIN 2104 
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Key Plate 
14 B DIN 2104 


-—15? 
+ 
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WB 
Key -Ring 
14 DIN 2104 
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[_— | 
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Key-—Glass 


12.5 DIN 2104 


¢ 
a a 
rs 


Cn 


goegae ter Disc 
3,2 DIN 2104 


Height of Characte 
DIN 1450 


4 
Na 
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Cardboard Dis 
13,2 DIN 2104 
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po — 7 —w _ 
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e 4. Measurement in millimeters 


Designation of Details 





Function Key Material 
Band Steel 


}>} 
uv Drawing 


is Quality 
~1753° oa 


Key Plate 
17.5 A DIN 2104 


L 


— 








Drawing 











ry Quality 
fand Stee 
Key Plate 
17.5 B DIN 2104 
=n 
~4} German 
_f Silver 
ae 


Key-—Ring 
17,5 DIN 2104 








“ Colorless 
a a Glass 
Key-Glass 
16 DIN 2104 





ty 


Woodfree Paper 
Kind of ¢ shar acte 
; Black 


4/——- 


B 


Function oe 


Characters 
on White 

















16,7 DIN 2104 
L - t N Cardboard 





Cardboard Disc 
16,7 DIN 2104 


Ingot Steel 


o be given when ordering 
of Employment 
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Table 7. Measurement in millimeters 
gc 
Center of Platen . ¢ a 
om pt am 3 
i 
> 
© a) 
S <= 
, “ 
al ! 
< — . 
. > 
Center of Platen fe | 
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Writing Line 


-_- — _ 6 . an 

a5 6,5 7 ' 
<< —« 
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Character: Pica 2.6 mm. distance between letters 











a r 
Standard Machines......... 0,97 | 22,25 
Small Machines et 0,87 | 16,15 














Table 8. Measurement in millimeters 
For Standard Machines 
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—~ 15 


—£00 


Light Running - for Small 
Machines 
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Designation: 
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aie 





— 
Loi —en! 
= we 








tt? wer Key 
Ingot—Steel 


Designation: 
Material 








*The foregoing diagrams embody the 
technical outlines of the different type- 
writer parts included in the plan to 
standardize typewriter parts in Ger- 
many. The aim of the German en- 
gineers who are working on the problem 
of standardization is to fix the standard 
dimensions of such parts as can be util- 
ized universally on all machines or on 
the majority of machines. It is aimed 
to fix a universal spacing bar for stand- 
ard machines, also a universal back 
spacer, ribbon transport, type bar, lock 
release, shift lock for capitals, etc. The 
intention is to devise a series of parts 
that will go on any machine with the 
result that in ten years all typewriters 
in Germany will conform to a normal 
system. It is also intended to have all 
typewriters fitted with the same width 
of ribbon. 
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The Twenty-First An- 
nual Convention of the 
National Association of 
Stationers, Office Outfit- 
ters and Manufacturers, 
Mayflower Hotel, Wash- 
ington, D. C., September 


APPLIANCES For 


October, 1926 








20-23, 1926 


THIS SECTION CONTAINS: 


Kunning Story of Convention 


Reports of Officers. 


President 
First Vice President 
Third Vice President 


Special Committee 
tudget Committee 


*In Running Stor 
Addresses. 


How Do You Sell Yo 
Sidney J Burgoyne 


Stock Control Charles 


shall 


ial 
Business Methods Under the 
Microscope Malcom 


Cutting Distribution 
keting Cost c \ 
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Keports 


Peppy Ta 
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P. Ward 
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Conferences 
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Joint Retailers, Wholesalers 
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sentatives 


nd Sales 


Manufacturers 


Retailers 


Convention Exhibits 


Reports of Standing Committees. 
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Filing 
Filing Devices 
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Cabinet Sup 


untain Pens and Me 
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OFFICERS FOR 1926-1927 


President, W. Neill Stewart, Stewart Office Supply Co Treasurer, Charles D. Brewer, H. K. Brewer & Co., New 
Dallas, Texas. York City, New York 

First Vice-President, Edward S. Towne, National Blank Book Auditor, Arthur J. Walker, Farnham Printing and Stationery 
Co., Holyoke, Massachusetts Company, Minneapolis, Minnesota 

Second Vice-President, Edward E. Crandall, Schwabacher- Secretary and Counsel, Mortimer W. Byers, 41 Park Row 
Frey Stationery Co., San Francisco, California New York City, New York 

Third Vice-President, Woodson P. Waddy, Everett Waddey General Manager, Fletcher B. Gibbs, 403-405 Conway 
Company, Richmond, Virginia Building, Chicago, Illinois 


REGIONAL GOVERNORS 


District No. | Charles P. Garvin, F. S. Webster Co., District No. 8. S.B. Hudson, The Star Printery, Muskog 
Boston, Massachusetts Oklahoma 

District No. 2. Uri Doolittle, W.H.H. Chamberlin, Syra- - District No.9. L.B.Clegg, San Antonio Printing Company 
cuse, New York San Antonio, Texas 

District No. 3. Francis B. Irwin, James Hogan Company, District No. 10. George E. Horne, George D. Horne Bool 
Ltd., Philadelphia, Pennsylvania Store, Greeley, Colorado 

District No. 4 E. H. Clarke, E. H. Clarke & Brother, District No. 11 James S. Ball, Kilham Stationery and 
Memphis, Tennessee Printing Company, Portland, Oregon 

District No. 5. Carl Schutz, Brown-Morse Company, Mus- District No. 12. Howell D. Melvin, Melvin, Roberts & Hor 
kegon, Michigan warth, San Jose, California 

District No. 6. Daniel S. Hansen, Carlson Brothers, Inc District No. 13. William F. Dawson, Charles F. Dawson, Ltd 
Moline, Illinois. Montreal, Canada 

District No. 7. Sterley F. Jerue, McClain & Hedman Com- District No. 14. Joe E. Harvey, West Coast Stationery and 
pany, St. Paul, Minnesota Printing Company, Los Angeles. California 





THE RESOLUTIONS 


The Committee on Resolutions, Henry S. Hutchinson, Chairman; Charles P. Garvin, Fred P. Seymour and Nathan H. Saltz- 
man—presented the following resolutions, which were adopted at the final session: 

RESOLVED, That pending proceedings brought against this Association and certain local associations be contested by tl 
organization, to the end that the issues presented may be fully and finally adjudicated 

Resolution stating amendments to by-laws to be adopted at next annual meeting, providing for election of a Fourth Vice-Pr« 
dent from among the Field Members and defining his duties. 

WHEREAS, It has been stated that certain manufacturers in this industry have heretofore sent unordered goods to the retailer 
rendering bill for same without the consent of the retailer, be it 

RESOLVED, That if such practice is in fact being followed, we hereby condemn the same and state that this Association 
opposed to this method of merchandising 

RESOLVED, That merchandise exhibits in connection with the annual meetings of this Association be discontinued 

RESOLVED, That the giving of souvenirs in connection with the annual meetings of this Association is hereby prohibited 
any and all solicitation of such souvenirs by any person acting on behalf of this Association, whether as an officer or otherwis« 
forbidden until definite action to the contrary may be taken at some future annual meeting of the Association and upon pri 
notice to the members 

With regard to the conduct of members at annual meetings, the Resolutions Committee presented the following: 

WHEREAS, A certain group of members of the Association have for some years been prosecuting a plan of merchandising 
which they believe will protect and promote their interests; and 

WHEREAS, This plan, though entirely within their rights, is definitely inimical to the interests of many of the manufacturir 
members of this Association; and 

WHEREAS, At the time and place of the conventions of the Association, the meetings of which are organized and financed for 
the benefit of all members, efforts to obtain new adherents to this group are being made, and if pursued are calculated to provol 
a conflict of interest between this particular group of our membership and the manufacturers who are opposed to their aims and 
Purposes; and, 

WHEREAS, It must be apparent that our annual meetings are held to promote the mutual interest of all branches of our m 
bership, and not to advance the special interests of any: 

BE IT RESOLVED, That solicitation for support by special interest of any kind; sales promotion, whether direct or indirect 
and all manner and form of advocacy of the claims of any part of our membership for preference over any other part or class, ar 
contrary to the spirit in which this Association was conceived, and detrimental to the orderly conduct of our annual meeting 
and each member should consider himself in honor bound to carry into complete effect the spirit of this resolution 

[he convention adopted certain other recommendations, in effect as follows: 

RESOLVED, That we recommend the adoption by the manufacturers of standardization of numbering and classification 
blank books, whereby the number and character will indicate the quality, dimensions, number of pages, and ruling in each bool 
In explanation: 23-1A—the number 23 to indicate quality and dimensions; the | to indicate 150 pages, and the A, record ruling 
No. 23-3A, for instance, would indicate 300 pages, record ruling, and No. 23-1B would indicate 150 pages, journal ruling 

Recommendations urging all manufacturers who advertise to consumers, either through popular publications or direct by mail 
to use in their advertising some phrase distinctly printed, such as, ‘Order from your stationer and office supply dealer,’ or “Can 
be procured through your stationer or office supply dealer.’ 

Recommendation to manufacturers of filing supplies that they adopt a uniform system for specifying sizes 


With regard to small leather novelties, it was recommended that small identification numbers be attached to each piece of m 
chandise to facilitate re-ordering 
Adoption of a plan whereby. at a cost of $7 per head for 1,000 subscribing members, the Harvard Bureau of Business Research 


will undertake research studies of the cost of doing business in the retail stationery trade and make individual and collective rec- 
ommendations as a result thereof 
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GEORGE WASHINGTON MARTHA WASHINGTON. 
Silhouettes based upon shadow pictures made by Nellie Custis 


at Mount Vernon Reprint from the Mayflower Log of the 
Mayflower Hotel, Washington, D. C 


Twenty-First Annual Convention Memorable ; 


The Washington Meeting of the National Association of 
Stationers, Office Outfitters and Manufacturers Justifies 
the Selection of That City as Meeting Place and Dem- 

onstrates Increasing Interest in Association Work. 


HE spirit of the Washington convention was one of opposite that they are pretty well distributed over the map 


good will and enthusiasm. What promised to be a and that they are made up of men who are known as 
lively and somewhat heated convention became a well go-getters in their respective localities. 
coordinated, smoothly running event which went along The attendance at the convention was not the largest on 
without a hitch, thanks to the tact and good will of every record, but the convention was well up among the big ones. 
body concerned. The convention quite properly went on \ count of the registration discloses the fact that there 
record as opposed to proselyting by any section of the were present 530 persons all told. There were 395 men and 
nembership; came out flatly against the further distribu 135 women who paid their registration fees and wore 
tion of souvenirs: discontinued the manufacturers’ exhibits badges There were approximately 150 dealers or repre- 
and amended the by-laws to elect a fourth vice pre sident sentatives of dealers present, Ww hich is a better proportion of 
to take care of the field membership. These were the dealers than the Association has had at some conventions. 
outstanding achievements of the convention, all accon These dealers were representative of every section of the 
plished at a temperature which was very trying to ever country from as far Northwest as Seattle, to as far South- 
one present, for Washington was during Convention Week east as Tampa, Fla The man to visit the convention from 
ndulging in one of its spells of belated hot weather dur the extreme farthest part of the world was a gentleman 
ing General Humidity was more than usually evi from Japan, a member of a prominent stationery firm at 
dent Spirits did not wilt though collars did and_ the Tokyo, whose picture appears in the illustrated section of 
general tone of the convention was one of looking for this report The Southeastern states, New England and 
ward witl onhidence to more successtul achievements it \tlantic Coast states, were also strongly represented with 
the tuture a good representation of stationers from the Middle West- 
fe te the enmeene opinion that an unu native econ ern section. There were several stationers from the South- 
tent staff of offic d regional governors has beet west and from the gulf states. In fact, the South showed 
wits lt wae a e of considerable regret that Fred itself highly progressive, energetic and alive in all associa- 
Ps r, the third vice-president last year, was unabl tion affairs. 
to take the office of president this year, but an able The program this year was laid out with great care, the 
substitute was found in the person of W. Neill Stewart of work starting immediately on Monday morning and con- 
Dallas ex., whose successful experience of two years as tinuing without interruption until Thursday noon, C. C. 
regional governor and whose executive abilit in the Cobb, chairman of the convention committee, and the mem- 
affairs of his own company qualify him admirably for the bers of his committee, were notably successful in their 
high executive office which he now holds work and to them is due in large measure the smooth 


ie convention both with regard 


It will be noted bv a glance at the names of the officers running ot the events of t 
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SIX OF THE EIGHI 
OF THE NATIONAL 
TION OF STATIONERS, 


TURERS 


likeness of Second 





is not available 
EDWARD 8S. TOWNE, Na 

tional Blank Book Company 

Holyoke, Mass., first vice 

president 
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OFFICERS 
ASSOCIA- 
OFFICE 
OUTFITTERS AND MANUFAC- 


Portrait of President W. Neill Stewart 
appears on the frontispiece and the 
Vice - President 
Edward E. Crandall of San Francisco 





1926 





WOODSON 


x WADDY 


The Everett Waddey Con 
pany Richmond, Va thir 
vice-president 








FLETCHER B GIBBS MORTIMER W BYERS 
Chicago, Ill, general man New York, N. }\ secret 
ager nd ounsel 

A. J. WALKER, Farnham CHARLES D. BREWER, 

Printing & Stationery Com Chas. D. Brewer & Co.. New 

pany Minneapolis, Minn York. N. ¥ treasurer 

auditor 

~~ - 
Fo AeN BOX 
to the business sessions and the entertainment features ette, four blocks away, housed several of the conve 
The sessions were held in the ballroom on the ground delegates who were exceptionally well pleased 
floor of the Mayflower, a spacious room where fortunatel) service offered by that hotel. Other hotels near the M 
the acoustic properties are such that there was little dift Hower housed certain of the nventionites witl 
culty in hearing the speakers Che work was carried istaction 
through with despatch under the guidance of President First Session of the Convention. 
Sell and Vice-President | P. Seymour, who presided at The convention came to order at 1:30 p. n 
several oT the sessions September 20 the gavel be 0 Vie ded ( ( 
Washington in many respects is an ideal convention city chairman of the program committee, wl ul 

It is a place with which ever American wishes to be forma i or « | conventiot d thereuy 
more or less tamiliar and at some time or other during his Preside Se “\ gavel which he said came 
life desires to visit. It has so manv notable attractions, and the compliments the Asso d whi 
so much of historical interest clusters around the city that be placed a suitable inscripti i silver ( 
it would make a long story eve mention the principal S¢ tl t t uir, tha e Associat 
places [The program, however was so arranged that gavel d directed that the vent star 
members of the convention had an opportunity to visit *Ame i led | Charles P rarvil t the 
Mount Vernon and certain other spots of historic interest lose R. S oO, pastor of the Ne Yor ‘ 
all of which will be mentioned due order. The hotels terian cl Washington, pr nce¢ ‘ 
are as a rule, excellently kept, the Mayflower being a ifter whi the president app ed “Steve St 
remarkable place where no expense has been spared to Ne bus¢ Self-Closing Inkst Compat . 
create an atmosphere of spacious elegance The LaFavy irms ¢ \ witl ga H t 
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Company, Atlanta, and J. Victor Barr, Brandon Printing Philadelphia, Penna.; G. P. Campbell, Chattanooga, Tenn.; 
Company, Nashville, as assistants He then appointed the Albert W. McCloy, Pittsburgh, Penna.; W. 5 Ortel, Spo- 


following committees kane, Wash., and Charles W. Roth, Dayton, O. 

Resolutions committee H. S. Hutchinson, New Bedtord, Necrology committee: Millington Lockwood, Buffalo, N. 
Mass., chairman; Charles P. Garvin, Boston, Mass.; Nathan Y., chairman; Richard B. Carter, Boston, Mass.; Edward 
H. Saltzman, Atlanta, Ga., and Fred P. Seymour, Chi S. Towne, Holyoke, Mass., and Charles C. Carpenter, 
cago, Ill Cincinnati, O 

Nominations committee: Frank D. Waterman, New Budget committee: Eberhard Faber, Brooklyn, N. Y., 
York City, chairman; Harry C. Sharp, Camden, N. J.; chairman; Richard B. Carter, Boston, Mass.; W. A. Sheaf- 
Sydney J. Burgoyne, Philadelphia, Penna.; A Pomerantz fer, Fort Madison, lowa: Frank L. Towne, Holyoke, 
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CHARLES P. GARVIN, F 
S. Webster Co., Inc., Boston, 
District No. 1 


DANIEL S. HANSEN, 
Carlson Bros., Moline, IL, 
District No. 6. 





URI DOOLITTLE, W. H FRANCIS B IRWIN, 
H. Chamberlin, Syracuse, N James Hogan Co., Ltd., 
\ District No. 2 Philadelphia, Penna., District 

No. 3 
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HOWELL D. MELVIN, 





L. B. CLEGG, San Antoni Melvin, Roberts & —— 
Printing Company, San At San Jose, Calif., District No. 
oni Tex., District N 12 











GEORGE E HORNE JAMES S. BALL, Kilhan 
George LD). Horne Bookstore Stationery & Printing Com 
Greeley Cok District Ne inv. Portland, Ore District 
10 No. 11 


TEN OF THE FOURTEEN REGIONAL GOV- 
ERNORS OF THE NATIONAL ASSOCIATION 
OF STATIONERS, OFFICE OUTFITTERS AND 
MANUFACTURERS ELECTED AT THE WASH- 
INGTON CONVENTION —Those whose portraits 
were not available include E. H. Clarke of Memphis 
Tenn., district No. 4:S. F. Jerue, St. Paul, Minn 
district No. 7: S. B. Hudson, Muskogee, Okla, dis- 
trict No. &: Carl M. Schutz. Muskegon, Mich., dis- 
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‘WILLIAM F. DAWSON trict No. 5 JOE E. HARVEY, West 
Charles * Dawsor Ltd Coast Printing & Stationery 


‘ at Company, Los Angeles, 
Hrotsee Calif., District No. 14. 
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Mass.; J. Ogden Pierson, New Orleans, La.; Charles A. H. 
Thom, Detroit, Mich., and George M. Spaulding, St. 
Louis, Mo. 


Following the appointment of committees, the chair in- 
Colonel J. Franklin Bell, 


District of Columbia, 


troduced one of the commis- 


sioners of the presented the 
address of Colonel 


Brooks ot 


who 
Follow ing the 
William 


graceful 


address of welcome 


Bell, the 
Philadelphia, 


president introduced Henry 


who responded in terms to the 
Colonel's address. 
On motion of Millington Lockwood, 


that the 


seconded by Charles 
account of the 1925 


November, 1925 


E. Falconer, it was ordered 


annua! convention as published in the 
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meeting of the convention before the thirtieth of the mont 


covered only eleven months. On motion of Mr. Falconer 
the treasurer’s report for eleven months was received 
filed and action for the complete fiscal year was reterred 
the incoming executive committee On motion of M 
Lockwood the report ot the secretary and counsel 
referred to the Resolutions Committee. 

The report of the auditor, Leo. F. Johnson of Tar 
was called for, but Mr. Johnson said that on account of th 
fiscal year ending September 30, it was impossible to get 
an auditor’s report for the twelve months. He theret 
moved that the report when finished for the year 
referred to the executive committee for action Chis 
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issue of the Association News be accepted as the minutes 


of that meeting. 
which is given 


President Sell next read his annual report, 


in full on another page. 


Following the president’s report came that of First Vice 
President Charles P. Garvin, who as a preliminary to the 
reading of his report, read the following telegram from 


George L. Davis of Adams, Cushing & Foster, Boston 


“Il am with dealers, manufacturers and wholesalers in spirit 


if not in person. I am sitting in my room at the hospital 
with the convention program before me and I will be 
with you in interest during the entire convention. Hope 
the boys will meet on time so that I will not be ahead of 
the schedule.” After some comment on Mr. Davis’ illness 
and the assurance that he is now looking well and improv 
ing daily, William E. Ward of New York made a motion, 
seconded by Gustave Fischer of Hartford, that the conven 
tion send a telegram to Mr. Davis extending greetings and 
good wishes for his speedy recovery. This motion was 
unanimously carried. 

Mr. Garvin then read his annual report, which is pre 


sented elsewhere. 

being present on the floor 

Fred P. 

report of the secretary 
New York, also the 


which, 


The second vice-president not 
at the time, the 


1 


report ot the thi 
Seymour, was heard, followed by the 


Mortimer W 


treasurer, A. H 


rd vice-president, 


and counsel, Byers of 


report of the Childs, owing to the 


PICTURE OF TWENTY-FIRST ANNUAL CONVENTION OF THI 
tion was carried 
President Sell next introduced General Manager | 
B. Gibbs of Chicago, who read his annual report \ 
the foregoing reports are published in the present iss 
well as that of the executive committee which was re 
President Sell following the report of the general manag 


and likewise the report of the board of 


of the national councillor to the ¢ 
the United States, Charles A. Lent 

On motion of Mr. Kennedy the session adjourned 
the tinal session of the convention, held « Chursd 


ing, September 23, at 9:30 a. m. 


Tuesday, September 21. 


phe secon qdav 8s activities consistes 


Che retail distributors’ « 


the various divisions 

was called to order Third Vice-President Fred P 
mour, who made a briet spec welcoming the s 

the citv « Washington and to the conterencs 
twenty-first annual conventio1 Mr. Seymour offe 
privileges of the floor to strangers and non-met 
recommended attendance at the mercl andise exhibits 


Palm Court a1 paragraph 


d quoted in conclusion a 


previous issue of Office Appliances urging the su 
the National Association by the entire trad 

After reterring to the storn which had devas 
South Atlantic Coast, the chair su ested that 











Page 


that the conventi 


tion to the Red Cross for the relief of 
Edelen, chairman 


who read his report whic 
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on make a contribu 
suffering. He then 
of the committee on 


h appears elsewhere 


t 
s issue. Mr. Pierson, who said that he lives in New 
Orleans, where the climate is damp, urged that all books 
é ped singly prevent mildew—a valuable sugges 
Mi lfutchinson called attention to the importance ‘ 
suggestion of numbering columnar books On motion a 
recommendation was ordered presented to b'ank book 
manufacturers that all blank books of 150 pages or moré 
be wrapped separately Che motion was carried unani 
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committee that he suggested the committee be 
On motion of 
Mr. Brooks, the incoming administration was requested as 
far as possible to appoint the same committee that they 
On motion it was ordered that 
Association News containing Mr. 
to the various manufacturers. 
James P. Ward of the 
Manufacturing Company of Chicago, who 


For October, 1926 


part of the 


continued to carry on this work next year. 


may continue their work. 
marked copies of the 
Hansen's 

Che 
Shipman-Ward 
gave a most interesting address on the subject of the cost 
of hiring and firing employees and how to select the right 


lhe address of Mr. Ward is pre- 


report be sent 


chairman next introduced 


man for the right job 


sented on another page 
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I Siy \ like 1 1 was carried wit etere ce t the 
umpbering ot MOOKS SO aS to indicate the thickness, ruling 
et ( This motion was the e 
‘ erable dis and it was finall decided that the 
ditt members get together with the chairman « é 
blank book committee and frame up something whi 
ter presente | to the conterence¢ i a Suggest tor 
ering he motion was then carried, and it 5 
aere that ( t o1 blank Ss ‘ received and 
part « e records of the meet 
| eport e commodity 1 tee « r d 
( es was ead by the secreta the ce % 
: rma F. L. Lounsberry of Dulut 
I ving the reading of this report the members dea 
t com nts of considerable est ere 
col the final report Refere ( s 
r re ors ill é é ‘ pes r é 
x T ce ta S| es t 
g t ss the mee eedec é 
the « é hardwa glassware, D. S 
H M i iirma ¢ t Ww \ 
M I s¢ i d ippears cis ere I} 
. ed lavorable the 
ers M ~ vell of Milw ke Mr. Marshall « 
\ | I Mr. Irwin « ‘ rs t 


TFITTE 


RS 


AND 


MANUFACTI 


Following Mr. Ward's address, the chairman called for 
the report ol! the committee on social stationery, E. Wil- 
ston Hamilton of Atlanta, chairman. The chairman was 


not present, therefore the secretary read the report which is 


publishe d elsewhere. 


The report of the committee on pens and pencils was 
read by the secretary. The paper was freely discussed. 


Mr. Hutchins complimented the steel pen manufacturers 
for their progressiveness in putting up goods attractively 
and making them more easy to sell. He moved that these 


manufacturers be commended for their good work. The 
moti was seconded and carried. Mr. Pierson of New 
Orleans suggested that while the manufacturers of pens 
and pencils are doing a wonderful work to help create 
demand the re tempt dealers to carry too many differ- 
ent lines. He believed that stationers ought to be satis- 
ed with « g a reasonable number of varieties of pen- 
cils and pens. Mr. Hart of Atlanta referred to the value 
of the lettering pens ich stimulate the sale of inks and 
cards Mat more people are now making their own 


Mr. Ward ventured the suggestion that the general man- 


er’s « e be requested to send out a letter each week 
on only one subject to the membership and in this way 
the e convention, at the same time keep- 

ng the members reminded of what was done and of the 
iction Ww ealers would like to see taken by the manu- 
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The report of the committee on fountain pens and me- 
Campbell of Chat- 
Mr 


chanical pencils was presented by G. P. 
tanooga, the 
report appears on another page 

Mr 


reports of stationers and manufacturers bear out the point 


chairman of committee Campbell's 


Supplementing that report Campbell said that the 


that the greater part of the business is secured from high 
priced fountain pens and that the stationer is neglecting a 
field that the department store and cut-rate druggist are 


entering, that of the cheap fountain pen. Mr. Campbell 
said that in his opinion the stationers are featuring too 
much the high priced pen to the exclusion of the more 
inexpensive article. Of course, it is not necessary to sell 
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sities that confront the producer of merchandise kxat 
ples of successful selling in other industries were cited 


the growth of the chain store idea was instanced. S« 


resolutions were introduced and referred to dratting « 
mittees for consideration at the ensuing session a 
introduction on the floor of the convention at its gen 
session on Thursday. 
Commercial Furniture Division Conference. 

The meeting was called to order on Tuesday atte 
by President E. H. Sell, who announced that because 
illness in O. R. Geuther’s family he was unable to preside 
and had selected Carl Nachtigal to preside in his ste 
Mr. Nachtigal then suggested that the meeting stand a 
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a low priced pen to a man who comes into the store to buy 
some of the 


Mr 


a fountain pen, but it ts desirable to have 


cheaper pens in stock of a reliable character. Fischer 


of Hartford said that he agreed with Mr. Campbell. It is 
profitable to handle a dollar pen, but that dealers w vittd 
make a mistake to eliminate any lines that are nationally 
advertised. Several suggestions followed with regard t 


the the 


not charging therefor 


Engravograph and systems otf charging or 
Most ot those 


use ot 
who use the machine 
do not charge tor engravy 
\tter 
was received and made a part of the records 

On 


morning at 


ng if the pens are purchased at 


their own stores some further discussion the report 


Wedne sd i\ 
continued, lhe 


Wednes 


the adjourned until 


10:00 


motion conterence 


o'clock when it was 


report of the second conference will follow under 


day's doings 


Manufacturers’ Conference. 


The first session of the manutacturers’ conterenc< Was 
held at 9:30 a. m in the Chinese room and at noon was 
adjourned until Wednesday morning when the conference 


t 


was continued 


Over seventy of the leading manufacturers 
were present when the meeting was called to order by First 
Vice-President Charles P. Garvin, who outlined the pro 
prieties and purposes of co-operation, organization. and 
its advantages for industrial advancement Co-operative 
work among members was discussed at length with par 
ticular emphasis upon the marketing phases and the neces 


ATTES> DING THE TWENTY-FIRST ANNUAL CONVENTION 
sing one verse of “America. After this, the 
appointed the following nominating committee 
candidates for chairman and committeemen to. se 
divisiot J. H. Petetin, New Orleans, chairman; ¢ 
Schutz of the Browne-Morse Company, Muskeg 
\. B. Williams, The Cantor Art Metal Compa 
ton, © 

Following the above apporntments the cl il 
duced ( \. Netzhammer of Milwaukee, who rea 
valuable and interesting paper on Ling Manage 
trated by appropriate lantern slides showing 
charts and installations The text of this excellent 
is presented on anothe: page. Following 

was some discussion after which ( irles Marsl 
Ivan Allen-Marshall Company, Atlanta, Ga ( 
aper on Stock Control in which he outlined 
vhich has been tound successtul s business 

The next papel to be read was ritten v | 

Hartford whe Was Ul ible t < res¢ gS 4 
illness in his family The chai read the 
was entitled, “Lines Carried, Financing and | 
ture of a Retail Business.” 

Following these papers ther vas quite 

sion on the subject of ethics Mr. Headle tS 
resenting the Northwe =t Stationers Ass clat 
up the subject of a resolutt cently SSE 
cation on the subject of Direct Sellin hy Mar 
Mr. Stilwel) suggested that manufacturers r] 
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em whereby dealers would get the same profit irrespective 
their distance from the factory. Mr. Seward of Atlantic 
City mentioned a particularly glaring instance of working 
without profit Mr. Pierson believes that dealers all overt 
e country are trying to discourage manufacturers fron 
stal lishing Stal dard:zed customers He did not bel Ve 
that dealers should be called upon to serve customers o1 
commission basis. He instanced the case of the represet 
ative of the local office of a national company who ordered 
1 quantity of goods and after the order was all entered, 
e took out a paper from his pocket and said Chis is 
ir contract, so n h off such a list.” Mr. Pierson stated 
that his store could not do business that way and retused 
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OF THE NATIONAL ASSOCIATION OF STATIONERS, OFFICE 
let the Mal ave the goods One 11 a while ne r 
blige 1 te COMMPROTISE but do SO as infrequently is 
s1 ¢ 
M Cooper explained that Atlanta is the biggest brat 
‘fice town in the South and told the dealers present ‘ 
Is Ss ré landles Si propositions 
B. ¢ McCoy Birmingham told of the questi uire 
¢ ently addressed to dealers aski thet ews 
egarding selling at discount to branch offices, the g g 
discounts to national buyers, et He had receive 
anv replies, he said, all evincing lively interest. He would 
kK ¢ e¢ he < r proposition worked out se 
i turer WwW d have the co operatiol the deal init 
he ¢ er that the manufacturer Mr. Roth of D 
ed the org Zat n ot State ss ns M { | 
i prese the side ot the nN nutacturer Mr 
Wittstein suggested that more thought be given t puis 
power various organizations Salesmet re 
ne | pot! vhor the dealer has to depend Othe 
\ ssed tter were President Sell, Mr. | 
d 
Aft e discuss the chairmar ( dd 
y ( Schutz on Sales Meeting Programs Phis 
( i rie so! itte whi M Pe ( 
i ( ( nimittes t tire 
at tte 
Or tion of Mr. Pierson, the secr 1s ins ed 
é ballot of the é t é 
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consisting of Ed. L. Little, Wabash Cabinet Com- 
Victor srandon Primting Company, 
Hansen, Perry & Buckley Company, New 
Charles Marshall, Ivan Alien-Marshall Company, 
Frank Ryan of the Milwaukee Chair Com- 


nees, 
pany, chairmar Barr, 
Nashville; J. D. 
Orleans; 


Atlanta, and 


pany, Chicago. Mr. Little was then escorted to the plat- 
form and made a brief speech, thanking the members for 
the honor conferred upon him, after which the meeting 


adjourned 

Wednesday, September 22—Retail Distributors’ 
Conference. 

The called to 


Third 


10:00 a. m. by 
Sanford, chairman 


conterence was order at 


Vice-President Sevmour. B. E. 


OUTFITTERS AND MANUFACTURERS 
the committee on leather goods and novelties, presented 
his report \ir. Sanford and Mr. Pierson both brought up 


the subject the difficulty of reordering small leather nov- 


elties. It was suggested that identification numbers should 


he provided. Mr. Pierson moved it to be the sense of the 


conference that inufacturers be requested to place a num- 


ber for identification on each piece of merchandise. After 
some discussion the motion was seconded and carried. 
Mr. Blumberg’s resolution on blank books was next read 
follows: “Resolved, that we recommend to the commit- 
tee on blank books the adoption by manufacturers of stand- 
irdization of numbering and classification of blank books, 
hereby the number and character would indicate the qual- 
tv, dimensions, number of pages and ruling in each book— 
explanat 23-1A The number 23 would indicate qual- 
y and dit Phe would indicate 150 pages and 
the A re 23-3A would indicate 300 pages, 
ecor d N 3-1B would indicate 150 pages, 
journal ruling et () motion, the resolution was 
Che chair ext presented a resolution offered by a 
embe ‘ S it through Mr. Towhill, governor 
the first regional district 
Resolvec That the practice indulged in by certain man- 
icturers < St C lered goods to the retailers and 
rendering | erefor is deemed unsatisfactory, therefore, 


go record as being 


merchandising and urge a dis- 


it further resolved that we on 


opposed to this met 


a 




















oe 





continuance of same.” ‘This resolution was unanimously 
passed. . 

The report of the committee on loose leaf devices was 
read by the secretary in the absence of the chairman. Dis- 
cussions brought out the fact that there are as yet no loose 
leaf the National Index, that machine 
bookkeeping is coming to be an important phase of the 
loose leaf industry and that any good salesman can work 
with machine bookkeeping Miss Genevieve 
Moore, of High Point, N. C., said that the loose leaf com 
mittee report would help her very much in handling loose 
the having 


manufacturers in 


sales, etc 


leaf devices. She cordially endorsed idea of 


the 
satisfactory, 


Transparent paper would be 


kept in 


indices in a container 


just so the goods would be good 


order. 
The report of the committee on numbering machines and 
rubber stamp goods, Mr. Roe, chairman, was read by C 
D. Brewer. 
This was followed by the report of 
committee, Paul W. Bumbargcr, chairman. 


siderable discussion on this subject owing to the fact that 


the greeting card 
There was con- 


greeting cards are an open field where apparently all may 


hunt. Several of the dealers having engraving plants have 


made money in getting up special cards for their custom- 


HERE ARE 
THE THREE 
MEN WI 
ARE VERY 
LARGELY 
RESPONSIBLE 
FOR THE 
SUCCESS 
WITH WHICH 
THE TWEN 
TY-FIRST 
ANNUAL 
CONVENTION 
WAS CON 
DUCTED 
WITH RELA 
TION TO THE 
SOCIAL AND 
EN TERTAIN- 
MENT AF- 
FAIRS, 
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contributions as members cared to make at the close of 
meeting. 
The committee on carbon papers and inked ribbons next 


made its report, published on another page. 


Next came an address by Herman Price, sales manager 
of the Joseph Dixon Crucible Company, on Team Work 
and Its Successful Reward. 

The last report of the session was that of the com: 


on blue print paper, drawing and artists’ materials 
meeting the greet 


Assoc 


‘ 


Samuel S. Rosendorf conveyed to the 
ings of the International Stamp Manufacturers’ 
and said that it is their sincere desire to co-opera 
times with the stationers in every way possible 

Mr. 
Mr. 


which 


was indulged 


address 


latter 


Price's 
Hill 


was unanimously 


Some discussion on 
by Mr 
following resolution 

“Whereas 


filing dev ices, 


Fischer and and the offered 


carric d 


many manufacturers of stationery and < 


supplies, etc., recognize the need of the retail 


dealer as the proper medium for the successful distri 


of their commodities, and whereas such manufactur 
solicit the business and co-operation of retail dealers, it 
it is only fair that such manufacturers in return give t 
retailers full co-operation in their direct-to-the-consume! 
advertising and to that end we, the retail members t 











A. H. TEW of the house of Cc. C. COBB, The Conklin CHARLES G. STOTT of 
(Charles G. Stott & Company Pen Manufacturing (‘om Washington, who was cor 
Washington I) C., active pany, Chairman 1926 Enter stantly at work and instru 
and efficient in convention tainment Committee mental in promoting the 
work, happiness of visiting sta 
tioners 
ers, because they can get good prices for such cards. The National Association of Stationers’ Office Outtitters 


greeting card business, although perhaps not particularly 
profitable, is a builder of good will and as such should be 
given due consideration. 

Mr. Cooper advised sticking to the manufacturer who 
protected the that 
attempt to keep the better business in the stationery store 


dealer and there should be a _ serious 
Mr. Irwin presented the following resolution concerning 

the Florida sufferers: 

division of the National Association of Sta- 

and Manufacturers of the U. S 

Mayflower Hotel at Washington, 


D. C., having learned with deep concern and sorrow of the 


“The dealers’ 
tioners, Office Outfitters 
\., in convention in the 


terrible disaster which has overtaken our fellow citizens of 
the South, Florida and the Gulf States, 
our heartfelt sympathy with them and our willingness t 


do hereby express 


do all in our power to help at this time to alleviate the suf- 
fering caused thereby, and we do hereby resolve that each 
member be requested to contribute such sum as he may be 
the National Red Cross 


organization for distribution at its discretion, in the devas- 


able to contribute and send it to 


tated region.” 
The resolution was unanimously adopted and the chair 
appointed Mr. Irwin as a committee of one to take such 


that all manut 


Manufacturers, recommend and urge 


in advertising to consumers either by direct mail. 


papers or periodicals, use some phase distinctly print 


follows ‘Order trom your stationer and office 


dealer,’ or ‘Can be procured through your statione 
supply dealer 


Mr. Frost of 


Portland, suggested that the « 


recommend to the manufacturers of ling si es 
they all specify their sizes, giving either the widtl 
the height first, the same as is done by the loose 
manufacturers In other words, they should ad 
form system which would save much confusio1 Chi 
ommendation was seconded and carried. 

On motion of Mr. Towhill, the chairma vas g 
standing vote of thanks and the meeting adj 

Thursday, September 23. 

Chis was a continuance of the joint meeting of t 
vention, being the final session before adjournment. k 
tine matters were taken up and discussed at this sess 
and the reports of several of the committees wer: 


including that of the committee on necrology. 


The two important events ot the sessions wert 
report of tl ~ 


tion of officers and the adoption of the 
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THE SPOTLIGHT 
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SIX, CONVENTION SNAPSHOTS l Fletcher B. Gibbs, the wheel horse of the Association, whose good 
rk through the vears has been a factor in the progress of the organization 2 W Neill Stewart, who will 


the outstanding figure on the board for the year, and Mrs. Stewart ; James P. Ward, vice-president of the 
Shipman—-Ward Manufacturing Company, Chicago, who has the faculty of putting much in few words, and who 
ide a hit at the convention with his talk on Finding the Job for the Man 1 Alvah Bushnell, Jr., who 
raveled from Philadelphia to Washington in an aeroplane Mr Sushnell has scaled the heights in many things. 


On the right is Frank Ryan of Chicago, whose pectacular hole-in-one at golf game made him the winner 
er W. S. Stafford of New York. at the left, the veteran golfer. who made the hole in two 6 In the center 
T. Ito of Itoya Company i distinguished visitor from Tokyo, Japan On Mr. Ito's right is C. B. Mathes 








he Conklin Per "Manufac turing Company, and } left holding the paper is Albert B. Abrams of the Mod- 
Statione Ir to wa: the only \ tor from abroa 
lut ( mittee. The officers and governors were ele Meeting of Field Members. 
h, ous vote the association Their names appe The tield members of the association, consisting of the 
t ning of this report salesmen representing the manufacturers in this industry, 
held a conference on Tuesday morning, September 21, at 
ry port of the Resolutions Committee was some the Seventeenth street side of the convention room. The 
dis nd was passed as submitted, after whi the conference was presided over by H. B. Elmer of the Eber- 
neé resident was introduced and responded to in a neat hard Faber organization. Mr. Elmer outlined the pur- 
ant tive mannet The convention then adjourned t poses of the meeting and the part the men are expected to 
mec e second Monday in October, 1927 play in the work of the organization. The association, he 
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A HALF DOZEN MORE CONVENTION GROUPS 1 Sidney Burgoyne of Philadelphia, Miss Jean Chapli: 
of Boston, and John FP. Burgoyne, son of Sidney Burgoyne. 2 Mrs. Ivan Allen, Atlanta, and Mrs. F. P. Sey 
mour, Chicago. 3 The Ogren family, Mr. and Mrs. John Ogren and their son. 4 Three Weis men, left 
right, A. G. Wuest, treasurer; H. C. McPike, general manager; William Bowen, Jr., Southeastern representativ: 
5 Alvah Bushnell, Jr., of Philadelphia, and his sister, Mrs. L t. Helffrich, also of the Alvah Bushnell Con 
pany, relax a moment at the golf links. 6 Mrs. Ivan Allen, Mrs. ©. A. Maul, Mrs. Inez Watkins and Mrs. Mau 
Akers, in front Behind them are Ivan Allen and George E. Horne, one of the district governors 
said, realizes the influence the traveling men exert, or can mously elected Frank M. Ryan of the Milwaukee Cha 
exert, for promoting the advancement of the association Company, Chicago, as chairman Mr. Ryan is wide 
idea, and deep interest is felt in the success of the sales known in the central western territory and in the s 
men’s movement for organization and activity in association states for the last fifteen years. His headquarters 
affairs. 624 South Michigan avenue, Chicago, the company’s 
Attention was called to the successful work of the South- eral sales offices. Mr. Ryan in the southern po 
ern Travelers’ Club) <A plan was discussed looking to his territory also represents the Clemetsen Desk ( 
organization in different sections throughout the country of of Chicago. Prior to 1911 he traveled in the Eas 
similar “Travelers’ Clubs.” To aid in such a movement widely known chair manufacturer. It is Mr. Ry : 
the national association desires to give field members both to be able to organize travelers’ clubs in each reg : 
recognition and assistance by establishing the office of trict somewhat along the lines of the present S 
fourth vice-president, who shall be elected from among the Travelers’ Club. The function of these clubs 
traveling men. This proposition is included in the resolu promote co-operation among members and to secur 
tions presented in the beginning of this report and the members for the national and local stationers’ ass: 
matter will be put through at the next annual convention. The nominating committee which recommend: Mi 
In the interim a chairman of the field members was ap- Ryan was composed of H. B. Elmer of Eberhard | 
pointed upon the recommendation of the field members’ H. B. Van Dorn of the Joseph Dixon Crucible 
conference. H. L. Frater of the Wilson-Jones Company, and ¢ 
A motion was made and adopted to appoint a nominating C. Wall of the Irving-Pitt Manufacturing Compar 
committee to recommend someone for chairman This The meeting was addressed by First Vice-| 
committee was appointed at the reconvened conference held Charles P. Garvin and a resolution was prepare 
at 11:30 a. m. the following day mission to the association requesting the necess f . 
Among those who spoke it Tuesday's conference were tion to provide for a fourth vice president 
H. B. Elmer, James Cooper and Courtney C. Wall. <A from among the field members at the next a 
letter was read, written by E. F. Perry, who last year tion. 
secured more than twenty new members for the national Joint Me+ting of Retailers, Wholesalers, Manufacturers, 
association. Visitors, Field and Sales Representatives. 
At the session of Wednesda e field members unani This meeting took place Wednesday after: S 
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SEVENTEEN PEOPLE WHO FOUND THE 


Mrs. Ivan Allen 2. Mr. and Mrs. Paul Gosiger, St. Louis. 
and Mrs. Robert B. Sainberg of New York. 5 Mr. and 
vile, N. Y¥., and Mrs. Fred Olt, Dayton O. 6. Mrs. Jack 

E. Collir Mrs. Collins and Mrs. E. C. Loomis of 


tember President E. H. Sell 
who spoke briefly on the subject of co-operation. He said 


that the association was formed twenty-two years ago and 


and was called to order by 


' 


that it is interesting to compare conditions in the trade the 
with conditions today. “It is only necessary to recall the 


situation of years ago to appreciate what the association 


1. “Many times certain groups complain 


has done,” he sai 
about something that has not been accomplished but whet 
ember the conditions under which we have to work, 
the United States 
I feel sure you will agree that our association 


we rem 


the laws of which we as good citizens 


trv to obey, 
has accomplished much that is good for the public and for 
The oft the association in times past 


cers of 


CONVENTION 


Sell, 
(*hicagzo 


have given freely of their time and we should appreciate 
their work and their accomplishments. In our meetings 
we all become enthused by the talks we hear and the info 
mation we gather and we leave resolved to be better asso 
ciation members and do more for the industry, but when 
we get back to our respective businesses we are too prone 


I trust there will be a different 


to forget these resolutions. 
story to tell from now on. If you have any complaint t 
ike or anything arises that does not suit you, communi 


ate at once with our general manager at Chicago. He has 
an Once equipped take care of your troubles or to vive 
you advice along any lines. Use the general office (rive 
Mr. Gibbs an opportunity to serve you.” 

The president then called on Malcolm P. McNair 
sistant director of the Harvard Bureau of Business R¢ 
search, who gave interesting history of the work of his 

irea [he address of Mr. McNair was followed by an 


the National Cash Regist 


iddress by Mr Nichols of 


T 


AND PROFITABLE.—1. Mr. and 
° Mr. and Mrs. T. Harris Keon, Philadelphia. 4. Mr. 
s. M. D. Caldwell and Miss Irma Caldwell, Mechanics- 
Columbus, and Charles P. Garvin, 7. Sidney 


AMUSING 


Boston. 7. 


Company. Mr. Nichols is engaged in service work with 
his company and made a most interesting talk. 

The foregoing addresses were followed by a talk by 
Third Vice-President Fred P. Seymour of Chicago, who 
after a brief introduction outlining the purposes of the 
research committee, proceeded with an address on the sub- 
ject, “The Plan for National Research on Cost of Doing 
Business in the Retail Stationery Trade.” 

At the Mr. Seymour's address Mr. Allen 
moved the association adopt the plan as outlined by Chair- 
man Seymour of the research committee and that the asso- 
ciation proceed with the work along the lines indicated. 


conclusion of 


This motion was carried unanimously. 


The president then introduced Sidney J. Burgoyne oi 
Philadelphia, who presented an address on the subject 
“How Do You Sell Yourself?” 

Following Mr. Burgoyne’s remarks the meeting ad- 


journed 
The Merchandise Exhibits. 

The merchandise exhibition in the lobby of the May- 
ower Hotel opposite the presidential room, presented an 
were a number of tastefully 
arranged booths of known During each 
day and evening of the convention the people in charge at 
the various displays were busy showing their new numbers 
many ef whom made the display room their 
Following is 


attractive picture. here 


nationally lines. 


to the dealers 


temporary headquarters at the convention. 
a brief description of the different exhibits: 

SENGBUSCH SELF-CLOSING INKSTAND COMPANY, Mil- 
showed for the first time the new ‘‘Superline Desk Sets” 
the Sengbusch inkstand with a new art die-cut 


top in singles or pairs and in twenty varieties of 


waukee 
which embody 


bronze hinge 
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HERE ARE 
Mrs. A. G. Wuest and William Bowen, Jr., all of the 


GROUPS FROM WIDELY SEPARATED 
W eis 








SECTIONS l Mr. and Mrs. H. ©. MePike Mr 
Manufacturing Company 2 Back row EK. H. Se 
I 


and Jack Sell of Columbus; Eberhard Faber of New York and Ivan Allen of Atlanta Front row, M1 Ja 

Sell., Mrs. FE H. Sell, Mrs. Allen and Mrs. Faber 3 Charles Kb Davis and Mrs. Davis of Chicago: D. F el 

of St. Paul and Arthur J. Walker of Minneapolis i Phil Webster San Antonio Tex Ray Weissenbor 

New York: Mrs. E. T. Macintyre, New York; E. T. MacIntyre and Ray Urmston, New Yorl 
combinations of bases, racks and oblique pen sockets permitting SPENCERIAN PEN COMPANY New York (¢ 
the use of any type of pen G. J. Sengbusch, president of the showed the company's widely known lines of 
company, was in charge, assisted by A. F. Sengbusch, advertis ments Piles of pens presented a brilliant effect > 
ing manager; 8S A. Stillwell, southern representative Henrys pens with the exception of the original No. 1 are 
Riezel, eastern representative; J. T. Gibbs, Washington, D. C in buff and blue boxes and cartons This color her 
and C, W. Sengbusch, son of the president nates their sales helps and publicity material \ 

PARKER PEN COMPANY, Janesville, Wisconsin, had an in tiger's head was shown This head was secured 


“Duofold” fountain pens in which lively 
interest was shown among dealers The 
of H. L. Blackman, sales manager, Janesville, Wisconsin, aided 
by R. Franz of the New Atlanta 


R. Duddington of Cleveland, and J foston 


teresting exhibit of the 
booth was in charge 
York division, J. Rhodes of 
Phillips from 


THE F. 8S. WEBSTER COMPANY, Boston, Massachusetts 
exhibited an interesting array of typewriter ribbons and carbon 
papers The booth was decorated by many miniature flags of 
all nations with the slogan, ‘“‘The Sun Never Sets on Webster 
Products."’ included type 
well as ribbons and carbons Charles P 
in general charge of the exhibit, ably assisted by J. A 
manager of the Chicago office KE. L. Devant of 


N. C., and G. L. Buekner of Monroe, La 


The lines shown cleaner and oil, as 
Garvin of course was 
Whit 


Greensboro, 


THE WAHL COMPANY of Chicago exhibited its interesting 


lines of all metal fountain pens and Eversharp pencils. An 


interesting contest was staged and a number of useful pen and 
Wahl well, a fifty cent 
fingers, 


pencil sets were given away The new 
ink bottle for filling fountain pens without soiling the 
The neck of the well 
that every 
drawn out. 


was one of the interesting devices shown 
is a patented rubber 
drop of the contents of the six-ounce well can be 
A. G. Frost, vice-president and general sales manager of the 
company, was in charge, assisted by Thomas Drever 
Cc. B. Ross, assistant general sales manager; Hal Johnson, sales 
promotion manager; C. P. Nicolai, J. E. Crawley, C. P. Schoen, 
R. H. Riddell, district sales superintendent; B. N. Cox, Wash- 
ington, PD. C.; and C. P. Hoerman, New York City 


self closing device so made 


president; 


the grandfather of F. T. Blakeman, vice-president of 
booth was in charge of Mr B 


sound Brook, N. J 


pany, in 1860 The 


W. E. Hartpence of 


THE J. F 


ing display 


RYAN COMPANY, New York, showed 


featuring several labor iving office de 


ing the Pinzit paper fastener, the Industrial p 
and an ash tray and cigarette holder where one pr! 
button and the ashes and refuse disappeared | 
has recently acquired the entirs ne of the K. F. Le 
pany of New Haven, shown at the conventior \i | 
preset! in person, assisted b Mr. Lees, J. H. B 


Arons and Nathan ID. Sheffern 


PLANT LEATHER GOODS CORPORATION, Br 


hibited a general line of high grade leather goods 
bill folds, catalogue cases and advertising special 
pany was organized the first of the year H. B. T 
president James Plant vice-president and gener 
Cc. C. Tompkins treasurer, and N N. Prieur sal 


The chairman of the board is G. 8S. Hice who is 


in the trade as the presidet 

Machine Compar Brooklyn 
CONKLIN PEN MANUFACTURING 

Ohio, presented their full line of iendura 


COMPANY 
perpet 
pens and pencils Their latest additions are a se! 


sets with forward and backward tilting penholder m« 


glass or black bases The new pen and pencil numbers 
beautiful shade of mottled blue non-breakable bart 


Mathes, sales mat 


exhibit was in charge of C. B 
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EIGHTEEN MORE HAPPY CONVENTIONITES l Robert N. Wood issistant sales manager Esterbrook 
teel Pen Manufacturing Compar probally the youngest executive present 2 Mostly Art Metal group, con- 
sting of H. ¢ Chadwick, D. H. Bellamore and Hugh L. Smith, all of the Art Metal Construction Company; G. H. 
Muma, Cutler Desk Company, and Paul A. Burgess, also of the Cutler Desk Company, Buffalo. 3. Bill Smith of 
t firm of Smith and Marshall, Chicago { H. B. McMaster of the Art Metal Construction Company. 5. Ed. 
er, manager of the Chicago office of Eberhard Faber, and Harry Horder of Horder’s, Inc., Chicago. 6. C. G. 
tor Dc W. E. Stockett, Sr., Washington, D. C ; W. J. Chaplin, Boston; S. J. Burgoyne, tm J 





Iphia I H. Dunwoody, Philadelphia 1. H. Tew. Washington, and John P. Burgoyne Philadelphia. 7. J. . 
int of R ester, N. ¥ on his sixty—second birthday Mr. Hunt is a andidate for the nomination of state 
tor it district in the state of New York 


Dav of tl local territory and K. C. Manning of I W. JOHNSTON, Rochester, N. Y., exhibited “Snow White” 


delphia trict. CC. CC. Cobb, vice-president and gen- nk. Mr. Johnston prepared and distributed a booklet in which 
er of t ompany, was an occasional visitor at the he tells why “Snow White is favorably known all over the 
world. Oswald Ostrander was in attendance at the booth. A 
ON DISPLAY FIXTURE COMPANY Davton. Ohio feature of the exhibit was an attractive Christmas box of cabi- 
ted the laptability of their products for the needs net design containing green and red correspondence cards and 
ttioner One demonstration showed how Ault & Wi envelopes, sealing wax, Christmas seals, ribbon and holly, along 
could be shown to advantage, while another display with a bottle of “Snow White’ with which to write the Christ- 
miscellaneous assortment of specialties Fred Olt, mas greeting 
6 tha ov nv. was in charge. assisted } ‘ = SANFORD MANUFACTURING COMPANY, Chicago, pre- 
“er ee 9 ented a practical display of the inks and adhesives made by 
LT & WIBORG COMPANY. Cincinnati. Ohi — his well known compat This display was impressive in the 
preher exhibit of their , f typewr number and variet of its lines Cc. C. Carpenter, president of 
on paper et including also their mucilag: the compa! had genet supervision, of course, assisted by a 
pre er w ch is widely known to the trad a mpetent iff 
harge of the ex ¢ wit] mnetent P. DERBY & COMPANY, Gardner, Massachusetts, makers of 
hairs for the st ehty-two years, assembled some of their 
LEY & HAYES. New York City. exhibited “Cordk best seliers at their booth, which was under the general direc- 
asket stic finish. the me in leather tion of A. I Der! F. Y. Brown and C. V. Jackson. The : 
shops departm: t stores. et TY} xhil feature the special “Posture’’ chairs which have proven 
cuspidor imbrella stands nd milar iten popular among office workers and factory people. It is stated 


YON METALLIC MANUFACTURING COMPANY ‘ hat the company) as ist completed the installation of more 


a everal items including their < er in 4,500 ce} t) Washington public schools. 
h. _Theit sonteal* edspaliate tpn edie alt tie Gatien NATIONAL FIBERSTOK ENVELOPE COMPANY, Philadel- 
F Pearsall of Aurora and W. P. Savage of phia, exhibit: many different types of filing envelopes, mailing 
ware fi ttandancs envelopes, expanding indexed letter files, etc. The exhibit was 
N RUBBER COMPANY was represented , an in charge f Frank Doughert vice-president, assisted by W. 
exhibit Sunruco Rubber Office Specialtic P. Campbe tant sales inager, and G. L. Vonder Lindt. 


\ feature of the exhibit was the catalogue No. 7, just off the 


t like tvpewriter for typist Ss Harper L. E. WATERMAN COMPANY, New York City, featured a 
the mpany was occasionalls it the bootl new desk set « ploying a typical cap of a pocket pen as the 


competent demonstrator holde whict removabl t will from the stand. The pen 
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A BAKER'S DOZEN OF CONVENTIONITES 1 
Mrs. J. Ed. Staffan, Globe 
and Mrs 
Chicago; 
of Chicage 


president of the Illinois 


L, 
H. H. Chumley 
) Chumley 


a sister of Mr 


a propelling pencil in the reverse end. There was also 
display of combination pen and pencil gift 
president of the company, 


and W. J. Chaplin, New 


also has 
an attractive sets 
With Frank ID 


J. Kastner, 


Waterman was E 


manager England 


sales 
manager 
OXFORD FILING SUPPLY 


display of 


COMPANY, Brooklyn, N. Y., 
filing cards, correspondence 


pre - 


sented a comprehensive 
filing outfits, window display materials and a new plan of box- 
Those in attendance at the convention in- 
Jonas, Jr., of the 


Reynell and 


ing their products 
R. A 
staff, and 


Jonas ( Ss Jonas ind R \ 


Robert I Chas. E 


cluded 
executive 
A. KE. Petersen, of the 

DENNISON MANUFACTURING 
Massachusetts most 
play showing an old-fashioned garden with lawn and fence and 
flowers, garden created out of the Dennison 
tissues in the natural colors This booth faced the main en- 
merchandise exhibition room The company was 
J. R. Armington, R. A. Maish and H. F. Christie, 
managers at the factory 

PAPER COMPANY of 
booth where they exhibited their inter- 
This booth was in 
of the company 


Jonas 


sales staff 
COMPANY, Framingham 


presented a artistic and interesting dis- 


vase ete all 


trance of the 
represented by 
all merchandis: 
THE SOUTHWORTH 
Mass., had an attractive 
esting lines of typewriter and bond papers 
Hobbs, Chicago representative 


Mittineague 


charge of J. N 


M. DD. Southworth, a member of the firm, was present on 

occasions 
Mr. Hobbs’ booth was a mecca for practically everybody who 
that he kept pitchers of ice water 


passed, because of the fact 
and glasses ready at all times for the thirsty, and owing to the 


heat in Washington evervone’'s thirst was considerablk 


The Banquet. 
event held on 


main ball room of the Mayflower Hotel 


This annual was Thursday evening, Sep 


tember 23, in the 
was very large, practically the entire cor 
hoth and 
toastmaster Allen of Atlanta 


had been made to obtain the results of the Dempsey-Tunney 


The attendance 


vention being present, ladies gentlemen lhe 


was Ivan Arrangements 


prize fight at Philadelphia by rounds over the radio. As 


each came in it was brought to the toastmaster, 


who with a megaphone announced the result of each round 


report 


The spirit of the crowd was evidently with the challenger 


Mr. and Mrs 
Wernicke Company, Cincinnati. 
Bb. Herr, Lancaster, Penna. 5. Mr. and Mrs 

Book < 


W kk. McClellan 


Irving P. I 
3. Mr ind Mrs. R. M. Pound 
Cincinnati t Mrs. H 


“avor New York 2. Mr. and 
(‘harlotte a t 


ellers and Stationers Association ind Mrs H. Steves 
and there was hearty cheering as reports of the 1 : 
came in showing that Tunney was steadily winnings 
There was community singing led by Charles P. Gat 
\fter the final course the toastmaster referred wit 


the previous incumbents of that oftice including Mr 


Mr. Byers and others, and then introduced Fred P. S« 
mour who on behalf of the association, presented MM 
and Mrs. Sell some handsome pieces of silver consis 
of silver candlesticks and a large silver bowl, in recog 

of their sterling worth to the association On beha 
himself and Mrs. Sell, Mr. Sell acknowledged the g 


hitting speech. 
Allen then called « Mortimer W. B 
president, W. Neill Stewart 


He said that the cust 


Toastmaster 


introduce the new 


Mr. Bvers presented a gavel 


presenting a gavel to newly elected presiding officer 


gan about 5000 B. C., so that by this time every 


thing had already been said appropriate : 


About the only thir a le tt tor him to sa A 


this gavel has a black handle. a gold band and re 


able 
occasion 
would he 


and that he was certain it 


discretion. Mr. Byers feelingly reterred to the w 


late Charles N Bellman and illed attentior ti t 
that the menu was prepare d the Frankli | W 
Kneraving ( ompany ot Poled vith which « \i 
Bellman was so long identitied 
In responding to the presentation of the g n 
Stewart said in effect 
It is impossible to analyze n emotions s 
have honored me by electing me to the chief oft 
associatio mv feelings hav been varied | dee 
cate the honor and an mindful of the respons 
the position I have assumed It is impossib 
to carry on the work of this assoc‘ation with: t 
ful co-operation of the wonderful men of the 
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EIGHTEEN PERSONS 


| shall give the work my most earnest efforts | 


little business and a wife and three childre 


that every moment I can spare 


suit | assure vou 
hese responsibilities shall be devoted to the work of 
issociatio 
Stewart said that he rejoiced at the number of ladies 


vention and invited all those present and 


to attend the next convention. Concluding, he pri 
he following toast which was drunk with enthusi 
he old National Association ot Statroners, Office 
ters and Manufacturers—may it go forward as never 
st Alle en paid tribute to the work of Mr 
nd to that of Mr. Bauer whose official duties as 
Ly Mass pre vented him fron eing present 
complimented ( C. Cobb, chairman of the pr 
tte s remarkable work planning an¢ 
ver ft litferent teatures of the convent ind 
i entior presented a eautitul boquet 
: \l ( He the introduced A. W. Hall 
he Bureau of Engraving and Printing at Wasl 
who made brief but interesting speecl n the 
his bureau, first, however referring to the bene 
s all york not only to the dealers but te the 
He complimented Mr. Cobb on his success it 
e convents icross and then gave some terest 
ics on the production of the Bureau of Engraving & 
w hich produces annually about 100,000 miles of 
( 50,000 miles of postage stamps, besides other 


PROMINENT AT THE CONVENTION 7 


Ivan Allen and Mrs. Jack Sell. 8 J. S 


\. Wittke of the National Blank Book Company, who claims the distinction of being the oldest man at the 
onvention; Mrs. B. H. Whitney; Mrs. W. C. Wittke and W. C. Wittke, all of New York. 9%. Mrs. John M. Cooper, 

\tlanta 10. Mrs. Ethel Boyd of Pittsburgh and Montgomery Barnes of the Brooks Company, Cleveland. 12. In 

this group we recognize Mr. and Mrs. E. Y. Horde Mr. and Mrs. Sam Iseman; Murray Vernon and Dr. R. H. 

Willis At the left is Mrs. G. Seigmar 13. Mrs. San eman, Richmond, Va Mrs. Ed. Baer, Canton, O. 

ogress is due to the men of the association, without things. Mr. Cobb responded to Mr. Hall’s remarks with a 
co-operation and help I can do nothing, but with it few words of appreciation to Mr. Hall and his associates 
confident we shall be able to carry on the work to who had invited the convention to visit the Bureau of 
and still farther limits In accepting this gavel | Engraving and Printing He added that another interest- 
itely conscious of the responsibilities it places upor ing feature of the Bureau was the fact that it annually uses 


2.500 tons of printing ink, from which some conception of 


the magnitude of the work could be had. 


Toastmaster Allen then introduced James R. Arming- 
ton, who had charge of the golf tournament and who, 
owing to the fact that he was just recovering from a 


was unable 


Mr. Armington gave 
the tournament which had taken place that 


sprained ankle, to play. 
the results of 
afternoon. For the first time in the history of the golf 
contests the east and west were tied, both making 27. In 
this fact the Faber cup, put up in 1918 as a per- 


veen the east and west, was retained by the 


view of 
petual prize bet 
another year 
Claes A 


sold 


east for rhe following prizes were awarded: 
lowest gross score—Frank Ryan of Chicago, 
noted that Mr. 


six- 


prize—a silver putter It is to be 


Ryan achieved the remarkable feat of winning the 


teenth hole in one shot. He was playing against W. S. 
Stafford of New York, who distinguished himself at the 
same time by making the sixteenth hole in two. He lost 
first prize by one stroke, but won second prize consisting 
t a golf bag donated by Eberhard Faber. W. H. Randall 


Michigan, won the low net score and took as 


and cigarette 


of Muskego 


a prize a cigal humidor. Second low net was 


won by Frank P. Swan of Huntington, W. Va., who was 
awarded a desk set as a prize; third low net, R. D. Perkins 
if the Russia Cement Company, who won a Sheaffer desk 


in Class A. 


won prizes: 


-et All the fc regoing were 


In Class B the following Low gross—F. O. 
Buffalo, N. Y.., 
k Company 


Dennis of 


ford Ii 


traveling bag donated by San- 


Low net—Eberhard Faber, an eight- 
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MEN ONLY l. Frank Carr. Cincinnati: C. H. Alsop, Marietta f the Victor Safe & Lock Company 
J. F. Hunt of Rochester, N. Y G. S. Hice, Roberts Numbering Machine Company Brooklyn, N Y 
Frederick K. Burnham, Eveready Manufacturing Company Bostor two men who are pioneers in the numbering 
machine industry » J. F. Taylor, Taylor Chair Company; Homer Neely, Pittsburgh, and A. F. Clark, Tay 
Chair Companys t. Leon H. Clark, Sikes Chair Company; George S. McCormick, Browne-—Morse Company, and A 
KE. Johnson, Jacksor Mic) \. J. Lawless of S. E. & 1. Verr New York City 6. Three men fror t 
Pacific Coast Left to right, John Hewitt, Long Beach, Calif TI as W Moore, Sar Fra ‘ and J 
Head Seattl W 
day clock Second low net—F. G. Johnson, Washington, and the tollowing ladies and gentleme Ve 
D. C., wall desk set. Third low net—C. W. Roth of Day Mr. and Mrs. L. B. Clegg and guests, San Ant 
ton, Ohio, Sheaffer desk set Fourth low net—score 82 Co., San Antonio, Texas; Mr. and Mrs. C. H. TI 
Theodore Becker, pen and pencil set donated by the L. E ory, Mayer & Thom, Detroit, Mi Mr. and Mr 
Waterman Company Fifth low net—score 82—M. D Pound, Pound & Moore Co., rlotte, N. ( \ 
Southworth of Mittineague, Mass., a Waterman pen and Mrs. A. S. Gardner, Gardner Office Supply ( S 
pencil set. Sixth low net—score 83—C. A. H. Thom, De Mo.: Mr. and Mrs. H. C. Shaaber, Shaaber & S 
troit, Michigan, cigar lighter’ donated by the National As ing, Pa.; Mr. and Mrs. Harry Koehn, Gregor M 
sociation. In the kickers’ handicap F. W. Zoeker of York, Thom ( Detroit, Mich.; Mr Mrs. Gains 


Pa., won first place, taking a Conklin pen and pencil set 
as a prize 
The award of the golf prizes was tollowed by a few 


words from Alvin E. Dodd of the United States Chamber 
of Commerce, who complimented the association for start- 
ing the work of studving trade and cost conditions under 
the plan outlined by Fred P. Seymour. He assured the 


association that today there are better means of studying 
business tendencies and conditions than ever betore and 
now 1s the ideal time for merchants to learn how to con 
duct their business in a profitable manner. 


Dodd's 


and 


speech the banquet adjourned, the 


Mr 


cleared 


Following 


di was indulged in until an 


floor was ancing 


early hour Friday morning 
Special Dinners and Events. 
21, 
tendered a dinner to a 


and 


by Jerry Sprott 


September the General Fire 


On 


proofing Company 


Tuesday 


evening, 


number of its 


dealer representatives dinner was pre 


sided over of the company 


bell, T. H Chattanos 


Paine i. 


Edgar Hart, The Foote & Davies 
and Mrs. Wm. R. Diehl, Diehl Off 
lumbus, Oh Mr. and Mrs. ] 
Andrew Geyer; Mr. and Mrs. H 
Co., Columbus, S. C.: Mr. Huds: 
kogee, Okla.; Mr. C. H. Everly, Oft 
Ill.; Mr. as Mrs. Charles Rot 
Co., Dayton, Oh Mr. L. B. G 
Equipment ¢ Springtel O 
Che Nortolk Stationery C Nor 
Pound & Moore Co., Charlotte, N 
Mr. Larimore: Mr. D. P. Sites 


Roanoke, Va.: Mr. R. O. Bell, J. I 
Va.;: Mr. R. L. Bryan, R. L. I 
Mr. Miller and Mr. De Witt, Dern 


re: 
Was! 


} 
Hams, 


Mr. ¢ 
Williams Office 


Caldwe & S 

Bell ¢ [ 

( ( s 
er & ( Wilk 

W. Stat s 
Cok Mr. H 

La Cros \\ 
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SOME GROUPS FROM HERE AND THERE l Henry Petetin, New Orleans; Nathan Saltzman, Atlanta, 


and Charles Small, Boorum & Pease Company, New York City 2 Some of the ladies assembling for the ride 

to the Congressional Country Club on Tuesday 3 » A. Hoffman. Smead Manufacturing Company, Hastings, 

Minn D. F. Perkins, St. Paul, Minn., and A. J. Walker, Minneapolis, Minn 4 Cc. W. Roth and L. P. Gan- 

vard, both of the Roth Office Equipment Company, Dayton, O. 5. This group consists of Miss Jean Chaplin, 

Boston; Mrs. J. S| Pollock, New York City; Mrs. Nina Bartholomew and Miss H. Weisheit, both of Baltimore. 6. 

George Wray, Sales Manager, Quigley Furniture Company, Whitesboro, N. Y., and Homer Neely, Business Fur- 

niture Company, Pittsburgh. 
Robt. MacWhirter, General Fireproofing Co., Washington, Co., Washington, D. C.; Geo. Dietz; W. T. Woodhouse; 
D. ¢ Mr. Ray Frost, Roberts Office Supply Co., Portland, Arthur L. Cole, A. L. Cole Co., Lawrence, Mass.; H. H. 


Me.;: Mr. J. H. Petetin, Petetin-Beadean Co., New Orleans, Kleinschmidt, Tribe of K., Gary, Ind.; A. J. Walker, 
La.; Mr. Wm. Bleakly, Bleakly Bros., Camden, N. J.; Farnham Ptg. & Sta. Co., Minneapolis, Minn.; W. M. 
Mr. R. G. Hughes, Globe Gazette Printing Co., Wahpeton, Schmeiderer, Buxton-Skinner Co., St. Louis, Mo.; Woodson 
N. D.; Mr. Leo Johnson, Florida Office Supply Co., P. Waddy, Everett Waddey Co., Richmond, Va., Albert 


lfampa, Fla.; Mr. William Hoge, General Fireproofing Co., Waddy, Everett Waddey Co., Richmond, Va.; Edwin I. Baer, 
Youngstown, Ohio, and Mr. Archie McDaniels, General Baer’'s of Canton, Canton, O.; Charles Marshall, Ivan 
Fireproofing Co., Washington, D. C. \llen-Marshall Co., Atlanta, Ga.; W. M. Davis, Forsyth & 

On the same evening. following its usual custom, the Davis, Kingston, N. Y.: Wm. L. Myers, Forsyth & Davis, 


Art Metal Construction Company tendered a_ reception Kingston, N. ¥ M. C. Dunn, Geer-Dunn Co., Jamestown, 
and dinner to their agents present at the convention. They N. Y.; John L. Rowland, Washington branch; Charles A. 
wssembled in Room 882 where they were welcomed by the Newcomet, G. F. Heller Bindery, Reading, Pa.; H. W. 
Art Metal representatives at the convention including Paul Martin, (Office Appliance s, Chicago; C. V. Smith, Bing- 


G. Brock, manager of the Washington branch: Warren R. hamton, N. Y.; H. H. Hughes, John P. Morton Co., Louis- 
Carlin. special representative Agency Division: Henry eo ville, Ky : Frank P Swan, Huntington, Va.;: ie P. Camp- 
Chadwick, assistant sales manager; Carl L. Elofson, man bell, T. H. Payne Co., Chattanooga, Tenn.; Capt. T. E. 


ager Baltimore branch: Harry B. McMaster, manager of Horton: A. Stevenson, National Office Supply Co., Wau- 


agencies, and Charles W. Simpson, advertising manager kegan, Ill.: S. S. Williams, Office Equipment Co., Asheville, 

At the dinner, Paul G. Brock, distinguished as a wit and N. C.: Mr. Corning; G. J. Mockler, Donnelly'’s, South Nor- 

raconteur, was toastmaster. Those at the dinner included walk, Conn., and J. P. King, Franklin, Va. 

the above named gentlemen and the following On Tuesday night, Ben H. Potts of The Van Dorn Iron 
Ivan Allen, Ivan Allen-Marshall Co., Atlanta, Ga.; J. Works Company, entertained a group of their agents and 

Ogden Pierson. Dameron-Pierson Co.. New Orleans, La.; especial group of invited guests in the dining hall adjoining 

Milo Schuitema, Tisch-Hine Co., Grand Rapids, Mich.; their special apartments on the eighth floor. 

Frank Krenz, Tisch-Hine Co.; Grand Rapids, Mich., Mr. Potts acted as toastmaster and introduced the speak- 

BR. C. McCoy, Office Outfitters Co., Birmingham, Ala.; J. ers of the evening who included nearly every one in at- 


quipment Co., Williamsport, Pa.; O. L tendance Among those present were Mr. and Mrs. W. B. 


i 


W. Wells, Wells | 


Brettner. Allentown. Pa.: L. L. Irabinet. R. P. Andrews Gregory of Detroit; F. R. Martin, Birmingham, Ala.; John 
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AT THURSDAY'S GOLF GAME 1 A. E. Johnson, Murray Vernon, Harrie E. Copeland, P. A. Kempt 
A. G. Frost, A. P. Derby, H. G. Horder, H. F. Christie. 3. A Cole, A. J. Walker, W. R. Lovett and L. J 
Froelich 1. B. E. Sanford, F. P. Seymour, Herman Price and H. T. Griswold. 5 I. F. Taylor, Theodor 
Becker, F. W. Zecher and R. B. Sainberg. 6 George ke. Horne, (. H. Everly, S. E. Collin H. S. Towne 
G. Hullett of Baltimore; Mr. and Mrs. L. B. Herr of Lan The Souvenirs. 


Greensboro, N. C.; L. W. 
and L. A. Burkholder of 


Penna.; C. N. Askins, 
Struve of Washington, D. C 
Cleveland, O 


caster, 


The Golf Game. 
Che took Thursday 
September 23 at the Congressional Country Club, located 
Maryland. The 


annual event place on afternoon, 


about sixteen miles from Washington in 


clubhouse is a large and spacious building and the grounds 


are beautifully situated in a rolling country being located 


on an eminence from which the country is visible for miles 


around. The day was warm but clear with a light breeze 


blowing. The conditions for golf, therefore, were ideal 


[The busses were scheduled to run from the hotel at 1:00 


P. M. but most of the players went in their own or in 
hired cars, starting early and arriving at the grounds by 
noon. 

The game was in charge of James R. Armington who 
had the misfortune to sprain his ankle and was just re 
covering from this accident. He was, therefore, unable 
to play and became the official scorekeeper. As each 
set of players arrived and registered, they were started 
out, some from the first tee and some from the tenth, so 
that by two o'clock practically all the players were well 
on their way around the course. Sixty-four players were 
engaged, the contest being between the East and West, 
resulting in a tie, twenty-seven points from each side, 
so that the Faber cup remains another year in the hands 
of the Eastern golfers 

The spectacular event of the game was when Frank 
Ryan playing against W. S. Stafford made the sixteenth 
hole in one stroke, covering 146 yards Mr. Stafford fol- 
lowed, playing the sixteenth hole in two strokes. He laid 
his tee shot dead and made the hole in two, but lost to 


Mr. Ryan's one. Such a thing has never before happened 


on the Congressional Club’s golf course 


A luncheon was served at the club and the players re- 


turned to Washington a tired but well satisfied lot of 
golfers 
The list of winners and prizes is given in the report 


of the banquet and the names of all the participants will 


be found below the pictures of the several foursomes. 


Registration continued throughout the week until T} 
The 


but as each lady registered in the ladies’ registration roon 


day morning. men, of course, received no souvenirs 


she was handed a box containing the following souvet 


Pencil sharpener from the Automatic Pencil Sharpener 
Company, Chicago, Ill; pins from the Oakville-Americat 
Pin Division, Scovill Manufacturing Company, New York 


N. Y.; bud vases and fasteners from the Graff-Underwood 


Company, Boston, Mass.; greeting cards from Sidney J. 
Burgoyne & Sons, Philadelphia, Penna. and the Gibsot 
Art Company, Cincinnati, O.; fountain pen ink from the 


Scriptext Ink & Paste Company, Philadelphia, Penna. and 
Charles M. Higgins & Company, Brooklyn, N. Y.; Christ 
shopping list and diary The Standard Di 

Mass.; Crayolas from the Binn & 
New York, N. Y.; 


Pen Manufacturing 


mas trom 


Company, Boston, 


Smith Company, mechanical pet 


The Conklin 


Irom Company 











yai¢ 





FOUR EXPERIENCED GOLFERS 5. NWN. Coz, J. M 
> Ss ae 


F L, oln and W. H. MeNiff 
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SOME OF THE WINNERS ARE AMONG THESE GROUPS l In this foursome are R. A. Maish, J. E. 
Garver, Karl Castle and F. H. Palmer >, M. D. Southworth, W. J. Bennett, Frank P. Swan and W. H. Randall. 
3 H. CC. MePike, W. D. Davis. W. S. Stafford (who won the sixteenth hole in two) and F. M. Ryan (who won 
the sixteenth hole in one—a tee shot of 145 yards) | FE’. O. Dennis, S. S. Clayton, Harold Hawkins and C, B. 
Edelen 5 Cc. C. Shee, George S. Mandeville, L. H. Tavernier and C,. W Roth 6 Thos. Drever, H, J. Ferry, 
Cc. A. H. Thom and Eberhard Fabe1 


O.; A Book of Days from Samuel Ward Manufacturing recipe index and cards from the Oxford Filing Supply 
Company, Boston, Mass.; stationery from the Southworth Company, Brooklyn, N. Y.; bridge pad and score cards 
Company, Mittineague. Mass. and the Whiting Paper from the Wilson-Jones Company, Chicago; “Sta-Fast” clip 
Company, New York, N. Y.; radio record book from the from the L. D. Van Valkenburg Company, Holyoke, Mass.; 
Beach Publishing Company, Detroit, Mich.; pens from The pencils from the American Lead Pencil Company, New 
Esterbrook Steel Pen Manufacturing Company, Camden, York, N. Y. and memo kits from The Wahl Company, 
N. J. and the Spencerian Pen Company, New York, N. Y.; Chicago, Ill 




















AT THE GOLF LINKS ON THE BIG DAY 1 J. O. Headley, R. D. Perkins and F. E. Johnson. 2. W. E. 
Stockett, Jr.. and W. J. Chaplir ; M. Popper, J. T. Towhill and J. K. Edwards 4 Just before F. O. Dennis 
made a long putt ir) Congre:sional Country Club. where the golf tournament was held 6 James R. Arming- 
ton, having prained ankle and being unable to play, kept score and conducted the event wonderfully. Every- 
body hapy 
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the foregoing the Ireland & Matthews 


In addition to 
Manufacturing Company presented an interesting souvenit 
to various friends consisting of miniature cuspidors in the 
new porcelain enameled finish to be used as ash trays. 

Southworth number of 
boxes of their high grade correspondence stationery. 

The 
in their remembrance of friends among those in attendance 
at the 


Paper Company gave away a 


fountain pen companies were also rather generous 


convention 
+ v 

Social Events. 

social function of the 

held on Monday night in 

hotel \ll 


their 


dinner 
May 
the sta 


T he 


dance 


rst convention Was a 


garden of the 


occupied by 


the 
the tables 
On 


flower vere 


tioners and ladies Chursday evening the annual 


banquet and dance were the features 
the 


for both men and women there was a sightseeing excur- 


For ladies there were various sightseeing trips, and 


sion about Washington and Arlington cemetery On 
Thursday afternoon at 1:00 P. M. there was a trip to 
Mount Vernon. The visit to this historic spot, the home 
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ot tseore: Washington, was a most interest! 
spite the extreme heat 
After the convention on Friday, a 

Philadelphia to visit the Sesqui-Centennial « 

principal event of Friday mor ge was th 

Bureau of Printing and Envraving at the 


\. W. Hall, director of the bureau. 
During one day of the cot tion the ladies 
on a visit to the White House 


Mr. and Mrs. Hobbs Celebrate Anniversary 
Mr. and Mrs. Jos 


Chicago celebrated their forty-fift 


On Tuesday 
Hobbs of 


September 21, 


Olas 


anniversary. “Uncle Josh” as he is familiarly 
the Western representative of the Southworth | 
of Mittineague, Mass. He resides in Chicag: 
dean of the paper trade representatives 

Mr. and Mrs. Hobbs have a host of friends 
the country and they were the recipients of 


gratulations, flowers and small gifts in honor of t 


anniversary 


tion of their forty-fifth wedding 





THREE VETERANS AND THEIR WIVES 1 Mr. and Mrs. Charles K. Wadham 2 Mr. and Mrs. Georg 
RB. Graff 3 Mr. and Mrs. Joshua N. Hobbs, who celebrated the forty-fifth anniversary of their wedding at 
convention on Tuesday, September 21, and received many congratulations and tokens of good will, flora 
otherwise 
A CHANCE SNAPSHOT IN WHICH VETERANS OF THE CONVENTION ARI 
OFFICE APPLIANCES’ ASSOCIATE EDI EVIDENTLY IN ON THE JOK Wi 
TOR APPEARS UNEXPECTEDLY IN AREN'T SO PUFFED UP OVI ‘ 
THE FOREGROUND IN PROFILE! TWO “FIGGER AS SOME WE KNOW 
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REPORTS OF OFFICERS 





The President’s Report 


This occasion is one that all present have looked forward to 
for many months Gathering in our beautiful capital city for 
our 1926 convention is truly a privilege. Washington is rich 


n tradition, attractive to all and stands for the highest prin- 
iples of self-governmer 
Your executive committee carefully considered many invita 


ions extended to it for this year’s convention, and the splendid 


esponse of our members today fully justifies the wisdom exer- 


ised in their choice 

It s expected thi week in convention will result in added 
wisdom, and renewed llegiance to high standards of business 
in our chosen field The result of interested attendance must 


be reflected in clean business methods, with added volume and 


Your committees having charge of this convention have ap- 
plied themselves diligently to their tasks Remembering that 
Washington has so much of historical and educational value, 
our programs have been arranged to allow visits to various 
s of interest, without conflicting in any way with the im- 
ortant business sessions of this convention 


Let us not forget in our other interests that we are business 





the advancement and welfare of our association. It is quite 
fitting that I take this opportunity to extend to these men my 
sincere thanks and deep appreciation of their work, as well 
as their own kindly co-operation at the time of my visits. The 
work accomplished by these governors this year has resulted in 
great good to the association, and through the diligent efforts 
our membership has increased very satisfactorily. 


Harmony Has Been the Aim. 

In all of my visits I have felt that harmony was one of the 
greatest essentials for constructive development and growth. 
Many of our districts are functioning like well-oiled machines. 
In others where there has been some slight friction, every 
effort has been made to promote harmony and good will. Com- 
plete and detailed information must result in complete under- 
standing, and I am convinced this is operative among retailers, 
manufacturers and jobbers alike. 

At the beginning of my term I decided that the best thing 
I could do would be to say but little and observe much. I 
have lain awake nights thinking of some plan I might put into 
effect for the betterment of the association and one that 
would increase its membership if we are ever to get any- 
where, we will have to have a decided increase in our mem- 
bership, and we must accomplish something constructive at 








LADIES WHO ATTENDED THE LUNCHEON AND BRIDGE PARTY ON TUESDAY AT THE CONGRES- 
SIONAL COUNTRY CLUB 


for busines reasons ur ain is to become bette! 
. ind to better the conditions of our business indi 
ind collective Let us, therefore, give our undivided 
on to the addresses to be delivered by men who have 
refully selected because of their qualifications on the 
ne ire to present 
Commodity Reports of Intrinsic Value. 
¥ rious commodit committee reports will be found of 
erest this ear, and much of intrinsk ilue will ace 
rom th time ind ttention given to practically every brancl 
tationers field of operation by the ember f the 
naturally expe ed of us to obey the law both Feder 
ind to so conduct ourselves durit this conventior 
will reflect or and respect to the splendid indust 
Ve seem entire ! lequate to tell the tory of appre 
the honor estowed upon me when you gentlemen 
is vour “executive head” for the year just passed 
ges and responsibilities devolving upon me as chief 
have bee! fully appreciated and it is my earnest 
that I have me ired up to your fullest expectations 
ring my visit tl ghout the various states and the Do 
Canada. I have found wondertf groups of met! nd 
} hips nm rit these isit ‘ wat rem I is 
! ots int ! nor 
found the eg ernors of our dist t o e mer f 
t lir in t walities These met I earne d 


this meeting to convince our present members and prospective 
members that we have a real reason for our existence. 

During my travels this year I have heard complaints from 
various sources. While complaints are not an uncommon thing 
in an organization of this character, yet those presented to me 
vere nearly all very much along the same lines. In my judg- 
ment, some of these complaints were entirely justified, and 
f so, a remedy should promptly be applied. 

As I understand it, this association was created to improve 
the stationer ndustry, to foster a better understanding among 
ts members and to eliminate so far as possible, business abuses 
imong the different branches of the industry. 

\ very large per cent of our present membership is com- 
posed of retail stationer in the United States and Canada. 
Within this territory I understand there are more than thirty- 
five hundred stationers who are not members of our associa- 

on and e: yne is a prospect From these ranks must come 
our increase in membership, and the sooner we realize the im- 


portance of the retailer, the sooner we will arrive at the solu- 


tion of enlisting hese dealers to our cause 
To begin with, certain of the manufacturing members must 
realize that the retailer is not going to sit back and permit 


him to come nto direct competition with him in the future. 
He must nderstand that he cannot expect the co-operation 
ind respect of the retailer inless he plays the game fair and 


I am pleased t state that the very large majority of our 
manufacturing embers } . definite sales policy, which con- 
ers and protects the retailer in every way, and on their 








ee 


account I regret 
but the growth and 
mind. 
Reason for Changing Date of the Convention. 
according to our by-laws, are held 
October of each year. It 
1926 convention in 
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having been obliged to refer to this matter, 
prosperity of our association is uppermost 


in my 


Our annual conventions 
beginning on the second Monday in 
was the desire of our officers to hold the 
some city in the East. Your executive committee met in Wash- 
ington in January of this vear for their conference, and upon 
the invitation of the Mayflower hotel management At that 
meeting a number of invitations were considered from various 
cities, but none of them seemed to offer the facilities 
accommodate our convention We, therefore, ap- 
week of October 


necessary 


to properly 
plied to the management of this hotel for the 
i0 and were informed that that week had previously been en- 


gaged by another association 
Within the past few years there 

organizations formed that it is now 

to agree upon any particular date on account of the 


tion encountered It was, therefore, decided to advance the 


have been so many national 
becoming a difficult matter 
competi- 
weeks 


annual meeting three 


Merchandise Exhibit. 


date of our 
desirable available in the 
merchandise exhibit in conne« 
decided by the 

exhibit this year and to 


Because of the particularly space 


Mayflower hotel for holding a 


convention it was executive 


tion with this 
merchandise 


committee to repeat the 
which the association directed 


delay issuing the questionnaire 
at the last convention to send to its manufacturing members 
In this decision, which has hearty approval of 
those who have previously made exhibits, we hope to have the 


received the 


endorsement of our members 
Steering Your Bark to Profits. 

Karly in the year | decided to get out a little book of some 
kind with the hope that it would be the means of securing the 
membership of a great many of the smaller dealers In this 
connection I enlisted the services of an advertising consultant, 
who sent out a membership questionnaire, and from this infor- 
mation produced this splendid little book This book has been 
from headquarters office to stationers who have never 
They 


sent out 


been identified with our were also distrib 


association 
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uted freely by the governors of the various districts so that a 
very large portion of the retail dealers have received 
This little book, in my tells a straightforward story 


reasons why every 


opinion, 


ind offers many retail stationer 


dustry should participate in the advantages our 38 ition 
offers them 

We were somewhat handicapped in our efforts this ear to 
nerevse our membership on account of articles appearing in 
several so-called trade journals They offered muc} n the 
way of criticism but nothing constructive These rticle con- 
tained just enough grains of well-known truths to ri on- 
viction, and unfavorably impress both members an I cts 

Survey of Stationery Industry. 

Because of the poor returns received from e que aire 
on the “Cost of Doing Business,.”"" sent out by the ition 
headquarters in previous years, it was decided tl} ear to 
save the expense and center our efforts on some pla will 
be more effective in ascertaining the stationers’ re t of 
doing business At the suggestion of Fred P. Seyn I yur 


third vice-president, who is chairman of our National Research 
Maleolm FP. McNair 


ard Bureau of Business Research, was invited to appear be 


Committee, assistant director of t Hat 


fore a meeting of the National Executive Committe: early in 
lfanuary of this year, with a view of learning from |} the 
manner in which his organization conducted its | ! sur 
evs 

The members of this committee at that meeting S¢ 
mpressed with what Mr. MeNair had to say on !} ject 
th they extended to the Harvard Bureau an i t n to 
send a speaker to this convention with the view ing 
to the members here assembled the bureau's method f op 
erating | understand that Mr. MeNair, or some I ep 
resentative, will address you on this subject some tin iring 
the convention, and, in my opinion, a thorough ! the 
stationery industry such as can be made | tl larvard 
Bureau, would be highly valuable to every member gaged 
in it | hope that some plan may be devised that v enable 
this association to finance such a movement, as I fir eve 
‘hat a service of this character would enlist t of 
evervone connected with the industry 

Douring the convention ou will have presente t 1 by 





THESE MEN ENJOYED THE CONVENTION DES 


ford, Conn., and William N. Stewart, Trenton, N. J 


and C. H. Everly, Office Appliances. 3. J. H 


Company 4. Uri Doolittle, Syracuse, and Fred O 


Conn., 
Wis., and Frank P 


chairman, Resolutions Committee. 6 
Swan. Huntington, W. Va 





PITE THE HOT WEATHER 


1. Gustave 
Manufactu 





Frederick L teid, Trussell 


Petetin, New Orleans, and Jerry Sprott. The General Firepr 
Den nis, > 
Kenneth Gallier 


Buffalo. 5 Henry 8S Hutchinson New Bedf 
Albany ae | 7 Harry O. Williams 
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SOME MANUFACTURERS AND OTHERS | Five Art Metallite W. R. Carlin, the agency representative; 


H. «,. Chadwick issistant Sale manage! H. B 


McMaster, manager of agencies; Paul Brock, Washington repre 
ger 2 H. H. Wittsteir vice president, The Globe-Wernicke 





entative ind (. W. Simpson, advertising mana 
Company, Cincinnati; William Schmiederer, W. J. Kennedy, E. J. Lessard and Louis Pelish, all of St. Louis. 
Art Metal men and others H. ©, Chadwich D. H. Bellamore and Hugh L. Smith, Art Metal Construction 
Company: G. B. Muma, Cutler Desk Company ind Paul A. Burges Cutler Desk Company, Buffalo. 4. This 
group includes los. Kelley, Hoskins, Philadelphia \ IS. Petersen, C. E. Reynell, R. P. Jonas and R. A. Jonas, 
Ir the last four of the Oxford Filing Supply Company 
Vice President Seymour a plan for financing this worl Mr dered by the tationer—a slogan that would help to create a 


Seymour has spent a ereat amount of | time workil 


this plat vhich } d have your earnest consideratior 


National Index. 


g out deeper appreciation on the part of the public of the significant 
relation that the stationer bears to the efficient conduct of 


MuUsiness 


Several hundred replie were received and submitted to a 
I am convinced from my extensive trave this year that committee consisting of the presidents of those local associa- 
the National Index has proven itself to be no experiment, at tions holding membership in the national. The contest was 
that it a valuable ource of information This important open to everyon: The committee selected as the winning 
service has made onsiderable progress during the past al ogan Stationery Makes Business Possible.”’ The committee 
and it has reached a point where it is now more thar it in its report stated that it was the consensus of the opinion 
per t complete T! is a remarkable record to have en of its members that none of the slogans entered for the contest 
accor] hed in so short a time, despite the fact that some ncluding that awarded the prize—entirely covered the sta- 
the memibe wel low to delve into the index and discove tionery business, and that it was questionable whether it would 
for themselves ist ‘ it 1 valuable wort it vas. For t to urge member! to adopt the one selected. 
ae me ‘ E fs or Pigg e cate on mh oe peng : Buttons for Field Members. 
' At the uggestion of Woodson P. Waddy, governor of the 
the nd n omplimentary remark have been re : : ~ ‘ 
aii Senne diaiin ah tm the eee te Caled Gene de ciation Regional District No. 3, the national executive 
ommittee at its meeting held in Washington, approved a de- 
fact e! tandpoint In mv judgment it will be bu ‘ - " 
eek ttnte teil tee ead: be counnt re ign for a ver attractive gold button, bearing the associa- 
tion emblem, for the use of field members. The general man- 
Program for 1926 Convention. eer was authorized to contract for a sufficient number and to 
E mn the r the matter of preparin he cor h or to each field member without charge, They were 
prograt ecuring peakers, making arrangements for tl gratefull received, and are now being worn by a ma- 
merou tiviti manv details in connection wit ! orit f our field members It serves to identify them as 
vent f thi J} e me much concer In going iffiliated t} r organization 
list vhom [ thought would be available for this por Federal Trade Commission. 
tant | fortunate elected Governor C. C. Cobb of ° Dburing the ear our ecretary Mortimer W. Byers, has 
Cor en Manufacturing Company, Toled Ohio He le t eal time in defending the proceedings 
take omplete  ¢ rge of the convention program and rought |} the Feder Trade Commission Mr. Byers has 
tail onnecte u the conventior He | a my i covers 1 good rtion of the United States in following up 
I r fact that he tt r the hea g nd h eport on this subject will be more 
‘ ! ess I feel t mplete tl ' nformation I could give you. I, there- 
t - € EiVit I nanin for have pur ‘ eliminated any details in connection with 
l ify ; , 
Report of Committee on Slogan Unanticipated Expense Not Included in the Budget. 
I the 1, Vice Pre ent Fre 1’ ! Beca of tl reatened change in freight classifications 
! ; slogan tl ‘ ind rate methods of | king, and modes of shipment which 
n be or 1} t Interstate Commerce Commission's 
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1 
ELEVEN OF THE MEN WHO HELPED TO MAKE THE CONVENTION SUCCESSFUL l. J. E. Nea 
Geyer's Stationer; Leo F. Johnson, Tampa, Fla.; H. L. Lindquist, Geyer'’s Stationer, and Maynard Morgan of t! 
same pubiication, who interviews Mr. Johnson, while J:m Neary wears the usual smile 2 Francis J. Yaw 
man and Harvey IT’. Rockwell of the Yawman & Erbe Manufacturing Company 3 Leo F Johnson, Hart 
Frater, Dan 3S. Hansen, B. C. MeCoy and Harold Hawkins about to take a taxi drive about Washingtor 
Order No. 18323, entitled ‘‘Furniture Investigations’’ and the ° re? y ° 
‘ ‘ al ~ ‘ 
urgent necessity incumbent upon the association to protect, |: irst \ ice | TesIc ent 
as far as possible, the interests of its members, the executive . 
committee voted to renew the association's members in the —— 
Office Equipment Traffic Association, at an expense of $500. The report of your first vice-president will, of nec be 
The executive committee of the Traffic Association has for brief, but it wit =o least. afford time for me to testitf t 
several years acted as this association's Committee on Freight ereat debt that I owe to this association for the bro ng 
Classifications and Rates, during which time Chairman Cobb education I have received through association worl 
has attended the meetings of the various official committees, priceless friendships that I have accumulated in the rking 
handiing these subjects, and has secured a great many con- out of the part of the program assigned to the mar 
a . = fit i i 
cessions that have been of value to our members. This new section I want to thank President Sell and all the ot! fl 
order issued by th Interstate Commerce Commission will cers ind Mr Gibbs particularh for their kindl 
i 1 ‘ ; ; f \ ) le A itl i 
compel a general review of all matters in this connection, as luring the year 
they pertain to the packing and shipments of office furniture Meetings 
Thirteen vears ago at the convention of the association held During the past year, your vi pl ident visited 
in Springfield, Mass., the right of the manufacturer to make ng meetings and places in the interest of our 
Ing a é l i} I , su 
and maintain the resale prices of his products was discussed tegional Meeting at New York: Regional Meeting t | ! 
ee «etl . e I ‘ . , ‘ .. ‘ < P i ‘ ai 
é 4 ‘ " solution : ; - Cc i The , > . > 
it length, and by re lution approved by the convention The the Albany Banquet; the Hartford Meeting and Banq 
chairman of the delegation representing this association in the in February I left Boston and took a trip through the J 
Chamber of Commerce of the United States was instructed to section of our country, devoting a major part f 
bring atter a : ; onions! This ; g ! ‘ 
ring the ma ter to the ittention of that organization Thi issociation work, I stopped in Atlanta, where I met wv oe 
was at the chamber's following annual meeting, with the re tatione: it luncheon: then t Florida. whet th - A 
S ? S { 1 } ° en ra “lo a. ere e eve reset! 
sult that a committee was appointed by that body to make a hospitality of Tampa and St. Petersburg stationers enveloped 
thorough survey of the subject This committee, after giv- amp We had a very fine dinner there and son ; 
‘ , ‘ . es some goo 
ing two years’ study to the matter, delivered a majority report and sales meetings eames there I went to Mew Orleal aia 
in favor of such privilege Since then this matter has been I called n th various dealet ind got up t dat 
| oO ‘ alers oO ] oO ici in 
almost continuous before Congress in the shape of bills de- ittitude toward the associatior then t Gi ‘ I 
att wi as i } ence 0 mwreeny od \ 
signed to accomplish the purpose in one form or another Up and then t Little Rock. wher “ ot te ther 
i o s . ‘ ‘ ‘ pha pire le 
to the present tin these bills hi ver zg bey th 
~ eee niet s crore Portage sacegpeorline ona , meeting of all the stationers which started at dinner tin nd 
committees to which they wer ferre T d ici “air 
Trad ~ . , os we semen rhe American : lasted until I had to take the train It Was a very 
ade aru whi "‘ganize ass ‘ as . 
ag : ; “ eS wie cog map oman na ing; thence to St. Louis, where I had luncheon wit St 
becn a member, has been behind this matter since it was first Louis stationers: from there to Chicago. where I called f 
presented to the national chamber, particularly during the past general office of the association: then to Kansas Cit } | 
h4 ) , yitie » § a _ lt i SaS \ eT 
~— waen, = 2 oe ey - has actively supported the called on the various stationers but I am sorry te it 
Capper-Kelly bill Our 1925 budget committee concluded to cut : , ‘ . 
‘ - association is not as strong as it might be in Kansas Cit ind 
out of this report our dues to this association, but in ‘siew of : , 
: I would recommend this section to the attention of the incon 
the interest felt by our members in the success of the Capper- ad . , 
Kelly bill el - th ' ing administration I went to Dallas on invitation from G 
Aeuy Dill, and the wor that wa ing «ae : y : rics . 1 
kel t t s being done by the American ernor Stewart of the Texas district We had a reall wenden 
Fair Trade League in its support, your executive committee a : ; 
: meeting in Dallas, about 125 present, one of the be res 
concluded to renew its membership at an expense of $100 
meetings I have ever seen, both from the standpoint 
The expense of defending the Federal Trade Commission suit xram and accomplishment, and I believe that Governor Stewart 
previously mentioned, the renewal of our membership in the should be commended for his work in the Texas district Fron 
Office Equipment Traffic Association, and the American Fair there I went to San Antonio, where we had another 
Trade League, the buttons furnished to our field members, and ing, and then I hopped over to Houston and called 
the publication of the booklet ‘Steering Your Bark to Profits,” rious stationers there and found a verv cordial pir t ird 
has caused the Association to exceed our budgeted expense by the association in Houston About this time thers 
a considerable amount, but | am sure that in view of the un- more meetings, so I went home to Boston 
usual conditions presented such expenditures will receive the It was a source of keen regret to me that tin the 
approval of our members exigencies of business did not allow me to accept 
In conclusion, I wish to thank our genial general manager. tions to regional meetings that were so court isiy ext ed 
Fletcher B. Gibbs, for the advice and assistance given me dur- but I have a bread-and-butter job to attend to t |} nd 
ing the year, which I deeply appreciats« I also want to thank had to steal a little time now and then from ass t tiv 
the members of my executive committee, Ivan E. Allen and ities to keep the home fires burning 
Charles L. Mitchell, as both of these gentlemen gave me much Regional Districts. 
encouragement and advice during my term, for which | am , - 
As a result of some 25.000 or 26.000 miles of tr 
deeply indebted 
iation work in the last two years, I have com: 
Respectfully submitted conclusion that the regional districting plar started Mr 


EDWIN H. SELL, President Allen, is an unqualified success With this ] 
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association between the people engaged in making business 

profitable in the business that makes business possible is as- 

sured for all time. With the regional districting plan worked 

out as it is now, association is assured to the stationery trade 

as long as there is a stationery trade, and the more the regional 

districts are built up the greater this trade is going to be. 
National Index. 

The National Index only awaits the co-operation of those who 
would find this work one of the greatest helps to their separate 
businesses, to make it of incalculable value to our members 
The National Index is in use by the retailer I found it in use 
everywhere I visited It not only has been useful as a book of 
reference in buying, but has been very helpful in department- 
izing the goods and simplifying the details of inventory. I sug- 
gest that every manufacturer read Mr. Allen’s circular on the 
National Index, then get on board, and that every dealer read 
the circular and then use the index. 

Membership. 

I am looking forward to the day when one of the major 
activities of our association is not to be the acquisition of mem- 
bership, but arriving at the time when we can consider quality 
of membership and get to a position where we can say to the 
stationery world, ‘You are eligible for membership in our great 
associatior but we are too busy building a greater, more re 
sponsible business to have to sell to you the one thing you can 
buy with the greatest confidence and that is contact with the 
other men in your business."’ It seems a shame to me that the 


amount of time has to be spent that is spent in selling men 


berships in the association The same amount of energy put 
into thinking out better merchandising methods and the correc- 
tion of evils in our business would mean a tremendous lot to 
our association I do not believe that size is the criterion by 
whicl in association should be judged I believe an associa 
tion of few hundred members, all active and all anxious to be 
giving their best thought to the common good, would be of fat 
more benefit to the stationery trade than an association of 
thousand of members with the bulk of them uninterested 


ion-participating and feeling that the payment of dues, small 


as they are, is a burde1 There is no stationer, however small 
manufacturer, however small, who cannot afford to pay his 
national association and forget the cost There is 
no stationer or manufacturer who can really afford to be outsid 
of the sociation f he wishes to keep contact with what 
going o1 n his busine I hope the time is coming when this 
isso tion will be in position when it will ne have to worry 
about membership as a ource of income, but wlll be able t 
regard membership in the quality of the members added and in 


the service that he will e able to render the trade through 
membership in the oO tior 


Manufacturing and Dealer Members. 
I have heard it suggested by some people that the conver 


tion should be restricted to dealer members only I do not see 
how any association or any association work could be carried on 
if only one group is to meet in conventions and conferences 


The stationery trade s in the hands of no one group, but the 
interests of all the groups are inter-linked and if the time ever 





comes that these groups are separated and any one group be- 
comes inactive, there will be no association and conditions in 
trade would rapidly become chaotic. No member of any par- 
ticular group has any apology to make for his membership in 
this association and no member of any particular group is in 
this association or should be in this association for any other 
purpose than the purpose of associating with the people who 
make, wholesale and sell the goods, with the thought of im- 
proving general conditions and his own knowledge of the busi- 
ness through his association with these various elements. I 
think that the sooner all the groups get together more in joint 
conferences and the closer the association becomes between 
manufacturing, wholesaling and dealer members, and the more 
that frankness and confidence is developed between these 
groups, the greater will be the benefit, not only to our- 
Association, but to our trade “Co-operation through associa- 
tion’’ should be the slogan of association work, and it is the 
slogan of those associations who are most successful. 

in closing, I hope that all members in this association will 
get as much from association in the way of education, friend- 
ship, knowledge of men, broader vision and better views on 
business than I have gotten from association. I hope that every 
member of this association can get as much from association 
work as I hay gotten, not in dollars and cents, but in a hap- 
pier business day every day in this business that I have been 
in since the first day I went to work, and that I love and re- 
spect above all other businesses, the business that merits the 
slogan, “Stationery Makes Business Possible.” 

Respectfully submitted, 


CHAS. P. GARVIN, First Vice-Pres. 


Third Vice President 


It has been the ustom for the third vice-president to report 
to the convention at this time on the views expressed and reso- 
lutions made by the retail distributors at their separate con- 
ferences at the annual convention. These conferences this year 
ire to follow this general meeting of the membership and I 
im, therefore, not in a position to make the customary report. 

| do appreciate, however, the opportunity to make the follow- 
nex brief comments 

I have had opportunity to be in somewhat close contact with 
the retailing membership of this association and to attend some 
of its splendid regional meetings | find that the outstanding 
things that we accomplish here at our annual conventions be- 
come of even greater importance to the trade when again 
rought before regional and local meetings and even in the 
body official of individual members. On the other hand, most 
of our regional governors who are serving the trade so 
willingly and splendidly have matters to present to us here 
which have come from the best minds of these territorial meet- 


Ings 
It behooves us as a representative trade body to settle down 
sincerely to consideration of the problems that may exist, or 





dus) seeecie 

















PORE 

SIX MEN PROMINENT AT THE CONVENTION Arthur Stevensor Waukegar Iinois. 2. Ray C. 
Mart of the ] rum & Pease Compar (pipe the pipe }. Brothers Leo Schermerhorn, sales manager, 
Keuffel & Esser Company, and J. H. Schermerhor ‘ resident lo Dixon Crucible Company. 4. “Eddie” 
( ., New Yor (it ied. I Jittle of the Wabash Cabinet Company, chairman, Office 


f (ie Bb. Hurd & Cr 
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SEVENTEEN HIGH PRIVATES AND A DISTRICT GOVERNOR 1. Mdward Mever and James Cooper 
both of the Chicago office of FE. Faber; R. A. Frater Wilson-Jones Company, Chicago; Clark Evans, Tampa 
and Edgar Hart, Atlanta 2 ’ H. Palmer, Eaton, Crane & Pike Company, and IK I) Perkins of the Russia 
Cement Companys Daniel S. Hansen, Governor, District No. 6; Ray Weissenborn, General Pencil Compar 
and W. W. Cole, same companys t. The gentlemen in the deep shade are, according to the record, Messrs. Wil 
liams, Crile and Mayer ill of the Canton Art Metal Companys We would be more certain if the man it he 
center didn't bear so near a resemblance to Homer Nee.\s > H. V Boswell, The Macey Company and H H 
Hughe Louisville, Ky 6. Harry C. Sharp and Jos. H. Hildreth of the Esterbrook Steel Pen Manufacturing Con 
pany, and A. H. Childs, Chicago 
that can be anticipated, in the buying and retailing of sta In conciusion I wish to express n appreciation to the officers 
tionery and associated lines In the forward march of business, of this association for the consideration shown during past 
we must keep our trade abreast of the times. We must strive to vear to the office of third vice president and the \ on it 
keep the distribution of the products of the factories in our represents 
line fully as sound and scientific as are the operations of most Respectfully submitted, 
of the same factories. Production has made faster strides than F. P. SEYMOUR, Third Vice P 
has distribution since the war This condition can easily lead 
to results that are unsound for any industry in which it may 
exist ’ ‘ 
Stationery Trade Increasing in Importance. Secretary and Counse! 
My contacts convince me that our trade is of increasing size , 
ind importance in modern business Our general business con- 
dition is healthy Our goods are in demand Our gross profits The report of the unde R d year 1 
ire fair and our expenses are increasing. Our association and almost exclusively with his a¢ is your a 
ts personnel is strong Let us undertake sincerely the mainte nection with the pending proceedings instituted | I i 
nance and development of our chosen trade Trade Commission 
In closing, and to the end expressed in my foregoing remarks Hearings were resumed in (Oct I f 192 ! 
let us consider well, and | hope favorably, the definite plan for New York and Boston, and in November at Philad 
research work in our trade that is to be presented at this con- more and Richmond 
vention. I believe this undertaking which in its first vear would In January of 1926, hearings were held in the 
cover the subject of the cost of doing business in the stationery lanta, New Orleans, Little Rock and St. Louis I 
trade to be an absolute necessity The published results of Kansas City Omaha St Pau Minneay 
such research, as compiled finally by the Bureau of Business order named, during the months of March and Ap 
Research of Harvard University, | am confident would prove to Salt Lake ¢ Spokane, Seattle rtland, Sa I 
be an actual key to success for retailers, manufacturers and Los Angeles 
jobbers alike in the stationery field The deductions from re- In June, hearings took pla ( iz i I l 
search establish facts, and it is facts instead of guesswork that in July at Buffalo and Pittsbu 
we need more and more in business Ir " of these cities tl ft na il f 
You have noticed in the program that Tuesday and Wednes cal asse itions were put or vit s s ! 
day mornings have been set for meetings of retail distributors neyvs for the ommission, and examined closely 
in this room I sincerely hope we will have good attendance at ictivities of their associatio1 ! 1dditior 
these meetings and plenty of discussion of the reports that are other members were called up stif 
to be submitted non-n ‘ t! iss . i 








Perhaps you will be surprised to learn that over 6,000 type- 
written pages of testimony have been taken, and upwards of 
2000 exhibits have been offered in evidence; these latter con- 
sist very largely of correspondence, some of it dating back 
many years prior to the formation of the Federal Trade Com- 
mission and the passage of the law under which it operates 

In addition to correspondence, the commission has offered 
in evidence almost the entire contents of the Association Year 
jooks, from the first one, which was published in 1907, to 
the present time, many articles from trade papers, catalogs of 
individual dealers and, in short, any document which by any 
process, rational or governmental, might be thought to have 
any bearing on the inquiry. 

Status of Case. 

Inasmuch as the commission has now rested its case and the 
respondents are confronted with the necessity for putting in 
their proof, it may be profitable to restate what it is that the 


Federal Trade Commission alleges that the National Associa- 
tion and the local organizations nave undertaken and at 
complished 

Reduced to lowest terms, the allegations of the amended 
complaint mean that the National Association and the local 
organizations and their members have entered into a gigantic 
conspiracy to increase prices of stationery items to the publi 


through the operations of the National Catalogue Commission 
and the recommended retail price service, and this conspiracy 
is said to have involved the fixing of prices through the joint 


efforts of manufacturers and dealers, and to have become 
effective through the refusal of manufacturers to sell to dealers 
who would not in turn resell at the recommended prices, and 
joint action of the dealers who are members of the national 
and local associations in refusing to buy merchandise from 
manufacturers who sell or sold to cut-price dealers who would 
not observe the association's recommended prices, 

However grotesque this charge may seem to be to those who 
are familiar with the stationery industry, it will not suffice 
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for the respondents to assume that the Federal Trade Com- 
mission attorneys must realize that they have not established 
their Presumably, if they felt that way about it they 
would consent that the complaint be dismissed, but that is not 
their attitude. They have refused to withdraw any of the 
allegations in the complaint and, therefore, the several respon- 
dents must act upon the theory that the representatives of 
the commission believe that they have presented such proof as 
to result in affirmative action by the commission, if that proof 
is not measurably overcome by evidence to be offered on behalf 
of the respondents. 


case. 


— 


The difficulty of our task lies in deciding just how much of : 
the things which have been alleged and, in a measure, testified ' 
to by witnesses who are antagonistic to the association, should | 


our behalf. 


be called 
ever 


be refuted by witnesses called 


on 


should 
no conspiracy 
things 
association 


Manifestly, we not 
namely, that 
that 
respecting 
dicted by 

given 


upon to prove a negative, 
existed; but it is equally 
some been testified to under oath, 
the activities, which must be contra- 
those who are aware of the falsity of the testimony 
against the There are times when a man 
whose good name must defend himself almost with- 
out regard to the cost or the effort which that defense involves, 
and the same is true of a body of men, such as those making 
up this organization. However high minded and unselfish such 
an organization has been and however false may be the things 
which have been testified to against it, no useful purpose 
would served by time or energy in protesting 
this proceeding. who are here assembled know 
well that the of this organization have 
never controlled the distribution of stationery in this country; 


has 


clear have 


respondents. 


S assailed 


be consuming 


against Those 


only too members 


they know that the consumers of stationery have at all times 
been able to have their requirements filled by non-members 
and, indeed, that not more than ten or fifteen per cent of the 
retail dealers in stationery in the United States have ever 


been members of this association or of the local organizations. 








The New President of the N. A. S. O. O. M., 
Mr. W. Neill Stewart 


W. Neill Stewart, for two years governor of Regional District No. 9 of the National Association, was 


made president of the Association at the Twenty-first annual 
month. Mr. Stewart well deserves the honor which has come to him, 
ously successful, doing much to awaken the interest 


issociated effort through local and national 


of 
channels. 


convention held at Washington, D. C., last 
As regional governor he was conspicu- 


the stationers of his district to the necessity of 


It is well that a man from the great Southwest has been chosen to head the Association for the coming 


Texas is not only representative of the 


vear 
Rox ky 
Mr. 


not 


has chosen as his home. 


he 


\ssociation, 


whatever locality 


National and, even if we were 


Southwest, but of the 

Mountain states one will find here and there the quiet voiced Texan, usually 
Stewart 

already 


West also, for all over the Coast and 
a man of influence in 
to be president of the 


our memories of the 


is the second Texas man 


predisposed in his favor, 


administration of the late George M. Courts would awaken confidence in the executive capacity of another 
nan from the Lone Star state. 

Mr. Stewart heads the Stewart Office Supply Company, Inc, of Dallas, Texas, which he has successfully 
enducted since 1913. Before organizing this company he was for five years credit manager for Armour 
& Co 

He was born at Humboldt, Tennessee, and was educated in the public schools of that place and in the 
preparatory schools of the state. He went to Dallas in November, 1912, and soon afterward organized the 
Stewart Office Supply Company, Inc., which has, through his efforts and those of his associates, achieved a 
nspicuous position among the establishments in this eld. 

Mr. Stewart's family consists of his wife, one son and two daughters. 
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view of 
further ex 


piace bor 


matter 

asked, it 
this is a 
presents t 
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proprietl« 


judgment 








Federal T 


permit—at 


t« t l 

record 1 
n flirr 

dent } 

t! ‘ 

bee Luse 

Dr , 

| 

{ I 

fears ‘ 


or October, 1926 


They know that, when the recommended prices were 
the National Catalogue Commission, for the 


garded by retail dealers, who made thei! wr 
upon competitive conditions They know 
rade Commission was informed officia 

s by the Department of Justice in a 


iission many months before the orig 


was issued. 


of all of these considerations the g 
nal Association and various local orga! 
cked by the Federal Government, and 


met resolutely and as fully as the circu nces 
least such has been the theory of your off 
committee and, if they are wrong 


the situation and you are not willing 


pense in this matter, now is the time 


su to go on record t« that effect 
Outcome Cannot Be Predicted. 


be natural for the members to ask 


f the undersigned, tl Federal Trade ‘ 
ible to prove thus far al consider 
eged it the comp! nt ind if = 


ight to be frankly and candidly answet! 


ommunication fron i lawyer to |! 

he only method | which a report 

fore at the risk of eeming to \ 

mstances might ) considere 

of the situation, I i to you 
conspiracy or anything resen 

made out witl respect 

\ ciation or its to i 

dual and associatior You will be 


proceeding will ultimatel be dispe 


ypinion of other ind theref 
t ire f ttle . 

ad stently id t ! 

if r and trust to t rn 


2 I sh ld d sé int 
f made should 
ve proof be re dir ‘ 
not only beca vhat ha 
it n by witnesse \ frank 
the case were allows tc rest 
re are those who might urge t 
ill ts vn Witme ‘ nd subie 
I re 1us¢ there = 
I is the fact i Mm ! ‘ 
sest course to pul ve ! 
v to the finis! confident it he 
irtial examinatior of tl whole 
the National Association, but the 
ave been joined wit! t I this pr 
down into history nder the 
e been ne rece! . f 
ft de associatior vl } t f t 
r attention int report What w 
nz the right of individual de 
I acting nd » I reg 
trae wit \ eT 
or xpansion a ¢ 
tiv possibill 
é usted ind ‘ 
Seymour is 1! I g 
~ ’ or } ' 
eau f Busir } , 
best ten It i 
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| } af A 
, } s being | , 
ance oO ¢ ! 
i mir a a 
s} ld ‘ 
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effort 


assist in the which is being made to induce the com- 
mittee to make a favorable report on this measure, by com- 
municating with representatives who are members of the 


committee. 


James 
Cha 


John ¢ 


Edward 


Schuylet 


S. Pa 


rman 


Carl E 


Walter 


Homer 


\dan M. \ 
Vania 
Olge B 
John I Nels 
John D. Fred 
TT J. B. Bom 
Parker Corning 
Respectfully 
M 


entior 


nt } 
Lut 
ecut 
TY rT 
. le 
I"? 
I pre 
ittle 
behalf 
\t h 
I 
heey , 
| 
} 
( 
iT 
d I 
T¢ y 
(or if 
Be 
ir \ 
meetir 
tr 


Cooper, Ohi 


Ee. Denison 


Mert 
Mape 
H. Ne 
Hoch 


Burtness, Nortl 


A list of 
rker, New 


follows 

Elton J. Layton 

Thomas Ww 
Pennsylvania 

Illinois m. © 

Alben W 

Sam 


them is as 


York, 


clerk 


Oklahoma 
Barkley, 


Garber, 
‘itt, Connecticut 
Texas 
George Huddleston, Alabama 
Clarence F. Lea, California 


s, Michigan tavburn 


wton, Minnesota 
Kansas 
Vyant Harry B. Hawes, Missouri 
Tilman B., 
Robert 
Ashton C 
braska 
Robert B 


clerk. 


Pennsyl- 
Arkansas 
Ohio 
Shallenberger, Ne- 


Parks, 
Da- Crosser 
mn, Maine 


ericks, California Bennett, assistant 

nson, lowa 
New York 

Submitted 


ORTIMER W 


BYERS, Secretary 


on made b Millington Lockwood, seconded by Charles 
t ind carrie embodied the following “It seems to 
there are certain matters in the report of the secre 
d « nsel which ought to be taken up further, and, ir 
put then nto the proper shay 1 believe that we 
fer it to the Resolutions Committee I move that the 


the secretar and counsel be received and referred 
olutions Committee 
General Manager 
‘ and ¢;entlemen 
twent first annual conventior our association 
the tw third year of its effort n behalf of the 
arr 
‘ or 1 in Chicago in 1904, the meetir ! d 
( the following year was recognized as its first ! 
e1 t dl ause a cog was slipped hen tl on 
t wa have been held in Richmond in 1918 had to 
‘ d or iccount of the epidemic of influenza prevai 
time ! becomes oul twenty-first instead of 
int il convention 
el ter of the association adopted in 1904, the 
mer f } ciation was vested in a board of cor 
ting of seven officers—a president, three vice-presi 
retar treasurer, and an auditor—and twenty 
nominated at random, ten of whom were elected fron 
rer nd te from stationers An amendment to the 
Sl sequent! made provided for the addition of the 
ts to the oard of control 
der ¢ raordinary circumstances, this board fune 
twit early holding one meeting just before the 
oO ntion and the other immediately after 
the interin powers were vested in the national 
mmittes onsisting of the president and two other 
of the board of control, appointed by the president 
to the board approval 
plat eration, the office of director was pra‘ 
honorat one the incumbent not having been the 
tive of ar particular district and having been given 
no opportunit to exercise iny constructive etmiort in 
tl i 0 I 
124 con ! n, held in Cincinnati, Ohio, the associa 
gional plan of functioning was adopted; and ha now 
essful eration for two year 
new plan the territory covered by our membership 
to four regional districts, for each of which a 
for the position of governor nominated b the 
d the following annual convention These 
ri th officers and past president of the 
0 te the board of governor 
Regional Plan Successful. 
f tion by districts ha been hi 
I to acquaint member with Lt more 
owledge ! the real meanings of i om it t \ re 
new prospect 
I r tl I trict No. 1 held a regional meeting it 
( Fe tl District No et in New y k 
tl 1. 12 and i held nt 1 n¢ 
i ‘) April Sth and ! I) rict ! 
n Ly nd San Antonio, Ts ) April I 
t in I Iphia or Apr | tr 
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MORE PI 


RPENDICUI 


LARITY 1. Ben H. Potts of the Van 


Dorn Iron Works Company and associates, L. Dudley Struve, 


Southern Distr 


Manager, and L 


Nugent. Gunn F 
facturing Comp 
Wheeler, Metal 
of Buffalo. } 


t Man y 
\ Burkholder 


irniture 


il . 
(thie 


‘ 


Furniture Company 3. Fred O. 


Robinson, Washington Branch 
Manager of Agencies. 2. E. L. 
Company; D. H. Hucke, Meilink Manu- 
i. Everly, Office Appliances, and C. B. 
Dennis 


r KE. C 


eT! 





\mong 
at the 
Charles L 


of the ee 


ment it 


st) ’ 
greatly 1 





Mitchell is 


who were holding a « 


Mr. bauer 


busy working 


the 


pre sident of 


is mayor of Lynn, Mass., and 1s 


prominent 
convention 
Mitchell and Ralph 5. 


were not 
former President 
Bauer. Mr. 
the Kansas Rotarians, 
mvention about the time 
convention in Washington. 


men who 
were 


Lynn the besi govern- 
d soth gentlemen were 
convention. 


vive 














Ge 


met in Denver, Colo. On May 6th and 7th, District No. 4 met 
in Chattanooga, Tenn On May 10th, District No. 8 met in 
Little Rock, Ark. On June Iith, District No. 7 met in Min- 


neapolis. On June 22d, 23d and 24th, District No. 5 held meet- 
ings in Detroit, Cleveland and Cincinnati, and on June 25th, W 
J. Ortel, Governor of District No. 11, 
tion at the annual meeting of the Pacific Northwest 
held in Vancouver, B. C 


represented the associa- 
Stationers 
Association 

At all of 
and addresses of an educational character, such as “The Build- 
ing of a Store “The Value of 
Effort “The Inaler’s Knowing His 
Doing Business,” Equipment of the Store,’ 
“Advertising Stationer.” 


these meetings the programs have included papers 


Organization,” Co-operative 

Necessity of a 
“The 

Problems of the 


Cost of 


Location and 
Retail 


Where a meeting covers a single day, the morning and after- 


noon sessions are given up to the discussion of business and the 


evening devoted to a get-together dinner 


Where a meeting has been held in a city where local associa- 


tion exists, valuable assistance has been rendered by the mem- 
bers and officers of such organization, 


The Chicago office is in constant communication with the 











PRESENT FOUNTAIN PEN TO PRESIDENT Frank I) 
Waterman, president, the L. E. Waterman Company, and on: 
time candidate for mayor of New York City, and Edwin H. Sell 
president of the N. A. S. O. O. M., called at the White Hous: 
during the Convention and presented President Coolidge with 
a Waterman fountain pen Photo by Underwood & Underwood 
This photograph must not be used for trade or advertising pur 
poses without written permission. 


functioning with the as 
will convince 


governors, and a study of this plan of 


sistance of this brief explanation, I am sure every 
thorough system could be devised to place 


touch 


member that no more 


the organization in close with its members and render a 


service, the effects of which have been made apparent in many 
ways 

Few of our members seem to realize that this associatior 
stands nearly alone among national trade organizations in a 


guided by its own ex- 
others 


class by itself; and that it has had to be 


periences rather than by any precedents established by 
it was not organized to benefit any particular classification of 


membership Its purpose was and is to lift the standards of a) 


entire industry to bring manufacturer and distributor into 
closer understanding and sympathy with each other's hazards 
and problems, and to encourage a more unified action in those 


efforts which make for the common good 

Twenty-two vears ago few stationers knew whether or not 
they were buying at the right prices Fewer still emploved ar 
adequate systems of cost accounting, and each made his owt 


unscientific estimate of the gross profit his merchandise should 
Vield 
Co-operative Contacts Were Unknown. 

Outside o i few of the manufacturers with whom he dealt 
the stationer had no friends the ndustry His competitor 
across the street was a doubtful quantity someone to be 
avoided An exchange f opinions on business ethics, cost ac 


countin or store management was nheard of 
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With such conditions prevailing, it was the thoug f its 
promoters, nearly a quarter of a century ago, that ringing 
together in one organization those who made tl re l nd 
those who distributed them, we would eventually est re 


tions between these two branche of the industry 


branch between the individu members that bring 
advantageous results to all 
Since ther i new keneratior ot workers nas 
field, but to those who can hark ick to tl beg f « 
efforts. a great change for the better n t 
when we consider the many obstacles wl ! i t 
meet and overcome I think that we ma 
ourselves upon the success wl h has attende 
efforts 
With possibly one exceptior this = thre 
association organized for such purpose and 
peculiar field which it covers, it was never hoped 
do more than establish ethica tandards of cor 
tice 
To a large xtent the work ha been altruist 


designed to benefit an industry without regard 


dividual payment for benefits received It has beer ton 
to invite to convention and regional meetings al ! 
interested, whether or not members of the assoc 
thought that the 


moral and financial assistance to helping other 


individual thus helped would in 


In an organization of this character, we can 


manufacturer other than to influence his distributors t ‘ u 
n their dealings, to study his products and co-ordit with 
him in their advertising and sales efforts. Thi we atte t t 
accomplish through individual effort, corresponde f m the 
headquarters office, the columns of the Na \ t 
News, and educational addresses and papers d 
gional meetings 

In this we have had the co-operation of 
members, many of whom have prepared lecture ning 
ind in some cases illustrating the materials and pr ee 


in the fabrication of their products 
Another 


traveling representatives 


source of help we have found is the mat ire! 


who have been gener l } tin 


which they have devoted to addressing the sa 


of their customers In these talks, they explain t ! te! 
of the goods their uses and how thev should ‘ 
The changed relations between the traveling 
the dealers has meant much to both, particular to the eale! 
whose sales organization has been benefited ind ti f t! 
ipproximately 250 of these road representatives of 1 mal 
facturers are now field members of the associatior ild see 
to indicate that the work of the national ass n meal 
something to them also 
Tl manufacturer realizes that he profits fror f t that 
will help the dealer to become a_ better mer for 
most of the association's energies ire direc i I 
distributor—particularly the dealer who is commer ‘ 
mn a small way and who give ery pron F 
real merchant 
It is not an easy matter to interest him toe ! 
n the early stages of his business is too narrow é hit 
to fully comprehend that the vork which this a ! 
loing for the industry is enlargi: his opportur 
rherefore to engage the nterest of the deal I 
issociation has provided a number of useful ser 
iim the wivantages of 
The Information Bureau. 
The objec of this service o furnish me 
nformation of any kind or character (except p ‘ nt 
relative to merchandise that is either regular! I 
illy called for in a stationer tore That 
ole onstrated by the number of nquiri¢ 
tlice receives daily 
For the improvement of tl rvice . 
he oming year approximate $500.00 ! t 
We s l have sufficient filing oul 
the result of ten years’ d eafearence 
The National Association News 
I National Association Ne s ge o 
mont subscription price I ided 
1 I the mouthpiece 
fl rgar By the vote « e! 
ron recepting paid advert n | } 
st ear W have devoted ra ge n oY 
to th tration of window | s I 
pay s educational valu proe t 
‘ i seems to have 1 t t! ppre 
The National! Index. 
i, I I en eT = fan I tl the N t 





na 


hat 
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puver’s guide planned to contain the complete catalogue lists of 


those manufacturers whose goods are distributed through sta 
ners 
It s a useful book of reference not only to the new dealer 
ginning business, but to all stationers. Its value is also recog- 
ized vy the manufacturers, many of whom have joined the 
association for the express purpose of acquiring the privilege 
of being represented in this service A copy is furnished to 


ich member when he joins the associatior 

The National Index now contains 142 catalogue lists During 
the vear we have furnished members, for use in the Index 

n alphabetical list of manufacturers and have made fourteen 


mailines of new lists and renewals of old lists, at an estimated 
expense f $50.00 for each We usually hold each mailing until 
sufficient number of lists have been accumulated to secure 
the 7 ximum benefit of the postage 
it w soon be necessary to edit and publish for the Index 
i new et of classified index leaves at an expense of approxi- 
—- $650.00 


“Who's Who.” 


Wi s Who in the Stationery and Office Equipment World 


= the rectory of the association It is edited and published 
i ear and contalr the names and addresses of all men 
bers geographically indexed, with much valuable information 
to the goods made r stributed by each 
It is printed in two forms—one on flat sheets 11x8%, punched 


to fit the National Index, where it is filed under classificati 


nd the other book form to fit the pocket 
The flat leaf form is furnished free to all manufacturing and 
dealer members and the port ket form to associate and field 
members Extra copies of either can be had at the published 
price of one dollar It costs each vear to produce this valuable 


vork approximately $1,000.00 
The National Association Emblem. 


The national emblem in the form of an electrotype cut 


any one of five sizes, i ivailable to members without expense 
of any kind The use of these cuts by members on stationery 
ind in house organs was greatly stimulated this year throug! 


the efforts of our emblem committee, headed by Vice President 


several colors in the 


Fred bP. Seymour The emblem printed ir 


form of a decalcomania transfer for glass doors or show w 
dows can also be had for the asking 

These services which | have mentioned, are erroneously re 
garded by many of our members as constituting all that the 
receive in return for their annual dues They seem to forget 
the larger and more important work that is constantly being 
carried on throughout the vear, from which they receive ih 
direct benefits 


The Commodity Committees. 


The president each vear appoints some forty commodit 


mittees These cover approximately twenty classifications of 
merchandise Two committees are appointed to represent eacl 
classificatior one from manufacturers and the other from the 


dealers 

When a suggestion or a complaint is received from a member 
of a character to which the association can consistently give 
consideration, it is referred to the proper committee for it 
review and advice The subject handled may relate to an un 
ethical business practice, the necessity of sales helps, advertis- 
ing methods, packing and labeling of goods, the proper routing 
of freight shipments, the simplification of merchandise units 
ind those many other items mutually affecting both manufas 
turer and distributor, in regard to which members seek en- 
lightenment 

If the suggestion or complaint comes from the dealer, it is 
first referred to the dealers’ committee under the proper mer 
chandise classificatior nd this committee’s report may be re 
ferred to the corresponding manufacturers’ committee for its 
review 

Our members can appreciate that it is highly important that 
the appointees on these committees should be men who are 
familiar with the subjects which they will be asked to 
handle ! 


in making these appointments, the president is 
handicapped by a lack of knowledge of the personnels of the 
erganization of those corporations, firms and individual mer 
chants who form the membership of the association It is 
earnes requested, therefore, that every member file with the 
Chicago headquarters’ office the names of those within his or 


ganization who are qualified and willing to serve on these com- 


\ letter containing this request is mailed to every member 
it the beginning of each year, but the greatest number of re- 
plies ever received came from less than three per cent of our 


membership Attention to this detail will prevent any repeti 
tion of the charge of favoritism in the appointment of com- 
Tr t 


Questionnaire on the Cost of Doing Business. 


The replies to the questionnaire on the cost of doing business 


sent to dealer members in 1925, were so few and of such un- 
satisfactory character that it was decided not to repeat the 
effort this vear 

it is appreciated, however, that reliable information on this 
subject would be of great value to both dealer and manufac- 
turer, and with this thought in view, the national executive 
committee decided to investigate the feasibility of having a re- 
search of the industry made by the Harvard Bureau of Business 
Research or some similar organization. 

\ representative of the Harvard Bureau of Business Research 
appeared by invitation before the executive committee at its 
meeting held in Washington, D. C., January 11, 1926, when he 
addressed the members on this subject in so convincing a way 
is to impress them with the value of accurate cost information 
to all branches of the stationery industry. 

This proposition will be fully reviewed during this convention 
at the joint meeting to be held Wednesday afternoon, when 
Malcolm P. MeNair, assistant director of the Harvard Bureau 
of Business Research, will address the audience and Vice Presi- 
dent Fred P. Seymour, chairman of the association’s research 
committee, will present a plan for financing this important 
work 

Membership. 


Immediately following the Grand Rapids Convention, prepara- 
tions were begun for a campaign of new members, The gover- 
nors of the regional districts were asked to review and revise 
the lists of prospects These lists when received totaled ap- 
proximately 2 

President Sell asked the privilege of having prepared in Co- 
lumbus, Ohio, by an expert advertising consultant, a pamphlet 
setting forth the advantages of membership, and this very or- 
nate book, ‘‘Steering Your Bark to Profits,”’ was completed and 
shipped to Chicago during the latter part of April. The mem- 
bership campaign was begun immediately thereafter. Two in- 
vitations were addressed to each of the 2,000 prospects at in- 
tervals of sixty days 4 third was planned with which a copy 
of the convention program was to have been sent, but this copy 
reached us too late to be made available for this purpose. A 
few members were obtained as the result of this campaign, but 
most of those who had joined the association during the cur- 
rent year came in as the result of personal invitation or effort, 
ind I am satisfied that until our suit with the Federal Trade 
Commission is brought to a close, it will be a difficult matter to 
interest any large number of new members Business men 


vuU names 


hesitate to enter an association known to be engaged in litiga- 
tion with a branch of the Federal Government, 


Eleven months ago I reported a membership of.......... 1,286 
From this must be deducted 
Dropped for non-payment of dues ps euitbed awae 44 
Because of resignations 73 
GHOme Set oC DERRMOORs kc cio accitiacsecdessunesusn 4 
RO a ree se yn eee 3 
ia 124 
Leaving a net membership, October 1, 1925, of........... 1,162 
During the year we have added 
SEORUIPONE . oo eo tv ceed neste enn td sn ene 19 
Dealers re pr eur Ee 67 
Affiliated ery fy lr 3 
Field members cease memes 87 
—_—— 176 
Making our total membership on September 1, 1926...... 1,338 
This membership is made up as follows 
Manufacturers + hse BAe eam dearer 286 
Dealers rr eee 670 
Associates ? ‘i awts + Owbtuddond 93 
RN, icwconedeveéwtiseceedesuepawensieweeeee 8 
CRESS nk. 0 0s eden n5a000s 000300 eee 17 
Publications ordain i demon cae 7 
Field members er ene eS * 257 


DONE isis vee ss deeds 0's ean aeqscegeee eee 1,338 


In 1904—23 years ago—when there gathered in Chicago a few 
score of earnest men bent on doing something to improve the 
standards of an important industry, we all had visions of what 
we thought could be done 

Some of these men are here today and I think that they will 
agree with me in the statement that many of those visions 


have been materialized 


While the association has not accomplished all that we hoped 
for it, iis work has been steadily progressing year by year and 
to those men who have annually enlisted in its service and 
freely given of their time and efforts to its upbuilding is due 
the gratitude of the entire industry I refer to your elective 
officers, the chairmen of committees and those volunteers whose 
services have aided in the success of this convention. 

In preparing this report, I have refrained, with one or two 
exceptions, from touching on any topic included in the excellent 

















report of President Sell, which was intended to be a review of 

the year’s work and which I endorse in every particular. 
Respectfully submitted, 
FLETCHER B. 


GIBBS, General 


Manager. 





Executive Committee Report 


Your executive committee has held meetings during the past 





twelve months as follows: 
October 15, 1925, at Hotel Pantlind, Grand Rapids, Michigan; 
January 11-12, 1926, at Hotel Mayflower, Washington, D. C.; 
September 19, 1926, at Hotel Mayflower, Washington, D. C 
The work of the committee has covered the following sub- 
jects: 
Buttons for Field Members. 
These were contracted for and distributed in deference to the 


views expressed at the meeting of the Board of Governors for 


the present year, held October 15, 1925. 
Merchandise Exhibits at Annual Meetings. 
The continuance of this feature of association work was 
thought to require the circulation of a questionnaire among 


members of the association according to a decision reached at 
the first meeting of the committee. 
Subsequently, the circulation of a questionnaire was post- 


poned, for reasons deemed to be sufficient. 
Association Electros. 

A design for new electros, submitted by Mr. Seymour for use 
on the letterheads of was approved, and distribu- 
tion ordered through of the General Manager. 

Office Equipment Traffic Association. 

Membership in this organization was deemed to be necessary 
for the best interests of our members, and was accordingly 
arranged for. 


members, 
the office 


Membership in American Fair Trade League. 

This was also voted, in line with the frequently expressed 
attitude of the Association in approval of standard price legis- 
lation on trade-marked articles. 

These last two items were not included in the budget for the 
current year, and your executive committee asks for approva' 


of the action taken on these subjects. 
Selection of Place of 1926 Meeting. 

The decision to hold the twenty-first annual convention in 
Washington, D. C., was made at the second meeting of the 
committee. 

Survey of the Stationery Industry. 

The committee decided to arrange for the presentation of 
this subject by a representative of the Harvard Bureau of 
Business Research at the 1926 convention. Vice President 


Seymour is responsible for taking the initiative on this subject. 
Membership Matters. 


The committee has performed its customary functions in 
relation to the election of new members, the acceptance of 
resignations, and the dropping of delinquents. 

Respectfully submitted, 

EDWIN H. SELL, 
IVAN ALLEN, For the Executive Committee. 
Treasurer's R 
e Lreasurers Keport 
From October 1, 1925, to August 31, 1926. 

The fiscal year of the Association ends September 30th. On 
account of the advanced date of annual meeting my report 
covers eleven months only Complete report covering entire 
year will be submitted to the Executive Committee October 
let, 1926. 

RECEIPTS. 
From Fletcher B. Gibbs, General Manager.. . $42,045.39 
Liberty Bond Coupons . 116.88 
Interest on Bank Balances 264.99 

i SE, cosccuncanvcees +e akhases $42,427.26 
Balance on hand October 1, 1925... ........ccceeececccee 13,643.47 

Total i ae atlas eal cs . $56,070.73 

DISBURSEMENTS. 
aid on Vouchers issued by Fletcher B. Gibbs, Gen- 

i eden sedge hehet ned Cees Cobeeceenene $46,188.19 
EE EET TC OPT ETT TCE E CITC 42.12 

Total Disbursements .. - $46,230.31 
Cash in bank September 1, 1926 9,840.42 
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GS 


Liberty Bonds par value 2,750.00 








Total Cash and Securities ...... oe $12,590.42 
In explanation of the difference in amount between Bank 

Statement and Treasurer's Books, will state that Vouchers 
amounting to $381.82 have been drawn as of August 1926 

that were not paid at time Bank Statement was mads 

Attached to this report is Certificate from National Bank of 

the Republic of Chicago showing amount of cash on deposit 

August 31, 1926. Also Certificate from Manager of Safety De- 
posit Vaults of the Continental & Commercial National Bank, in 

reference to Liberty Bonds par value $2,750.00, which are kept 
in envelope marked as property of National Association 

Respectfully submitted, 
A. H. CHILDS, Treasurer 

SAFE DEPOSIT BOX NO. 939 
September 2nd, 1926 

This is to certify that the undersigned accompanied Mr. A. H 
Childs on the above date to Safe No. 939 and personally ex- 
amined the following Bonds which were enclosed in a separat« 
envelope marked ‘“‘National Assn. Stationers Securities 

1 $1,000.00 Second Liberty Loan Bond 4%.%, No. €00949913 

1 1,000.00 Fourth Liberty Loan Bond, 444%, No. E01121665 

2 100.00 Second Liberty Loan Bond, 444%, No L66586 

and No. E02166585 

1 50.00 Second Liberty Loan Bond, 444%, No. O2338968 

l 500.00 Third Liberty Loan Bond, 44% No. 52616 

Continental and Commercial Safe Deposit Compar 
By CARL E. SUHR 
“e 9 
The Auditor’s Report 

Lee F. Johnson, the auditor, reported: ‘“‘On account the 
fiscal year ending September 30, it is impossible for me t 
get an auditor's report for the twelve months I make i 
motion that the report, when finished for the year, be turned 
over to the incoming Executive Committee for action 

(The motion was seconded by William N. Stewart and carried 
unanimously.) 

>] 
Board of Governor’s Report 

The board of governors selected at the 1925 meeting of this 
association held their first meeting October 15, 1925, at the 
Hotel Pantlind, Grand Rapids, Mich., on which occasion the 
executive committee, consisting of the President and Messrs 
Allen and Mitchell, was appointed, with the approval of the 
board; also the present secretary was re-elected 

District boundaries were changed in conformity with the 
report of a special committee appointed by the last board for 
that purpose. 

We undertook the work of arranging a calendar for the year 
and a definite program for regional conferences Among other 
things, it was decided that as far as possible the manufacturers 
be asked to assist the regional meetings by arranging for edu 
cational talks concerning their respective products n order 
that the salesmen and dealers attending the regional con- 
ferences might be given the educational advantage of hearing 
from experts on these subjects. 

Your board instructed the executive committee to arrange for 
a button for field members, in response to a suggestion made 
by Mr. Waddy, who had given the subject careful considera- 
tion, and this has been carried into effect 

The work of the various members of this board during the 
past year is reflected in the written reports presented at our 
second meeting, held in the city of Washington September } 
1926, at 2:30 p. m The substance of these reports will appear 
in due season in the National Association News 

At that meeting the board decided to recommend that the 
by-laws of the association be amended at the next annual 
meeting so as to provide that our field membership may be 
represented by a fourth vice president of the association 
because we realize that the sales representatives of our mem 


bers have put forth almost constant and certainly loyal efforts 
to promote the cause for which this association stands, and if 
they are so disposed we believe they might well arrange to 
have a meeting of their own in connection with the annua 
meetings of the association, and present for consideration of 
the general meeting of the association such constructive 
recommendations as their experience in the field may m t 


suggest 
We, therefere, 


amendments t 


of the 


the following 
annual meeting 


that 


97 


recommend 


the by-laws be adopted at the 1927 
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ciation, and this report will serve as written notice to the 
members that such amendments will then be offered for adop- 


tion 

In Art. VII, Sec. 1, change the word “three” to “‘four.”’ so 
that the section shall provide for four vice presidents 

In the second paragraph of Section 1, at the conclusion 
thereof, add the following clause “The fourth vice president 
shall be a field member of the association.”’ 

Art. VIII, Sec. 2, insert a new paragraph at the end of the 
section as as present constituted to read as follows: “The 
fourth vice president of the association shall preside at all 
conferences of field members which are held as part of the 
annual meetings of the association, and report any recom 
mendations which may be made at such conferences to the 
annual meeting of the association.” 

We believe that the regional meetings and conferences should 
not be regarded as a substitute for attendance at the annual 
meeting of the association, but we also realize that many 
among our membership cannot attend the annual conventions 
and that regional meetings and conferences thus afford the 
best means of keeping them in touch with the plans and pur- 
poses of this association 

Respectfully submitted, 

EDWIN H. SELL, President, for the Board of Governors 


National Research Committee 


By F. P. Seymour. 


Mr Seymour presented the plan for national research on the 
cost of doing business in the retail stationery trade The 
trades for which the Harvard Bureau of Business Research 
has collected figures on the cost of doing business have been 
the following: retail shoe, jewelry, grocery, tire. drug, hard 
ware, department stores, wholesale grocery, drug, automotive 
equipment, shoe, and Southern dry goods 

During the time covered by these expense surveys over 
12,000 profit and loss and financial statements have been sub 
mitted to the bureau by businesses with sales volume ranging 
from as low as $10,000 annually to as high as $50,000,000 annu- 
ally For the year 1923 
of all firms reporting to the bureau was roughly $2,300,000,000 


for instance, the total volume of sales 


All these intimate figures have been handled by the bureau 
on a strictly confidential basis 


The Bureau of Business Research is a part of the Harvard 


Graduate School of Business Administration and exists pri 
marily for the purpose of securing information for use in 
teaching in that school When the bureau began its studies of 
the cost of doing business fifteen years ago, the expense was 
met with contributions raised by private gifts to the Harvard 
Graduate School of Business Administration For the past 
six years, however, the other demands on the school's finances 
have been such a to preclude its carrying this burden as 
previously, and, furthermore, the results of the bureau’s cost 
research work have proved to be of so much value to business 
men that national associations in the various trades have 
undertaken the financial support of this work From the 
bureau's standpoint it is the only business-like basis on which 
to proceed since, if the undertaking is not worth-while to 
trade itself, the bureau hardly would be justified in attempt 
ng to irry on this work through funds that might be pro 
vided |} ndividua not directly interested in that trade 

The f t < to be emphasized that the Bureau of Business 
Researc} is a part of the Harvard University, accepts full re 

msibility for the accuracy of all results published in its bull 
tins Not only are all statements from individual firms handled 
on a confidential basis, but in no instance are any data made 
ivailable to individual firms or to officers of trade associations 
prior to their publication and distribution to the trade as a 
wi 


Intensive Study of Business Problems. 


The pur ce of carrying on such investigations is to provid: 
a better nowledge of operating expenss and of the current 
problen n respective industries This information is basically 
necessar for purposes of instruction in the Harvard Business 
School The bureau makes no financial profit whatsoever 
of its researches, but has profited greatly through the resulting 
increased contributior to its knowledge of business methods 
While the bureau nterested in this way in making these 
studies for its own purposes, at the same time it is seeking 
r | ‘ ntir practical for the business man, and the 
results have been wide and advantageously used by firms i: 
the trades for which this work has been carried on. 
Experience has sl vn that the bureau has several marked 


idvantages for cost researc} work. In the rst place 
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a position to keep the reports from the individual firms 
strictly confidential, and it has found that this assurance 
coming from the bureau as a part of Harvard University is of 
real assistance in securing co-operation. The bureau also has 
a large background of experience and a trained staff, with 
the result that it now is able to take on new investigations 
at lower costs than otherwise would be involved. It can call 
upon the members of the teaching staff in the business school 
for expert advice on the various technical problems that come 
up. Furthermore, the bureau’s interest in these studies is 
impartial and unbiased so that the results generally are accepted 
as fairly representative of conditions in the respective trades. 

Each profit and loss statement received by the bureau goes 
through the following steps: 

(1) Removal! of co-operator’s name and address and assign- 
ment of a code number—acknowledgment of receipt made at 
same time. 

(2) Checking to detect possible errors. 

(3) Inspection to determine whether statement is properly 
comparable and whether additional information is required. 

(4) Writing for additional information if necessary. 

(5) Detailed study and adjustment of statement by specially 
trained statisticians 

(6) Computation of percentages for each item of expense 
and profit. 

(7) Tabulation of percentages according to several different 
groupings, such as, volume of business, geographic location, 
rate of stock-turn. 

(8) Study of tabulations for the purpose of determining com- 
mon figures 

(9) Analysis of common figures and all other data prepara- 
tory to writing reports 

(10) Return of percentage comparisons to individual co- 
operators. 

(11) Publication of reports in book form—copies mailed free 
of charge to all co-operators 

The percentage figures returned to each individual co-oper- 
ating firm have proved to be particularly advantageous in 
enabling business men to check their results with the general 
averages for their types of business. A sample of the way 
in which figures are sent back to co-operators was shown the 
meeting 

In order to afford an opportunity for comparison to as many 
firms as possible the bureau works out common or typical 
figures for firms grouped according to sales volume, according 
to rate of stock-turn, according to geographical location, and in 
some trades according to size of city. For instance, in the 
retail jewelry trade in 1924, a composite table was printed 
showing all these various types of comparisons. By means of 
such a composite table as this an individual firm can locate 
the various groups with which it can make significant com- 
parisons. These comparisons, of course, are facilitated by 
the fact that the firm's own figures are returned to it adjusted 
to the standard form. 

The bureau does not consider, however, that mere compari- 
son with average figures is enough; consequently in each trade 
it selects a group of firms which show evidence of successful 
management methods, and tabulates the figures for these firms 
separately, drawing up a separate table of common figures 
for this group For instance in the retail jewelry trade in 
1924 one of the tables shows the results of eighty-two firms 
all of which on the average showed a net profit of five per cent 
and over Figures for such a group of firms as this constitute 
a par score for the individual business man to shoot at in 
an endeavor to cut down his operating expenses. 

The cost of undertaking this important (if not necessary) 
research work for our trade is about $7,000. We are one of 
the few important trades not having launched into national 
research It is advisable to start now and bring our own busi- 
ness, and our trade, up to modern standards, for the benefit of 
ourselves and our customers 

NATIONAL RESSARCH COMMITTEE, 
Fr. P. SEYMOUR, Chairman. 
UNIT SUBSCRIPTION BLANK, 





National Association of S., 0. O., and Mfgs.: 


In consideration of at least 999 other unit Subscriptions (like 
this one) being signed by responsible parties, I hereby agree 
to financially support the national research work to be done 


by the Harvard Bureau of Business Research by paying to the 
N. A. of 8., 0. 0. & Mfg for application to the cost of that 
activity only 

UPON DEMAND-—$7.00 (seven dollars) In further consid- 
eration of this agreement I am to receive without cost all 
reports, furnished or printed by the bureau as a result of the 


research 


Firm EmGiwiGUaac:. <icccceuvinvecaauueee é 
Citys Street orn AGRO. » cc awk as o0% 
Signed this day of 1926, at ee occveustadahas 
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ADDRESSES OF THE CONVENTION 





Report of The National Councillor to the Chamber of 
Commerce of the U. S. A. 


The annual meeting of the Chamber of Commerce of the 
United States was held at Washington, D. C., May 11, 12, and 
13, 1926, and was attended on behalf of this Association by the 
subscriber and Messrs. Millington Lockwood of Buffalo, and 
Charles E. Falconer of Baltimore 

The general sessions were held in the auditorium of the 
Chamber's building, and the various group meetings at lunch- 
eon in various rooms at the Mayflower hotel, the Willard hotel 
and also at headquarters 

A reception and dance was also held at the building of the 
chamber and was a very well-attended and sociable affair, as 


was also the annual dinner which was held in the ballroom of 
the Willard hotel 

There was an 
members and the 


made by men 


attendance of approximately two thousand 


addresses 


life, 


and 
walks of 


meetings were well attended 


were prominent in all the various 


professional as well as commercial 


The 
general 


and 
report of 


business of the association is of such a widespread 
that it is difficult to 
anything approaching 


representative it 


present in a 
details. To the 
wide range of 
rather than 


character 


reasonable length aver- 


age attending presents such a 
thought that it 


of definite action 


becomes a process of absorption 
Chamber of Commerce of 
work 
international 
essential in promoting the industry 
comfort of the people of the United 
constantly going on, and the annual 
general 
attendance at the 
through its 
enthusiasm 


To my mind the real value of the 
the United 


stantly 


which it is con- 


Impor- 


States lies in the intensive 


lines of national and 


along 
matters gravels 


doing 
tance, and 
prosperity, and also the 
This 


brings to the 


States work is 


meeting membership the results of the 


work during the while the 
for the 
that 


which is needed in all great 


previous year, 

chamber, 
additional 
undertakings 


meetings gives to those working 


various officers and committees, 


and encouragement 


The activities of the national chamber during the past year 


have included a number of outstanding matters Perhaps the 
one coming home closest to us is the effort it has put forth 
regarding the changes and reductions in Federal taxation and 
tax administration In many respects the new revenue law 
recognizes the chamber's efforts, and it is quite evident that 
the law would have been lacking in many improvements had 
it not been for the work of the chamber and its membership 


This work is still going on through a special committee 
The attitude of the chamber toward trade association activi- 
ties has been to some degree a passive one from the stand- 


point of the wishes of our own association, but it has particu- 


larly advised the undertaking of statistical activities on the 


part of organizations such as ours, and is making : pecial 
effort to obtain from the proper officials a definite statement 
as to the government's position Also in regard to maintenance 
of resale prices, there has been a strong difference of opinio1 
in the chamber itself as to just how far it might be wise t 
urge passing a law governing this point For seve r eight 
years this matter has been up before the chamber and beer 
in the hands of several committees, finally getting t a point 
where it was suggested that Congress should enact lee ition 
bringing under the law of unfair competitior the itting 
of prices which might injure the goodwill of articles identified 
as to their makers, and having retail prices published by the 
manufacturer This matter, as you know, is still under discus 
sion by the congressional committee and seems s far way 
from a solution as ever 

Matters relating to the establishment of branches itiona 
banks, the consideration of American adherence t the world 
court, and many questions of international policy) wel also 
discussed freely. 

In this connection, great emphasis was given t the wor 
of the International Chamber of Commerce wl i grow! 
in influence steadily, thirty-nine nations now being r resented 
and in which American business men have been « " 10us 
Mr Willis H. Booth serving as president up t 
when he was succeeded by Mr. Owen D. Young 

Declarations on the part of the chamber by the f 
resolutions also included in addition to the tems mentioned 
above the Federal Reserve system, crime rad highway 
safety, the Federal Trade Commission, and many thers “he 
workmen's compensation insurance matter was given cor 
siderable attention and there seemed to be a distinct feeling 
though not expressed by vote, that government operated 
ance of any kind would be unfair to private business, f wing 
along the line that has been expressed for many ears b 
various trade associations neluding our ow! that 
ernment should not enter into competition with private inst 
tutions, 

Natural resources and national parks also held a ral 
portion of interest in the discussions and addresses 

No one can attend meetings of this body without being ver 
greatly impressed by the tremendous interest being taker 
the Chamber of Commerce of the United States | isiness 
men all over the country These meetings hav pea 
which cannot be over emphasized 

I wish to thank the president and the asso ! 
honor conferred upon me in my appointment as } or 
conferring as they did a very great honor and 

Respectfully submitted 

CHARLES T. LENT, Natior ‘ 


September 20, 1926 


Four Association Members Whose Addresses Before the Con- 


vention Sessions Presented Important Ideas and Suggestions 


for the Improvement of the Business 








CHARLES MARSHALL E. S. PIERCE 
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Stock Control 


Address by Charles Marshall, Before the Commercial 
Furniture Division. 


A stock control that 
(1) Gives a monthly record of sales (and total for year) 
(2) Gives a monthly record of stock on hand (and back or- 


(3) Gives a monthly record of purchases (and total for year) 

(4) Shows the average monthly sale 

(5) Shows the average monthly stock carried 

(6) Shows the vearly turnover on individual items 

(7) Shows the cost and selling price (with all changes) 

(8) Reduces investment by eliminating dead and slow stock 

(9) Increases stock turnover 

(10) Costs practically nothing to operate 

Down at our place stock records have been a subject of de 
bate for a number of years We have tried out several meth- 
ods, some with partial success and some without any success 
We have investigated perpetual inventories, but were never sold 
on that idea, because of the necessity of keeping track of sales 
of a raultitude of small items 

At the end of our fiscal vear, August 1, 1924, we realized more 
than ever that we had to make the fight to better control our 


stock For, after a hard year's work, our sales for the year 
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it came much easier Now we take stock in one day and one 
evening, with the day's sales going om as usual. 

With this new method of control we started by listing 6,314 
items, all of which we then thought necessary to keep in stock. 
After subjecting these items to the spotlight for a year, we dis- 
covered that 1,543 of them did not justify their existence on our 
shelves, and they were cut out. For the first time, we learned 
they were not showing enough sales to warrant our stocking 
them. This left 4,771 items on January 1, 1926, a cut of practi- 
cally 25 per cent in items 

During this calendar year of 1925, we closed our fisca] year 
on August 1 At this time the stock control had been in use 
just seven months, the first two months.of which it was none 
too effective, as we had not become accustomed to using it. On 
closing, we found that our sales for the period had shown an 
increase of $42,527.00 over the preceding period, but our inven- 
tory had been reduced under that of the preceding year by 
$7,597.00. Had we maintained the same ratio between sales and 
inventory for the year closing in 1925 as we had for the year 
closing in 1924 our inventory would have been $15,774.00 more 
than it was Even before we closed our year we knew we 














DS LIKE THIS ARE THE “SPOT LIGHT’ THAT SHOWS THE BEAUTIFUL FIGURE OF A WELL-BALANCED STOCK 


OR THE AWKWARDNESS OF THE OTHER KIND 


ending had fallen $1,264.00 behind the sales for the preceding 


period et our ending inventory for the year was larger by 
$4,331.00 than the one for the year before These figures are 
smal nd were not in themselves alarming, but they were en 
barrassing, in that the showed we were slipping backwards ir 
two w by decreasing sales and increasing inventories (ur 
turnover for the vear passed was 3.53, which we did not cor 
sider good enough, realizing at the same time that it was going 
to be ficult to get another turn as good with this increased 
inventor to start with Some way had to be found 

We vere told that Horder Stationery Stores had a good 


method of tock control, and, after the 1924 Cincinnati conver 


tior ! went to Chicago to study it There I found the most 
logical nd workable control that has ever come rn itten- 
tior i ours 1 patterned after it 


Physical Inventory Monthly. 


lhe ntrol, as we use it, is based on taking a physical it 
; . ’ ° once each month ind is in no sense 
1 perpetual inventor It simply gives a monthly record 
tocl nd, goods on back order or en route, goods ordered 
oe: nd on the back a record of cost and selling price 
whic ind price record is of value n checking inv 
fienrir rics and pl nz the vearly invent 

4 ' p ' ear we may know with this meth 
total , . sale of ’ ten the average n nthly stock carr 
= . turn r record of the item. or an group of iten 
i dene mplete record to keep of each item i: stationer 
‘ . 7 t in be anc done ' 
or 1 f Y one) 

VV | out I hod in the fall of { d put I 
oper n Januar it which time wv ok stock 
t. and we have taken our tock OF : 
fir : } \ first this mon taking oO 8 ' 
prove ewha dship, but we s¢ got used to it and 


were in better shape, because of the increase in the bank ac- 
ount, but we had not expected a showing as good as this. We 
began to give more attention to the stock control than before, 
with the result, as set out in above paragraph, that we culled 
out 1,543 dead or slow-moving ifems 

Sales Ratio to Inventory Increased. 

This summer when we closed our year (August 1, 1926), we 
found our sales had been increased by $135,287.00 over the year 
ending in 1925, and our inventory had increased by only $1,- 
139.00 Had we maintained the same ratio between sales and 
inventory as for the year ending 1924, the inventory would have 


been $30,892.00 more than it actually was, and had the ratio for 
vear ending in 1925 not been bettered, the inventory would have 
been $19,744.00 more So I believe it is fair to assume that 
today we would have on our shelves from twenty to thirty 
thousand dollars more in merchandise than we do have, were 
it not for the d of our stock control—assuming, of course, 
that we were doing our best before we installed it and this our 
buvers claim the were doing 

Of course, with increased sales and reduced inventories, our 
turnover ha ncreased I mentioned that for year ending in 
1924 it w 3, and we wound up with an inventory that was 
too large espite this high inventory handicap, we were able 


when we closed the next year in 1925 to show a stock turn of 
70. and this vear (1926) when we closed we had shown a turn 


of 5.1 This is the best turn we have ever had, and one which 
I think is enough There is too much danger in striving 
for too good turn, for in order to get it the stock must be 
kept so low that there is always danger of running out of staple 
items, with the resulting loss of sales 

We have tried not to reduce our stock by cutting down on 
good items We instruct our buyers to keep plenty of stock. 
We do not ask a better turn than four to six on any item, and 
when it gets better than th t is usually an indication that not 
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enough stock is being carried, and in most instances we ask for 
more. But we have tried mighty hard to search our dead and 
slow moving items, get rid of them, and see that they are not 
bought again. 

Since we've had this method of working, we have noticed that 
our rush orders for ‘‘shorts’’ have decreased by fifty per cent. 
This proves that the stock is better kept up—that is, better 
balanced. It seems there is a wave of hand-to-mouth buying 
sweeping the country. So much has been said and printed 
about “turnover” that many dealers, we are told, have lost 
sight of the necessity of maintaining a well balanced stock— 
their sole idea being, it would seem, to cut stock. This is a 
mistake. It leads to an unwarranted number of small and un- 
profitable orders being received by manufacturers, and of this 
they are complaining now. It also increases the dealers’ over- 
head cost of doing business on account of the increase in 
amount of parcel post and express paid out, and by the loss of 
business caused by being ‘out.’ 

Stock Records in Loose Leaf Binders. 

Now a word as to how we use it. We found Horder using 
5 x 8 ecards arranged in steel visible card cabinets and this ar- 
rangement has its merits, but we decided to use a 5 x 8 sheet 
punched for a visible record book (this we have since changed 
to 5 x 9 to allow for more binding margin). We had visible 
record binders made, about 2% inches thick and 14 inches long, 
with multiple posts to take these sheets. We got about twenty- 
five banks of sheets, twenty-five sheets to each bank, in a 
binder. We used index tabs numbered 1 to 25 in each binder, 
and numbered the books from 1 up. We used this numerical 
method indexing so that we would not have to follow the alpha- 
bet in arranging our sheets in the binders, but on the other 
hand, tried to group goods of a class as much as possible. To 
us it seemed logical for stock taking purposes to put all dif- 
ferent kinds of inks in the same binder, the different kinds of 
pencils in another, ete. Then we devised a master alphabetical 
index in which these goods were indexed under the name of 
the company we bought them from; in most instances the name 
of the manufacturer. A master index was put in the front of 
each book, and all indexes are exactly alike, so that no matter 
which book is picked up, reference to the master index in the 
front of it will indicate in which book, and under what tab 
number, the article. 

Our sheets were printed so as to give the information desired 
for a span of three years (a sample sheet will gladly be mailed 
on request). On or around the first of the month these books 
are divided out among our salesmen, two men to a book. One 
man calls the stock from the shelves, the other jotting the 
quantity down in the space ruled for it. The book is then taken 
to the enroute order file, where any goods that happen to be on 
back order are recorded. Then it goes for the first time to the 
buyer's desk, who makes a note of all goods he wishes to order. 
It then goes to a typist, who writes up the order from the 
sheets themselves, and checks back to see that she has cor- 
rectly transcribed the buyer's notations. The orders are then 
signed and sent in. As a rule, we take our stock and have 
all orders for goods for the month in the mails by the 4th or 
5th. Then our buying for the month is over, except for goods 
not carried in stock, specials, and “‘shorts."" We find our buy- 
ing is far more regular and more accurate than ever before, 
and we believe actually easier than under the old method of 
ordering at irregular intervals, usually after we had found we 
were dangerously short on some staple item. 

The most important feature of the sheet, we think, is the 
sales record at the top. The sales for any given month are 
arrived at by the simple process of subtracting the goods on 
hand at the end of that month from the sum that was on hand 
and what was ordered at the end of the preceding month. We 
know of no method so simple or so accurate. This sales record 
is invaluable to the buyer, for by glancing along the top of the 
sheet he instantly notes how an item is moving, and can buy 
accordingly. It faithfully records for him the peaks and valleys 
in the sale of a seasonable item, something that he cannot 
remember from year to vear. A buyer is bound to have to con- 
tend with many slow items, and under this method they are 
paraded before him each month, and he becomes more cautious 
about new and untried items He is more interested in his 
work and more cheerful, knowing full well that if he goes too 
“long” or too “shert’’ on an item, the record is there to tell the 
story of his judgment. No one is permitted_to stock a new 
item without adding a new sheet to correspond Another 
thing, we find our sales force, on account of coming in physical 
contact with the stock once each month, now know more about 
it and are more interested in it. They are especially keen to 
help us move dead numbers so as to get them out of their way 
and relieve them of the necessity of counting them each month. 


Stock Control at Slight Cost. 
This stock control costs us nothing to operate. We do the 
work with our regular sales force. without the addition of 


clerical help. The only extra pay roll it has cost was the salary 
of a young lady whom we engaged for a month at the end of 
last year to run up our yearly totals for us,'for we wanted this 
work done more accurately than any of us would do it 

With the aid of a computing machine she gave us, on each 
item, the total year’s sale, the average monthly sale, the aver- 
age monthly stock carried, and the turnover. Think of being 
able to see at a glance the actual turnover of each item in your 
stock! It is something we never dreamed of a year or two ago, 
and yet we get it now with very little expense. 

If you are not keeping an accurate record of the movement of 
each item in your stock, you may find that some adaptation of 
our method will pay you well. But don’t be misled into think- 
ing you can get something worth while started without thought, 
hard work, and some initial expense. Once installed, however, 
I believe it will enable you to order more easily. Your buying 
will become far more regular and accurate, your stock will be 
better balanced, and it will undoubtedly cut down your mer- 
chandise investment by ridding the stock of slow and dead 
lines, 

. > . 

The Commercial Furniture Division asked me to make this 
talk and I have had nothing whatever to say about furniture 
It's because I know so little about it. To me, commercial furni- 
ture is much like a golf ball, it has me buffaloed. Selling a 
good bill of furniture reminds me of playing a par 5 hole; you 
never know where you stand until—the last putt in one in- 
stance, and the signed order in the other. 

You know how it is in an important match. You get a rat- 
tling good drive down the center away out front; your com- 
petitor (a nice fellow too) tops his T shot to the rough, and 
you say “too bad!"’ while inwardly chuckling ‘I've got him 
licked on this hole.’ But he pulls one of those miracle shots 
and gets a whale of a ball to where a well hit midiron will see 
him home. Then you lace out a pretty good second, coming to 
rest within easy pitching distance. You're still out ahead; he 
shoots, and by Georgia, he’s just off the edge. You now realize 
you must be careful and pitch dead, your swing is jerky, the 
ball is half topped and rolls into a bunker. You chip it on, but 
not close enough. He rolls up for one putt, and you're out on 
a limb. You de your level best, but miss, and you're one more 
down' It's much the same in trying to guide the prospect's 
hand to the dotted line. You have to be careful all the way 
never counting the fellow out who doesn’t seem to have as good 
a chance as you have “The best club’s don’t win the hole; 
hitting the ball’s the thing!” 

And a commercial furniture stock is just about as hard to 
contro! as that self-same golf ball. We've been shooting out of 
the rough for some time with our stock, but the figures show 
we're in better shape now, though we admit we still have a 
iong way to go and a lot to learn 


Furniture Items Reduced. 

We went into the calendar year 1925 with 613 furniture items; 
at the end of the year we dropped 145, starting 1926 with 468 
Since the first of the vear we have added a few more than have 
been dropped. There are about 500 regular stock items today 
Filing supplies are not carried as furniture items, but safes, 
lockers, and steel shelving are 

Upon closing our books at the end of our fiscal year in 1925 
we found our sales had shown an increase of $26,949.00 over the 
vear ending in 1924, while our inventory showed a decrease of 
$7,638.00 Had we not bettered the 1924 ratio the inventory 
for 1925 would have been $14,538.00 more. 

The turnover for 1924 was 3.67. We were unable to better 


this in 1925 because of having to begin the vear with an in- 
ventory that was too large However, we got 3.37 

When we closed our books in August of this year (1926) our 
scales for the department showed an increase of $71,002.00 over 


the year closing 1925. Our inventory showed an increase of 
only $85.00 Had we not bettered the 1924 ratio the inventors 
would have been $23,941.00 more, while no improvement of the 
1925 ratio would have left us with $15,084.00 more furniture on 


nand 

Our turn for the department for year closing in 1926 was 5.29 
This sounds better than it actually was on account of some 
rather large contracts and because many of Our sales were 
shipped direct from factory to customer As a matter of fact 


we consider our turn of the actual! pieces carried in stock very 
poor Here is the record for the calendar year 1925 


Desks and tables......... 3.72 Lockers, stationery—cab 
ae ere ey inets, et 2.71 
Filing devices ..... cixe ae Bookcases 2.57 


Unelassified . 2.29 


We don't know how to better this record, and we probably 
cannot, for it is a baffling problem But we will “carry on,” 
and if careful ordering and watching of stock will solve the 
problem, it will be solved. 





| 
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Peppy Talk on Selling 


By James P. Ward, Vice President and General Manager, Ship- 
man-Ward Manufacturing Company, Chicago, Ill. 





As your chairman has announced, I have come all the way 
from Chicago to say a few words to you, and I have only one 
favor to ask, and that is that you come all the way from the 
rear to the front so that you will hear my words and so that 
I can see the whites of your eyes. I believe the talk is worth 
close attention, and I would appreciate it if you would all come 
forward 

There is only one thing I have against the National Stationers’ 
Association, and that is since you have organized a good many 
years ago you educated the printing stationers to the value of 
the cost system and we manufacturers can no longer get our 
printed matter below cost. I remember about ten years ago we 
had a catalogue printed which cost us about $5,000, including 
the paper, the cover stock, the engraving and the dies for 
the cover. When we wanted a reprint of the catalogue we sent 
a copy to the same printer and asked for a bid and his bid was 
$7,500 l explained to the salesman: “Why, you are saving on 
the cuts We are using the same cuts We are using the same 
dies for the cover. You do not have the expense of corrections 
The cost should be less than $5,000 instead of $7,500." But he 
said that since he printed that job he learned that he had 
printed it at a loss and in reprinting it he would have to charge 
me $7,500 for the job even though we had the same cuts and the 
same dies, so that you can see the value of the cost system 
to that one printer 

Of course, it makes it hard for us now to “Jew them down" 
because they know exactly what the cost is and what the over- 


head is I rather hesitate to talk to you gentlemen on the 
subject I have I feel like the lawyer who tried to give a 
Jewish client some advice on selling his suits He met the 
client on the street one day and said: “How is business?” 
The Jew said “Business is rotten. There ain't no business 


We send our salesmen out to sell goods and they come back 
without any orders.”’ The lawyer said: “T have a good 
scheme for you I will tell you what to do You send each 
of your dealers an invoice for twelve suits of clothes and ship 
thirteen suits in each package, and when the dealer gets the 
bill he will think the sending of the thirteenth suit was a mis- 
take and he will keep them and pay for the twelve suits.” 
The client thought it was a wonderful idea and adopted it right 
away, and thought he was a fine lawyer and a good business 
man In the course of a month ne met the lawyer again, who 
said “How did it work out?” The Jew said “You may be a 
good lawyer, but you are a heluva business man.’ “Why 
said the lawyer. “‘‘Why? Every one of those dealers sent back 
twelve suits and kept the thirteenth and didn't pay for the 
twelve.”’ (Laughter.) 

I feel the same way in coming to you and trying to give you 
idvice after all of these twenty years that you have been study- 
ing cost systems and overhead. I may be wasting my time 
and yours. I believe one of the big losses in your stores is 
through inefficient salesmen. The gentleman back there who 
manufactures inkwells hit on the subject, and I think it is more 
important than you realize You know we advertise for a 
salesman, we look him over and pick out the best looking fel- 
low, and trust to God that he will make good, and then we 
play with him for three or six months and eventually we let him 
ro 

Costs in Hiring and Firing, 
I believe that every salesman that you hire, train and fire, 
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costs you from $500 to $2,590 in losses, according to the length 
of time you keep him. In the Ford factory at Detroit they have 
figured that every time they train and fire a mechanic there 
is a loss to the company of $1,500, and they figure it in this 
way You hire that man You spend a lot training him He 
makes lots of mistakes, sells a lot of goods below cost, lets 
lots of good customers go away because he does not know 
the goods, loses the sales that a good salesman would have 
made, because that salesman stands in the way of a better 
salesman who will bring in profits through the three, six or nine 
months that you have fooled around with this inefficient sales- 
man Every time you hire a salesman and he proves inefficient 
and you fire him there is a loss of $500 to $2,500 in lost sales and 
blunders and the fact that he stood in the way of a salesman 
who could have produced the goods, and I think every organ 
ization ought to give more thought to selecting men instead of 
employing them in a haphazard way. 

We have worked out a system in our factory, office and re- 
tail stores throughout the country by which we have reduced 
our labor turnover from fifteen per cent a year to three per 
cent You may not agree with our ideas, but I want to tell 
you there is nothing theoretical about it I am not here as a 





lecturer with a lot of wonderful ideas or theories. I just come 
to you as a business man like yourselves to tell you something 
we have worked out in our business that has increased the ef- 
ficiency of our organization thirty-five per cent. 

Before going into this I would like to tell you how we got 
started in this. About ten years ago there was a stationer 
from Little Rock, Ark., Mr. Park, of the Park Stationery & 
Printing Company, who is a member of this organization, who 
came into my office to buy some typewriters. He had his two 
boys with him. After he was through transacting business he 
said: ‘Now, you are going to laugh when you hear what I 
am going to tell you. I brought my two boys all the way from 
Little Rock to Chicago to have them examined by a character 
analyst. Years ago I was drifting and getting nowhere and a 
friend of mine sent me to this same character analyst in Chi- 
eago. He told me what line of business to take up, which I 
did, and I feel I have been successful, but I want my boys 
to get started younger and get started on the right track.” 
The thought occurred to me then that if this man would bring 
his boys all the way from Little Rock, Ark., to Chicago to have 
a character analyst examine them, I should take my boys to 
the same analyst, living right in Chicago. I did so and was 
surprised at the results 

My oldest boy at that time was going to Ann Arbor studying 
mechanical engineering, and when I took them to this character 
analyst he said “Pull that boy out of Ann Arbor. He is not 
of the student type. That boy will never learn from books. 
He is of the type that learns from his hands, learns from see- 
ing things, like a lot of our successful men who never went to 
high school or college but were successful by doing things 
oe seeing things and studying them out in their own minds. 
Your oldest boy is of that type. He is losing time as long as 
he studies books, because he does not like to concentrate on 
those studies Furthermore, he never will be a mechanical en- 
gineer. He is not that type He is of the salesman type. 
Take him into your business. Train him as a salesman, and 
then let him get out for himself."”” That was ten years ago. 
I went over to Ann Arbor and inquired and found out my boy 
was behind in his studies and that he was studying mechan- 
ical engineering just because a chum of his was studying me- 
chanical engineering. I took him out of college and put him 
into my business, and I know that in one year he learned more 
by doing things than he could possibly learn in three years at 
Ann Arbor. Today he is the owner of an automobile agency in 
the city of Chicago, very successful, which is evidenced by the 
fact that he has made me a grandpa twice. 


Character Analyst Shows the Way. 


Then I took my second boy to the same analyst, and he an- 
alyzed him in an entirely different way. He said: “This boy 
is of a student type. Never under any circumstances take this 
boy into business. He will never make a business man. You 
want to train him for a professional career, such as the min- 
istry or the law, If you make the mistake of taking that boy 
into your business, he is going to be a failure, he is going to 
be a square peg in a round hole.”’ That boy at the time was in 
high school. I sent him to Georgetown University in Washing- 
ton He took two prizes in one year for oratory, which never 
happened before in the history of the school. I sent him to 
Hlarvard; he graduated in law two years ago and he took the 
bar examination in Chicago. There were 1,000 who took the 
examination; only 300 passed, and he was one of the 300. 
So that it showed that this character analyst picked him out 
for the right job 

Then I took my third boy and he analyzed him entirely dif- 
ferent. He said “This boy has the best brain of the three. 
This is the business type. This is the boy that you want to 
train to follow in your footsteps. If you want anybody to take 
your place some day, take your third boy. Give him a good 
schooling, a college education, and then a business training.” 
That boy has just entered my business this month. 

Now, you can see how valuable an analysis like that is to 
those boys and how valuable it is to me as a father in getting 
those boys started in life. I think I could not possibly measure 
the value of those analyses and words of advice in dollars and 
cents. And if every business man would analyze his employes 
more carefully, or have somebody do it that knows, he would 
get better employes, and he would be more successful, and 
they would make more money for themselves and more money 
for him. 

Our next step was this I thought if this thing is a good 
thing for my boys, why shouldn’t we study the men in the 
factory, in our offices and our retail stores and see if we find 
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any square pegs in round holes and try to switch them around. 
My business partner and I took up the study of character 
analysis, and as the result of that and switching our employes 
around we increased the efficiency of our organization about 
thirty-five per cent. 

I want to give you just a couple of instances, We had one 
man whom we brought from Cincinnati. He was graduated 
from the Ohio Mechanical Institute as a mechanical engineer. 
We employed him as our assistant superintendent, and he was 
a failure. We tried him in another department and he was a 
failure. We tried him in every department of our business, 
including charge of the shipping room, and he again was a fail- 
ure. But he was a good fellow; we liked him; he was a hard 
worker, and we kept him on from month to month. We finally 
took him to the character analyst, and he analyzed him and 
said: “This man is not a mechanic. He is mechanically in- 
clined. In other words, he understands mechanics, but he 
cannot build. The engineer who is on the train of the Capitol 
Limited knows all about the engine, but he is not able to build 
it. He is mechanically inclined, but you would not call him a 
mechanic. This man whom you employed as a mechanical 
engineer is not a mechanic. Therefore, he could not build or 
show men how to build. Another thing about this man: He 
is a good talker, a good mixer; he is a good story teller. They 
are two qualifications for a salesman. He is mechanically in- 
clined, knows how to talk about your typewriters, although he 
does not know how to build them. He is a good mixer and 
talker. Those are the elements of a salesman. Send this man 
out on the road selling your typewriters and you should get bet- 
ter results’’—and we did. The first month that man sold more 
typewriters than any star salesman we ever tried. He was a 
square peg in a round hole as a superintendent, but a square 
peg in a square hole as a salesman, and he has been going 
good ever since. 

Office Routine Stifled the Salesman. 

We had another man who was a crackerjack salesman whom 
we brought into the office as sales manager, and he was a fail- 
ure. We had him analyzed and found that this man was born 
and raised on a farm in Wisconsin, and lived an out-door, free, 
open life, and as a salesman traveling around from place to 
place in the open air he was a success, but when we brought 
him into the office he was like a bird in a gilded cage, he was 
smothered and inefficient; but when we again put him out on 
the road he was again a success. I could relate numerous in- 
stances of this kind, showing how we rearranged our employees 
and made them more successful. 

There are various methods of sizing up men and I am going 
to talk only about one of them. There is what they call the 
mental test which a great imany large manufacturers try out. 
Then there is the test of dividing them up into temperaments. 
Some men are of the motive type, some of the mental type, and 
some of the vital type. For instance, ex-President Roosevelt 
was of the motive type—up and doing all the time. Mr. Wil- 
son was of the mental type. Taft is of the vital type. An- 
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other way is dividing them into blondes and brunettes. You 
may laugh at this; but it does not exactly mean a man must 
have blonde hair. A man who is considered of the blonde type 
is one with light skin, and blue or grey eyes. A brunette man 
is one with dark eyes, brown or black. They are an entirely 
different type. The great business combination is a blonde 
and brunette. A blonde man who marries a brunette will be 
happier than a man who marries a_ blonde Two blondes 
clash and two brunettes clash. It is like a magnet, A magnet 
has a positive and a negative. I would say the positive is 
the blonde and the negative brunette. Two positives of a mag- 
net will repel, whereas positive and negative will attract It is 
the same way in business life. Two parties who are blonde and 
brunette will get along better than two blondes or two bru- 
nettes, and in married life it is the same way. The brunette 
wife is more docile, more of a clinging vine, more of the stay- 
at-home type, whereas the blonde is up and doing all the time 
wants to be out and going to dances—you all know it because 
I see you smile. You know they have a show in Chicago called 
“Gentlemen Prefer Blondes."" They said the reason was that 
men got more kick from squeezing blondes than black heads 
(Laughter.) 

In our office we have found that blonde girls do better work 
in a job where they can stand up and move around; that a 
blonde is not as good as a typewriter operator if she has to sit 
down ail the time, because she gets restless, whereas the bru- 
nette is of the sitting down type and they are satisfied to be 
sitting down and patiently doing the work which you cannot 
get a blonde to do. So that we put the brunette type at the 
telephone exchange and at clerical work that they can sit down 
to, and put blondes in the mailing department and at type- 
writing work where they have to be getting up, such as on 
bookkeeping machines; otherwise they are very restless and in- 
efficient. 

We have found the same thing to be true with traveling 
men. We have found that a blonde is better than a brunette 
The brunette likes to go to a picture show and sit down, where- 
as the blonde is of the restless type and jumps from town to 
town and sees more customers in a day than the brunette 

We find in the stores that as salesmen the blondes are bet- 
ter than brunettes because they can handle more customers 
Have you ever gone into a quick lunch room where there is a 
crowd of men standing, and there was one waiter handing out 
coffee and rolls and different things, and another one will take 
one at a time? You will find the man who takes one thing 
at a time is a brunette. If the employer knew it, he would 
take biondes and they would wait on twice as many customers 
It is the same way in a store. A blonde salesman will wait 
on two or three customers at one time. He will keep two or 
three interested while he is completing a transaction with one 
of them, whereas the brunette will just take one customer at a 
time and he never looks at the other one, I have taken up a 
lot of your time and I think I had better stop. I thank you 
very much for your kind attention. (Applause.) 


The Yardstick of Profitable Business 


By Mr. Nichols, a Specialist of The National Cash Register 
Company. 


Like Dr. McNair [who preceded him] I have nothing to 
sell. My work is strictly service. We have to study the prob 
lems of different lines, to find out why some are making 
money and some are not, and to furnish that information to 
any one who wants to use it. There is no charge for that, 
and no obligation to buy a cash register. My job is not even 
to sell my own work, except incidentally, but to back up 
the presentation Dr. McNair has made, and to urge you men, 
when the time comes, to get back of his study, and furnish 
the facts honestly, no matter how black the picture is, and 
get your colleagues to do likewise. 

Out of our talk with 250 different lines of the retail trade 
during the last five years, we have come to the conclusion that 
unless there is some kind of yardstick by which merchants 
can measure their business, they are working in the dark. 
We know the jewelers, hardware men and the drug stores and 
some others are in better position than those who have no 
yardstick. 

Further, we are getting into the age of scientific merchan- 
dising. The old rule of thumb by which some of you made 
big profits have gone, and the only way we are going to make 
money in retail stores in the future is to apply modern mer- 
chandising principles, and one of those is to know what is 
going on. Business methods are changing. Mail order sales 
soaring. chain stores cutting in, peddlers coming in, a dozen 
kinds of selling being experimented with, and we must meet 
those new conditions. 


Dr. McNair said the jewelers had the largest expense of 
any business their bureau had studied. But your own organi- 
organization furnishes the figures which put you at the top 
of the list of this string of organizations in operating expenses; 
you are higher than the jeweler. They are 38.3, and you are 
39.6, operating expense on the average. That is an estimate, 
but my experience with estimates is that they are usually too 
low. Those expenses are unjustifiably high from what we have 
learned in contact with retail stationery stores, comparing 
their operations and expenses and productivity with what is 
going on in other stores. Anything you can do to find out 
how they can be lowered will be money in your pocket 

Systematize Your Business. 

Plan your work, plan your budget and plan your expenses, to 
get them down, and when you get your plans, keep within a 
safe percentage of it, on your advertising and other things. 
Your biggest saving can be made in salary expense I have 
listened to hours and hours of justification of the high cost of 
selling in stationery stores, but I am not sold. Dr. McNair 
recommends you study stock-turns in your stores. Tobacco 
chains stock-turns fifty a year, stationery stores two-thirds 
of the way down the list with three turns a year, according 
to your estimates, better than the jeweler and the shoeman 
and the furniture stores, but compared with what is being 
done in other kinds of stores you are turning your stock only 
half as fast as you should, and so are making less money. 
In grocery stores, they turn forty times, and individual stores 
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ten times a year. You talk to the individual grocer, and he article across the counter to the final consumer, and that sales- 
says the chain has an advantage because of great buying person is the weakest link in the whole chain, and is damning 
power. That is true where the independent is not buying in the flow of merchandise and prosperity. 

a group, as many are. But the store that moves its stock four Better Paid Clerks Sold More. 

times as fast can take one-fourth the profit, and therefore 
undersell and get all the trade advantages that go with 
lower price. There is some advantage in your mark-up if 
you speed your stock up faster. 

Set quota for the store as a whole, for each department in 
it, and for each sales person in the store, and fix those quotas, 
not only by years or months, but work them down to weeks 
and days. Half of the knowing in this work of merchandising 
is knowing in time to do something about it, and a week is 
frequently too late to meet your competition. 
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The Retail Hardware Association has just completed a sur- 
vey of operating expenses and other factors in their business, 
and they have found that all the concerns they reported on 
last year whose selling payroll exceeded half of their expense, 
lost money, regardless of size or volume or any other factor; 
wherever the payroll was less than haif the total expense, 
they made a little, and those who had the smallest payroll, 
with high average sales per salesperson were the ones that 
put. the most money in the bank they could call their own. 
; ‘ : ‘ How much should you be able to sell per salesperson in your 

Out of the actual experience of a store in California, $40,000 business? Here is a chain store, with 111. They sold $67.000 
volum: $27,000 spent for the goods, thirty-two per cent mar- per salesperson, around 15.92 on the average, or a cost of 
gin, turned 2.1, expense $11,100 or twenty-seven per cent; 10.5 for selling. The management said, “If we are going to 
they made $2,100 That is better than most men in this busi- make any more money, we must cut the selling cost. Let 
ness, 5.2 on your volume. That merchant was fairly well us employ a higher type of salespeople, and pay them more.” 
satisfied until a C. P. A. walked in and sold him on finding They discharged the incompetent, worked with eight less sales- 
out whether he was getting all the business was paying him. people than before, increased the average earning to 19.29, 
They showed him four departments. One with $25,000 of sales and cut the salary cost two per cent, which increased their net 
made $2,167, or $60 more than the store as a whole, percentage profit. On top of that, achieving the goal, they discovered to 


against 5.2. Something was w : ‘partme to. 2 ‘ , bs 
8.4 against 2. —~ thing was pty De partment No. 2 their surprise $26,000 had been sold by eight fewer but better, 
¢ oO e ade $3 ‘par nt 3, $392 z its stock 
$4,000 volume, —_— Sa Ae. Departme rhe » ove, CUMING its stock more alert and keenly interested salespeople. 
only two-tenths of one time, made $57, because of high margin I would like to challenge your organization and every man 


and low cost. What will happen next year and the next year 
and the next year and the fourth year, because he has four 
years’ stock on his shelves? The merchant got $2,108, becaus« 


of you here, and ask you to carry it across this continent, that 
you who are selling systems and equipment that make systems 
work, set the standard for your customers by putting system 
to work in your own business! You have about as little as 
anybody can get along with. I go into your stores and ask 


Department No. 4 is bad, his pet department, which he was 
pushing, representing one-fourth of the total volume lost him 


$430, canceling the profit on two of the other departments, and for this and that, and then watch you hunt for it. I went 
some on the third This has been our experience. We an- to buy index cards the other day, and the man looked in the 
swered questions from over four thousand merchants last year, same drawer eight times; he opened everything but the kind 
and in nine-tenths of the cases, where they didn’t have depart- I wanted, and he finally went to the basement and got it, 
mentizing information they were pushing some on which and it took me twenty minutes to buy a hundred index sheets. 
they were losing and didn't know it. (Laughter.) Why not put yourselves in order, so you can 
You should know what you are making on pencils and erasers say to any customer, “Come down and let me show you what 
and office furniture and printing and engraving, and until you we have.” Then he will want it. 
do know it you will not be in a position to determine the gold Facts and figures are to business what the X-ray is to the 
mines in your business doctor. There is something wrong with the stationery business. 
A man in Chicago who has studied the subject for twenty You are not making the money you should. If you had some- 
years, says the most effective way is to do as Dr. MeNair thing wrong with your leg, and couldn't stand right, you would 
says, increase the sales per salesperson Do vou know how go to a doctor, and pay whatever the price was to have an 
much your salespeople should sell? Do you know what it X-ray made. That is what this survey will do. It will be 
should cost you to sell it? Don’t tell me you have to have all an X-ray for your business, to find out whether your business 
these high priced, specially trained salespeople to sell filing lines up right or not, and it will show you what to correct, 


systems, but who are actually selling carbon paper. There is and if you go the whole way they will help you individually 
that needs adjustment, and when adjusted put your whole business in line. If there is anything we can 
money do, as an association or individually, call on us and we will 


something wrong 
you will reduce your cost of selling and make more 
Everything you do waits on the salesperson who hands the do it, . 


Sales Meeting Program 


By Carl Schutz, of The Browne-Morse Company, 
Muskegon, Mich. 


It is rather a disadvantage, after a discussion of Mr. Pierce’s Representing a manufacturer of steel equipment, I hope the 
subject, to bring you back to something of more or less in- committee you have provided for today will be unlike any other 
tangible nature, something that has to do with the conduct of committee I have been associated with, that it will actually get 

your business, something as unimportant as trying to get down to business, because we as manufacturers would rather 
salesmen t sell on a basis of quality rather than price get this problem settled than you as dealers would. It is more 

In my estimation, whether the price be high or low, the most important to us and more instrumental in the making or break- 
important thing in retail management, whether it is office fur ing of our future than yours If that committee will function 

niture, household furniture or the grocery industry, is selling properly, and will teach us as manufacturers and you as dealers 
I hate to be put in the position of trying to buy something that our problems and our futures are wrapped up in the 
; from an unintelligent sales person, because I know he is losing identical paper, if out of this committee will come a Moses 
a lot of money for his employer. You can only have intelligent who will lead both you dealers and us manufacturers out of 
elling and intelligent sales people if you train them Mr this situation that is bothering the entire industry, and that 
Netzhammer has given us outlines for sales meeting programs causes Mr. Pierce, of Hartford, to say there are few manu- 


that are far better than any which I could give you, since he facturers of office furniture that are making money, it will be 


‘ has had practical experience in that line in his store that has a great triumph That thing is a lack of confidence in each 
L been so successful No o1 has been more successful, and his other, and, secondly, lack of use of this little bit of machinery 
prograt therefore are very likely to be good that is stuffed in the last three inches of your body. There is 
ae less real constructive thought wasted in this industry than in 
There is too much tendency today to sell on price { do not 
f want that statement misunderstood. There is too much ten- any other, and that is the reason this industry is the pigmy of 
% oy ; ; ; { industries 
d dency to talk price first and quality second rather than to re- ull industri 
4 verse that Whether your prices are high or low doesn’t make Common Sense Is Needed. 
‘ much difference If you are selling a desk at $55.00 and Johr There is too much discussion and too little common sense, in 
5 Smith across the street is selling it at $55.00, you have got to the main I will challenge any man on the floor to name five 
’ sell. Intelligent selling is decidedly more important than the manufacturers that do not sell direct, and as soon as he names 
5 price proposition You cannot sell a $55.00 desk at $60.00 a those five manufacturers I will show you the five smallest 
‘ long as the buyer can buy it at $55.00, for he is nobody's fool manufacturers in the business That is the answer from our 
But if there are two, three, or four selling it at $55.00, you have side We are one of the five The whole thing means this: you 
2. Bot t ell must prepare your own salesmen by continuous everyday edu- 
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cation. You must put the salesman in a position to sell in- 
telligently. If a man comes to sell me a steel desk, he must 
tell me why steel rather than wood; or why I should buy this 
steel desk instead of that, because I am mechanically inclined 
and so are you, and so are all of us. There isn’t a man here 
that hasn't taken a watch or a radio or a vacuum cleaner 
apart, and then had to go and buy a new (Laughter.) 
Your salesman must show me, because I am a mechanical 
genius; he must show me why the money should go from my 
pocket into his. And he must show it as thoroughly as the 
outsider thinks he knows 


one. 


Then the salesman must be drilled in ethical selling. I do not 
mean that he cannot hammer his competitor if he has a good 
opportunity. But he must be thoroughly, completely, absolutely, 
almost a fanatic on the subject of honesty, first with himself, 
second with his firm, third with his product, and, more im- 
portant than all the rest, with his customer. It has been 
happily said, “To thine own self be true, and it will follow, as 
the day follows the night, that you cannot be false to any 
man”; and if you cannot be false to any man, you or your 
sales force or your manufacturer, you are all right. 


If you can train your salesman in the principles of honesty, of 





cleanliness of mind, of versatility of mind, you will have no 
selling problem Your price competition will fail, because you 
are selling a man something and not giving it to him If y 

can show that your article has a dollar for dollar in it, you will 
sell it. But you cannot do it unless you know you are honest 
You can tell whether a man is sincere and enthusiastic, and 
can tell when that enthusiasm is born of love rather than the 
hope of a raise in wages. If a 
same intensity that I love my little boy, or as every on 
has loved his first born child, that man will get himself across 
so firmly and completely and thoroughly 
never doubt his honesty or his price. 


man loves his work with the 


of us 


that his prospect will 
Until we are 
ourselves we cannot be honest with any one else; that means 
salesmen, manufacturers and all of us. If you can get your 
men to think every single minute of every single day, const! 

forget all 
because they will build confidence in the minds of the peopl 


honest with 
tively and honestly and cleanly, you can worrying 


with whom they are doing business, and your price 
will cease to exist to a great extent. 


competition 
As for the manufacturer 
we err in many ways, but are trying to get right. I plead with 
you to co-operate with us honestly, and we will come out of 


the problem first rate. (Applause.) 


Review of Recent Progress 


By Herman Price, Manager Pencil 


Department, Joseph Dixon 


Crucible Company, Jersey City, N. J. 


I know that teamwork between the manufacturer and the 
dealer is the first principle in modern merchandising, and espe- 
cially of standardized trade-mark and 
products. The reward is a steady 


and sale of many 


nationally advertised 
increase in the consumption 
lines of merchandise which go to make up 
our sales total. But there is even a greater reward and benefit, 
and that is the benefit to the public in general. That is visible 
all about us in every home, the radio, the washing machine, the 
vacuum cleaner, and now the refrigerator. And all 
these wonderful conveniences our families enjoy not entirely 
because of the genius of the inventor. If it were only the 
genius of the inventor that was playing its part, only a few 
could enjoy these facilities, but by reason of this tremendous 
jump which has taken place in recent years in modern 
merchandising, practically all of the people of the country are 
able to enjoy these wonderful things. As the result of tre- 
mendous advertising campaigns, for which America is noted, 
coupled with the teamwork on the part of the distributors, we 
are playing on the minds of the public all the time, suggesting 
them. Buy this automobile, and this refrigerator, and the 
result is the desire which is very keenly instilled in our minds 
and in the minds of our families, and by the time we are 
through we find that by cash or 
bought these things. 


electric 


the instalment plan we have 


What does that mean? It means that in this country we are 
all working hard to get money enough to buy these things, and 
xive our families these conveniences and comforts, and that 
is the thing which is the and foundation of the tre- 
mendous progress of industry in this wonderful country of ours. 

In the matter of co-operation under the conditions that have 
prevailed, there have been times when we have been dissatis- 
fied and have been irritated and somewhat impatient, but one 
of the most wholesome aspects of the situation has been that we 
have not been entirely dissatisfied with the other fellow, but 
have been dissatisfied with ourselves 


basis 


Demand for Co-operation. 

There has developed the feeling on the part of many dealers 
that they do not get the prceper co-operation from the manufac- 
turer, and that the manufacturer does not extend to them the 
sympathy they should have in the difficulties they experience. 
The manufacturer in some cases feels the dealer hasn't given 
him adequate co-operation, hasn't appreciated the difficulties of 
his position, both from the legal and competitive standpoint 

It may not be a waste of time for us to look back briefly 
on this six-year period just passed. During the war and during 
the post-war period during 1919 and 1920, there was a tre- 
mendous expansion, both in production capacity of industry 
and distributive capacity of trade, not only an expansion in 
existing units, but an increase in the number of them. Then 
what do we find? When American industry is losing a great 
deal of business it enjoyed for a time as the result of the help- 
less condition of European industry, and we have gotten over 
this speculative buying, we find we have a great deal more in 
facilities, organization and in everything than we can 
use at all, let alone use profitably. And what under these con- 
ditions can you expect? 


else 


It is estimated today, even made in the 


with the progress 


last six years, that industrv generally has a productive capacity 

cent greater than its present markets As t 
surplus of distributing capacity, either i: 
individual units or in the number of distributors, you gentleme: 
know better than I do. But with this situation 
us, what has happened? Only what must happen 
immutable law of supply and demand. Much as we are all 
hoping for Government licenses and fixed sale prices, I doubt 
whether any Government 
The business people in 


twenty-five pet! 
whether there is any 


confronting 
under this 


regulations could have made things 


easy for any of us. England have a 
right to fix resale prices, but they have had a very difficult time 
in the last six years. 

We have all been striving for more 


to use the organization, the buildings and the equipment we 


business. We are trying 


had, hoping we could get our overhead unit of cost down, and 
in that way One man would 
Start on a 


make more profit than otherwise. 
price-cutting proposition, which was soon followed 
by some one else, and we did not succeed in getting the vol 
ume of business anticipated and aimed at, and we found ou 
profits seriously affected in many 
confronted with the question of insufficient profits. 


cases, and we aré now 
The Ameri 
can business mind during this period has done harder thinking 
and more constructive work 
length in previous 


than in any other period to six 


times the times 
Experiments in Merchandising. 
And kinds of mer 
chandising experiments. 
chandise through the jobbers would start the policy of 
direct to retailers Another who had the policy of selling t 
the retailer, in the hope of 
and still holding approximately the volume, 

around and started to sell through the jobbers. Many 
ments were tried. As far as the jobbers were concerned, many 
of them who had been in the habit of selling both 
and special brends, adopted the policy of selling only standard 
goods. Other jobbers adopted the 
merchandise as far as they could 
not only by jobbers, but by dealers, and the have 


business people began to indulge in all 
One manufacturer who sold his met 
selling 
reducing his operating expenses 
same switched 

experi 


standard 


policy of selling special brand 
Those experiments have 
been made 
crept into the stationery trade with these other things 

It is not my purpose to attempt to do any moralizing on the 
results of these experiments thus far either in the 
trade or outside of it Those of you who have 
observed 


stationery) 
studied those 


hl 


questions and things in a general way will agree 
with me in this, it has been found that a policy good for one 
does not mean that it 
that it has been found a policy good for one line 
of merchandise within a given line of 


it is necessarily good for another line of merchandise withir 


line of trade necessarily is good for 


another line; 
trades does not mean 


that same trade. Speaking for our company we have m 
quarrel or complaint of any kind as to any of these experi- 
ments or policies. We naturally expect that every merchant 
the same as every manufacturer, will try to work out his 


own salvation in his own best way I do not believe we have 
ever had better co-operation from the trade generally than we 
have today. 

There is one fundamental fact we should all keep clearly i: 
mind in connection with any change we might consider making 
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in the policies of conducting our business. That is that after men, the most sedate and dignified and wealthy and influential 
all the manufacturer and dealer have at least one perfect unity men in the community, smoke cigarettes. It igs simply the 
of interest, and that is we are after just as large a percentage result of this tremendous and wonderful advertising of cigar- 
of the total spending power of the public, whether the general ettes, and also because of the wonderful distribution that the 
public or the business public, as we can get. We should keep manufacturers have been able to secure. In a village of 


that in mind all the time fifty people they can be conveniently bought, just as in New 
[ am very much impressed with some of the enormous mer- York or Washington. 


chandising developments of recent times. As to the automobile, : P 
Decrease in Demand for Old Favorites. 


Contrast with the cigarette the cigar, the thing we used to 
think the only fit thing to smoke. It has lacked in development 


t has been calculated that twenty per cent of the total income 
of the nation goes into the purchase, maintenance and opera- 


ion of automobiles, perhaps nearly as much as in housing 


or shelter How does that come about? Let us keep in mind because of insufficient advertising and because of insufficient 
that the more money the public spends for automobiles, radios distribution The public is spending money for cigarettes 
and other such things, the less it will have left to spend for instead of money for cigars. There has been insufficient distri- 


bution of the nationally advertised brands of cigars. There 


stationery, food and clothing, and all the other necessary things 
hasn’t been the proper advertising or the proper teamwork 


of life 

How does this enormous development of the automobile come in distribution 
about? It has come about through one of the most wonderful Now perhaps I have taken you a little far afleld, so let us 
merchandising efforts ever mad Many millions of dollars come back to our own field of stationery. Look at the enor- 
are being spent each year in advertising automobiles. There mous development of the fountain pen. Advertising has done 


that, but advertising could not have done it without proper 


is that constant tug at our minds and hearts to buy this car 
co-operation from dealers in the form of display and inteligent 


or that car, a Buick here or an Essex there I could not refer 


to any cheaper car in the presence of this body of stationers salesmanship Or go to something more stable or common- 
(Laughter. ) But advertising alone did not do the job. We place Let us take pencils. We have a representative in Lon- 
have had to have these beautiful display rooms all over the don. When he comes here, Mr. Sloan marvels at the various 
country, and these fine intelligent salesmen in those show uses made of lead pencils and at the consumption of lead 


pencils in this country. He cannot comprehend it. What is 
the cause of this great consumption of pencils in this country? 
Over one-third of the total production of lead pencils in the 
world is used in the United States, and yet we have only a 
small fraction of the total population of the world. Why don’t 
the schools continue to use slates and slate pencils as they 
did years ago? What was it that planted the idea in our 


rooms, so that we have this point of contact on these automo- 
biles right near home It is only by the agents doing their 
part that the advertising has had its result 

Look at the enormous increase in the sale of cigarettes 
Only a few years ago we looked with disdain upon a cigarette 
and we felt they were only intended for upstarts with no brains 
and that under the circumstances the cigarettes couldn’t do 


much harm anyway; but today all manners and conditions of (Continued on Page 266.) 


Lines Carried and Finance 


By Ed Pierce, of Pierce, Inc., Hartford, Conn., 
Before the Commercial Furniture Division. 


The organization and development of a successful commercial and you will find reputable manufacturers seeking you. 
urniture business requires more thought and planning than A manufacturer making a complete line very naturally pro- 


lines of business Today it occupies a most unenviable vides the most satisfactory source of supply, for it is possible 
to build a profitable business on this basis. It will enable you 
to standardize the lines you are carrying and cut your inven- 


many 
position, for it is the exception rather than the rule to find a 
dealer in office furniture who is conducting a profitable busi- 


ness. It is, therefore in undisputable fact that more thought tory. 
must be given to the selection of merchandise and the financial Frequently, the commercial furniture dealer has found his 
structure for a successful commercial furniture business business headed for the rocks just because the lines he has 


earried have not been standardized and before he has realized 
it, his inventory has passed the bounds of safety. In every 
community will be found a dealer who is susceptible to offers 


hasing power of your prospective customers Consider com- : 
petition and learn its weaknesses; important discoveries will of exclusive selling arrangements and he soon finds his stock 
Oo s ( ae its Peak ss ; ) ar ies y 


In my opinion it is of first importance that a careful survey 
be made of your market Analyze carefully the potential pur- 


overbalanced with slow moving merchandise. 


be made that may mean the difference between red and black . 
The success of any office furniture business is not founded on 


figures Don't fail to consider carefully the business that is : 

placed in other markets; you may find the key to a profitable the number of lines carried but rather on the selection of the 
busine from an analysis of this condition lines and the merchandizing methods employed. 

Once you have established a connection with a manufacturer 

Selection of Lines. nake it an unwritten law to be loyal. My interpretation of 

The selection of lines of merchandise to be carried is one of loyalty to the manufacturer requires the establishment of com- 

tal importance to the commercial furniture dealer He must plete confidence between both parties. temember the manu- 

ar in mind at all times that he is building a business and that facturer is worthy of your trust at least until he has proved 

( to change lines once he has established them himself to the contrary Discuss your plans with him; he may 

It j therefore, of first consideration that he take great care be able to offer valuable suggestions. To a greater or less 

the selection of the manufacturers whose products he wishe degree his success is dependent on yours. Having agreed to 

o carry. The financial responsibility and integrity of the man- represent a manufacturer exclusively for a certain line, be fair 

ifacturer must take first place in making your plans, for, in one and don’t become obsessed that the other fellow’s line must be 

nse of the word, ye are forming a partnership with hin handled just because you lose a sale or two. It is possible, of 

Natura you would not want to build a business on a product course, that exceptions will arise; if they do discuss them with 

ly to find that overnight your source of supply is gone the manufacturer and you will find him ready and willing to 


Make a complete study of the different lines of merchandise assist you. 

offered, then endeavor to select the line that has an established Financial Structure, 

tional reputation. In case you discover that the line you wish The financial structure of your business must be sound and 

t arry not available, be very careful in making your second elastic. Whether you have an established business or are just 
oiceE It is possible that temporarily it might be best to omit entering the commercial furniture field makes little difference, 

this particular line of merchandise from your program, for in except that in the latter case you may be able to profit by the 

you have built wisely you will find the lines you other fellow’s mistakes 

mose desire will become available. From personal experience I consider capital, banking connection, low overhead and net 


t may be of interest to relate that we were able to establish profit the most important essentials in the financial structure of 


na 


a chair business amounting to over three thousand pieces be- the commercial furniture business. 
it capital is highly desirable in any business. 


fore we were able to secure the desk connection we felt was To have suffi 


lesirable In other words, prove your worth as a distributor (Continued on Page 257.) 
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Business Methods Under Microscope 





By Maicom P. McNair, Assistant Director of the Harvard 
Bureau of Business Research. 





Since the establishment of the Harvard Bureau of Business 
Research in 1911, we have had contact with many merchants 
in a number of different trades, some of whom have been suc- 
cessful and some not so successful. During that time we have 
had opportunity to find out what some of the retailers have 
on their minds. In fact every time a retailer in any one of 
these trades has anything on his chest, it seems, he writes a 
letter to us. I will read one or two letters received in recent 
years by the bureau. The first is from a merchant running a 
general store in a Middle Western state. 


“Dear Sirs: I am glad to hear from you. I am disgusted 
and almost busted. I have been getting poorer and poorer for 
the last five years. Two years ago my profits were $750. Last 
year I only made $380. I borrowed on my life insurance, and 
on two notes, and it is all gone, like sand down a rat hole, 
and I am as poor as ever. I can't see where it all goes. I 
don’t know anything about bookkeeping. Can you tell me 
what I should try to know about my business, and what books 
to keep?" 

Here is another from a retail grocer: 

“Dear Sirs: In reply to yours under date of March 23, 1923, 
I will say that I was not in the retail grocery business in 1922, 
thank God. 1 was in the business for thirty years, and I just 
found a much easier way to the poorhouse than running a 
grocery store, and be called a profiteer, when a man works 
twenty hours a day for three square meals and a bed to sleep 
in.”’ 

And here is one from a retail jeweler: 

“Dear Sirs: It took me twenty years to find out that a man 
was a d—n fool to run an exclusively jewelry business in a 
small town, grinding his d—n head off trying to explain to 
other d—n fools why Ingersoll watches don't run.” (Laughter.) 
“I learned also that the rich man’s dollar isn’t worth from ten 
to twenty per cent as much as the poor man’s, as the rich 
man expects more for it, and always keeps you waiting for 
your money In fact I have some of them on my books yet, 
and some of those hope to meet in Hell long 
enough to stuff their pants full of asbestos shoe leather." 
(Laughter.) 


accountees I 


have been collecting the costs of 
published a number of bulletins, as 
you know, giving average figures. Some representative figures 
for recent years are on this little pamphlet. You may find 
comparisons there that will be interesting. We have secured 
figures for several years on the retail jewelry trade. These 
illustrate one or two points I think are interesting for you to 
consider. Of the consumer's dollar, 62% cents is cost of mer- 
chandise sold. Expense 38.3, net profit a little over two per 
cent? These figures are for 1924, based on 254 retail jewelry 
stores. 


In these years that we 
doing business we have 


Knowledge of Business Costs Is Vital. 


The successful merchant in our experience is the man who, 
first of all, knows his cost of doing business, and knows it in 
detail and frequently, who doesn’t have to wait until the end 
of the year to know where he is. He doesn’t have his expenses 
in one lump sum, but has his figures in detail so that he can 
see where the leaks are. If the expense is higher in any one 
place, he attacks it there and cuts it down. He uses these 
figures in controlling his expense, in making comparisons with 
his own business for previous years or with any other figures 
available. Also a check-up on his profit, to see whether his 
mark-up is proper in connection with his cost of doing business. 
A retail store must check up periodically on the mark-up, 
check it with the cost of doing business, and see where you are 
coming out from the profit standpoint. 

Second, the successful merchant watches his rate of stock- 
turn. The definition of stock-turn is the shortest distance be- 
tween two noises. The first noise is the bump of the goods 
as they land on your receiving room platform or floor, and the 
second noise is the clink of the cash register. The shorter you 
can cut down the time between these noises, the better. Many 
have difficulty figuring the stock-turn. We asked one small 
merchant what his stock-turn was, and he didn't know what 
we meant, and the inquirer finally pointed to a can of beans 
standing on his shelf and asked him how often he turned it 
over. He dusted it off and turned it over. He dusted it off and 
turned it upside down, and said, ‘“‘We turn it over and dust 
it off twice a year. This is a nice store. But if you came all 


the way down from Cambridge to find that out, you're a fool.” 
Nowadays we don't have so much difficulty with people not 
but many do not 


knowing what stock-turn is, figure it right. 


Take a merchant doing $100,000 a year, his average inventory 
is $20,000. How many times does he turn his stock? Some 
say five times. That is not right, because he has the element 
of mark-up in there. Suppose that is forty per cent, the cost 
of the merchandise sold, $60,000 and the retail price $100,000. 
On that basis he turns it three times, the cost of the merchan- 
dise sold.divided by average inventory cost. 

In the retail jewelry business 
their stock 


Now why should you watch it? 
in 1924 there were a group of stores that turned 
less than eight-tenths of one per cent. That is pretty low, but 
their average is less than one per cent a year. They have a 
very low rate of stock-turn, just as their operating expenses 
are about the highest. Their net profit was one-half of one 


per cent. Others turned their stock between .8 and 1.1, and 
they made almost twice as much, made about .9 per cent. 
Another group turned it from 1.1 to 2 times, and they made 


six times as much net profit in percentage of sales as the first 
group. That is an illustration of the sort of thing we have 
discovered every time we made a test of that sort. You can- 
not always trace a definite connection on this situation; you 
cannot always say such and such items of expense were af- 


fected, but you cannot dispute the fact that every time you 


make a test of this sort, and check up the reports of firms 
with high stock-turns, you get the situation I mention The 
merchant must know his rate of stock-turn periodically, once a 


month or every quarter perhaps. It means keeping his stock 
turning over just as rapidly as is consistent with maintaining 
adequate stocks to meet his sales. 


Scrutinize Methods of Other Merchants. 
Another thing the successful merchant 
proud to learn from the other fellow. He is not always saying 
‘“‘My business is different.’’ There is a group of dealers whose 
methods are worthy of study by the other fellow We sep- 
arated the 254 retail jewelers into three groups Out of that 
number there were 120 that showed a year, a 
pretty high percentage. Their expense was particularly high, 
forty-three per cent of sales; their margin only 37.2, so they 
showed a 6.1 per cent loss. The next group of fifty-two were 
somewhat better. They were less than five per cent on profit, 
but at least made some profit. But there were eighty-two 
jewelers out of the 254 who made on an average a ten per 
cent profit in 1924, and that group is worth studying Ex- 
pense thirty-two per cent, margin 42.5, profit 10.4. Remember 
that is on and not on investment. On investment it 
would be still better. They have found out how to hold down 
their expenses. They have gotten back to about where they 
were before the war. At the same time they kept their margin 
up about forty. Their methods of merchandising are worth 
scrutinizing. The competent merchant does not want to govern 
himself by the averages. 


does, he is not too 


loss for the 


Saies, 


My third main point is that the successful merchant studies 
what the other fellow is doing, and isn’t too proud to learn. 

The successful merchant departmentizes his business. There 
are four steps in that. The first one almost any store takes, 
the physical segregation and layout of merchandise Second 
he departmentizes in merchandise figures, sales, purchase and 
inventory. Third, putting a manager in with responsibility for 
executive control over that department. Fourth, he depart- 
mentizes the expense figures. Not all steps are essential. Per- 
haps most could go to the extent of departmentizing mere mer- 
chandise figures only. But merchants should take the 
other steps. Many should departmentize their expense. 

The successful merchant keeps his eye on sales per employee 
and per sales person. Sales per employee are not the same as 
saies per salesman. It takes the total and divides by number 
of employees. See which salesmen are producing, and also your 
sales per employee, to see how efficient your business is in use 
The department store makes the worst showing 
$8,400 in the 


some 


of man power. 
They only show $7,500 per employee as against 


jewelry trade, $11,000 in the shoe trade, and $12,000 in the 
retail grocery trade. 
The successful merchant has a system of merchandise or 


stock control. That may consist of a perpetual inventory or 
some system of frequent physical inventory, but the 
merchant is running along lines of stock control so that he 
knows where he is as to stock frequently, without waiting for 
the semi-annual inventory. He ion to his 
business. Mr. Hoover has said a lot about that \ few years 
ago a big shoe manufacturer in Massachusetts, who made 2,500 
different styles, woke up one morning and found 


>= 


(Continued on Page 257.) 
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Selling Management 


By C. A. Netzhammer, Northwestern Furniture Company, 


Milwaukee, Wis., 


before Commercial 


Furniture Division. 


When all is said and done, our stocks must be sold at a 
profit, naturally—that’s the object. 

Every year, literally millions of words are forcefully deliv- 
ered by the big bosses—in conference and at conventions—on 
why and how “Their’’ product can and must be sold. Every 
day hundreds and thousands of cleverly written bulletins, 
house organs and letters tell the sales force—the jobber—the 
dealer—why “Their’’ product should sell and how to go about 
selling it. 

It would be pretty safe to say that the Big question in the 
great majority of concerns is selling 

How can we sell “Our” Lines? 

How can we sell More Lines? 

How can we build Sales? 

Advertise says the advertising man—advertise in newspa- 
pers, street cars, and direct by mail. 

Organize for sales—says the sales manager—train men to 
sell your line—show them how to make sales—make market 
researches—work intensively. 

Whatever the method—selling the product is the thing 

Turning the pages of a recent magazine, scanning them idly, 
my attention was arrested by a cartoon much on the order of 
Rodin'’s “Thinker.” This particular thinker looked more like 
] 


an idler and was enveloped in a maze of cobwebs. Under the 


figure was the startling phrase: 

“Tomorrow today will be yesterday 

It has been said that the most forceful author, preacher, 
teacher, or writer is not the one who can bring to our minds 
facts, startling in their newness, but who can present old 
truths, those which we all know. in a new way 

The road to lower prices lies in lower selling costs. Busi- 
ness is attacking the problem with the same energy that it 
attacked the problem of high manufacturing costs. All over 
the country sales organizations are being rebuilt. new methods 
installed, new standard set In Denver a jobbing concern 
has taken its salesmen off the street and told them to use the 
telephone instead Sales were doubled in less than two years 
and seliing costs cut in half. In Chicago an office appliance 
concern has cut its sales teritories in half, and doubled the siz« 
f its sales force Another slash in selling costs A typewriter 


manufacturer in New York found that by paying his salesmen 


ive cents for every call, in addition to a commission on sales, 


that he was able to sell more for less And so it goes, all down 
the line, in every field of business activity, in every city and 
in every town The makeshift sales policies, in every city 
and in every town The makeshift sales policies, the do-as- 
you-please salesmanship, the rule-of-thumb sales manages 


ment—all earmarks of the war period are rapidly making way 
for better, more efficient methods We are entering into a new 
era in sales management—an era in which only the fittest will 
survive 


The ‘Stolen’? Salesman. 


Recently a salesman working for a good-sized Eastern dealer 
Was getting credit for many nice, profitable orders His su- 
periors were liberal in their policies and wanted to encourage 
him in every way 

A competition house went after him and thought it was get- 
ting a real prize His former employers had given him credit 


for the business he wrote, thought they knew in nearly every 
case the more important orders had been talked over with them 
in sales meetings and conferences, and that the suggestions 
there made, the ‘‘underground wires they pulled,” directed his 


In his new position he was the ‘‘whole works.” Here there 


were no “get-together exchange ideas'’ meetings, no adver- 


tising to back up his work, no one with whom to talk over 
his problems, no sal helps He was the “‘whole works.’ He 
backed him own judgment with his company’s time and money 

It wasn't long before he had a feeling of disappointment 
Then he had it brought forcibly to him that h efforts hadn't 
really gotten results which the same efforts obtained in the 
former rn tion 

Then he began to realize that, in the first place, this new 
position was not he had thought it, for it was a hou 
that |} la pretty hard row to hoe It was not the leader in 
the fi he had been trained with and by the leading hou 
His new company w i second rater in the field and on that 
sccount, Was greatly handicapped and required to work harder 
for the |} I got Representing the leading house in a 


field and having to take business away from second or third- 
rate houses is quite a different matter from representing a 
second or third-rate house and having to take business away 
from the leader in the industry. 


This is not an unusual occurrence. There are hundreds of 
similar cases each vear, cases of “stolen salesmen’’—men en- 
ticed away by offers of better positions. 

It illustrates the fallacy of trying to get something for noth- 
ing, for even if you steal a man, you can't steal the thing which 
made him successful 

How Can We Get Good Salesmen? 


Recently the sales manager for a large middle west stove 
manufacturing concern said: 


“We have used the wanted columns and a display ad run 
in other sections of the newspapers, furniture journals, and 
other journals, using this enclosed copy of ad; and yet out 
of hundreds of replies we do not get in touch with men who 
are an outstanding success as salesmen. A want ad will bring 
over 200 replies, out of which there will be a few fair salesmen, 
a lot of chaff, and no men who have a proven record of suc- 
cessful selling behind them 


‘How can we find men who are real producers, who can 
establish new accounts, develop them, and hold them?” 

It is assumed that there is a supply of ‘‘Real Producers who 
‘an established new accounts, develop them, and hold them’’— 
a supply which need only be tapped to result in securing the 
man sought for 


“Where can I procure good salesmen?” is heard on every 
hand 

Efficient salesmen can be procured in one way only: 

l Proper selection of good raw material, 

2. Training and developing that material. 

Three factors should be looked for in salesmen: 

] Attractiveness in appearance and manner. 

2. Ability to talk convincingly on subjects upon which he is 
informed 

The power to persuade others to believe him, accept his 
viewpoints, agree with his propositions, follow his recommen- 
dations, and act as he suggests. 

Our sales organization is built up of men without previous 
experience in furniture selling, but experience in sales work; 
as we prefer to train these men with our own method which 
makes the mental field more fertile for planting the proper 
seeds of loyalty and enthusiasm. Then you can build a spirit 
of loyalty and co-operation that cannot be done if you try to 
get the so-called experienced furniture salesmen away from 
competitors, for these men usually remind you that they did 
things differently when they were with the other house. 

Application Blanks. 

The use of application blanks saves much time and gives 
you at a glance much of the information you seek. We do 
not necessarily use college men, but our best salesmen are 
men with at least a high school education. In selecting men 
for this field, there are several personal history items that wih 
help you decide on the best men, such as: Age; number of 
dependents; marital state; schooling; experience since leaving 
school; previous selling experience; membership in organiza- 
tions; officership in organizations; home investments; life in- 
surance carried if you will study and analyze the replies, it 
should help you in hiring the proper men who will be most 
likely to stay with you if given the proper co-operation and 
training 

Train men to sell at a profit 

(1) Salespeople should be so generally informed as to act 
in an advisory capacity to customers 

(2) Do not permit salespeople to insist upon customers pur- 
chasing merchandise Regard overinsistence in the same man- 
ner as you regard indifference 

(3) Never depreciate competitors in order to encourage the 
sale of your own goods 

(4) tefund money for any unsatisfactory transaction just ag 
freely as you accept it. No exceptions to this rule. 

The opinion is prevalent that the salesman who is furnished 
with tested, standardized sales ammunition will have a decided 
advantage over the one that continues to “get along” with 
rule-of-thumb tactics and “spur-of-the-moment” arguments. 

Training Salesmen. 
There are dealers who maintain that standardization of the 


} 


sales story curbs the initiative of a salesman. The general 
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consensus of opinion, however, is that there is always one best 
way of telling a sales story, just as there is always one best 
way of doing anything. The principles of standardized selling 
are most effective when selling a standardized product, such 
as a desk, chair, or vertical file, and least effective when sell- 
ing an intangible or diversified line of products. 

We lay the fundamental ground work very thoroughly with 
each of our men. The way they get started is a vital factor 
in their chances for success or failure. 

The sales manager of a large corporation once said that 
every time a discharged salesman left his office he took with 
him $500.00 of the firm's money. He had reference to the train- 
ing investment which must be made in a salesman before he 
“turns the corner.” 

Our first aim is to instill loyalty by positively selling him on 
the idea that our company is of the highest type, our goods 
are honestly made, cur prices are just; that courtesy pays divi- 
dends, co-operation with fellow salesmen is important, truth- 
fulness in selling is demanded; so, after we have talked to 
him with earnestness and enthusiasm and explained in detail 
our policy, we then follow our plan of training. 

First, he must work in our stock rooms, helping to unpack 
and clean the furniture, studying all the time the different 
pieces handled, connecting them in his mind with the catalog 
numbers. 

The Use of Questionnaires. 


After three weeks of this work he is given a questionnaire 
of twenty-five questions upon which he is rated. 

He knows his job depends pretty much upon the manner in 
which he answers these questions. They are a check on how 
much he has absorbed so far. He was appraised of this test 
when he was hired. Carefully prepared questionnaires make 
him study and dig for the information—no other man is per- 
mitted to help him out. He must find out for himself the 
data asked for. 


Three weeks later he is given another questionnaire, a little 
more advanced and again rated. 


After two months in the stockroom he is put on the sales 
floor under the direct supervision of the sales manager and 
is coached on how to approach a customer, is allowed to make 
sales, but is instructed not to commit himself definitely on 
anything unless he is absolutely sure of it, but to explain to 
the customer that he is just new with the firm and then call 
on the sales manager for assistance; and after this is done, 
he should not interfere any further with the sale, but be a 
silent listener. 

After he has had two months in the stockroom and two 
months on the sales floor, we then give him a questionnaire 
which is composed of approximately 150 questions which nave 
been used at our past sales meetings. We put him on his honor 
not to ask questions of anyone, but to use our catalogs to dig 
up the answers required. This will familiarize him with a 
lot of information that probably the sales manager would not 
think to tell him. We then proceed to put him out on the 
street, one-half a day at a time, with one of the regular terri- 
tory men to show him how to make a cold canvass and how to 
do constructive and creative selling. This is carried on for ap- 
proximately ten days or two weeks. He goes out each morning 
with a salesman and takes the afternoons in the store to look 
up any questions that may have been brought up in the morn- 


ing that he was nct familiar with. This concludes his first 
training. 
Sales Meetings. 
To increase the efficiency of the sales force we have regular 


sales meetings held on Monday mornings from eight to nine 
o'clock. We have a well-defined program in which we bring up 
articles and talks pertaining to character analysis, psychology, 
pep talks and things that will enthuse the salesmen, covering 
the article on which he will talk and demonstrate at this par- 
ticular meeting. This questionnaire is passed out one week 
in advance so the salesmen will have a chance to study and 
discuss the questions which are to be answered the day of the 
meeting in approximately ten to fifteen minutes; and after 
the questionnaire has been answered we then proceed with a 
sales talk on the article as given. The salesman who has pre- 
pared the questionnaire also prepares and gives the sales talk, 
which of course, should include the introduction of the firm, 
the age, and the standard lines carried, large installations 
made. and a detailed discussion of the article as used on cold 
canvass or first call. 

After this sales talk, the meeting is thrown oven for dis- 
cussion and constructive criticisms of both the article and the 
sales talk, which brings out ideas and thoughts from the rest 
of the salesman. Each salesman must get on his feet while 
talking. This not only puts confidence in him, but lets him 


know that he is an important part of the meeting. We have 


tried the positive and negative selling by using the buyer and 
seller plan which is very fine at times; but we have been more 
successful in having the salesmen prepare a cold canvass sales 
approach talk on some individual article and with these edu- 
cational features we furnish the salesmen with sales helps 


Use Photographs of Installations. 

Our saiesmen carry binders of photos of installations, a com- 
plete set of catalogs, and we take particular care to look into 
the contents of the salesmen’s portfolios to make sure they 
are carrying the data they should, and then we keep them 
posted from time to time on the different articles and furnish 
sales messages on the new lines as they appear. 

The making of good photographs of installations is an art 
and requires practice and experience. Some time ago I wanted 
a photo of the interior of a bank in a nearby town. A local 
photographer was asked to make a negative of the lobby and 
the result was worthless. Took it from the point of least re- 
sistance, the front, and photographed with the light. 

We are not in the marble business so I had our regular pho- 
tographer go to this city and make it over. He took it from 
the rear, photographing against the light. The result is quite 
different. I: affords better high lighting and shows more equip- 
ment. 

Bank installations, especially in small 
take so as to make them worth while. It is not always neces- 
sary to photograph the actual furniture. The use of the name 
together with a picture of the interior and sometimes the ex- 
terior are valuable sales helps. 

A photograph of a department 
accurate idea of the size of the contract involved But a pic- 
ture of the building accompanying it does leave an impression 
of the size of the organization you have served 

Here is another example of exhibiting an impressiv: 
rior with the interior. Photographs are extensively used today 
in sales work and sometimes I have thought that pictures of 
“before and after,’’ showing the transformation created when 
entirely refitting an especially antiquated place, would be 
ammunition. We do it in our furniture department 

The present revolution in retailing is the substitution of ex 
perts for inexperts behind the counter and in the field 

Not only because of the opportunity offered for specialization 
should dealers and sales people be experts. 

Another reason is the ever-increasing complexity of goods as 
regards their quality and construction. 


banks, are hard to 


doesn't always convey an 


exte- 


good 


Know Your Goods. 

With the manufacturers of numberless products and substi- 
tutes unheard of a few years ago, together with trade names 
whose number is legion, the possibility of the consumer know- 
made is fast disap- 
make it im- 
field, 


salesman to be an 


ing what is in the goods and how they are 
Thus not only do changing conditions 
that the sales person become an expert in his 
likewise make it necessary for the 


pearing 
perative 
but they 
advisor. 
The dealers that can give expert advice are the dealers that 
will have the big following in the future 
Willingness to advise should never exist 
If expert advice had been given to customers many of 
every 


without ability to 
advise 
the absurdities and misfits in color and design 
office building would not be in evidence 

The first step towards giving service to your trade is knowl- 
This knowledge is necessary for four re 


seen 


edge of the goods, 
Sons. 

Knowledge takes the drudgery out of work 
monotonous littlh 


First 
So long as work is irksome and 
can be made. To know about the goods is to be 


progress 


enthusiastlh 


about them Selling without enthusiasm is selling under a 
handicap. 
Second—Knowledge creates self-confidence in the salesmen 


This self-ccenfidence is transmitted to the customer and re 
flected in the customer's confidence in the salesman and his 
goods. 

Third—The more knowledge possessed the easier it is to give 
information if it is called for 

Many an embarrassing situation never would have oc 
if the salesman had known his goods 

fourth—The need of intimate stock knowledge is to provid: 
material for the sales talk. 

This insures clinchers for the closing of the sal 

Salesman Ignorance Disgusts Customers 

Many cases are known to me where disgusted and dissatisfied 
customers have been created by dealers employing sales peopl 
ignorant of the goods they are selling. 

The loss to the dealer, resulting from the 
sales person, will easily pay for liberal cost of instruction in 
salesmanship for the entire sales force. 


ignorance of the 


(Continued on Page 229.) 
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Fe Cutting Distribution Costs | 
By C. A. Parlin, of the Curtis Publishing Company. 
{ 
I assure you gentlemen it is a very great pleasure to be here for a man with national advertising to build a good market. 
- on time after a whole series of difficulties, which I will not re- So that there has been a large growth in national advertis- 
1to count It looked rather tough when we looked at the schedule, ing. I show you these figures (referring to chart) in no spirit 
ley as your chairman said It turned out to be a lot tougher the of boastfulness It is the advertising revenue of the Curtis 
— way things actually happened. I am very pleased to be here on publications over a period from 1892. You will notice a very | 
ish time and very pleased to have an opportunity to talk a few slow growth to 1915, and seven years of outstanding volume. | 
minutes on a subject that is very interesting, I think. to all of I will say this coming year will have an even larger volume } 
art us—‘Cutting Distribution and Marketing Costs.”’ We have than 1925. This seven years of outstanding volume means | 
sates much in common. You represent many of those who are ad- that there has come into being in your business a sufficient | 
ca! vertisers, aS manufacturers, wholesalers, dealers and manu- force of national publicity to make it a real force in your | 
nd facturers’ agents, and I am pleased to have an opportunity to business. Earlier than that the amount was so small in all 
sas talk to you on some of the fundamental, underlying princi- the various lines that it wasn’t so very much felt. The change 
ples that we have in common, you in your activities and we has come on so gradually that many of us, even though we 
‘os in ours were right in the midst of it, have been scarcely conscious 
om I may say, in the first place, that until 1920 the primary prob- of the important change that has taken place, but it has been 
ae lem in the United States was the problem of production. What- 1 Vast change 
D- ever was produced could be sold. Since 1920 it has become in- 


: Passing Generations Change Demand. 
creasingly evident with each advancing year that the primary 


to problem is sales. That which is sold can be produced, We In that connection we must remember this: You say: Why 





wn so readily expand our facilities that it is onlv a cae aa so big a volume here when you did not have it back there? 1 
me what can be sold and it can be produced. Under those circum will give you our answer. We believe it is due to the fact 
ex stances the sales end has become very recently the dominant of the changes in generations We are apt to think of our 
end in various lines of business : markets as being stable, while as a matter of fact they are 
an Silat hot thin. bein hus “eevee Sc eee “ae pa re in motion. You are not selling a standing army. You are sell- 
1c - been am intensive study of the musshete tm nou casas aiiane ing a parade The historian allots thirty-three years to the 
ion , an : : ; ; eh ¢ span of life that any group of men are active in business or 
ment Se ee se aera Be pin eye Passos age Prag — have a market. Eleven years from now one-third of your 
te- “ mbhsnet present market is going to be gone. They are the third that is ' 
lay place, there has been marvelous development in advertising the most stable in their ways, that thought most as you 
of 1 want at first to speak of that. thought, if you started out at the time of life I did. Then 
en I would iy there have been three fundamental reasons fot when the younger one-third come along, what are they going 
nod the great development of advertising The first has been the to think? They are going to think according to what their 
marvelous growth of incomes Each one of the lines of this education has been They will not think in the way of their 
ex chart before you represents the number of people who made fathers It is the younger generation which today is reading ; 
in income-tax return in a given year. This is the classification advertising, and the man who builds a business with nationally 
ion from $2,000 to $3,000. This is the year—1917, 1918, 1919, 1920 advertised lines today is building a business on the younger 
1921, 1922 and 1923 In 1923 there were about three times as generation and is the one most likely to endure. 
as many people who made a return of $2,000 to $3,000 as in 1917 Of this advertising expenditure the major portion of it was 
\bout ten times as many made a return of from $3,000 to $5,000 in the Saturday Evening Post. (Indicating on chart.) This is 
Nearly three times as many returned from $5,000 to $10,000 the Saturday Evening Post, about forty-six million, and the 
About twice as many returned $10,000 to $25,000 That shows a Ladies’ Home Journal, about sixteen million. This is the 
sti vast increase in the number of people able to buy what they whole group of leading magazines. This (indicating) is the 
nes please High School Enrollment Has Increased. situation in your own particular field of paper and stationery. 
WwW ine ceenndlt Guibas ti ta taeeii de oie This is for the last two years—1924 and 1925, or something 
ap : we more than half a million dollars on paper and stationery in the 
a In 1890 we had only ibout 400,000 students in our high schools. “Post” alone 
old, Foday we have 2,250,000 We have more enrolled in colleges i init tiie Yi , > ; ae mae 
wd today than we had in high schools thirty years ago What . “ agg an Cae. ee i aps ee " S 
= that means to stationers accustomed to selling fountain pens functions if you operate in a local area, as it seems to you it 
_ and pencils and stationery which are purchased by all who read - mas ware — et Beer . — oh, ee 
is evident. It also meant very much to us in advertising be- vertising is onty local advertising applied simultaneously in all 
cause it meant that these people were able to get ideas from parts of the United States. Let us look at it from the manu- 
to the printed page and could be reached by the manufacturers’ facturer’s standpoint and see the problem that he has. 
= message On this map are some 226 counties. In every one of them is 
ery a city of more than 25,000 population. In every one is a very 
Perhaps the illustration can be carried just one step furthet considerable market for your business, and yet you can see 
3 — Sp Parser rites 6p pease men _— or Sree oe ee how widely scattered all of these lines are, how very difficult 
‘ schoo! enroliment over a period of population growth, from 1900 it would be by any local means to reach all of those. 
to 1925 New York City increased in population seventy-one per Then on this are approximately 300 counties, colored yellow, 
cent. It increased in high-school enrollment 783 per cent. It in every one of which is a town of more than 10,000 popula- 
— other words, high-school enrollment increased more than ten tion, again widely scattered, and again very difficult to reach 
stl times as rapidly as population; and that is fairly characteristik by any local means 
roa of the ficures here, ranging all the way from five to consider “On hie map there are nearly 400 counties in every one of 
ably more than ten times greater increase in enrollment of high which there is a town of more than 5.000 population, very 
e1 chools than there was in population. That is, your market has widely scattered and very difficult to reach. Yet the manu- 
re been growing very much more rapidly than population has beer facturer’s problem is to reach them all. 
his srowing; our markets have been growing very much mor On this map we have reproduced it in colors, and there are 
rapidly than population has been growing still left in white some 2,000 counties, which contain thirty 
sive The third great factor was a marvelous development of in per cent of the population and in which there are one-third of 
dividual transportatior Vi recently made a survey in each of the motor cars Here is a very important market. How can 
red eleven States, taking a township and calling upon every farme1 the manufacturer reach all of these prospects better than to 
in the area. Of all of those we called on, eighty-eight per cent put into each county an appeal to that element which is most 
of the farmers had utomobiles; eighty-eight per cent were likely to purchase his products, and that is what the national 
independent of the rural store; eighty-eight per cent did not magazines do. They put into each of these markets just about 
have to buy at the corner store what the owner pleased to sell that part of their appropriation that is: commensurate to the 
they « ld drive on to your store or any store in which you market 
may be interested and buy the thing they wanted, provided the The problem is that of reaching all parts of the market, and 
fied knew d t hat they wanted to do that the manufacturer wishes to put into each market 
pl Wher ou a combination of these three great factors that portion of his money which is in proportion to the market 
more people with the money to buy what they please; more opportunity I have not time to go into it with very much 
the with the education to get the manufacturers’ message; more detail today, but I would say that today our own circulation 
1 in with the transportation to enable them to find the thing they so measures market opportunity that many manufacturers, 


want t * manifest t t there was a marvelous opportunity (Continued on Page 247.) 
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Carter Products in the Far North. 
In June, the schooner “Morrissey” left Rye, N. Y., with 
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the American Museum Expedition to Greenland on board. 
This is headed by George Palmer Putnam, the publisher. 
Their mission is to collect primarily specimens of sea mam- 
mals and fish Hall of Life at the Ameri- 
can Museum of Natural History. 


for the Oceanic 


This schooner is owned and commanded by Capt. Robert 











CAPTAIN BARTLETT MAKING AN ENTRY IN THE SHIP'S 
LOG WITH HIS CARTER PEN. 


Robert E. 


Admiral 
Pole. 


Rear 


North 


Bartlett, who was skipper for 


Peary, when he discovered the 








AMERICAN MUSEUM EXPEDITION MEMBERS HOLDING 
4 CAKE PRESENTED TO THEM BY THE AMERICAN 
YACHT CLUB, ALSO THE CLUB'S ENSIGN.—The man in th: 
plaid shirt is Robert E. Peary, Jr., son of the famous explorer 
expedition 


\ acht 


The oe ntleman 


The group picture shows members of the 


holding the cake presented them by the American 


Club, together with the ensign of the club 
in the plaid shirt who is helping to hold the cake is Robert 
E. Peary, Jr.. son of the famous explorer, who is a mem 
ber of the expedition 


The 


Holsteinborg, Greenland, 


received from 


Bartlett 


which has just been 


shows ( apt. 


other picture 
making an 


entry in the ship’s log with his Carter pen. 


The expedition is completely equipped with all Carter 
products, including Carter's fountain pen ink, Cico paste 
and the Carter osmiridium point fountain pen. 

Other members of the expedition include such well known 
Scientists as Knud Rasmussen, Danish explorer; Daniel 
Willard Streeter, hunter; H. ¢ Raven, zoologist; Van 


Campen Heilner, icthyologist, and David Binney Putnam, 
Jr., 13-year-old son of the publisher, who will gather ma 
| 
‘ 


terial for a new book. Putnam, Jr., is the author of “David 


Goes a Voyaging,” written while with Beene on the Gala- 
pagos Islands expedition 


A Victory for Kansas Book Dealers. 
The Book Dealers’ Association has rece! 


what it 


Kansas 


over regards as a real victory for stationers and 


book Sé llers of that state. 
declares that it is a most 


The president of the association 
important matter that has come 


up since the increase in dealers’ profit from ten to fifteen 
per cent several years ago. This new method is nothing 
less than the organization of the Kansas City Reading 


A contract has 
Reading Circle de 


Associat l and 


Pinet, manager, Topeka, Kas 
Kansas State 


State 


Circle, F. L 
made between the 
of the Kansas 


Book 


bet n 


partment Teachers’ 


the Kansas Dealers’ Association. 


The agreement provides that the reading circle shall 
allow members of the Kansas Book Dealers’ Ass ition 
twenty per cent discount on all books ordered from the 
catalogues of the former and will prepay carriag all 


such orders. The book dealer is then to send back a draft 


or check for his orders for books, deducting the twenty 
per cent from the amount. The reading circle agrees not 
to grant any discounts on the books listed in its catalogue 


except to members of the Kansas Book Dealers’ A 
tion, established and reputable school supply concerns 
operating in Kansas City, boards of education in cities « 
the first and second class and county superintendents of 
public instruction, who order twenty-five or more copies of 
a single title at one time. It is also agreed that the book 
dealers shall not order any of the books on Kansas Stat 
Reading Circle list direct from the publisher, t will 
place all orders with the Kansas State Reading | € 
The discount mentioned in the first article of 
ment does not apply to special library offers as 
the Kansas State Reading Circle catalogues. 

Unsold copies of the Kansas State Reading | 
returned on or before July 1, 1927, receive full « 
ince if they are in such condition that they can be listed as 
new. The agreement went into force on ; ily 1 1926 
Either party may withdraw on thirty days’ written notice 
to the other party. The committee that drafted th ree 


Mason McCarty. G. C. Wolf ( 


Mite he ll 


ment consists of 


cott and Charles L 


Underwood Exhibit at Sesqui-Centennial Expo. 


exhibits at the Sesqui-( 


Prominent among the 
Exposition at Philadelphia is that of the Under 
writer Company. It is striking in its originalit 


tiful in symmetry and harmony of 


features of the exhibit two ‘giant 
and the “Universe 


pewriter Che 


portant 
weighing over 2,000 pounds 
Underwood ty 


placed back to back, at a height 


1 
the standard 


conveniel 


the center of the exhibit. One book illust 
ages of writing history, beginning with the st 
contin through the Egyptian, Babylonian, | 
medieval and colonial periods, and mate 1 i 
ent ay vy the accurate Underwood t f 
present The second book introduced the | 
bank portable typewriter, and shows it : 

the school, in the home and for tr 
each be < are tllustrated 1 tull colors 
turned by « ecuricity 

Che ( verse disp] S if essive 
and execut Within a ng ¢ 
descent @ghts are retiected ears a 
Che globe and typewrite e€ sé ‘ 
efiect, le vehind é S ted ne st 

The woodwork of the | ‘ é 
buff or decorated att e 
The furniture is of gray reed, upholstered 
iled rugs and palms are placed effectively 
completing the harmony of the exhibit. 
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Complete View of the Underwood Typewriter Company 
Exhibit at the Vhiladelphia Sesqui-Centennial Exposition, 
Showing the World's Largest Books in the Center. The 
me) ee Reed Furniture, Upholstered in Blue, Contrasts Pleasingly 
Ee Against the Buff Coloring of the Background, 


























of One of the Giant Books View of One End of the Exhibit Showing 
Seven Stages of ‘Writing One of the Electric Turn Tables Displaying 
History."’ the Underwood Standard Typewriter. 
f the Book are 6x4 Feet An Amber Colored Light from Above and 
by Electric Power. Below Illuminates the Machines 
in a Striking Manner. 











Pages 



































View of the Typewriter ‘‘Set in the Clouds Close-up of the Giant Book, Showing the New Underwood 
Striking Display Represents the Underwood Typewriter Portable wit! Four-bank Standard Keyboard. 
Middle of a Rev ng Globe with a Scer Effect, Show Each Page Contains a Be tiful Illustration in Full Colors, 
g t Stars and Planets Behin Showing the Many Uses of the Portable. 
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NEW MACHINES 
and DEVICES 


= -. 2 a re ee 





























A New Typewriter. 12. Paragraph indentation and simple column selecting 
The Barr-Morse Corporation of Ithaca, N. Y., has just G&VIce. 
3 , iting om fay Tr ) loc: ? ror visib a 
brought out the Barr typewriter, designed by John H. Barr, 13. Printing point favorably located for visi 


vice-president of the company, with the assistance of an ‘¢t line of vision of operator 

able staff of mechanics 14. Printing and manifolding impression of excellent 
. . - . Tt lee 

The makers claim that the machine has the following quality. 

oe ; ; c i. a sy a a 

characteristics, which are set forth in a recent circular: 15. The machine is quiet in printing. 


1. The standard single shift keyboard, having the same 16. The speed of this machine is equal to all require 
, ‘ : . , ate ~ Whee ta s ask soe aeetai : amet di os 
spacing of keys as recognized commercial machines. ment Chere is a wheel escapement with bevel dog, as in 
. a “tf ‘ ‘ ae wis writers: : —_ at Cuan fe 

2. Full size platen roll (one and one-half inches in di- ‘8" Stade, standard typewriters; the universa ul 


ameter), with the clutch mechanism of the true variable operated directly by the typebar, and the carriage feed 


line spacer or line adjuster built in the roll and operated motion keeps pace with the speedy typebars 
, : - ; 17 Se eee fe Meet ok Seek, eamabenbinn piesl 
from right hand twirler or platen knob. The machine takes 17. This machine is devoid of freak construc 1 and 
ill parts are produced by recognized stan 


18. Unit construction, that is the division of tl ariou 
principal mechanisms into complete sub-assemblies, is car 
ried out to an unusual degree in the design This is claimed 
to facilitate the original assembling and adjustment It also 


1 


contributes to accessibility for adjustment “on the spot” if it 
becomes necessary to do such work. 
19. It has been the aim to give this machine pleasing lines 


and proportions, without obtrusive ormentation 


Che Barr-Morse Corporation is closely affliated with th 
Peters-Morse Manufacturing Corporation, makers of the 
Peters adding machine, and with the Morse Cl 1 Com 
pany, makers of the rocker joint silent chai e nm 
typewriter is assured from the outset of advantages of ex 
ceptional mechanical equipment and business resources 


Weis Gets Out New File Desk. 
The Weis Convenient File Desk, the desk that 
side to side, is a new product of the Weis Manufacturing 





Company of Monroe, Mich. It is 34 inches deep, 60 inches 


I 


THE BARR TYPEWRITER 


wide and 30 inches high. It may be had in light natural 
the standard nine and one-half inch envelope easily, and quartered oak, walnut or mahogany, special finishes being 
the writing line is eight inches. available on special orders. The top is an inch and a halt 


3. Easy insertion of paper and accurate paper feed and 
line spacing, with accessible line space lever in proper po 
sition with relation to the keyboard. 

4. Printing mechanism “direct” from key top to type-bar, 
with absence of rebound upon return stroke of the typebar. 
The touch is light, responsive and snappy, and unusually 
uniform over the entire keyboard 

5. Simple and reliable backspacer operated by a key 
on the keyboard. 

6. Positive line lock. Line lock release and margin re 
lease by means of a key in the keyboard. 


7. Ribbon vibrator absolutely controlled by linkage which 





insures positive throw of the ribbon with either color of WEIS CONVENIENT FILE DESK 
the two-color ribbon ; ag 
_ ; . : thick and is of five-ply cross veneer constructio! ihe 
8. Full length ribbon (twelve yards) either one or two 1 ae ae : ' 
- . center drawer is 234x20x24 inches. Everything is filed ver 
color, which can be bought, wound on the spool and ready ‘te : ed ' . ; ' ' 
f . 1 . tically in this desk across the drawer instead of lengthwis« 
or use, at any typewriter supply store. ; “1 1 : . , 
y ‘YI PP" [his makes it possible to file or find without loss of time. 
90 me poten. — —— . . be ; ; : 
- Quick acting automatic ribbon reverse, operating on Che drawers can be arranged in either pedestal to meet the 
71 cy » >» , . reu >: : . eo , : " >» 7 a ec ° ; 1 
a single stroke of a key. Ribbon is fed by positive mechan- requirements of the users. It is recommended that the 
ism with each printing stroke, but ribbon is not moved  yser have three half-heicht drawers or one half-height and 
when operating the space bar or in traverse of the carriage one full-height drawer to a pedestal Full-height drawers 
by hand. are equipped with removable partitions and follow blocks 
10. Carriage firm but free in its travel on ball bearing which may be adjusted for filing invoice, cap or letter si 
guides with ball spacing controller. papers as desired. 
ll. Shifting segment—not shifting platen—for upper The hardware consists of cast brass drawer pulls and 


case characters. brass leg sockets. 











gr a - ——_—— —$—_ . —_— 
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VENUS PENCIL WITH CAP ESPECIALLY DESIGNED FOR THE OPERATION OF DIAL TELEPHONES. 








Valuable New Adhesive Container. A dial telephone is simple and easy to operate. The 
_ S. S. Stafford. Inc.. 603-609 Washington street, New calls can be made with a finger, and it is no particular 
York. N. Y., have brought out what they believe to be a hardship to make them that way, when they number only 
di most valuable addition to the list of adhesive containers 4 few a day. But the girl at a busy switchboard soon 
now being offered to the public through the trade. It is finds that her fingers become tired and lame, and her finger- 
_ known as Stafford’s Ever-Ready mucilage bottle. It is a ails blunted and broken, from constant use in the dial. 
three-ounce bottle of mucilage with a rubber top which The American Lead Pencil Company has supplied the 
combines a means of closure and a spreader. There is no demand for a suitable tool by the creation of its No. 0035 
i brush, no screw cap and no cork in the bottle. The pack Dia-Tip pencil,—an article that exactly fills the bill with- 
i age reaches the consumer ready to use and continues ready OUt requiring the operator to make use of an extra ap- 
is for use thereafter The slit in the rubber top permits pliance. 
eed just the right amount of mucilage to be applied for quick This new member of the Venus pencil family has a metal 
tip equipped with a patented dialing tool which slips easily 
and into the circular slots of the telephone dial and enables it 
a. to be operated with the least possible effort. Its spherical 
= tip revolves about the stem of the pencil as the dial is 
_ moved, eliminating all friction and making the operation 
ned easier than when done with the finger. 
“— The Dia-Tip is a round pencil, containing a soft Venus 
€ it lead exactly suited to rapid, accurate note taking; so that 
it may be available for any one at any time. It is put up 
ines one dozen on a card; one-half gross to the carton. Wher- 
ever dial telephones are installed, the Venus Dia-Tip pencil 
the is sure to become popular and have a ready sale. 
the 7 <a 
m- Useful New Acco Product. 
1eW Users of brass fasteners will be interested in a simple, 
ex but effective washer for fastening the prongs of brass paper 
fasteners and holding them flat against the papers. This 
device has just been perfected by the American Clip Com- 
‘a pany of Long Island City, New York, who specialize in the 
on 1VER-READY MUCILAGE BOTTLE manufacture of paper-holding devices of all kinds. The 
ing ssi sible” Te ctene sak Ges eee aie new washer is now ready for delivery. 
hes the mucilage in perfect condition to the last drop. It is 
ural — ’ P “44 ' ' ‘ 
: said that mucilage applied with the Ever-Ready bottle will 
— give a very quick stick because a thin film of adhesive sets 
halt very much more quickly than a larger amount 
Ever-Ready is a non-spillable package and may be placed 
in a desk drawer upside down without leaking. The bottle 
is refillable and the rubber is of such quality that it is said 
it will not deteriorate over a period of many years. 
An Improvement in Lettering Pens. 
The C. Howard Hunt Pen Company of Camden, N. J., 
states that one of the recent improvements in their letter DIAGRAM SHOWING APPEARANCE 
. ‘ai : , ¢ o 49 AND APPLICATION OF THE 
pens of especially targe size that use ink very rapid \ NEW WASHER 
is the addition of a reservoir on the under side of the pen 
as well as over the top, making two reservoirs for the ink The American Clip Company says this washer is “some- 
when using this type of pen. thing new under the sun,” and that it completes the effec- 
: On the style C. one of the recent patents consists of a tiveness of brass fasteners. It is finished in brass and 
he turning up of the edge of the reservoir so as to make it im- comes in two sizes. No. 1 is for holding brass fasteners 
ver- possible for the points to catch on the reservoir. It is said from Nos. 1 to 5, inclusive, and No. 2 is for Nos. 6 to 10. 
wate that these improvements immediately increased the value The washers are packed 100 to the box, and ten boxes to 
ime. of the large sizes of Speedball pens. the carton. They embody the best quality of material and 
the workmanship 
the The company will send samples on request. 
and The Dia-Tip Pencil. — 
et The dial system which is being installed by telephone New Marchant Automatic Clearance Machine. 
wes companies cuts down amazingly the number of operatives In June of this year the Marchant Calculating Machine 
— required in a telephone exchange. At the same time it Company, 280 Broadway, New York City, New York, 
; requires of the telephone girl at the switch-board of a released a new Automatic machine in which is embodied 
an¢ 


business house or other institution a new kind of manual automatic lightning clearance. Marchant automatic clear- 
labor, from which arose a new pencil need ance eliminates entirely all handle turning to clear dials. 














The machine is a beautifully engineered job with com- 
paratively few parts and simple construction. 

There are two keys or buttons. Both sets of dials can 
be cleared by pressing both keys at one time, or e'‘ther 
dial cleared separately by pressing one key. 
Actual pressure on the 


The speed of 
the clearance is almost uncanny. 
key is unnecessary—the slightest depression or touch from 
the finger actuates the mechanism, the dials clearing faster 


than one can see. 





NEW MARCHANT CALCULATOR EMBODYING VALUABLE 
AUTOMATIC CLEARANCE FEATURE. 


The clutch which controls the functioning of Marchant 
automatic clearance is geared directly to the motor drive 
and is an exact duplicate in a small way of the main drive 
clutch which has been found so successful in Marchant 
machines. 

The entire clearance unit is located on the right of the 
machine, housed compactly in a way to permit accessibility 
at all times. The of the 
machine while the dials are being cleared and permits clear 
buttons to be held down indefinitely without shock to the 


machine Although over 


300 revolutions per minute, this speed is at all times under 


mechanism prevents operation 


clearance develops a speed of 
instant control of the operator. 


appearance and is a credit 


Mar- 


[The machine presents a fine 


skill ind 


to the progressiveness of the 


chant Company. 


engineering 


In addition to the automatic clearance, Marchant Calcu 
lating machines now permit automatic multiplication; auto- 
in division; addition and subtrac- 


indicator, 


matic controls and stops 


tion, and provide automatic moving position 
which eliminates the need of lining carriage with keyboard. 
All Marchant models eliminate the need of zig-zag check- 
ing of keyboard through automatic registration of all fac- 


tors set on keyboard in separate dials. Dials are concen- 


trated and so arranged that in checking back work all 
three dials cover a space no larger than a regular post- 
card. The machine itself occupies desk space but little 


larger than an 84x11 letterhead. 


and all 
a fixed base which prevents any 
Being 


Marchant motor connecting gears are mounted 


from the rear, “set” 
drippings of oil on desk or contact with papers. 
laterally balanced, there is no tendency to tip the machine 


over 


hands when being carried. 
as “the 
The 


to indicate con- 


or of its slipping from the 
The Marchant Company 
calculating 


advertise their machine 


most advanced machine in the world.” 


sales record of the company would seem 


siderable justification in this statement. Up to January 1, 
1926, Marchant’s business had increased four and one-half 
times in the preceding three years, the first eight months 
of 1926 having showing the 
largest volume of business in the company’s history, the 


summer months being actually larger than the best winter 


broken all these records, 


months. 
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Recently the company announced a new 8-Bank “Com- 
plement’’ machine in both hand and electric models meet 
the need of certain customers who use “Complement” type 


machines. 


A New “Security” Line of Desks and Tables. 


The Steel Equipment Corporation of Aven New 
Je rsey, has brought out a new line of steel desks a tables 
which they announce to the trade under the nam Secur 
ity Century Line.” There are ten different types—a variety 
intended to meet the desk and table requirements of every 
ottice 

[hese desks are notseless and are of interesting 
with such noteworthy features as the new “Sect Pet 
fect Top (patented), with rounded bronze edging, solid 
bronze trim and foot castings. The entire line is built 
with the eight-legged type of construction 

The Steel Equipment Corporation has been engaged in 
the manufacture of steel desks for fifteen years, and has 














rTrHE NEW “SECURITY” SF 60 DESK A MEMBER OF THE 
“CENTURY LINE” HERE DESCRIBED 
embodied in this new line of desks and tables a « litv of 


material and workmanship, together with exclusive fea 


tures, that places the new line in the front rank of the 
t 


steel desks produced by the steel furniture indust: 


Mercedes Electric Accounting Machine. 


The Mercedes Typewriter Company, Berlin, Gern 
has brought out an electrically driven accounting machin 
The percussion stroke and carriage shift, et are 
plished by electric power, all functions being ntrolled 
from the keyboard Carriages can be supplied up to 
twenty-six inch width, and any number of counting heads 


can be accommodated up to thirty accumulators 


A New Mail Table. 


The Ideal mail table is the name of a new Pitne Bowes 
product distributed by the Postage Meter ( 
Stamford, Conn. 

After giving long study to mailing problems tne 
Bowes organization came to the conclusion that 
erly designed mail table would correct many i and 
inconveniences in offices sending out and rece large 
quantities of mail. Accordingly, they commiss spe 
cial representative to visit a number of post : d 
business houses to get suggestions for the const 
an ideal mail table. Mail room managers of nationall 
known concerns and supervisors of postoffices in several 
large cities cooperated in offering suggestions | such a 
table and the Pitney-Bowes Ideal mail table is the result 
This table is constructed entirely of steel in olive green 
finish or imitation wood grain if desired, at a slight addi 
tional cost. The table is eight feet long, thirty inches deep 

‘ Seon 


and is seventy inches to the top of the cell rack s sh 








lds 


reen 
ddi- 
leep 
hip- 








ping weight is 950 pounds. There are three drawers 15x 
12x3 inches and the center drawer is provided with a lock. 
The frame for the time schedule of departing mail trains 
is 4'4x32 inches. Postmasters are glad to supply schedules 
of pouch closings on all departing mail trains. 

he table may be had alone without the cell unit and 
additional cell units with special table space can be pur- 
chased if desired The regular table contains thirty-six 
large cells ten inches wide, nine inches high and ten inches 
deep, which can be divided into 180 cells or less by special 
partitions. Each cell has a raised tray bottom providing 
storage space for addressed envelopes, at the same tim 
facilitating the removal of the contents on the tray. All 
cell bottoms are removable and can be adjusted to desired 
size by means of three-eighths inch slots along the full 
length of the vertical divisions. Across the top of each 
cell is a sliding card holder with sufficient space on card 
label the cell for outgoing and incoming mail. Beneath 
the table at one end and attached to the bed of it is a 
twenty-inch roll rack and cutter for wrapping paper. Set 
into the bed at one end is a rubber stamping mat imbedded 
in the linoleum top. This insures perfect impressions of 


stamps on paper, etc Further along on the bed of the 
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THE PITNEY-BOWES IDEAL MAIL TABLE 


table is a ground glass plate over an electric light. This 
is used for detecting overlooked enclosures in envelopes 
The table top is covered with an extra heavy linoleum in 
color to match the finish ordered and at the left hand end 
of the table as one sits facing it, is a solid brass extension 
rack for holding full size mail pouches 


Art Metal Line of Dry Insulated Safes. 


The Art Metal Construction Company, Jamestown, N 


\ is now featuring its “Mono-Dry” insulated safes Che 

striking characteristic is indicated in its name—the insul 
tion 1s monolith ind “drv”’ according to the chemist’s 
nderstanding This new Art Metal departure provides 
superior resistance to high temperatures, and eliminates 
sweating, moulding, corrosion, etc., of the contents of the 
sate. \ comprehe nsive line of interior equipment makes it 
5 r dealers to assemble filing facilities suited to 


the varied requirements of banks and business offices 

The fundamental requirements of a good cabinet safe 
lude an insulating material which will resist exterior 
heat and maintain permanently the ability to keep the in- 


terior temperature well below that point at which papers 





= 


are destroyed. In addition to supporting the stresses of 
heat, the safe must be structurally able to stand impact 
such as occurs in a fire when the floors give way, and the 
safe falls. 





In repeated tests by the Underwriters Laboratories and 
at the Art Metal plant the interior temperature never ex- 




















ART METAL “MONO-DRY" INSULATED SAFE. 


ceeded 223° F.; the limit specified by the tests is 300°. 
In the cooling test, during which the safe remains in 
the heat saturated furnace twenty hours following the four- 
hour heat test, the interior temperature has never risen 
beyond 236 This represents a factor of safety of 140° 
“soaking pit.” 

The “Mono-Dry” insulation employed in Art Metal safes 
will not give off moisture at any normal temperature. The 
moisture of the compound is chemically combined—crys- 


against the allowed limit of 350° in the 


tallized and positively fixed. While it is as dry as chalk 
to the touch “Mono-Dry” contains the highest percentage 
of combined moisture achieved in current practice. This 
dry moisture is liberated slowly and only at high tempera- 
tures. The heat energy brought to bear is exhausted and 
held down. First, the combined moisture is released; then 
it is converted into vapor, which is of itself a protective 
insulation. 

\ heavy welded angle iron frame provides the structural 
strength. It is within the walls, where it adds to the fire 
resisting qualities of the safe, and also gives exceptional 
strength to withstand severe falls and impacts. 

In addition to the Underwriters’ label attesting to the 
capabilities of the Art Metal safe to withstand heat and 
impact, it also bears the laboratories “T-20” burglary label. 
The design and construction are such that it is practically 
impossible to pick the combination lock. Knocking off the 
combination and driving out the spindle will not release 
the locking bolt. It is impossible to move the bolt work 
by forcing the handle; the peculiar construction of the 
doors makes it impracticable to use wedges in an attempt 
to open them. The complete range of fifteen models of 
fire resisting safes in a wide variety of models is listed in 
the Art Metal Construction Company’s complete catalogue. 

“Royal” Columnar Pads and Books. 

S. E. & M. Vernon, Inc., 65 Duane street, New York, 
N. Y., is marketing both columnar pads and columnar 
books under the trade name, “Royal.” The stocks and rul- 
ings employed meet the requirements of fastidious accoun- 
tants. The columnar books are bound in genuine cow- 


hide. 








te a 
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Novel Idea in New Smokerset. 
J. F. Ryan & Company, 342 Madison avenue, New York 
City, is distributing the new “Smokerset.” It incorporates 
an idea somewhat novel. The tray contains a sub-pit into 


which the ashes may be deposited. By pressing a button 


the reiuse is dropped from the upper compartment to the 





Vaya’ 





said to be abated in this man 


different 


Fumes and odors are 
The “Smokerset” is offered in 


colors and 


lower. 


ner. new several 


should be favorably received among smokers 


Parker Ball-and-Socket Action Desk Sets. 
The Parker Pen Company, Janesville, Wis., has placed 
with dealers generally its new line of desk sets These are 


ball-and-socket 


holder, which permits the user to lay the pen flat on the 


distinguished by the action of the pen 





FOUNTAIN PEN DESK 
BALL-AND-SOCKET AC 


PARKER 
SETS, WITH 


TION.—Top, left: Double Pen Set on Rec- 
tangular Base. Top, right: Single Pen 
Set on Rectangular Base. Below: Double 


Pen Set on Oval Base 





base within the holder, stand it upright or tilt it in any 
direction most convenient. A _ self-adjusting tension per- 
mits the pen to assume any desired position, and maintain 
it until a change is wanted. This facility also prevents 
upsetting the base or harming the pen in case of an acci- 


dental blow. A safety seal within the socket of the holder 
holds the fountain pen firmly, and prevents the ink from 
drying out. 

A variety of combinations is possible. Bases art vided 
for one or two pens, and either oval or rectar gular Phe 
pens furnished with Parker desk sets are interchangeable 
with the pens in the dealers’ regular stock. Thus cus 
tomer wishes a pen of color, size or point not found t 
desk set under consideration, the dealer takes the pen that 
does suit from stock and substitutes it. The tapered tip 
is transferred from the desk set pen to that from stock, and 
the sale is completed. An attractive gift box is supplied 
with each Parker desk set 

Che Parker desk sets are provided with “Duofold” tou 


tain pens or with “Duofold, | ag A single 


tangular base can be equipped with the 


Curve” pen. Retail prices range from $7.50 to $35.00. The 


ses provided are of Carrara glass or compositi 


“Asco” Metal Specialties for Banks. 


The Art Steel Company, 401 East Twenty-third street 
New York, N. \ produces a line of coin travs heck 
or deposit slip holders designed especially for the use of 
banks. Dealers will find that commercial houses also have 
utility for these products. 

The “Asco” check or deposit slip holder is made of heavy 


steel, finished in rich olive green. It is a deep tray with an 





ASCO CHECK OR DEPOSIT SLIP HOLDER 


opening on one side and a recess in the bottom, facilitating 
the removal of slips from the tray. This device is tet 
inches long, 4'4 inches wide and eight inches hig 

Five sizes of the ‘“‘Asco” coin trays are made The as 
sembly of one of each unit occupies counter space of 334x 
36 inches. The item numbers and capacities of these col 


No. 501, $200 nickels 


quarters; N 504 


trays are: No. 500, $50.00 in pennies; 


No. 502, 


$500 half dollars. 


$500 dimes; No. 503, $500 


These trays are substantial and durable 


and convenient to use, as they can be carried from the 
vault to the ccunter without transferring the contents 
Che trays are made for holding wrapped coins. They are 
formed from heavy steel, electrically welded and _ finishe 


in olive green 


Economical Security in Storage Filing. 


The Bankers Box Company, Inc., 536 South Clark street 


Chicago, Ill., manufactures fiber board storage boxes tor 
transferred business records of all kinds. A number of 
standard sizes is made, and odd sizes are produced ort 
order. Waterproofed, corrugated fiber board is employed 
and a dustproof container is made through reinforcemés 
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of corners and parts subject to wear with strong cloth 
tape. his construction affords extended length of service. 
Each box is made in one piece, which avoids the possibility 
of parts working loose and becoming lost. When closed 
the box is secured with a cord and tension spring button. 
There is no possibility of the box being jarred open and 
the contents spilled. A special label is attached to each 





BANKER’'S BOX FOR LETTER STORAGE AND TRANS 
FER USE.—Size No. 11, 11x1014x24 inches 


box. Labeling strips are furnished free, enabling users to 
determine the contents within, permitting easy reading in 
dim vaults. 

rhe filing of inactive papers and records by banks and 
business houses is often a serious problem. Banks, indus 
trial and commercial houses and professional men find it 
necessary to preserve their letters, checks, vouchers, deposit 
slips and other records a number of years. In addition to 
preserving them in order for easy reference, it is necessary 
to keep out dust, preventing deterioration, and to avoid 
soiling the person or even the papers. 


Line Indicator Added to Kobler Copy Holder. 

Kobler & Company, Inc., 594 Twenty-sixth street, West 
New York, N. J., have added a line indicator to the copy 
holder, which has been on the market some time. This 





IMPROVEMENT IN KOBLER COPY HOLDER—A LINE 
INDICATOR.—The Letters and Figures Refer to the Assembly 
of the Several Sections of the Device. 


is actuated by an index wheel placed at the right of the 
keyboard. It controls the position of the line indicator 


by means of a cord 


Hotchkiss Offers New Stapling Machine. 
The Hotchkiss Sales Company, Norwalk, Conn., offers 
a new stapling machine, guaranteed never to clog, anil 
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carrying a three-year warranty. This new machine em- 
ploys a special pre-formed staple made of standard book- 
binder’s wire. A patented loading device prevents jamming 
and the waste of staples. The machine functions either by 
depressing the plunger slowly or by giving it a single 
sharp blow. Rubber feet on the base prevent marring 
desks or tables 

The patented magazine carries 200 pre-formed wire 
staples, which are packed 5,000 to the box. Inasmuch as 








HOTCHKISS WIRE STAPLING MACHINE. 


the staples are already formed, it is not necessary to cut 
the wire, thus reducing to the minimum the wear and tear 
on the device. The magazine design facilitates loading, 
which is done in a minute. The manufacturer states that 
this machine will bind up to fifty sheets of sixteen-pound 
paper stock, or its equivalent; also that it will penetrate 
wood fiber. Many other uses have been found for the 
Hotchkiss wire stapler 


Favorite Cloth Vertical File. 


The Cooke and Cobb Company, Brooklyn, N. , manu- 
facturers of specialties for the stationery trade, are now 
soliciting orders for their new Favorite Cloth Vertical File. 
It is a combination of cloth, paper and adhesives with re- 
inforcements at points of wear. The Favorite has the 
popular expanding feature and indexed A to Z. Four 





THE “FAVORITE” CLOTH VERTICAL FILE. 


sizes are made—receipt, note, letter and cap; it comes 
packed one to a box. The low price for a file of this char- 
acter is said to be a favorable influence in selling it. Further 
details, of course, can be secured from the makers. 


: 





aK aa 


Page 82 OFFICE APPLIANCES For October, 1926 


Storage Cabinets Added to “Berloy” Line. 


The Berger Manufacturing Company, Canton, Ohio, has 


expanded the field of the office equipment dealer through 
the development of a line of steel storage cabinets. These 
embody recent improvement in cabinet construction. They 
combine fine appearance with unusual strength. The green 
enamel finish is baked on. These cabinets are equipped 
with a secure locking mechanism controlled by a Yale 
lock, and operated by a sturdy drop handle. Doors are 
held firmly at top, center and bottom. All exposed bolt 













At Left—‘‘Berloy” 
Two-door Cabinet, 
storing books, papers, 
miscellaneous office 
papers; also for safe- 
keeping expensive 
tools, etc., in fac- 
tories and machine 


shops. 


Hi Cabinet a te ‘“Berloy’’ Inter ae Serloy’’ Desk Cab- 

; ‘ mediate Cabinet, inet, suited particu 
dealers as a counter eel ans maa laris for private 
for . merchandise dis quantities of sta papers, and the per 
play, as well as stor tionery, advertis sonal possessions of 
age purposes Fits coe Miassieee. ete the efice man, even 
the office, too, to his portable type 

writer, 





Boltless Divider 
for Double Door 
Cabinet. Used ver- 





tically to form 
“Berloy Wardrobe Cab bins. Widths are “Berloy’’ Double 
inet,"’ designed for office changed without Door Cabinet. The 
wardrobe use and storage the use of tools. arrangement shown 
of vestments and uni van be changed to fit 
forms in churches§ and any requirement, with 
lodges. Has a shelf and out the use of tools 


coat hanger rod. 


GROUP OF “BERLOY” STORAGE CABINETS 


heads are slotless, eliminating the possibility of entering 
the cabinet when locked, by removing the bolts with a 
screw driver. Adjustable and removable shelves—spacec 
on one inch centers—adapt these cabinets to a wide variety 
of uses; changes are made without the use of tools. There 
are no springs or delicate parts to get out of order. 

The “Berloy” steel cabinet line includes the following: 
No. 8360, desk cabinet; No. 8560, two-door storage cabinet; 
No. 8561, wardrobe cabinet; No. 8660, “Counter Hi” cab- 
inet; No. 8460, Intermediate cabinet; No. 8760, double door 
cabinet with shelves and adjustable dividers. These cab- 
inets have a wide field of use, providing security and pro- 





i) 








tection at moderate cost for supplies in schools, offices, 
lodges, homes and anywhere that materials of value are 
stored. They are moved about readily when necessary, and 
combine a maximum storage capacity with a minimum 
floor area. 
Glasglides for Office Furniture. 

The Hartford Glasglide is a new glide manufactured by 
the Hartford Glass Products Company, Hartford City, 
Ind, adapted especially for use on office furniture. This 


Glasglide has several advantages, it is claimed. The base 





is made of high grade glass, broad and smooth. The bottom 
of the glass is broad and flat, giving it an excellent glid 
ing surface which will not mar or groove wood floors ot 
linoleum floor coverings, neither will it wear or tear car 
pets. It is said that these glides will hold heavy furniture 


because the weight of the furniture rests on the heaviest 


part of the glass. The base is assembled to a regular 
castor stem with a patented attachment which is clamped 
on. It is not crimped on nor riveted. These glass glides 
are attractive and add much to the appearance of the well 


furnished office. 


“Endura” Desk Set Brought Out by Conklin. 


The Conklin Pen Manufacturing Company, Toledo, Ohio, 
I . 

has placed “Endura” desk sets on the market. These com 

prise standards mounted on bases, and are made for one 





“ENDURA” DESK SET 


or for two pens. Various types of bases are made: cle 

glass, ebony glass and black rubber. The price range is 
° £ r 

from $10.00 for the single rubber base set to $30.00 for the 


double pen glass base set. 

These desk sets are equipped with the Conklin “Endura” 
pen, which carries a perpetual and unconditional guarantee 
of free service. The desk sets are beautifully designed, 
finely finished and durably constructed. They have met 
with an enthusiastic reception by Conklin dealers, who 
report a rapid turnover. 
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New Burroughs Automatic Bookkeeping Machine. 

A new automatic bookkeeping machine that posts ledgers 
and proves its postings at the same time is the latest offer- 
ing to the business world of the Burroughs Adding Ma- 
chine Company, Detroit. 

‘This new bookkeeping machine,” says the announcement 
of Standish Backus, president, “is a revelation of the possi- 
bilities of automatic accounting. This machine does in one 
operation what formerly required two or more operations. 
It not only posts the ledger, automatically adding debits, 
subtracting credits and extending a new balance with every 
posting, but, by means of a separate accumulating register, 
proves its work as it goes along.” 

The accumulating register is the outstanding feature of 
the new machine. This register accumulates charges, cred- 
its or balances, depending upon the class of posting being 
don \s each item is posted to the ledger card, the cor- 
rect proof figure—charge, credit or balance—is printed on 


a separate proof strip. These figures are accumulated 




















NEW BURROUGHS MACHINE POSTS LEDGERS AND 
PROVES POSTINGS AUTOMATICALLY. 


throughout the run and can be subtotaled or totaled at any 
time 

In operation, this feature proves that each posting 1s 
made correctly The figure on the proof strip must agree 
with the corresponding figure on the ledger card. If it 
does not, the error is at once apparent. It is confined to 
particular item and can be corrected before proceeding 
if desired, with the result that endless checking is avoided. 

hen, at the end of a run, the depression of a single key 
prints a total of the items accumulated on the proof strip, 
thus establishing a positive proof for the entire run. 


The new machine is equipped with a full standard key 


rd. All keys are visible; amounts set up on the key 
ard may be checked visually before being written. The 
keyboard contains a date section, a character section for 


the identification of entries, a folio, amount keys, control 
keys, and a lever that controls the proof register or accu- 
mulator. 

\ctual operating tests covering a period of many months 
were undertaken by the Burroughs Company to demon 
strate the practicability of the new machine for all general 
accounting work These tests included the handling of 


accounts payable and receivable, the general ledger, distri- 





bution of sales, labor, material and expenses, payrolls and 
stock records. In each instance substantial savings were 
effected both in time and labor. 


New Mucilage Container. 
The Ault & Wiborg Company have brought out a new 
container for their StiKit mucilage. This container has a 





CONTAINER FOR “STIKIT’ MUCILAGE. 


square base with the usual holder above in which the 
mucilage bottle and spreader are located. The crackle fin- 
ish of this new container is very attractive. 


Letter Opener of Low Price. 

The Uptown Manufacturing Company, 1709 Arthur 
avenue, Chicago, IIL, manufactures and distributes the 
“Real” letter opener. This is a convenient and attractive 
device, notable for its simplicity. Mail is opened quickly 





THE “REAL” LETTER OPENER. 


and easily by holding the letter in one hand, and pulling 
the cutter across the edge of the envelope. This shaves off 
a thin sliver of paper, exposing the contents of the 
envelope. The frame is aluminum, and supports two sharp- 
ened steel discs. The cutters are so enclosed that they are 
protected against damage in case of a fall. There are no 
parts to work loose or get out of order. The “Real” letter 
opener is simple, small, light in weight and has a practical 
field in both office and home. It retails at $1.50. 


Dietz Line of Period Furniture. 

The J. F. Dietz Company, 485-7 Spring Grove avenue, 
Cincinnati, Ohio, has added a new line of period furniture 
to its established items in office desks and tables. The 
period furniture includes flat top desk, with table, costumer, 
telephone stand and waste basket to match. The desk is 
illustrated herewith. 

Dietz period furniture is made both of genuine mahogany 
and genuine walnut, with drawer interiors to match. The 
legs are 2% inch round, turned to an attractive and prac- 
tical design, with moulding around the leg at the base of 
the center drawer. This moulding is carried around the 








a 
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entire desk. The legs are fitted with glides to facilitate 
moving. Sockets on the legs have been done away with 
The desk is made with open back, for the use of two indi- 
viduals, if necessary. The company’s heavy 7¢ inch three- 
ply panels and a beautiful moulded writing bed 1!4 inch 





DESK. 


NEW DIETZ PERIOD 


The slides ride flush with the 
The left pedestal contains 


thick are used on this desk. 
front edge of the writing bed. 


The Stationer and 


four drawers, and the right pedestal three, the lower right 


being a vertical file drawer with built-in file and folders 


The top drawers of each pedestal are the same height as 
the center drawer to give a uniform appearance across the 
front of the desk. There is a built-in dust panel betwee 
each drawer, and under the center drawer and the pedestal 
bottoms. 

The center drawer is equipped with a genuine paracentric 
lock and round wood knobs—with special anchoring screw 


to eliminate the pulling off of the knobs. Knobs are used 
on all drawers, as these carry out the period design mor: 
so than brass or bronze. 

The writing beds are finished with lacquer, an everlast 


ing, beautiful finish. 

The J. F. Dietz Company has also added 
than that described. It is made with sunken panel effect 
The specifications differ materially from those given for the 
No. C-66-F desk. 


For the trade demanding a cheaper class of period furni 


a grade highe I 


Being Some Extracts from a Talk by F. W. Guthrie, Given 
at the Annual Convention of Acme Card 
System Company, at Chicago. 


For many years the business man, in the words of one 
of our customers, has been “systematized to death” by high 
powered salesmen with irresistible arguments. Sometimes 
the buyer has obtained the results he expected and some- 
times he has not. 

In visible equipment his hopes of greater efficiency at a 
lower operating cost have been realized. Therefore, he is 
interested in, he wants and he will have visible equipment. 
But where will he get it? 

It is only natural that he should turn to his stationer. 
The successful stationer of today and of the future is more 
than a purveyor of merchandise. His real service to his 
customers comes from a knowledge of their requirements, 
and a study of the devices available, in order that he may 
select the right tool for a specified use. It is his duty to 
bring to his customers’ attention any device that may make 
the work in the office more efficient and less burdensome 
His primary object in so doing should be to serve as well 
as to sell. 

If the stationer is functioning as he should, it is only 
natural that the prospect turn to him for any device that 
aims to increase his office efficiency. Unfortunately for 
the stationers noi many of them have been able to secure 
agencies for visible equipment. They must, therefore, refer 
their customers to some representative of the visible equip 
ment manufacturer. 


To whom shall he refer him? 


Stationer’s Field in Specialties. 

Now the outlook for the stationer is not very promising, 
you say. Well, speaking as a stationer, unless the stationer 
can control in his territory, the sale of lines which consti- 
tute the major part of his business, his outlook will be 
The stationer abso- 


about as promising as a blind man’s. 
lutely must not only retain the business on such lines, but 
he must also add such specialities as are available to him. 
If you don’t believe it, read the trade papers and you'll 
find that I'm not the only stationer who thinks this way. 

You may say that any of these specialties are available 


ture the Dietz company has a complete showing. Any 
information desired regarding these various grades will be 
furnished in photographs and descriptive circulars 
Visible Equi t 

to the stationer? There are, but what happens’ The st 


tioner quotes a price then along comes a factory representa 
tive and quotes a lower price. 

this tend to shake the 
stationer? Will he be as willing in the future to entrust 
his miscellaneous office supply business to him? Won't 
from 


Doesn't customer's faith in his 


develop in him a tendency to shop around and buy 
the stationer only the things he cannot easily and profit 
ably buy elsewhere? No stationer can afford to put his 
customer in that 

Since the man who starts out to buy visible equipment 


frame of mind. 


since the sta 
He should 
have arrangement with a manufacturer who will co-operate 


sold 


sales wi rk. He 


can not be swerved from his intention and 


tioner cannot handle his order, what shall he do? 


with him, for what happens when a sales record is 


The user gets more aggressive in his 


uses more paper, more typewriter ribbons, more carbon 
paper. Perhaps he buys a duplicating machine Perhaps 
the results will justify an increase in the force and that 
means another desk and chair and other things that art 


needed to completely outfit a clerk. 
Getting the Stationer’s Viewpoint. 
Now if I were one of you and not a stationer, I'd hav: 
a heart to heart talk with every stationer in my territory 
with a 


I’d supply him with a catalogue. I'd fit him out 
card book or a demonstrating tray. 
could use it in his own business for his stock control re« 
attended this 


Stationers, I'd 


I’d show him how he 


instance. If by chance he year's 
convention of the National 


ask him what he thought of Charles R. Marshall's statement 


ord, for 
Association of 


concerning a record that will cut down the number of items 
in stock twenty-five inventory 
$10,000, despite the fact that there was an increase in his 
per “All of 
“with no impairment of the 


per cent. Reducing his 


sales of fifteen cent, which was done,” 
Mr. Marshall, 
anything a betterment.” 

We stationers know that the curse of the stationery busi- 


uess is the shelf sleeper and sooner or later all stationers 


service 


are going to realize the necessity for a stock control rec 














on 


We tried to get along without one ourselves and 
it could not be done profitably 
] 4 o ‘ 7 | 
When vou have sold the stationer on the idea of a stock 


record for himself, when visible equipment pros 


pects come into his store he will be less inclined to talk 
] 
he1 ut of visible equipment. He will tell the prospects 
he results of the stock control record in his own busi 
ness. He will get out the demonstrating tray you gave 
erhaps containing his own stock control record, and 


ill say, “I'll send the manufacturer’s representative 
around to see vou. He is a specialist in solving problems 
ist like vours.” What will be the result? By his frank 
ness and his fairness, and by confirming his customer's 
that he wants visible equipment he draws the cus 
er closer to him, because he has heiped his customer 


secu that which was best for him 


Value of Stationer’s Tip. 


You will make a sale and, gentlemen, I don't | vy wha 
he management thinks about it but I think you ought t 
the stationer something for that tip 

Every day there come into the stationery store met 

( ld use visible equipment but need to be shown 

lust a week ago a man came into my store. He was 

he produce business He told one of the boys he wanted 
book th columns in it e salesma was 

and | wa interested in seeing how he indled 

stome! \fter a lone conversation, chiefl bout 

he decided upon a book which cost $1 75. When the 

se was completed I stepped up and said [ don't 

much about the produce business, but I am interested 
rds. For what purpose are you going to use tl 

| invited him into my office, got him comtortabl) 


d and heard his story. When he was through | 


him a trav with a sales and stock record on it 
said: “Did you ever see this?” He flipped the cards 
nd forth, then said: “This is what I ought ve.’ 
He bought $113.00 worth and when he went out he said 
’t know what I wanted; that’s the reason I wanted 

hing che , 
Gentlemen, when a man goes into a stationery store he 
to buy. There rarely is an exception to this rule. The 
stationer gets more opportunities to sell visible equipment 


you do. His prospects come to him, you have to find 
prospects. Why not co-operate with the stationer 
He cannot sell them anything else if they have made up 
minds to buy visible equipment and if you do not 
e a working arrangement with the stationer, the pros 
ect may find a competitor and not find you. 
Dealer Recognize Potential Market. 


eady there are stationers who are convinced that vis 

le equipment is here to stay and that it is destined to 
supplant the blind file. To illustrate, let me read you what 
stationer in Memphis, Tenn., says about it in an article 
entitled, “We start five new visible index leads every day 


sible index equipment up to very recently was held 


highly specialized line, entirely outside the province 


of the stationer and office outfitter. Hence, the eld has 

left almost entirely to the manufacturers of such 
eq ent wl ined men in its application and then went 
direct to the ultimate user for their sal 


‘A change in this state of affairs has already set in and 


as time goes on will become more and more pronounced 
\ e index card records are so logical and so sensible 


that they are destined ultimately to supplant almost com 
pletely the other methods. In a comparatively short time 


isible index cabinets will be sold as desks and chairs 
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now are. Customer will ask for them and purchase them 
as they do other office equipment.” 
Doesn't this statement, gentlemen, bear me out in three 


things: 

1. There is a greater interest in visible equipment on 
the part of the buyer. 

2. The stationer has wonderful opportunities to sell vis- 
ible equipment. 

3. The stationer needs you and you need him. 


Gentlemen, I rest my case. Have I proved it or not? 


New Book Tells How Banks Increase Their 
Business. 
Rand, MeNally & Company of Chicago have just brought 
out a new book by G. Prather Knapp on “How Banks In- 


rease Their Business.” A friend and admirer of the author 
describes him as a man of real culture and great ability, 
who does not keep his culture and his business knowledge 


in separate, water-tight compartments, but happily blends 
ie two, so that what he writes is a living message, not a 


classified, first-hand report of two 
decades of banking and bank business development. Work- 
able plans and methods used by bankers all over the coun- 
try are given, and the author’s comments are as pertinent 
to the problems of the smaller bank as they are to the 
larger, departmentalized institutions. Mr. Knapp’s book 
helps bankers and publicity men to lay the groundwork 
lard practices in new business de- 


s 
f 


[he book presents its subject in seven related discus- 
sions, which may be classified as follows: 


Organizing the new business or public relations depart- 


ment; preparing the bank for increased business and pub- 
lic recognition; service, or merchandising, plans in detail; 
direct personal selling of bank service; advertising meth- 


is; personal activities in public relations management; 
office systems in the new business, advertising and pub- 


How to make a new business survey of a bank and its 
field and how to use it as a basis for detailed recommen- 
ject of a leading chapter. Other specific 


subjects treated in the twenty-two chapters include the 


dations, is the sul 


qualifications and training of new business managers; solici- 
tation plans: employees’ contests; percentage basis for ad- 
vertising appropriations; selection of media; preparation of 
copy: industrial and school savings plans, and cooperative 
activities in bank public relations work. 

For years Mr. Knapp was in charge of publicity for the 
Mississippi Valley Trust Company of St. Louis, during 
which time he was called upon for advice by that institu- 
tion’s correspondent banks. In 1921 he was a director of 
the Financial Advertisers’ Association, which he helped to 
organize, and was a member of the committee on publicity 
of the Trust Company Division of the American Bankers’ 
\ssociation. He has served as chairman of the Financial 
Advertisers’ Group of the New York Advertising Club, 
and has participated in many other similar activities 
throughout the United States. He is now editorial and 
business director of the Rand-McNally Banking Publica- 
tions, which include The Bankers’ Directory (Blue Book), 
The Bankers’ Monthly, The Bankers’ Service Bulletin, The 
Bankers’ Service Guide and the Key to Numerical System 
of the A. B. A. 


“How Banks Increase Their Business” is bound in cloth 
and includes more than 300 pages of text, with about fifty 
pages of photographs and charts. It is priced at $5.00. 
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Simplex Standard Auction Bridge Scores. 


Bridge has become the great American card game. It 
is probably played more than any other card game and the 
number of players is growing rapidly. Of all the popular 
games, Bridge is hardest to score, and remarkable as it 
may seem, a large percentage of players can not score at 
ali, while most of those who can score are not good at it. 
Even the best scorers frequently make mistakes when com- 
puting mentally. No one really likes to score. Most people 
play Bridge for the social side of the game and the joy of 
playing and do not care to concentrate on and compute the 


different items which enter into the score. The possibility 


“we = ne =< 


Simplex 


STANDARD 
AUCTION 


Bridge 
Scores 





= = 





ANY OFF CAN SOOM. 


CLUBS 
DIAMONDS 


HEARTS 
SPADES 


NO TRUMP 





SIMPLEX BRIDGE SCORE BOOK OPEN. 


of error in mental computations is so great that in tourna 
ments and other important games, quite often in party 
games where the interest is keen, two players sometimes 
score and thus check each other in order to be sure that 
the score is correct. For example: Four hearts is bid and 
doubled. The bidder's side makes six tricks and holds four 
honors in one hand. The process of scoring the old way 
is about as follows: “Six hearts, that’s 6 times 8 equals 48, 
doubled is 96 below the line; we bid four, were doubled, and 
made six—fifty above the line for our contract; fifty for 
each of the two additional tricks—100 more above the line: 
four honors in one hand—eighty above the line;—and (if 
the scorer didn’t forget) fifty more above the line for a 
little slam.” Now the score sheet looks thus: 


50 | 
80 
100 | 
50 


96 


And bidding four, being doubled and making six isn’t any- 
thing very unusual in a game of Bridge. 

Players have worried about some simple means of scor- 
ing in Bridge; wives have asked their husbands if there 
wasn't some little adding machine to do the disagreeable 
part of Bridge. No wonder it isn’t uncommon to hear the 
jest—“They won because they did the scoring.” Score- 
pad makers printed helpful figures on score pads, but every- 
one kept on computing mentally. 


Mrs. Hunter Solves the Problem. 
Maud B. Hunter, 4615 North Ashland avenue 


after playing Bridge for years, noted, too, 
finding someone who wanted to score an 
score accurately, but decided that something 
done about it. She reasoned that bank clerks 
terest table to get the correct amount of inte: 
of computing mentally with the possibility of mist 
with much loss of time; also that engineers ha 
some of them large books, to avoid mental « 
that many business houses had their prices al 
that the salesman did not have to waste time 
extensions, and even the corner butcher's scales 
the amount for various weights sold. With 
reasoning for a basis, Mrs. Hunter, some three 


t 


decided that every possible Bridge score 


~ 





Lev pened here 


6 
4 


Diamonds 
Dramonds 
Dramonds 
Diamonds 
Dramonds 
Diamonds 
Diamonds 


DIAMONDS 


HEARTS 
SPADES 


NO TRUMP 


SIMPLEX SCORE BOOK OPEN AND FIRST 


SHEET RAISED SHOWING DIAMONDS 


fully computed and printed in convenient form s 
and everyone could score quickly and accuratel 
“Simplex Standard Auction Bridge Scores” is 


a little booklet printed in two colors and tl 


when closed 334 inches | 
more space on the table than an ordinary score 
it is opened (see illustrations) on the left is 
scoring table, on the right the score sheet or 
the middle a place to lay the pencil so it wor 
table. 

The Simplex Bridge Scores contain every pos 
—1470 of them and all the possible variations 


yy 94 inches, and taki 





ors which can be held. Now with Mrs. Hunter’s Simplex 


score book handy, let us take that four heart 


} 


follow 








Page 87 OFFICE APPLIANCES For October, 1926 


the simple directions and turn to the page showing tour 


hearts bid—and opposite the six tricks made is the answer 


Right on the same page it says, “four honors in one 


1and 80.” When these figures are written down the score 
she re ads: 
80 
200 
YU 
Three items the Simplex Score way as against five items 
when computed mentally. 
iF mputing the above mentally the time required for 


au expert scorer, who wants to score accurately is trom 
three-quarters of a minute to two minutes. With the Sim 
ple x Bridge Scores it takes about fifteen to twenty sec nds 


> 


[The Simplex Standard Auction Bridge Scores is neatly 


bound in a durable cover, is attractive and looks well any- 
where, and retails for the price of a good pack of cards— 
$1.00 per copy \nd there is an attractive discount to 
dealers. Simplex Bridge Scores come one dozen to the 
cart 


Capper-Kelly Bill Makes Progress. 
Advice comes from the American Fair Trade League that 
the sub-committee on the Capper-Kelly bill promised by 


Chairman Parker, is now being formed in order that a 


mi ¢ 


report may be ready for the considerati f the full com 
mittee immediately upon the reassembling of Congress 
this winter This recalls the fact that on June 10 Con 
gressman Clyde Kelly of Pennsylvania made a speech in 
the House of Representatives on the bill. This was a most 
eftective effort. 

The concluding paragraphs of his remarks embody a 
complete statement of the purpose ol the bill We quot 
When the maker 


be as represented, establishes a reputation for furnishing 


f a standard product guaranteed to 


t of uniform quality and at uniform price, he has had a 
public referendum, resulting in a vote of approval 

then, dealers cut the publicly approved prices, in 
order to lure unwary purchasers into buying other goods 
at excessive profits, they discredit and injure the approved 
product, and deceive the public. 

Crooked politics is under the ban Crooked business 


must go. Theft of values created by an honest maker ol 
honest goods is not the competition which is the life of 
trade: it is the jungle warfare which is the death of trade 
Mr. Speaker, I believe that H. R. 11 should be favor 
ably reported by the Interstate and Foreign Commerce 
Committee and enacted by this Congress because it en 
courages and protects the policy of producing standard, 
ds, which assures uniform quality, saves 
the time of the buyer and makes possible higher labor and 


factory conditions; because it means a fair price fixed under 


competitive onditions with rival producers; because it 
recognizes the principle that the maker of the goods is best 


equipped to name the fair price which includes the cost ot 


production and distribution and a fair profit for producer 
and distributor; because it means a lower distributing cost 
than through costly selling agencies and consignment sys 
tems because it means greater a! d not less competition, 


for under it all producers and distributors will have a tair 


chance. no more and no less; because 1 


» 
> 


process of monopolization of retail merchandising; because 
it will place business on a more honest plane and_ will 


stimulate the national growth of business and enterprise.’ 

















FOUNTAIN PEN DISPLAY IN WINDOW OF THE BIX- 


BY OFFICE SUPPLY COMPANY, GRAND RAPIDS, MICH. 


Here was an attractive showing of Sheaffer Lifetime 
uuntain Pens and Pen Sets, Propelling Pencils, ‘“‘Skrip,” 


ete. The items, of course, were small, and, being arranged 


a horizontal plane, failed to appear in the nhotograph 


with as much clearness as they achieved in the window 
itself, 

















‘Y AND E” LIGHT WEIGHT SAFE WHICH 
RESISTED SUCCESSFULLY THE 
EFFORTS OF BURGLARS 
TO OPEN IT. 





PENN TRAFFIC 


DERN OFTiCt 











BOOTH OF THE PENN TRAFFIC COMPANY OF 


JOHNSTOWN PA AGENTS FOR THE GENERAL 


FIREPROOFING COMPANY IN THE JOHNSTOWN 


DISTRICT AT THE MANUFACTURERS’ EXPOSI- 


TION, CAMBRIA COUNTY FAIR GROUNDS, JULY 5, 


h 


AND 7, 1926 
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Miami Disaster Wrecks Stores. 
\ hurricane September 18 havoc on th 
East coast of Florida, working extensive damage and loss 
As far is known no mem 


caused great 
of life in the vicinity of Miami. 
bers of the office equipment and stationery trades were 
killed, but the effects on buildings, stocks and trade were 


disastrous 


A few impressions of the storm and its effect have bee: 
J. Duham, 137 West Flagler street 


transmitted to us by A. | 
the first raging through 


Miami. There 
the night, and abating somewhat by 
In another hour the hurricane blew from the South, with 
The front door and its transom could 


were two storms, 
seven in the morning 


intensified violence. 


not be kept closed. The window pane in the front door 
was shattered by a metal sign which was carried ten 
blocks. In order to keep the door closed against the storm 


it was necessary to hold it with two showcases, which were 
used to brace the door. 

The 
surplus stock was filled with plate glass in storage at the 
Some 


warehouse in which Mr. Dunham had stored his 


time of the storm. The warehouse was destroyed. 
warehouses could not be found after the storm. 


The spirit of Florida is revealed in an expression by Mr 
Dunham: “Why should I 
out; without money to pay my income taxes for last year 
Yet life was spared to me, and I still have my store and 
Miami will come back 


complain! Pretty near wiped 


mean to stage a comeback 
strong. We are working hard every day.” 

After the storm Mr. Dunham sent four salesmen out to 
bring in typewriters and adding machines which needed 
repair after sustaining the ravages of the storm. He sent 
out of town to get mechanics to help meet the demand for 
repair service. 

The yacht “Chieftain,” owned by A. B. Dick, of Chicago, 
was seriously damaged, with many others, in the storm 


The hurricane passed Northwest from Miami, and did 


considerable injury at Fort Myers. Thomas A. Edison 
has a winter home there. Some damage was done the 


verandah by a falling tree. The dock at the waterside 
suffered. Several of the royal palm trees in the tropical 
garden were uprooted, and a number of citrus trees blown 


down. No appreciable damage was done to the experi- 


mental rubber plantation which Mr. Edison studied with 
such great interest. 


As soon as word regarding the Florida storm was broad 


casted by radio and newspapers, neighboring states organ 
ized to relieve the situation. The entire nation responded 
through contributions to the Red Cross fund and other ac 
tivities organized to help the stricken sections Florida 


Prize Fight Broadcasted by Royal Typewriter. 


1 


\ stroke of publicity was effected by the R ype 
writer Company, Inc., when broadcasting rights were s¢« 
ured for the Dempsey-Tunney fight at the Sesqui-Centen 
nial stadium September 23. The progress of the mill at 


Philadelphia was broadcasted from the ring through the 


tie-up of over thirty stations Che announcements from 


} 


the ring were made by Maj. J. Andrew White and Graham 


McNamee, leading announcers in the sports fiel« 

Interest in this fight was intense, all over the country 
Coupled with the fact that it was the first prize fight ever 
“put on the air,” it is probable that the total idience 


was a record breaker 


Office Equipment Co. Changes Name to Clarence 
R. Smith & Co. 

The Office Equipment Company, 123-125 South Fourth 
avenue, Louisville, Ky., has changed its name to Clarence 
& Company, This 
that several 
had adopted similar names to that of the Offic 


Inc. change was made by 


R. Smith 


reason of the fact concerns in the territory 
Equipment 
Company. 
Clarence R. Smith & Company opened their third store 
in the Starks building on September 1. This is said to be 
building in the South, containing over 


the largest office 


one thousand offices. 


Direct Mail Convention at Chicago in °27. 

Mail Advertising As 
sociation, Inc., will be held at Chicago in 1927. Invitations 
governors from Phila- 


\ delegatior 


The 1927 convention of the Direct 


had been presented the board of 
delphia, Memphis, Milwaukee and Chicago 


men from Chicago made a strong case for 


that city, offering a $35,000 guarantee fund. E. G 


of eighteen 
Ryan, 
of the Multicolor Sales Company, was a member of the 


Chicago party that won the decision to hold the meeting 


at Chicago in 1927. 
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Charles Edison Directs Edison Companies. 


Charles Edison, son of Thomas A. Edison, has been 
elected president of Thomas A. Edison, Inc., and affiliated 
companies Edison, Sr., has becom« chairman ot the board 
of directors. He is not relinquishing his activities, and con 


tinues his experimentation and development in the com 
pany’s laboratories This formal change—Charles Ediso1 


has been president of the portland cement company thx 





CHARLES EDISON 


past two years was announced at the close of he first 
half century of his father’s great work 

Charles Edison was born at Llewellyn Park, N. J, 
August 3, 1890. He was educated at Dearborn Morgan 
school, and Carteret academy, Orange: Hotchkiss school 
Lakeville, Cont Massachusetts Institute of Technology 
Becston After completing his technical education Mr. Edi 
son spent a year with the Edison Electric Illuminating 
Company. Boston, learning the electric lighting business. 
Then he became connected with the Edison West Orange 
plant as manager of certain divisions, including the phono 
graph and storage battery. He established the Diamond 
Disc Shop in New York, and managed the Little Thimble 
theater, an amateur musical group. 

Mr. Edison married Miss Carolyn Hawkins at the hom« 
of his parents, Fort Myers, Fla., March 27, 1918. He is a 
member of the Essex County Country club, Orange Lawn 
Tennis, Newark Athletic and Orange Rotary clubs, and the 
West Orange Board of Trade. Mr. Edison is a Delta Psi 


Mention has been made of the fiftieth anniversary ot 
Thomas A. Edison as an industrialist. This has been com 
memorated by 1 handsome brochure, “] ity Years of 


Edison Progress.” It describes and illustrates the Edison 
inventions most widely known, such as the ‘Ediphone,” 
phonograph, storage battery, Portland cement, and pri 


ight pages of chronology show the land 


~ 


marks in Thomas A. Edison’s useful life, listing in small 
type his various achievements in the electrical, general 


industrial and chemical fields. His work with the military 
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and naval establishment of the United States during the 
war produced forty-two reports on various phases of 
offense and defense. 

Mr. Edison’s contribution to material advancement is 
indicated by the fact that about 1,150 patents have been 
issued to him 


Envelope Company Institutes Insurance Plan. 

The Gray Envelope Manufacturing Company, Brooklyn, 
N. Y., has established a plan enabling persons in its em- 
ploy to provide funds for their old age by combining thrift 
with life insurance The plan is being underwritten by 
the Metropolitan Life Insurance Company on a co-opera- 
tive basis whereby weekly deposits by participating em- 
ployees are supplemented by contributions of the employer. 
The plan offers also a visiting nurse service and the period- 
ical distribution of pamphlets on a variety of health sug- 
gC stions 

Kling Gets Forty-Year Remington Pin. 

Charles Kling, veteran service man, is the most recent 
exemplification of the saying, “Good Remington men last 
a long time.’ He has entered the company’s forty-year 
class. 

Mr. Kling is foreman of the Remington service depart- 
ment of the St. Louis office. He has always been a Rem- 
ington man. Forty years ago he began his Remington 
work as a boy at Ilion, and Manager Held’s tribute to him 
is that “his entire service has been one of loyalty, devotion 
and co-operation.” It is hard to add anything to such full 
praise as this. 

August 2, at the Claridge Hotel in St. Louis, Manager 
Held’s staff gave Mr. Kling a dinner. He was presented 
with his forty-year Remington pin. He was also presented 
with a beautiful watch chain, the gift of the service depart- 
ment, R. A. Dennis of the Remington home office making 
the presentation 

Though much overcome, Mr. Kling nevertheless deliv- 
ered an interesting talk in which he scheduled his Reming- 
ton career from his start as a $3.00 a week boy at Ilion 
down to the present. He is extremely proud of the fact 
that all of his years of service have been with the Rem- 
ington Typewriter Company, and he makes no secret of 
the tempting offers that have come to him from the outside. 
He says he “hopes and trusts to be with the Remington 
organization until the last call.” 


U. S. Playing Card Co. Supplies Bridge Party. 

Following its usual custom, the U. S. Playing Card 
Company of Cincinnati supplied 100 packs of bridge cards, 
with scores, etc., for the ladies’ bridge party held on Tues- 
day, September 21, at the Congressional Country Club—a 
social feature of the stationers’ convention last month at 
Washington, D. (¢ 

Buckeye Establishes Coast Distribution. 

The Buckeye Ribbon & Carbon Manufacturing Com- 
pany, Cleveland, Ohio, has established a branch at Oak- 
land, Calif., affording excellent facilities for giving service 
to the California trade 

H. L. Rouse is in charge at Oakland. He had been 
-onnected formerly with the New York office of The Buck- 
eye Ribbon & Carbon Company. 

Mimeograph Serves in Miami Disaster. 

The mimeograph filled a gap at Miami, Fla., following 
the hurricane of September 18. An edition of several 
pages of the Miami News was mimeographed, for posting 
about the city Che chief contents was the list of injured 
and dead 
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“Cesco” Office Opened in New York City. 

A sales office has been established for the convenience 
of its customers at 366 Madison avenue, New York, by 
The C. E. Sheppard Company of Long Island City. Here 
the complete “Cesco” This branch office 
also has charge of the training of “Cesco” business admin- 


line is displayed. 


istration executives in modern methods of record keeping 
in connection with the new product, “Cesco” visible rec- 
ords in book form. 

A highly specialized service department is maintained 
for the drafting of special forms pertaining to specific and 
individual records; it is in charge of an expert on record 
keeping installations. This department will act as a clear- 
ing house of ideas for thousands of particular forms de- 
over 300 different industries. 


vised for and in use by 











Cc H. PARTRIDGE, WHO 
VISITED THE UNITED 
STATES.—The Director of the 
Bombay Division, Remington 
Typewriter Company Visited 
This Country While on Leave. 
An Item Regarding His Trip 
Appeared on Page 195 of the 
September Issue. 




















New York Business Show. 

The twenty-third annual National 

be held in New Madison Square Garden, New York City, 
October 18-23. 

Secretary of Commerce Hoover has been invited to open 

from a number of 


Business Show wilh 


the exposition officially. Governors 
surrounding states have been asked to attend, particularly 
on Wednesday, which has been set aside as Government 
Day. The exhibits will cover a wide range of machines 
and devices used in the modern business office. 
ments in old types of equipment, and new things will be 


The show will be informative and educational. 


Improve- 


on display. 

Special days have been designated for Office Employees, 
Executives, Retail Merchants and Commercial Students. 
The show is expected to attract a large number of repre- 
sentatives from Federal, state and city administrative offices, 
who will find on exhibit ways and means of reducing office 
expense. 

A feature of the show will be an office designed and 
equipped for use on large passenger-carrying aircraft to 
illustrate the speed at which business may be transacted in 
the future. An interésting comparison will be possible by 
noting present devices with those on exhibit at the first 
show in 1904, which will be on display also. The man 
aging director, Frank FE. Tupper, anticipates this to be 
the greatest show in the history of the office equipment 
industry. Complete details of the show, with illustrations, 
list of exhibitors and news of interest will appear in an 
early issue of Office Appliances following the event. 


When you see some men looking worried it is because 
they can’t think of something to worry about.—Faultless 
Bulletin (The Stationers Loose Leaf Company). 


What a Wholesale Trade Association Can Do. 
the organ of the Wholesale Station- 
A., notes the four following 


“The Association,” 
Association of the U. S. 
things which a wholesale trade association can accomplish: 

l. Make a study of, 
tend toward economical and effective distribution. 


ers’ 
and put into effect practices that 


2. Collect facts and disburse information to develop co- 
operative and group action of a voluntary and non-collusive 
direction of industry and trade. 

3. Through education direct the orderly flow of merchan- 
dise through “legitimate channels of trade.” 

4. Keep its membership well informed, and foster the 
advantages of friendly human relationship and the inter- 
change of ideas among competitors and various divisions 


of industry. 


D. E. I. Distribution for Demountable. 
Exclusive Dutch East 
Indies for the Demountable typewriter has been assigned 
to ©. Dunkerbeck & This 
corporation has a very thorough and complete organiza- 
Haarlem, 


representation throughout the 


Company, Soerabaia, Java. 


authority is located at 


that the 


tion; the purchasing 
Holland. The 


achieving good success, and is accepted very favorably by 


company reports Demountable is 
customers. 


Success Comes Through Brains and Hard Work. 

The Sunday magazine section of the Dayton Daily News 
of September 12 contained a contribution by J. H. Bar- 
ringer, vice-president and general manager of The National 
Cash Register Company. His topic was “Brains Plus Hard 
Work Brings Success.” 


C. Green Lopp. 











C. Green Lopp, a salesman at Miami, Fla., for the Wil 
liams Mann Company, of Philadelphia, Penna., passed 
away at Philadelphia. Mr. Lopp was in the company’s 
offices, and collapsed suddenly. He passed away from a 
heart affliction at the Pennsylvania hospital a short time 
afterward. Mr. Lopp was married 

NOVEL DEVICE FOR CON 
VENTION PROGRAMS This idea 
comes from the Acme Card Sys 
tem Company f Cl 























Demountable in Federated Malay States. 
Representation in the Federated Malay States has been 


Demountable Typewriter Company, 


Sales 


established by the 
Fond du Lac, Wis. there are in the experienced 
hands of Chas. Grenier & Company, Ltd., Perka. 
This arrangement was made by Piero Castelli Della Vinca, 
European manager, Via Privata Carducci, 22 D, Milano, 
Italy. 
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G. E. Hancock Heads Office Appliance Body. 

The annual election of the National Association of Office 
Appliance Managers was held at Hotel Traymore, Atlantic 
City, N. J., September 9-10. Gratton E. Hancock, assistant 
American sales director of the Remington Typewriter Com- 
pany, was elected president. 

Mr. Hancock’s election to leadership of this association 
comes as a well merited honor. A member of the associa- 
tion for five years, Mr. Hancock has served it effectively 





GRATTON E. HANCOCK 


for three years as director and for two vears as secretary 
treasurer. Mr. Hancock has been the recipient of congrat- 
ula s from his host of friends on this new distinction 
which has come t him. It scarcely need be added that 
the ssociation has made a ten-strike in choosing so dis 
tinguished a representative of the industry 

Having entered the Remington service in 1901, Mr. Han 
cock has progressively wielded a more and more potent 
influence in the destinies of the Remington Typewriter 
Company since that time \t present he occupies the chair 
( assistant Am sales director, he having been a mem 

the Remington executive staff since 1917 


Ivan Allen Buys Fort Mountain. 


ly Allen, prominent Atlanta business man, has real 
l of the ambitions of his hfe through the purchase 
Fort Mountain, near Chatsworth, Ga., which, with the 


number of well known Atlanta capitalists, he ex- 


ects to develop into an exclusive resort the near future, 


says the Atlanta Journal of August 26. The report con- 


M Allen's é plans, within ext tw s he 
= 18-hole golf « < ind an exclusive 
é te ( of the 1 t dont 
1 é he is purchase the 1 ta 
7 ‘ s summer esidences and t i out 
\ lle Vas Wait uid t his 
1 he med of owning t Mounta which 
S ( ¢ h \ ind 1 st ( resque |] ts in 
(it £ the n st pl ent eak the Ce 
or ¢ iltitude « T te! SUUU Tteet 





It is near Chatsworth, the seat of Murray county, and the 
Henry Grady highway, when completed, will cross the foot 
of the mountain. 

“Fort Mountain is so called from the remnants of an old 
fort crowning its heights, and the legends connected with 
the structure go back to the days when DeSoto camped 
there en route to the Mississippi. Mr. Allen, for romantic 
and sentimental reasons, will preserve the old fort in its 
present condition, although the proposed hotel will be 
erected on the 40-acre plateau within the outer walls of the 
ancient fortification. 

“A similar plateau of 300 acres on a slightly lower level 
of the mountain top will be used for the golf links and a 
lake. Mr. Allen said that he thought this was one of the 
few mountains on top of which a level plateau of any phe- 
nomenal acreage existed. 

“Mr. Allen stated Thursday that although his plans would 
not go into immediate effect, he felt sure that the links 
would be ready within the next two years and that ‘golf 
above the clouds’ in Georgia would be a reality. Work is 
expected to commence on the hotel following the comple- 
tion of the golf course. 

“In addition to the mountain proper, Mr. Allen purchased 
several hundred additional acres in Murray county, which 
include the famous Cohutta mineral springs. With the 
mountain within 75 miles of Atlanta, Mr. Allen’s plans are 
to make it one of the most attractive resorts in the south.” 

Merited Promotion to Elmer E. Cornwell. 

As a fitting close to the annual sales conference of the 
National Blank Book Company, held at Holyoke, Mass., 
some time ago, Treasurer F. B. Towne announced the pro- 
motion of Elmer E. Cornwell. In recognition of his 
efficient and constructive sales work as assistant sales man- 
ager, Mr. Cornwell had been promoted to sales manager. 

The new responsibility came to Mr. Cornwell through 
his ability to absorb hard work, and to carry through suc- 








ELMER E. CORNWELL 


cessfully intensive sales promotion plans. The announce- 
ment made to the nation-wide sales organization of the 
company brought the felicitations of every Nationalite 


nresent 

Mr. Cornwell has had a broad experience in the National 
organization which fits him especially well for his new 
responsibilities. He started in the billing department 
fifteen years ago, and has advanced steadily—taking a 


whack at advertising on the way up—to his present work. 











Cleveland Typewriter Men Organizing. 
A number of typewriter dealers of Cleveland, Ohio, held 
a get-together meeting at the Hollenden Hotel, September 
14. McBurney, Cleve 
land manager for the American Writing Machine Company 
After an excellent dinner the meeting was called to order. 


The meeting was arranged by F 


Mr. McBurney was elected chairman of the meeting. There 








GROUP OF CLEVELAND TYPEWRITER MEN AT PRE 
LIMINARY ORGANIZATION MEETING SEPTEMBER 14 
Back row, left to right: T. J. Conn (Central Typewriter Con 
pany); Albert W. Schlecht (Typewriter and Supply); John Cor- 
nelison (The Guarantee Typewriter Company); Walter Kuehl 
(The Oliver Typewriter Company); A. J. Kruse (Kruse Ser 
vice); Walter (Doc) Hanson (The Hanson Typewriter Con 
pany). Seated, left to right: H. L. Shaw (The Shaw Typewriter! 
Company); F. McBurney, chairman (American Writing Machin: 
Company); T. Eckstein (The Acme Typewriter Company); Fred 
Snyder (The Best Typewriter Company) 


thorough discussion 


was a of various phases of the type 
writer business. The topics included advertising, what 
constitutes an overhaul, rentals, etc. Mr. McBurney 


pointed out the benefits to be derived from an organization 
be 


It was decided to form 
held October to 


an association, 


ettect a 


A meeting will 


in permanent organization. 


Battelle Joins Phillips Ribbon & Carbon Co. 

J. H. Battelle joined the Phillips Ribbon & Carbon Com 
pany, Rochester, N. \ 
For 


nected in various capacities with the American 


September 1, as vice president and 


sales he had been con 


& 
He has had practically a 


manager twenty-four years 
Ribbon 


Carbon Company of Rochester. 








BATTELLE 


quarter of a century of experience in the ribbon and carbo: 
industry in all its branches. Mr. Battelle possesses experi 


He 


over the United States, Cuba and 


ence in the selling and distribution end of the business. 
has traveled extensively 


other nearby countries. He is versed widely in the industry 


and understands its problems from many angles. 


Men and women of the ribbon and carbon industry who 
have met Mr. Battelle in the years past will be interested 


in knowing of his new connection. As soon as he has 
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organized his work at the home office and factory the new 
vice president will make a visit to the fi ew old 
friendships in his new capacity 

The Phillips Ribbon & Carbon Compa resent 
engaged in building an extensive addition t present 
plant. This will permit adding to the manufacturing equip- 
ment and increasing the capacity materiall) When this is 
completed—in the near future—the compat ll work on 
further plans for an additional extension, o1 work is 
to be started during the coming year 


Bates Becomes General Manager of New Company. 


E. E. Bates, who was with the Northwestern Paper 
Goods Company from the time it was organized until May 
of the present year, acting as sales manager du nearly 
all of this period, has become general manager of The 
McGill Paper Products, Inc., 700 South Sixth street, Min 
neapolis, Minn. 

The McGill Paper Products, Inc., was org ed by ( 
H. McGill, who was president of the Northwestern Paper 





EK. E. BATES 
Goods Company and one of the organizers ot that concern, 
He disposed of his interest in the Northwester Paper 
(;oods Company about a year ago and on January 1 organ 
ized the new company. 

Mr. Bates has capital knowledge of the class of mer 
chandise stationers demand and the servic: require 
ind through his former connections has mad quaint 
ince of a large number of stationers throughout the United 
states. 

The McGill Paper Products, Inc., produc: mplete 
line of flat and expanding wallets for the st ry trad 
ind all kinds of envelopes that are sold by stationer Che 
red rope product from which expanding wallets are made 
will be called Leatherwear. These are made with the tan 
cloth gussets which greatly prolong the life of the wallet 
[his idea was originated by Mr. Bates about a year ag 
Che new company has a modern, well equipped factory and 
is prepared to give the quality and servi the trade de 
mands. 

Excuse Us, Please! 
An Error of the Types. 

Our attention was called to the fact that page 152 of 
the August issue of Office Appliances the name of the 
president of the Frank A. Weeks Manufacturing Company 
appears as George C. Bogel. It should have bee: f course 


C. Vogel 


(,eorge 
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GROUP ATTENDING SALES CONFERENCE OF THE NATIONAL BLANK BOOK 
COMPANY AT HOLYOKE, MASS Front row, left to right: E. E. Cornwell, Harry J. Ferry, 
Richard P. Towne, Geo. Nicklaus, Jr., John Schade, H. E. MeNeil, “‘Bob’’ Alben, J. ; 
©’Grady, Tom H. Hanson, O. D. Fielding, A. W. Baxter, D. C. Hegarty. Second row, left to 
right: F. W taxter, F. Smith, Dr. Copeland, F. Sneller, W. O’Brien, J. M. Towne, J. R. 
Marshall, F. B. Towne, John Nicklaus, J. M. Campbell, J. Adams Keene, O. C. Drescher, J. 
Selden, Chas. Krickel, F. L. Coggin Back row, left to right: F. W. Weiser, R. V. Schumacher, 
\lbert FE. Farr, G. FE. Harscheid, G. N. Merritt, E. S. Towne, H. S. Towne 
National Blank Book Sales Conference. dent for the ensuing year. Jacob L. Read moved that a 

The National Blank Book Company held its annual sales vote of appreciation and thanks be tendered to Mr. Yeo 
conference at Holvoke, Mass.. August 24-27. It was bigger for the excellent services rendered during his presidency 
than ever in point of attendance, and the men present said and Acting President Irwin appointed a committee of 
it was the best ever. From the time the ball started rolling, three to purchase a suitable testimonial. 
impelled by F. B. Towne, treasurer, until the close of the The committee placed the following names in nomina- 
conference, a very instructive program was carried out. tion, to be voted on at the October meeting: 

During the week the conference was livened through the lor president, Francis B. Irwin; first vice-president, 
presence of J. Adams Keene, manager of the London divi- Thomas Stagg; second vice-president, Walter G. Stringer; 
sion of the National Blank Book Company His readv treasurer, Charles A. Connell; secretary, George Wustner. 

rn. wit and constructive ideas added much to the proceedings. Executive Committee, Frank R. Welsh, A. Pomerantz, Wm. 
yer As a fittine close to the conference F. B. Towne made UH. Brooks and William S. Yeo. The committee’s report 
in- the very pleasing announcement that in recognition of his accepted and the committee discharged with thanks. 
efficient and constructive sales work Elmer E. Cornwell, The death, on August 15th, 1926, of Mr. James McNutt 
- assistant sales manager, would in the future sign his letters of Raymond-McNutt, auxiliary member, was reported and 
ire “Sales Manager.” Immediately following this announce the secretary was instructed to express the regret and sym- 
nt- ment Mr. Cornwell was showered with congratulations by ithy of the association to his firm and family. 
ad every Nationalite present Francis B. Irwin was elected delegate and A. Pomerantz 
ilternate to the Washington convention. Acting President 
Irwin urged the necessity of members attending the con- 
— Philadelphia Stationers Relate Vacation ention. auoting Nationa! Peesideat Getta: ele 
Experiences. portance of their being present at the informal conferences 
Che regular monthly meeting of the Philadelphia Sta- between dealers and manufacturers to be held Saturday and 
wi tioners’ Association was held at the Bellevue-Stratford Sunday, the 18th and 19th, respectively. 
= Hotel, Thursday, September 9th, 1926. The “raining” fea According to custom, the September meeting was partly 
ture. of this. the first of the Fall activities, was a near devoted to the telling of vacation experiences. This year 
os cloud-burst at the very hour set for the excellent steak no proofs were demanded, the only Festriction being that 
le dinner provided | Tom Stagg, a distinct innovation that “the tale ould be without shame. 
was praised | the twenty-three members who braved the [he stories started with a letter from Frank R. Welsh, 
ste vho loyally stuck to the “wet” state of Jersey, where he 

The only cloud inside was the regret that the storm experienced five weeks of moisture—from the sky. 
prevent the attendance of President William S Others who related vacation experiences included J. L. 
Yeo, but the members were cheered by the report of Rich- Read, A. Pomerantz, William P. Mills, William H. Russell, 
ard B. Yeo that his cousin had visited his store and had fom Stagg, Mr. Hodge, George B. Bush, Dick Yeo, Charles 

; spent four hours there and had expressed the determined |. Paist, Alvah Bushnell, Jr., Charles A. Connell and R. 
= tention of attending the Washington conventior Charles Strafford, Jr. 
na \. Pomerantz. chairman of the Nominating Committee, Ed. | Little, sales manager of the Wabash Cabinet 
ny commenced } eport with a letter from Pre sident Yeo. Company, and William H. Brooks, Jr., intimated that the 
SE 


declir ing on account of impaired health, to serve as pres! restrictions prevented them from making a report. 
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GROUP 1 OF “Y AND E”" SALESMEN IN TRAINING 
SCHOOL.—Left to right, top row: Mr. Muse, A. W. Cle 
ment, Jack Parks, George Skinner. Second row: John L 
Bishop, Mr. Lavrrence, C. B. Sawyer, Mr. Marvis, George 
McMillan. Front row: Mr. Irgins, R. M. Pecher, Mr. Bell, 
RnR. W. Davies, Paul Car'son 


“Y and E” Inaugurates Intensive Training Course 
for Salesmen. 


An intensive course for “Y and E” 


fourteen “Y 
This 


training salesmen 


was inaugurated on July 26 with a class of 


and E” agency salesmen representing fourteen states. 
course covered a period of ten days 


The 


First, to acquaint 


with three objects in view: 


with “Y 


second, to give a general outline of various 


course was laid out 


salesmen and E” products and 


sales policies; 
and k” 


businesses and the application of “Y products and 


service; third, the presentation and sales psychology that 
five years of experience has taught in connection with 


The 


Sessions were held from nine in the 


torty 


the marketing of the “Y and E” line. course was 


extremely intensive 
morning till five-fifteen in the afternoon, the men receiving 
constant attention from various members of the home office 
David 
W. Duffield, manager of the Educational Department. 
The 
and E” During a three weeks’ intensive course, 
from August 9 to August 27, 


organization. The work was under the direction of 


second group constituted salesmen from the “Y 
branches. 
system planning and selling 
Installation problems 
both 


groups excellent attention was given by the men and at 


consumed much of the class time. 


and file analysis were also taken up in detail. In 
the close of the courses, everyone expressed great satis- 


faction in the work and the treatment that thev had re- 


ceived at the home office 
Stationers’ Association of Montreal. 
W. Ed. Ltd., 107 


Dame street, Canada, says that the 


Notre 


Sta- 


Dawson of Dawson Brothers, 


West, Montreal, 
tioners’ Association of that city is carrying on in a normal 
way. On September 2 the association held its annual golf 
tournament at the Marlborough golf club and about twen 
ty-five members, non-members and friends 


were present 


at the luncheon and afterward on the links. The weather 
time. It is to be 


noted that the nineteenth hole was honored with reasonable 


was fine and everyone had a glorious 


jollification and everyone went home safe and happy by 
7:00 p. m. 
Mr. 


looking 


Dawson says that Canadian stationers are 


GROUP 2 OF “Y AND E” SALESMEN IN TRAINING 
SCHOOL.—Left to right, top row: O. Ke th Cooper 
Guy Markham, J. B. Curran Second row: Charl H 
Shaefer, G. H. Carroll, Curtice Marvi: Stewart Howk 
Front row: William F. Smith, Fred A. Blis H. O. Grant 
forward with interest to the action of the Nat il Ass 
iation at Washington, and that there is an inet ing teel 
ing that manufacturers and those who control propriet 
lines should take a livelier interest in the « dition ot leg 
timate dealers, to assist them in being able t erate ata 
profi The Canadian stationers are incline 
1 Tease + . ri +1 ] Rl 
even in the United States price protect I e deale 
is unattainable, it should be possible to do something mot 
tor him than merely to furnish the goods, collect the cas] 
and leave him to vet from under the best w he can 


American Walnut Manufacturers Association. 


This association held a meeting in connect vith tl 
annual Hardwood Lumber Association on September 23 
and 24 in Chicago. 

George N. Lamb, secretary of the association, thus out 
lines the condition of the industry 

‘The walnut situation on the first of Septet r appe 
very encouraging \ year ago at this ti the manutac 
turers of walnut had accumulated nearly one ndred { 
cent surplus stock owing to very high prod edules 
and particularly to increasing capacity and to new opera 
tions. This accumulation was largely in the ver grades 
and all through the past winter showed t 
weaken the market. 

“This year has seen a more normal production and 
the past twelve months about seventy-five per cent of tl 
surplus stocks have been moved At the present time 
theretore, there is still a twenty-five per cent lus 
No. 1 and No. Common stocks, but this is balanced 1 
in extreme scarcity, in FAS and Selects suving has beer 
much greater during the summer months than was 
ticipated with the result that FAS have strengthened « 
siderably during the past two months N 1 ( 
still plentiful at several of the mills, althoug t least 
thirds of the mills have reduced their stocks t rmal 
portions. Indications are that the price of No. 1 Comm 
has passed its lowest level and now has a1 rd turt 
Manufacturers are hopeful that before the st of the y 
the price will again be more in keeping with the st 


' 
ogs 





o 








Page 95 OFFICE APPLIANCES For October, 1926 


Southern California Typewriter Dealers’ 
Association. 

This association has members all over southern Cali- 
fornia, from practically every county in that part of the 
state. San Diego is afhliated with this body, also the Im- 
perial Valley Typewriter and Adding Machine Dealers’ As- 
sociatior Both of the foregoing have only recently been 

Logan Rudolph is president of the San Diego’ Associa- 
tion and J. C. French is president of the Imperial Valley 
Association 

lhe Los Angeles organization has been in existence about 
three years. Its regular meetings are held the first Mon- 


day of each montl 


Ninth District I. S. M. A. Meets in Washington. 
Members of the ninth district of the International Stamp 
Manufacturers’ Association held a district meeting on Satur- 
day, September 18, in Washington, D. ¢ 
At thts meeting the governor of the district appointed his 
committees and made other arrangements 


Kardex Catalina Prize Contest Goes Over Big. 


R. B. Larter, Pacific division manager for the Kardex 


Rand Bureau, either underestimated the sales abilities of 
his capital staff, or wanted to make it easy for his office 
to secure an outing. Anyway, a two-day outing to Catalina 


Island was the prize for reaching a set goal in a specified 
tims Che men exceeded the mark by 100 per cent \s 
a result, the ship “Catalina” transported Mr. Larter and 
his rew to that beautiful piece ot real estate owned by 
Wi Wrigley of chewing gum fame Here they saw 
he flying fish, by day and night, visited Mr. Wrigley’s 
$165,000 home, saw the seals, rode in glass bottom boats 
and dove in crystal clear water. 

While some of the boys were making a trip around the 
island, Mr. Larter and D. H. Newhall, Jr., went in quest 
of what is said to be the sportiest fish in the world—the 
blue marland sword fish. The fish grows to a weight of 
several hundred pounds and when hooked is said to per 
form some treak capers, such as walking on its tail, in an 
attempt to discharge the hook from its mouth. 

ews of “Harold” Newhall’s splendid showing in the 
contest is of especial interest to Office Appliances. For fif 
teen or more years Ojfice Appliances and D. M. Newhall, 
Harold’s father, have shared offices in New York In 
Harold’s younger days he used to help out at the Office 
Appliances booth at the New York business show. It 
was probably that experience which led him ultimately into 


this field, in which he has done successful selling. 


— * 


Dallas Stationers’ September Meeting. 

The Dallas Stationers’ Club held its monthly meeting 
September 20 at La Hora Azul (The Blue Hour) cafe, 
1513% Elm street. The entire second floor was reserved 
for the stationers’ who enjoyed good “eats,” excellent music 
and the camaraderie of the stationers’ craft. 





I. S. M. A. No. 10 to Meet at Shreveport. 
District No. 10, International Stamp Manufacturers’ 
Association, will hold its fall meeting at the Washington 
hotel, Shreveport, La., November 27. L. J. Krausse (Hous- 
ton Stamp & Stencil Company, Houston, Texas) is gover- 
nor of District No. 10 


— - —_ 

















RAY LARTER AND D. H. NEWHALL, JR., IN 
QUEST OF BLUE MARLAND SWORDFISH.—As we 
understand it, a Blue Marland, once hooked, cuts all 
sorts of capers. So one man handles the rod and sn- 
other stands in bathing suit ready to plunge in and boost 
the Marland into the boat The man in the bathing suit 
is Manager Larter of the Kardex—-Rand Bureau, Los 
Angeles. It is our opinion that our old friend, Apollo 
Belvidere, had nothing on Mr. Larter. 





LOS ANGELES KARDEX 


SALES FORCE ON THE 
GROUNDS OF THE HOTEL 
ST CATHERINE, AVALON, 


CATALINA ISLAND CALI- 
FORNIA.—Guests of the party 


were Sid Chaplir movie actor, 
' 


and “Chuck” Reisner, his direc- 
tor Left to right, front row: 
Pose Newhall, Larter, Dallas, 
Proctor Back row Leslie, 
Reisner, Walberg, Abbott, Heg 
li Sid Chaplir Redford and 
I 
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ANNUAL OUTING OF THE EMPLOYEES OF THE NATION 


National Fiberstok Envelope Co.’s Outing. 
the National 
Penna., held 


weeks ago, 


the employees ol 
Philadelphia, 


Some few 


Fiberstok Envelope Company, 


their annual outing at Eddington, beautifully situated on 
the banks of the Delaware river, where for the day they 
forgot such prosaic things as expanding envelopes, file 


pockets, etc. 
With ideal 


Busses transported the happy party to the picnic grounds 


weather, everything went along smoothly 


During the ride the time was passed in singing the popular 


songs of the day with tuneful enthusiasm. 

The fun began immediately on the arrival of the busses 
at the grounds. Swimming, races and games of every sort 
amused the picnickers. By lunch time everyone was ready 
to eat. 

After lunch a regulation base ball game was played 


Two nines, one representing the printing department and 


the other the manufacturing department, proved to be 
rather evenly matched The manutacturing department 
nine were the victors by a close score of 15 to 13. The 


score was rather high, owing to a few misplays, but there 


were some sparkling bits of felding. Both sides had many 


rooters of both sexes 


After the game there was more swimming. 


Al. FIBERSTOK ENVELOPE COMPANY EDDINGTON, PA 
was in and some of the swimmers exhibited real aquat 
ability 

Following the evening meal there was d g 
about nine p. m., when the busses appeared and took 
tired but happy people home. 

Connecticut Valley Stationers’ Association. 

Che fall activities of the Connecticut Vall St 
\ssociation started Wednesday afternoon following 
\Washington convention, at 5:30, when the ex tive 
mittee meeting was held at Hotel Kin S el 
Mass. The general meeting followed at ) the = sai 
evening, when the delegates to the National conventi 
made a report and the meeting also listened t the rep 

the Committee on Cooperative Buyit 

Baltimore Office Appliance Managers 

his association, which has not been f t ing 
the summer months, will begin its regular 
on the first of October. The associat recently acce 
the invitation of the Philadelphia Office Appl 


tion tor atternoon of golf on September + 


an 


ner in the evening 





ANNUAL OUTING OF THE NATIONAL FIBERSTOK ENVELOPE 


COMPANY. 


SOME OF THE EMPLOYEES WHO ATTENDED THE 





%/ 
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Standard Mailing Machine Co. Conference. larly impressed with the manner in which the company 


The first national sales conference of the Standard Mail has developed since its formation in 1910. They com- 
ing Machine Company was held September 7-10 at Hotel mented very favorably on the progress which has been 
Sippican, Marion, Miss. About fifty members of the field made in the improvement of the various manufacturing 
ganization and executives of the home office sales depart processes, and on the completeness of the plant. 
ment were present. The fact that district managers were Lunch was served at the Belmont Spring Country Club, 


1 


present trom such remote points as California, Florida and followed by the trip by motor busses to Marion, where the 
Texas is evidence of the interest which was shown in the real business of the conference was staged. After dinner 


conference. Mr. A. W. Vanderhoof, general sales manager, gave an 

Part of the morning of September 7 was spent in a sight address of weleome to the guests. A great deal of interest 
seeing trip around historic Boston and environs. followed and amusement was aroused by the “Coronation” ceremony 
by a tour through the Standard factory. where the differ- which followed. When the plans were made for the con- 
ent departments were visited, and new designs and pro- ference, the company formed the “Kingdom of Quota,” the 
duction methods discussed. The older agents who have king of which was to be the district manager whose sales 


been with the company since its early days were particu for the year as compared with quota were the highest. 








VISITORS TO NATIONAL SALES CONFERENCE OF STANDARD MAILING MA- 
CHINE CO Front row (left to right) A. E. Bruce, B. J. Barnard, A. W. Vanderhoof, F. M. 
Holmes, F. W. Storck. H. C. Hoskyns, R. Gore (all of home office, Everett, Mass.). Second 
ow N. M. Minnix, Washington, D. C.; 8S. W Phillips, Pittsburgh; H. Roberts. New York 
City M. M. Plechner, New York City; J. Gowa, New York City; W. S. Reynolds, Syracuse; 
W Dougherty, Baltimore: F. M. Alford, Cleveland Third row A. N. Gooch, Boston; F. 
KE. Guedry, Fort Worth; G. W. McKenzie, Los Angeles; A. N. Rechtien, St. Louis; E. P. Win- 
te Springfield, Mass Fourth row Cc. M. Farnum, Boston: V. L. Wright, Boston; R. E. Lee, 
Chicago; W. H. Bassett, Newark: L. M. Deans, Atlanta; M. L. Smith, Kansas City Fifth row: 
I. F. Orthner, Miami; B. J. Byroad, Indianapolis; L. W. Sweetland, Buffalo; R. R. Rockhill, 
Milwaukee; H. O. Nichols, Denver. Sixth row: H. L. Squyer, Minneapolis; A. P. Onderdonk, 
Boston; Geo. A. Georgeson, Detroit; W. A. Cox, Philadelphia; F. E. Wilber, San Francisco. 





KING OF THE QUOTA AND HIS CABINET.—Left to HOME OFFICE EXECUTIVES.—A. E. Bruce (Advertising 
right E. P. Winter (Lord of Admiralty). Springfield, Mass.: Department) B J Barnard (general Manager); F. M. 
Frank E. Wilber (Chancellor of Exchequer San Francisco, Holme (President); F. W. Storck (General Manager); A. 
Calif Geors Georgeson (King of The Quota), Detroit W. Vander f (Sales Manager); H. S. Hoskyns (Secretary). 
Mich.; Robert |} Lee (Prime Minister) ‘hicago, Ill.; G. W 

Kenzie (M ter to the Poor), I Ar s, Ca 




















Ge 
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Following in order of production were the prime minister, 
the chancellor of the exchequer, lord of the admiralty, 
keeper of the king’s garter and minister to the poor. 

Following the crowning of the king and his investment 
with a purple robe, his cabinet was installed, wearing appro- 
priate robes. The “king,” George Georgeson of Detroit, 
was called upon to tell the meeting how he had risen to 
kingly dignity, tollowed by addresses by each member of 
the royal party. Messrs. Plechner of New York City and 
Farnum of Boston, as the oldest Standard district manager 
and salesman respectively, spoke on their early experiences 
as Standard representatives. Addresses followed by John 
D. West, and by F. M. Holmes, the president of the com- 
pany, who told the guests of plans the company is making 
for a closer co-operation with the selling organization, and 
expressing his confidence in the future prosperity of the 
company. 

The business sessions were presided over by A. W. Van- 
derhoof. In his opening address it was brought out that 
1926 sales are substantially ahead of the previous year, 
which was the best in Standard history; he intimated that 
from present indications 1926 would set up another record 
by a very wide margin. In an address on “Organization” 
he emphasized the importance of tnoroughly organizing 
every territory, and outlined methods by which this can 
be brought about. The value of time and the importance 
of using every sales hour for purely work, was 
strongly stressed. A period for the discussion of various 
problems brought out information of 
value to the organization in general. 

Much of the company’s business in some sections of the 
country is obtained by dealers, and many suggestions for 
a closer co-operation with them were brought up for dis- 


sales 


much interesting 


cussion and consideration. 

A. E. Bruce, of the advertising department, spoke on 
the various kinds of advertising used by the company. He 
placed particular stress upon the importance of prompt 
follow up of leads secured through advertising and sent to 
agencies, and of building up goodwill both with the dealer 
and the buying public. Mechanical demonstrations and 
detailed 
models by ¥. W. Storck formed an important part of the 
B. J. Barnard, head of the accounting depart- 


descriptions of the canstruction of the various 
proceedings. 
ment, explained the company’s policies in detail, and sev- 
eral other speakers followed with a discussion of various 
subjects. 

Although the major portion of the time was devoted to 
discussions of matters relating to sales, some time was 
given over to recreation, including dancing, fishing, sailing, 
golf, motoring, etc. A foursome between Messrs. Guedry 
of Fort Worth, Phillips of Pittsburgh, President Holmes 
of the home office and a visitor from Philadelphia, resulted 
in a clean-cut victory for the two former, Phillips doing 
the course in 89. 

The proceedings closed on Friday morning, September 
10, after the last business session, with a vote of thanks 
by M. M. Plechner of New York City on behalf of the 
visitors, suitably responded to by A. W. Vanderhoof. The 
company feels that this, its first national sales conference, 
was an unqualified success from every angle and the ques- 


tion of holding them yearly is now under consideration. 





Acme Card System Sales Convention. 

The Acme Card System Company, 116 South Michigan 
avenue, Chicago, held its annual sales convention at the 
Dis- 
trict managers were present from all parts of the United 


High Noon club, Chicago, September 16-18 inclusive. 


States, the total attendance being fifty-one. 
A notable thing about the meeting is that it was devoted 


strictly to business problems and discussions. The dele- 


time off for their meals, which 


The convention was business from 


gates did not even take 
were brought to them. 
nine o'clock in the morning until ten o'clock at night, as 
the result of which a great deal was accomplished in just 
three days. Addresses 
five main subjects, such as Selling Visible Equipment, Com- 


and discussions centered around 


petition, Acme Features and New Developments, Record 
Application, and Vocational Application. 

The first session was opened by an address of welcome 
by F. H. 


O’Kane, sales manager, presided at all meetings. 


company. T. J. 
Almost 
every phase of selling visible record equipment was cov- 


Johnston, president of the 


Covering a Territory, The Visible Equipment Field, 
Acme 


ered. 
Advertising and The Salesman, Sales Records and 
Equipment, etc. 

All speakers at the business session were from the Acme 
organization except A. C. Tobin, Chicago manager for The 
General Fireproofing Company. 

At the annual dinner Dr. William S. Sadler, director of 


the Chicago Institute of Research and Diagnosis, gave 
an inspiring talk on The Elements of Pep. Mr. Johnston 
also spoke, his subject being How Far Can You See 


Ahead? An address by F. W. Guthrie appears on page 8&4. 


Identification cards made from Acme parts were given 


those present. A unique program also was prepared from 
Acme parts made up very much as a record keeping sys 
tem would be. Those who attended expressed themselves 
as highly pleased with the work accomplished. Among 
Badger, Cleve 


Penna.: E. H 


the district managers present were: C. A. 
land, Ohio; C. A. Blistain, Pittsburgh; 
Davis, Baltimore, Md.; E. F. Durbin, Los Angeles, Calif.; 
L. A. Franklin, Cincinnati, Ohio: C. R. French, Chicago 
Ill.; E. B. Gustorf, Milwaukee, Wis.; F. W. Guthrie, Evans 
ville, Ind.; O. G. Hagstrom, Newark, N. J.: E. W. Lund, 
Duluth, Minn.; E. C. Norrington, New York, N. Y.; A. C 
Oliver, Boston, Mass.; H. B. Phelps, Detroit, Mich.; H. B 
Plankinton, Washington, D. C.; D. H. Rineard, Harrisburg, 
Penna.; E. L. Soister, San Francisco, Calif.; W. E. Stiltz, 
Philadelphia, Penna.; H. W. Sudfield, St. Louis, Mo.; W 
B. Welling, Houston, Tex.; C. R. Westlake, 
Ohio; W. A. Taylor, Memphis, Tenn.; E. A 
Toledo, Ohio, and Miles C. Fuller, Peoria, Ill 


Columbus, 


Bentzel: 


Outing of Chicago Royal Typewriter Folk. 
The Chicago branch of the Royal Typewriter Company, 
Inc., held its annual outing August 25 at St. Charles, IL, 
in the Fox River valley, about forty miles from Chicago 
The picnic park has hundreds of large trees, a dancing 
was financed 


Club,” of 


pavillion and a wonderful beach. The outing 


solely by “The Royal Typewriter Go-Getters 
which Bert Hamil is president. 

The “gang,” a little over 100 strong, 
8:00 a. m., 


Paul W. Jones, Chicago sales manager, in his 


met at the Chicago 


office at and the parade started, headed by 


new 


Spx rt 


Franklin coupe. There were twenty-one cars in the pro 


cession which followed, owned by the salesmen, mechan 


ical staff, etc. 
The morning festivities started with a foot race by the 


salesmen, won by Ralph L. Hardman; next was the service 


department race, won by Mr. Mockert. Then the ladies 
showed their prowess in a race, which was won by Miss 
Catharine Kielty. A free-for-all demonstrated commuting 
ability. The women took off their shoes, placed them 


in the center of the arena—the winner rummaged for her 


shoes, put them on, and returned to the starting point 


Miss Meier, stenographer to Mr. Gustafson, 
race, staged like the old 


her to Mr 


first won this 


event. Then followed a marble 


time rodeo, won by Miss Stadelman, stenograp 


Jones. A game in which a single dice was thrown similar 
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PLAYTIME FOR THE CHICAGO STAFF OF THE ROYAL 


How the Speedy 
Db 


Manager Paul Jones, His Wife, and Next Love, a Franklin 


TYPEWRITER COMPANY, INC.—A: Bert Hamil at Bat—Note 
Camera Caught the Flying Ball; B: Elmer Gustafson Picking Off a Speedy One; C: The Chicago Royal ney: 
Sport Coupe; E: Employment Department Group (The Maid in 


Kr ickers Ix Miss Stadelman, the Manager's Secretary) F: The Service of Supplies, Both at the Picnic, and in the Happy Voca- 
yn of Deliverine Typewriters; G: Young Ladies of the Accounting Department H: Smiles by Some of the Happy Damsels Who 


Bring Zest to the Sales Department 


the next thriller Miss Stadelman won the 
irl side and Charles Moravec won over his fellows 
in all these races; a merchandise cer 
tificate on the final game was donated by E. Johnsot 

About this time the inner man craved consideration, and 
all hands and the ship’s cook sat down to a wonderful 
luncl It was designed by Chief Chef Elmer Gustafson, 
and chaperoned by Mrs. Evans, the branch employment 
manager. This lunch included the famous baked beans, 
which, even though not baked in Boston, dimmed _ the 
luster of that community’s bean pot. Various other dell 
cacies of the season rounded out the meal, including the 
1 cakes, baked by the ladies of the office and wives 
of the salesmen One cake in particular deserves specil 


mention—an angels food, baked by Mrs. Morrow, wife of 


one of the leading salesmen. The top was decorated in 
pink letters: “Royal Typewriter—1926.”’ 


After the lunch the dance hall presented an exhibition 
of the Charleston dance in its originality, demonstrated by 
Miss Stadelman, who eliminated all competition absolutely 
ok the prize Some wonderful presentations wert 


given on the piano and the ukelele, in which the entire 


congregation joined by dancing that latest step, the 
“Vale ni ta.” 
The baseball contest next engaged the Royal aggrega 


tion The salesmen’'s team, led by Capt Duke La Borance, 
and the service department men under Capt. Louis Koza 


necki, met on the diamond, resolved to fight to the finish 





Paul W. Jones attempted to umpire this game. Up to 
the fourth inning the sales department held the service 
department with a score of 7 to 1. Then things started 
to happen. Bert Hamil, who was playing first base, threw 
up the sponge Kingsbury, school representative, who 
was playing center field, threw about ‘steen flies, and the 
service department annexed seven runs to the score. The 
umpire quit his job, and tried to play ball, but he couldn’t 
close in on ’em. The batteries for the sales department 
up to the fourth inning were Hardman and Gustafson; 
sales department, Louis Kozanecki and Benjamin Zekas. 

Here entered refreshments, which diverted the players, 
who decided that it was too hot to play ball. The com- 
pany’s delivery truck drove up with a cargo of near beer 
and pop. 


Responding to the national tendency, a bathing beauty 
contest was held. Morrow took this prize with a suit 
which would have passed the strictest censors. The 
trousers came to his knees, and the skirt to his shins. 
Second prize was won by A. Tomek, service foreman, who 
did his strutting in the same suit. Manager Jones, in his 
red bathing suit, was voted as being most physically fit 
to run the Chicago office. This he denied, as Lawrence 
Rasmussen, the credit manager, received the attention of 
all the ladies, attired in a form-fitting one-piece suit. 

More eats Then the dancing pavilion demonstrated 
“Compare the Work.” A bit later a great many of the 
picnickers left for home, it being Saturday night, and many 
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of the young ladies had sweeties waiting on the doorsteps. 
Also some of the salesmen’s Wives decided that their hus- 
bands should turn in so that they could be fresh for work 
on Monday. All hands repdéfted for work Monday, full 
of vigor. The outing was prOnounced a complete success, 
and the sole criticism was that the Royal staff could not 
have one every Saturday. 


Apela Clubs’ National Meeting at Dallas. 


The national convention of Apela clubs will be held at 
Dallas, Tex., October 21-22. The Dallas Apela club has 
invited all Apelans, and is putting forth every effort to 
entertain the delegates royally. 


Chicago Stamp Club Resumes Meetings. 


[he first regular meeting of the Chicago Stamp club 
following the summer vacation season was held at Hotel 
La Salle, September 8. The members enjoyed a tasty din- 
ner and a gratifying social evening. James Corbett, field 
secretary of the International Stamp Manufacturers’ Asso- 
ciation, was a guest. The Chicago Stamp club has resumed 
its weekly noonday luncheons, held Tuesdays at the Old 
Hotel La Salle. The first 
present season was held September 14. These luncheons 


Colony club, meeting of the 


will continue until further notice. 


Chicago Office Appliance Managers Elect. 
At the annual meeting of the Chicago Office Appliance 
Hamilton Club, the fol- 
lowing officers were elected for the year commencing with 
October: Ray B. 
A. L. Davis, the Addressograph Company, vice-president; 
Daniel Payne, The Lineatime Manufacturing Company, sec- 
Mr. and Mr. 
elected as members of the board of control, succeeding E. 
A. Kalkhurst of the 


whose term expired, and Otto J. Dreibus of Postage Meter 


Managers’ Association held at the 


Drum, The Todd Company, president; 


retary-treasurer. Davis Payne also were 


surroughs Adding Machine Company, 


Company, who resigned on account of leaving the field. 
For good measure Mr. Davis was also given the posi- 

tion of program Frank M. 

Boughton of The American Multigraph Sales Company, the 


chairman of the committee. 
retiring president, was made chairman of the entertainment 
committee, and Mr. Kalkhurst chairman of the membership 
committee. 

Blackstone of 
G. Beaumont of the Dictograph Com 


A special committee composed of A. E. 
the Dictaphone, H 
pany, and George W. McClellan of the Underwood Type 
writer Company, was appointed to revise the constitution 
and by-laws. 





National Apela Clubs Convention to Be Held in 
Dallas. 
Sam Barnes, national president of the Apeia Clubs, has 
notified the St Club that the 


will be held in Texas, some time in 


national convention 
October. 


Louis 
Dallas, 


Boston Apela Club. 

The Boston Apela Club opened their second series of 
meetings on Monday, September 13, the first sessions having 
proved of real interest to all members, bringing out a full 
attendance at each meeting. The program committee is now 
working out a schedule for all meetings to be held for the 
balance of the year and within a few weeks will issue a bul 
letin giving the results of their work. 

They have engaged to supply an interesting series of 
meetings for the coming months. 
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The officers of the Boston Apela Club are A. R. Spillers, 


president; E. C. Hawkinson, vice-president; T. E. Atwell, 
secretary-treasurer. The officers together with the follow 
ing members make up the board of governors: R. J. Moul 


ton, H. B. McGrath, C. E. Attwood, H. A. Lyon 


New York Office Appliance Managers’ Association. 
The New York Office Appliance Mangers’ 
of New York City resumed its regular meetings at the 
Uptown Club at 12:15 p. 
There was a good attendance and plenty of enthusiasm 


Association 


m. on September 13. 


Kalamazoo Pacemakers Club Holds Convention. 
1926 Pacemakers’ 


held 


12, inclusive, the 
Leat 


On September 7 to 
Club of the 
its annual meeting. 

The 


an annual contest conducted by the company, the 


Kalamazoo Loose Binder Company 


Pacemakers’ Club is an organization resulting from 


require 


ments for membership being that the salesman must make 


four hundred cent of his monthly during the 


months of May, June, July and August. As a 


per quota 
reward for 


] 


making this high score, the contestants are made members 


of the club and are given a week's outing at the expense 
of the company. 

This year the group was taken to Charlevoix, Mich., 
where they spent the entire week playing golf, riding 
horseback, fishing, swimming and_ generally enjoying 
themselves. There was one brief business meeting in 
charge of Leon L. Allyn, sales manager, where George P. 
Wigginton, president of the company, presented an ad 
dress 

The Chamber of Commerce at Charlevoix took the 
members of the club and company officials on a sight 


seeing trip through that section of the country—an 


which was highly enjoyed by everyone as well as cther 


activities which were carried out, making the week de 


lightful for every one concerned. 


The following home office executives and members of 
the club attended the convention: 
Home office executives: George P. Wigginton, presi 


dent and general manager; Leon L. Allyn, vice-president 
and sales manager; A. L. 
C. D. Proctor, 


public 


Loring, assistant sales manager; 


manager; T. L. Kornmann 


R. E. Maloney, 


Broomhall, treasurer 


advertising 
record department; catalogue de 
partment, and H. J 

Members of the Tampa 
Fla.; J. W. Hamilton, Kalamazoo, 


Newark, N.@J.; W. MM. Stockdell, 


Pacemakers’ Club: J. D. Creel 
Mich.; B. 7 
Miami, Fla.; J. J 


Rowley 


Georgens, Newark, N. J.; J. F. Sanderson, Dallas, Tex.; 
EE. E. Masten, Svracuse, N. Y.; C. E. Coleman, Washington, 
D. C.; C. D. Paulsen, Cincinnati, O.: W. W. Wilks. 


Buffalo, N. Y.; H. T. McDonnell, Trenton, N. J.; Ton 


Darnell, Peoria, Ill; W. T. Martin, Dallas, Tex R. ( 
Berry, Pittsburgh, Penna.; F. E. Miller, New York, N. \ 

QO. G. Beu, Boston, Mass.; C. H. Arend, Fort Wayne, Ind 
R. P. Lewis, Bay City, Mich; J. F. Murray, Newark 
N. J; J. R. Kapp, Newark, N. J.; J. C. Wuertzer, Bost 

Mass.: R. E. Fisher, Detroit, Mich.; L. S. Moon, Grand 
Rapids, Mich.; H. W. Hiscox, Cleveland, O.; W. H. Par 
sons, Albany, N. Y.; F. L. Howey, New York, N. \ 

J. D. Scott, Jr.. Dallas, Tex.; Tom Stone, Dallas, Tex 
R. R. Young, Pittsburgh, Penna.; F. D. Organ, Chicago 
lil.; G. E. Anderson, Dallas, Tex.; H. H. Roeder, Cleve 
land, O.; C. H. Angstadt, New York, N. Y.; D. E. Borg 
Philadelphia, Penna.; F. D. Ingersoll, Detroit. Mich.; W 
D. Lamborne, Washington, D. C.; C. C. Kitchen, Toled 


Loozen, Detroit, Mich.; W. A. Pool, New 
Williams, Akron, O 


O.; A. G. Van 


York, N. Y.; J. M 








nM 








October, 1926 OFFIC! \ I 


Underwood Outing at Browns Lake. 


[he Chicago sales organization of the Underwood Type 


writer Company spent the Labor day holiday at Browns 


Lake, Wis Chey made headquarters at the Antlers hotel, 
which deferred closing down for the season in order to 
extend hospitality to the Underwood folk. Even the o1 
chestra stayed over to furnish rythm for a dance. 

[here were six foursomes, playing on a nine-hole and 
an eighteen-hole golf course. In addition the outers in 
dulged in boating, fishing and horseback riding When the 
Chicago Underwood office opened after the holiday the 
sales fi is W pepped up to put a crimp in that quota 
tl 


Waite, Barber and Eaton Delegates to National 
Apela Convention. 


R. Kk. Waite, secretary of the Arkansas Bankers’ Assoc‘a 
tio! Frank Kato certified public accountant and \ | 
Barber, a member of the law firm of Rogers, Barber and 
Henry and secretat of the Littie Rock Ape la Club, all 

Little Rock, Ark., have been elected as delegates to the 
National Convention of Apela Clubs to be held in October 

The Little Rock Apela Club has just started the idea of 
advertising the resources of Arkansas and its desirability 
as a location for factories Che advertising is by means of 
1 rubber stamp, consisting of a circle in which appears the 
following printing, “Arkansas has raw material, power 
labor, transportatior Now let’s build factories.” Below 
the circle 1s the word Apela The idea ts for the user of 
the stamp to put it on all letters go‘nge out of the offices 


er ot the A\pela club 


Garvey & Co. Give Pre-Nuptial Party to 
Miss Dempsey. 


Saturday, September 11, an event of considerable interest 
t ce at the es of Ed \. Ga ( & Ce pany 1 
P ( ourt, ¢ ig It was a farewe party for Miss 
N Dempsey cashier of the company w hi after 
eignt ears ¢ Sel ( Vas leaving te econ Mrs lol 
1) 

Phe thcees and ! > were attractivel) decorated ind 
placards were posted bearing admonitions and suggestions 
pe tltar] ipro} to the bride-to-be. 

\t 1:30 the thirtv-two members of the Garvey organiza 
tion sat down to a luncheon, after which talent heretofore 
unk vn to the world, furnished entertainment Che 
democratic spirit shown was rather impressive, everyone 

rter to the officers of the company jo‘ning 

\f Dempsey was the recipient of many beautiful pres 
ents during the da from outside acquaintances as well as 
trom the Garvey organization, all with the wishes of the 

bounded happiness 


Stationers Square Omits September Meeting. 


Due to the large number of members of the Stationers 
oquare ub of New York attending the Washington « 
ventior Or the Nat nal Association or Stationers C)thee 
Outhtters and Manufacturers, the regular monthly meet 
i ‘ t hel September Che next gular eetit 
4 d Oct ‘ Ld at A p. n H{ fhra H . 
Br 1dway at 1} rtietl street A special feature ics he 
arranged for the October meeting by) ] | Lit t 
Addit nal nmtort tier will be sent t members wit] the 
announcement of the October meet:ng 

Stationers Square club will hold its annual dinnet 


entertainment and dance in the grand ballroom of the Hotel 
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McAlp:n, November 20 The club’s winter program offers 
a delightful secial season. 


St. Louis Apelans Elect Officers. 


At the annual meeting of the St. Louis Apela Clubs, 
held recently, the following officers were elected: S. E. 
Parks, president; A. T. Ferris, vice president; Edw. G. 
Berger, secretary; Fred W. Pagel, treasurer; L. P. Rossi- 
ter, governor, J. H. Smith, governor, D. M. Brown, gover- 
nor; W. J. Currie, governor. 

The above officers constitute the executive board, which 
after election held a meeting at the American hotel and 
discussed the affairs of the club. Chairman Parks appointed 
the following as members of the entertainment committee 
for the ensuing year Louis Ebert, L. E. White, C. A. 
Lorenzen. The committee on constitution and by-laws 
R. P. Rossiter, Walter Barklage, W. I. Currie, 
E. H. Heineman Publicity committee consists of Geo. 
Sanftlepen, L. C. Taylor, H. T. Gates, J. H. Smith. Ac- 
tive membership committee, R. A. Peebles, A. E. Redfern, 
i. M. Root, J. F. Reither, and A. F. Ahrens. 

The board decided that the second Friday of each month 
should be the regular meeting day of the club. It should 
be designated as Salesman Day and each member should 


consists of 


bring as a guest at least one salesman, the purpose being 
to acquaint the salesmen in St. Louis with the different 
members of the Apela Club. 

At the board meeting held in July, President Parks 
designated the meeting as the “Get More Business Meet- 
ing.” After the regular order of business and information 
irom the field were given, a general discussion was entered 
into concerning how to get more business during the hct 
weather. The chairman of the meeting, and also Mr. 
Davis of the Royal Typewriter Company, Inc., gave some 
interesting points concerning what to do to obtain more 
business 

Phil Smith, sales manager for The Dalton Adding Ma- 
chine Company, Cincinnati, Ohio, recently of St. Louis, 
and C. H. Evans of The American Multigraph Company 
of Detroit, Michigan, also recently from St. Louis, as a 
testimonial of their friendship for the St. Louis Club, sent 
a very beautiful walnut gavel, suitably engraved, to the St. 
Louis club. Both gentlemen are past presidents of the 
club and on their departure from the city were given a 
banquet by the St. Louis members. 


Wholesalers to Meet at Atlantic City in 1927. 


[The Wholesale Stationers’ Association of the United 
States will hold its annual convention at Atlantic City in 
1927. The twelfth annual convention and fourth annual 
merchandise exhibit will take place at Hotel Ambassador 
»?) << 


; , 
Februar. inclusive 


Cincinnati Apelans Open Season’s Meetings. 


' 


The Cincinnati Apela club held its first regular meeting, 
following summer vacations, September 8. A very good 
attendance was registered, and the president mapped out 
a highly interesting program for the season. The club has 
adopted the plan of accepting but one new member each 


monti 


Chicago Typewriter Dealers, 
At a meeting held the second Tuesday of September W. 
lr. Plummer, Arthur Froehlich, W. C. Holbrook and J. E. 
Pratt were appointed a committee to draft a regular pro- 
gram of subjects for discussion at meetings up to 


June, 1927 
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THE KING OF TYPISTS SHOWS MISS AMERICA HOW 
IT’S DONE.—Albert Tangora, World's Champion Typist, is giv 
ing Miss America, 1926, a few pointers on speed writing, using 
the new Underwood 4 Bank Portable, just presented to Miss 
America by the Underwood Typewriter Company at its Sesqul 
Exhibit 

- > 
: . > 
’ HedNDEKWOOD ‘| 
us| PORTABLE | 


# Kank hey 





“SESQUL" 


CROWDS TRYING TO GET A “CLOSE 


UP” of 


the Misses America and Albert Tangora, World's Champior 
Typist. On Mr. Tangora’s left, Miss Norma Smallwood; on his 
right, Miss Fay Lanphier. who was Miss America last year 














HOSTESSES 
AT THE SESQUI 
of the Philadelphia Underwood Office are now at the Company's 


OF UNDERWOOD TYPEWRITER EXHIBIT 


Miss Tilghman, Miss Coigt and Miss Wagner 


Exhibit at the 
woods are used. 


Sesqui to show visitors how and why Under- 
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Stationers Watch Canadian Druggists’ Price Fight. 


[he stationers of Canada have been for some time dis 
cussing the subject of price restriction w ew to 
handling the cut price evil in a vigorous fashior The 
druggists of Canada, however, were first the field with 
this proposition and the fight is now ort etween the 
Proprietary Articles Trade Association on the one hand 
which seeks to control retail price lists of drugs, patent 
medicine, etc., and the department stores a ther t 
price agencies on the other. 

On Thursday, September 2, G. T: f 
Toronto advertised a large line of drugs ( ite 
rials at prices considerably less than those approved 
the P. A. T. A. At the same time they published letters 
from the National Drug and Chemical ( ae 
Canada, Ltd., and from Lyman Brothers & Company 
Ltd., refusing to sell them the articles liste: t Pr 
prietary Articles Trade Association of Canada, owing t 
the fact that they have been notified that G. Tamblyn, 
Ltd., were on the association’s stop list | so pub 
lished the following letter from W. GI J : iirman 
ot the council of the Proprietary Articles Trade Associa 
ton, under date of August 27 
‘Dear Sir: 

“My attention has been called to y ent 
the Evening Telegram, August 25, 1926 y 
nounce that you will sell on Thursday, Friday and Satur 
day the articles listed in your advertisement at prices less 
than the minimum retail prices fixed by the manufacturers 

“Your advertisement shows that you are aware that the 
P. A. T. A. list becomes operative tomorrow (Saturday) 
and it will be necessary for the manufacturer n the list 
enclosed, to withhold supplies of all articles sted in the 
association’s price list, and to take steps to ! nt their 
wholesale distributors from supplying you with any « 
these goods until such time as you will give an undertak 
ing, satisfactory to them, that you will not sell any of the 
articles in the list below the minimum prices indicated.” 

Tamblyn announces that on Friday, A 27, they 
ordered from the National Drug Compar ind Lyman 
Brothers, wholesale druggists, a quantity of Br Seltzer 
and Bayer’s aspirin. Both firms refused to fill the orders 
with the result that G. Tamblyn, Ltd., has issued a writ 
against Sir William Glyn-Jones. several other officers of 
the P. A. T. A., the National Drug Com, and the 
Northrup & Lyman Company, who also refused supplies 
They have engaged eminent counsel to push ¢ se with 
a view to breaking up the Proprietary Arti As 
ciation insofar as it seeks to control minimum retai! prices 
of proprietary articles. 

We learn, however, from a prominent nadian sta 
tioner, that the case will probably be carried the Privy 
Council of England before it is disposed He says 
‘A hopeful feature of it is that in Eng or 
ganization (as the P. A. T. A.) is already functioning botl 
among the druggists and stationers w tire a 
proval of the government and we pres entir 
approval of English sentiment regarding é S 
doing business, so that if the case goes to tl rt vy \ 
cil it would seem that the druggists ha 
chance of winning their case.” 

Chicago Stationers Celebrate Birthday. 

Melke & Eddleman, 108 North Dearborn street, Chicag 
celebrated the first anniversary of this business Septe 
ber. Many friends called to observe the day i to con 
gratulate the partners on the progress é siness had 
made in the twelvemonth Substantial gai ave been 


made, and the field of action has been broader 
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QUALITY and 
SERVICE 


Versus Cheapness 





AS COMPETITION at the present time has as its basis cheap 
prices without regard to quality, then surely “as the life of trade” 
it is a dead letter. 


We therefore propose COMPARISON as the true stimulator of 
trade, to the advantage of the consumer who, desiring to pur- 
chase articles of genuine merit, can only assure getting such by 
comparing the standard goods sold at a fair price with those being 
sold at seemingly low prices. The result is always in favor of the 


higher priced article. 


The strongest link in the merchandise chain is DISTINCTIVE- 
NESS,which means individuality. The distinctive nature of our 


Typewriter Ribbons and Carbons 


reflects their high individual properties. There can be no finer 
line anywhere. Our proposition, therefore, cannot be duplicated. 
We give you the best in quality, the largest in variety, including 
many specials, to meet any emergency. This means all your wants 
can be supplied by us. Inquire carefully into this. It means 


increasing your business—more profits. 
Send for our catalog and terms and remember: 


We meet every condition We fill every requirement 


MITTAG & VOLGER, Inc. 


Principal Office and Factory—Park Ridge, N. J., U.S.A. 


Branches: 
MINNEAPOLIS NEW YORK BOSTON LOS ANGELES 
1040 McKnight Building 261 Broadway 160 Congress Street Tajo Building 
SAN FRANCISCO CLEVELAND CHICAGO ST. LOUIS 
591 Mission Street 326 Erie Building 205 W. Monroe Street Merchants Laclede Bldg. 


SEATTLE, 1006 Terminal! Sales Builcing 


AGENCIES ALL OVER THE WORLD 
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Franklin Desk Company Has Convenient Home. 
The Franklin Desk Company completed the transfer of 

its stocks and from 163 West Monroe 

168 West Monroe, Chicago. The building occupied formerly 

on the south side of the street has been wrecked prepara 


records street to 


tory to the erection of a new skyscraper. 

The fourth floor of the building known formerly as the 
Globe-Wernicke is occupied, with 
\ total of 13,500 square feet is devoted 


two floors of a ware- 
house in the rear 
to the Franklin 


former store, but the space is so arranged that it is used to 


business. This is slightly less than the 
better advantage 


For the present a small display window on the ground 


floor is used by the Franklin Desk Company. In another 

year the principal tenant, an investment house, will move 

to a new building. Then Franklin will have access to more 

window display space. 

New Aladdin Manufacturing Company Catalogue. 
The Aladdin Ind., 


manufacturers of Aladdin lamps, parchment and silk shades, 


Manufacturing Company, Muncie, 


glass shades, are receiving congratula- 


the 


and decorators of 


tions from friends in trade on their new informative 


catalogue, the cover design of which is reproduced here- 








CATALOGUE 


ALADDIN 


COVER DESIGN OF NEW 


with. This publication, interesting to the dealer handling 
lamps of any kind, may be had upon request. 

There are twenty-four pages in this catalogue showing 
the company’s entire line in four colors. The intention 
has been not only to produce an attractive catalogue, but 


the actually is, with the necessary in- 


formation so arranged that dealers can quickly make selec- 


to show ware as it 
tions. 

The company has had some of these catalogues made up 
binder to fit standard price books used by 


w'th an extra 


jobbers’ salesmen 


“Specials” for Steel Equipment Jobs. 
From time to time office equipment dealers have occa 


stock 


have 


items which are not 
The 
but 


unusual requirements. 


to supply steel regular 


sion 


the lines they carry. dealer may 


able to 


material of 
the 
land them because of some 

The Western 
Ill., is equipped to make up special items for dealers who 


“iside track” on such jobs, may not be 


Equipment Company (not inc.), Aurora, 


do not find them listed in their manufacturers’ catalogues 


The company is prepared to figure on practically anything 


that can be produced from sheet steel, including special 


sizes in steel filing cabinets, steel lockers and cupboards, 


boxes of all kinds, and various utilities of steel. 
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Wholesalers Issue New Publication. 


[The Association,” “Notes, News and Notices Bullets 
Service for Members, Wholesale Stationers’ Assi ition of 
the U. S. A., constitutes the complete title of a new tour 
page publication first issued last mont In this number 
of the association there is “A welcome to our manufacturer 


members.” 

It was pointed out that at the last convention held in St 
Louis in April the by the Wholesale Stationers 
\ssociat‘on form of mem! 


created known as the manufacturers advisory membership 


laws of 


were amended and a new 


An invitation was at once extended to manufacturers 
el.gible to hold this membership and the invitation has beet 
accepted by most of the leading manufacturers in the sta 
tionery trade 

This class of membership was created to g-ve tie manu 
facturer who d‘stributes through wholesa'e channels an « 


portunity to come into closer contact with his distributors 


an opportunity to obtain a better knowledge of the activities 


of the association, and to join in cooperat.ve efforts to the 
advantage of the industry The membershy rries no 
votng power, no elective office or representat 1 Ol the 
board ot directors It Carries, however, the right repre 
sentation on various commodity committees, whi will 
greatly increase the opportunity of these committees to 
obtain decisive results of advantage to wholesalers and 
manufacturers alike. 

It is believed that this new membership « s will 
enable the association immediately and extensively to 1 
rease its activities. It will permit a mutual study of ec 
nomic conditions, trade abuses and distribution problems; 
it will encourage legislative activities, statistical investiga 
tions, cost stud:es, disseminat‘on of trade news and dat 
stimulation of sales through wholesale salesmen, elimina 
tion of waste due to excessively numerous brands irieties 


and irregular methods of buying, et 


Mr. Mahony, Wahl Globe Trotter, Returns to 
America. 
Paul R. Wal 


Company, 


Mahony, director of foreigt 
York City, 


trip of inspect‘on and organiza 


Chicago and New 
months’ general 
The Wahl 
America, South 
New York 


sea, and air He 


on i irve 


Company's toreign sales agencies 


\trica 


alter 


tion of 


South and Europe 


covering some 


skirted the Atlantic, bot! 


reached as far as 3 south la 


turned to 
travel by land 
North and South, having 
Aires, 
about South Africa, then 
latitude and 


tude at Buenos thence to Cape Town and generally 


as far north as Copenhagen at the 
back across the Nortl \t 


58° north finally 


lantic to New York via Haltax 

On this trip he visited Brazil, Uruguay and Argentina 
m South America; Cape Colony, Orange Free State and 
Natal in South Africa; the Madeira Islands on the way 


back; France, Holland, Germany, Denmark and 


England, 


Switzerland in Europe’ He reeled off countless miles 
very many different trains, six ships and five a‘rpla 
flights Mr. Mahony returned to New York after mat 
pleasant and inspiring contacts with the company’s live 
sales agents in the foreign fields he has visited, and is mucl 
gratihed with the present demand and future outlook for the 


Wahl pen 


and Eversharp pencil throughout the world 


Takes Add-Index Agency. 


The Southern Adding Machine and Cash Register Ex 
change, 25'% Commerce street. Montgomery Ala., al 
nounces that they have taken the agency for the Add-Index 
adding machines in their territory and are looking forward 
to a good business this fall tn this type of portable mac‘iine 
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“The Line that can’t be matched” 


A line which has both quality and individ- 
uality, variety enough for every requirement 
and manufactured with the greatest care. 


Manifold Supplies Company 
188 Third Avenue 
BROOKLYN ‘station L2) N, Y., U.S. A. 
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isible 
alue 


TO YOUR CUSTOMERS 


Visible 
Profits 


TO YOU 
WHEN YOU SELL THE 


AMERICAN VISIBLE 


NUMBERING MACHINES 


Standart Models 41 
and 21 contain 6 
wheels and one style 
of figure. Eliminating 
the necessity of stock- 
ing many styles and 
sizes of figures in 4, 
5 and 6 wheels. 













VISIBLE 
NUMBERS 


ellis 
Fie vents 


print ~~ 


New list price 
Model 41 — 3- 
movement $12 
New list price 
Model 21 — 9- 
movement $15 


654321 
Impression of Figures 


Attractive Trade Discounts 


WRITE FOR A SUPPLY OF OUR NEW NOVEL 
LEAFLETS THEY BRING ORDERS 


American Numbering Machine Co. 


SHEPHERD AND ATLANTIC AVENUES 
BROOKLYN, NEW YORK 
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E. B. Ensworth. 

E. B. Ensworth, secretary of the Brown, Eager & Hull 
Company, Toledo, O., died on Sunday, August 15, after a 
brief illness. 

Mr. Ensworth had been in the stationery trade for mat 
years and was widely known among manufacturers of sta 
tionery and fancy goods. He had been a prominent an 
active member of the Wholesale Stationers’ Associatio1 
ever since it was organized. 

+t - + 
George Myers. 

George Myers, who had ably represented the United 
Autographic Register Company in Peoria, Ill, and adjoir 
ing territory until the time of his recent death, was ar 
enthusiastic and able business man. Mr. Myers was ill but 
a few days and despite the efforts of his physician, he 
passed away at his home in St. Louis on September 6 


Mr. Myers was a member of the Apela organizati 
Peoria and his death is keenly regretted by all his friends 
in that organization and elsewhere. He was unswervingly 
loyal to his family and his friends and had a very strong 


devotion to duty. 
' F- - 
W. H. Thompson. 

W. H. Thompson, president of the Thompson Tim 
Stamp Company, died on August 17 at his home, 610 River 
side drive, New York City, at the age of seventy-five years 
His death was caused by heart disease, brought on by an 
attack of acute indigestion. 

Mr. Thompson was born in Somers, Conn., and was for 
a number of years a retail dry goods merchant in Philadel 
phia. He came to New York in 1904 and engaged in the 
manufacture of the Thompson time stamp which he had 
invented and which is widely used in business offices He 
leaves beside his wife, three children, Mrs. Walter B 
Lockett of Newtonville, Mass.; Mrs. George E. Glover of 
Newtonville and Robert H. Thompson of New York City 


who was associated with his father in the | 


usiness during 
practically the entire time the Thompson time stamp has 
been in existence, that is to say, about twenty-two years 
Robert H. Thompson is vice-president of the company and 
will, when all the affairs of the estate are settled, be 

the new president of the company 


t - & 
H. P. Johnson. 


Late in August, Halorow Peter Johnson, local manager 
of the United Typewriter Company, passed away suddenly 
of heart disease while sitting at the piano on board the 
steamship, Princess Maquinna. Mr. and Mrs. Johnson had 
been on a holiday tour up the Western Coast 

Mr. Johnson was the Victoria, B. C., manager of the 
United Typewriter Company and was a man active in club 
and civic affairs. He was born fifty-four years ago at 
Liverpool, England, coming to Victoria at the age of nine 
teen and residing there ever since that time. He had been 
with his present company for fifteen years, previous t 
which time he had been engaged in other activities 


In the Rotary Club and the Tourist Trade Group of th: 


Chamber of Commerce, Mr. Johnson's active interests were 
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Remi n¢ton 


“| TYPEWRITERS Osea 


_ EVERY PURPOSE 
* Celebrate Fifty Years of Progress 


at the Sesqui- Centennial 
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Sta 
and 
tion 
; ] ‘HE Half Century from the Philadelphia Cen- 
tennial of 1876 to the Sesqui-Centennial of 
the present year constitutes a remarkable period 
in Remington Typewriter history. 
ited It was at the Centennial fifty years ago that the Model 
1 Remington, the first practical typewriter, made its 
initial public appearance. The machine was then a curi- 
osity and visitors to the exposition purchased samples 
of its work for twenty-five cents apiece. 

The period between these two great expositions has 
witnessed the conquest of the entire world by the writing 
machine and the Remington Typewriter today is a 
universal necessity of modern business and modern life. 
This great record of progress has been recognized in the designation of the 
Remington as the Official Typewriter of the Sesqui-Centennial Exposition. 


The outstanding feature of the Remington Typewriter Line in this 
Sesqui-Centennial year is its universality —for it is the one typewriter line 
which includes A Machine For Every Purpose. 


Remington Typewriter Company, 374 Broadway. New York 
Branches Everywhere 


Remington Typewriter Company of Canada, Ltd 68 King Street, West, Toronto 
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PORTABLE 











Ager 
lenly 
the 
had 
the 
club 
o at 
pal Remington Typewriter representatives are more 
been than mere salesmen. They are trained and efficient 
s to counselors, equipped to diagnose every office prob- 
lem and to recommend just the right Remington 
. the machines for each requirement of any line of business 
were : 


Remincton-made Paragon Ribbons and Red Seal Carbon Papers always make good impressions 
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COLOR PRODUCTS 


TYPEWRITER RIBBONS 
TYPEWRITER - PEN & PENCIL 


CARBON PAPERS 


REFLEX 


WRITING INKS SHOW CARD COLORS 
STAMPING & NUMBERING 
MACHINE INKS 
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THESE ARE ALL COLOR PRODUCTS 
SOLD BY 
OFFICE SUPPLY DEALERS 





The fact that our business has 
grown and developed largely, 
over a period of 48 years, is in 
itself first evidence that super- 
ior goods are produced, that 
they are sold at reasonable 
prices, and that satisfactory 
service to thousands has been 
rendered. 


Grade for grade—price for price, 
there are no stationers’ color 
products that surpass the A. & 
W. Line. 
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chiefly centered from a public standpoint. He was a forme 
vice-president of the Rotary Club, but he will best be re 
membered to a wide circle in the city for the devotio 


which he gave to the charitable and similar activities of the 


club, a function in which he will be widely issed. The 
present president, Mr. Edwin Tomlin, makes a fitting trib 
ute to a former charter member in declaring him to be one 
ready always to give cheery and willing service 

In the tourist trade group he was devoted to the work 
of the Curtis Point Automobile Camp, of which he was 
an orginal trustee, and maintained his interest the end 
Mr. Frank Waring, chairman of the trustees, paid a tribute 
to their colleague, in declaring that Mr. Johnson was the 


} 


best adviser they had, and his sound judgment, as well as 
personal interest in the camp, could not be replaced. 

Mr. Johnson was keenly interested in music, and at one 
time was organist of St. Mary’s Church, Oak Bay. 

He was a member of Vancouver-Quadra Lodge, A. F 
& A. M., and of the Royal Arch Chapter 

He is survived by his widow, one son, Dudley, who was 
recently marrried to Miss Doreen Fawcett of Victoria, and 
is now in Alaska, and three daughters, the Misses Maud, 
Nancy and Eleanor Johnson, residing at the family resi 
dence, 2636 Currie Road. 

t FF + 
Edwin H. Clark. 

Edwin H. Clark, a department manager for The Ameri 
can Multigraph Company, passed away at his home, 19162 
Clifton Road, Lakewood, Ohio, September 10. He was a 
regular contributor of scientific short stories to the maga 
zines. At the time of his death Mr. Clark was writing 
a book based on the explorations of Philip Clark, his 
brother, who was drowned in the Gila river, Arizona. 

tr Ft + 
Charles F. La Ganke. 

Charles F. La Ganke, who had been a superintendent 
formerly for the Elliott-Fisher Company, passed away 
September 9 at Cleveland, Ohio. He had been engaged i: 
the manufacture of special tools. While on his way 
work Mr. La Ganke succumbed to heart diseass He was 
sixty-two years old. The widow, two daughters and one 


son survive. Mr. La Ganke was a Rotarian, and a member 


of the Cleveland Chamber of Commerce 
“Bull Grip” Improved. 

John J. Harris & Company, 2124 West Lake street, Chi 
cago, Ill, is pushing its improved “Bull Grip” mucilage 
for which strong claims for merit are made, and whicl 
is winning the approval of a number of large firms 

The product is the invention of John J. Harris, who ts 
the head of the company He spent fifteen years of re 
search in the field of adhesives. The special qualities whicl 
are claimed for Mr. Harris’ product are that there is n 


deterioration or crystallization and that the n 


nishes a double spreading capacity. The manufacturer 
claims that it will stick paper, cloth, leather and rubber t 
paper, wood, glass, aluminum and other metals well 

glass to glass. It is said to dry quickly) sist wate 


and that it will not stain, smear nor stick to the fingers 


Mr. Harris’ most recent product is “Bull Grip” padding 
glue, which he is supplying the printers and binders. Th 
product is said to have a double spreading capacity 
to be non-inflammable. It dries cold, dries fast, is moisture 
proof and does not get sticky or brittle Che manufacturer 
says that it always remains flexible, and requires no re 


inforcing 















































Your business may 
be retail, wholesale 
or manufacturing. 
Your bookkeeping 
—heavy or light. 
Yet the Underwood 
will carry your ac- 
counting load, with 
precision, within 
working hours— 
and at a remark- 
ablyreasonablecost. 
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When the 
Credit Manager Rings 


| T may be the occasional, slow paying customer, 
4 or the frequent-buying close-to-the-credit-limit 
account. Accurate credit information on either can 
be always available for the Credit Manager. 








For the Underwood Bookkeeping Machine com- 


pletes each transaction as it is entered in the 
ledger. Each account is automatically balanced~— 
audited—each time it is active. 


So when the ‘phone rings there’s no hasty totalin 
and checking back over pen and ink figures. The 
bookkeeper opens his ledger; the account — bal- 
anced — is there before him. 


The routine of the bookkeeping department moves 
along smoothly. The Credit Manager gets the in. 
formation he needs. 


Any branch office can show how the Underwood 


Bookkeeping Machine will speed your credit work. 


UNDERWOOD TYPEWRITER CO., Inc. 
UNDERWOOD BUILDING . NEW YORK CITY 


UNDERWOOD 


BOOKKEEPING MACHINE 














109 














110 OFFICE APPLIANCES October, 1926 


1926 Sales-Manns Dept. Store 


JAN (2B MAR APQ MAY JUNE JULY AUG SEPT OCT NOV DEC 
000,000 sca es ees ees eee — 


Fred P. Mann 


~is anxious to help Retail Merchants 
solve their merchandising problems and 
promote Better Business conditions. 


= ptt 


Associations or persons desiring Mr. 
Mann’s services for lectures correspond = —— " 

with him direct—Devil’s Lake, North ca 7 = eee 
Dakota. 








Ia PRINTSIFROM 


FREE Trial Sharpens Dus! 
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usiness Is Booming 
This Year Because— 


‘‘We Get ‘READY BUYERS’ to Trade at OUR Store’’— 


E TELL THEM, those READY BUYERS that are to be found everywhere, of OUR 

PRICES and SERVICE. We teil them QUICK and we tell them OFTEN. And these 
Addressograph-ed sales messages enable us to do over $500,000 worth of business annually—in a 
town of less than 5,000. 


HERBP’S no secret to RETAIL SELLING SUCCESS!!! Tell people about YOUR store and 

YOUR prices. Tell them every week —not once a year. If you will do this they’ll come in 
and BUY. Because we do it our business has been very good this season and we expect even bet- 
ter business this fall.’’— Fred P. Mann, Devil’s Lake, North Dakota. 


Gets Best Results For Manufacturer 


" fh COs Are -ED Direct Mail Advertising brings more definite results than any of our 

other advertising efforts. A recent letter to Athletic Clubs brought 17 sample orders and 8 
orders for complete swimming suit equipment. No costly force of clerks and typists is necessary. With 
Addre ancien, one clerk handles all Direct Mail matter.”-—Olympia Knitting Mills, Olympia, Wash. 








FREE Trial Is The ONLY Test— 
There’s No Cost or Obligation— 
So, Mail Coupon Today—NOW!!! 
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Px MAIL 

Q , ¢ WITH 

Vi YOUR 
ViaTid Sen | Street LETTER- 


Gitex, U: HEAD TO 
As zie SA 

ae — = 9 YoWelilo y Addressograph Co., 

‘ oU) } “rout Ln V Wc iy ‘Ontos 9) fe 903 W. Van Buren St., Chicago 

sailiaceaiitiamnas TE [| Send FREE Booklet: “How I Get 

Buyers Into My Store.” 


Send Latest 3-Color Catalog & Price List. 


lisiness —_— > Fa Send Express Prepaid FREE Trial Hand Ma- 
E a chine. Will return Freight COLLECT unless we buy. 


252-10-26 
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CARDS 


The range is wide. The selection of 
stock important. We offer six distinct 
grades and weights from the finest to 
the lowest, each grade made exclu- 
sively for us and under our direction. 
Surprising economies can be made by 
intelligent selection of a grade to ac- 
curately fit your needs. 


Verticals 
Counter Heights 
Horizontals 
Halt-Sections 


Indexing and Filing 





Filing Equipment Bureau 


INCORPORATED J= 


“A Business Service” 


Designed to supply business houses with supe- 
rior filing equipment, plus that personal serv- 
ice absolutely essential to the most effective 
returns from filing equipment investment. 


Mechanical Equipment 


Complete range of regular and special machines to insure 
accurate and economical manufacture of stock and especially 
ruled and printed cards, guides, folders, ete. 


GUIDES 


Card and vertical file—in manila 
pressboard and fibre, all sizes and 
stvles. The new celluloid removable 
label guide is desirable where can 
tions change frequently. Metal t:p 
euides on pressboard or fibre tor use 
where service is severe. A guide prac 
tically indestructible. 


FOLDERS 


See our Dubltop and Tripltop, the most economical to use in active 
files. They give extraordinary durability on the handling edge, 
where practically the entire wear comes, and they save space in 
vour files. We offer in addition a complete range of folders in 
all sizes and grades——straight and tab cut for use with any system 


STEEL EQUIPMENT 


lranster Cases 
Vault Fittings 
Shelving 

Library Book Stacks 


SPECIALIZED DEPARTMENTS 


Library Furniture and Supplies 


Filing Equipment Bureau 


Incorporated 


113-115 Purchase St. 


Officered by former executives of the Library Bureau 


Boston, Mass. 
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Some Weddings 


Watson-Ecclestone. 
Miss Mabel Watson 


manager of the 


was married September 8 to H. A 
Ecclestone, Los Angeles branch office of 


the Remington Typewriter Company 





Thus, slowly but surely the “old” bachelors of the office 
Apt ce industry are being weeded out The newly 
wedde air immediately established their honeymooning 
‘ ers at Laplaya-By-the-Sea. 

H. A. ECCLESTONE 

Mrs. Ecclestone is well known for the unusual clever 

ness of her brus! She is a miniature painter of marked 


distinction 


Mr. Ecclestone long has been one of the mainstays tn 


the office appliance field and evidences of his managerial 


genius is well known in the Southern California regio1 


Cupid Summons Woodstock Cashiers Up Higher. 
That swashbuckling Cupid has been paying particular 
weeks 


Woodstock Typewriter Company at various points 


service of the 


Miss 


attention in late to cashiers in the 


Pearl E. Murray, who had been cashier of the Chicago 
branch two years resigned to undertake budgetary control 
for a likely young chap who had a seductive way of point 


it the joys of a matrimonial union. Upon her resigna- 
Miss Murray 


ociates in the Woodstock organization, 


was presented with a gift from her 


and speeded on 


, 
, 


with manifold good wishes. She eeded 


Miss L. B. Menze 


general sales offic: 


Was SUCE 


her way 
as branch cashier r, who was for ten 


cashier of the at Chicago 


Miss Ida Losee left the Cleveland branch of the Wood 
stock Typewriter Company flat to organize, manage and 
embellish a flat of her own. She was succeeded by Miss 


Birth Days 


“National” Chicago Branch Has Baby Show. 


The Chicago branch of the National Blank Book Com 
pany boasts of the makings of a fine baby show. In recent 
a boy brought great joy to the home Robert 
Alber Some time before A. W. Baxter started to post 
hit schools for girls, as a young lady came to make 
I happy The two fathers occupy facing desks in 
the ¢ ago branch, and important information regarding 
th d rearing of children passes back and fortl 
Commodore Orr on European Tour. 
Mi nd Mrs. Wm. G. D. Orr, Chicago, Ill, sailed 
August on a tour of England and the continent. Mr. Orr 
ial of the A. B. Dick Company, and past com 
modore of the Columbia Yacht Club 
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Play the 
PEERLESS Tune 


PEERLESS Rubber Typewriter Keys 
are keynotes of increased sales and big- 
ger profits, because 


We make: Peerless Keys are guaran- 

k it teed not to harden—elim- 

Typewriter inating all danger of stock 
Ribbons 


going bad—and are the only 
dealer sold keys so guaran- 
teed. 


Carbon Paper 


Rubber Twirler 
Rings, for all 
machines, in- 2 
cluding Port- 
able and Wood- 
stock variable 
line spacer 
knob. 


Rubber Twirler 
Rings for Bur- 3 
roughs Add- 
ing Machines. 


For years dealers have 
profited by Peerless’ ad- 
vertising matter, carrying the 
dealer’s own imprint. (Eras- 
ure shields now available. See 
coupon below.) 


Years of consumer adver 
tising and office-to-office 
missionary work have created 
areal consumer demand for 
PEERLESS KEYS. 


PEERLESS was the first to develop deal- 
er business in rubber typewriter keys! 


Cushion Type- 
writer feet. 


Send in attached coupon. 


PEERLESS KEY COMPANY, INC. 
176 Fulton St. New York City 


Boston Chicago Philadelphia Minneapolis 
Pittsburgh Los Angeles St.Louis London Berlin 


San Francisco Distributor: D. R. Pinney, 521 Market St. 
Wellington, N.Z., P.O.Box1454 Sydney, Australia, P.O. Box 3003 


Peerless Key Co., Inc., 176 Fulton St., N. Y. City: 


Please send us without any obligation on our part, details 
of your special profit-making offer, together with sample 
of Peerless Key and erasure shields with our imprint (tele- 
phone number if desired. 


NAME_ Bases 


ADDRESS e 
Telephone No. 


L came meee eee meee eee eeeeasoedd 
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The New York 
County Courthouse 


It is a significant 
fact that in face 
of the severest of 
competition, John- 
son Chairs were 
selected to be used 
throughout this 
most modern of 
metropolitan pub- 
lic buildings. 


JOHNSON CHAIR CoO. 


CHICAGO 


FACTORY AND SHOW ROOMS 
4401 WEST NORTH AVENUE 
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Huntington, W. Va., Houses Combine. 


[he Bloss Office Supply Company, formerly at 909 Fifth 


avenue, Huntington, West Virginia, on September 1 cor 
solidated with the Office Service, Inc., and a new location 
was taken at 423 Eleventh street. The officers of the cor 


solidated companies are: C. W. Bloss, president; George 


E. McKenna, vice-president; Fred. A. Rudn treasurer, 


and S. S. Hughes, manager. 


McGrath Opens Office Equipment Store in Holyoke. 


William H. McGrath, 
ment Company, Holyoke, Mass., 


connected with The Ofhce Equip- 


for the past « t years as 
treasurer and buyer, has sold his interest in that concern. 


Mr. McGrath, had 
the office furniture and office supply 


who has eight years’ experience i! 
held, has pened a 


place of his own at 308 High street, where 


full line of office supplies and office equipment 


Mr. McGrath will conduct the business under his o 
name and will handle well known and natio1 lvertised 
lines. He will carry the Art Metal line of | g equipment 
steel desks, safes and many other well known lines 

Conklin Registers Expansion on Pacific Coast 

The Conklin Pen Manufacturing Compat is removed 
from its old quarters in San Francisco to 101 Post street 
suite 510 Baker building The old offices were situated in 
the Phelan building [The new premises are more cet 
trally located and afford twice as much spac: vas avai 
able in the old quarters 

General Sales Manager C. B. Mathes, wl is now mak 


ing a survey of the far western markets, said that his com 


pany has enjoyed a phenomenal increase in its Pacitic Coast 
business within the last three years due to the lustry and 
ability of Western Manager Thomas Emerson and _ his 
staff and of course, also to the acceptab lit tf Conkliu 
products and Conklin policy. 

Indications of a good fall business are everywhere 
dent 

A Lively Pencil House Organ. 

Othce Appliances has just received a copy the July 
August number of The Eagle News wi! I 
organ of the Eagle Pencil Company of N York ( 

It contains sixteen pages and is full of cor y and fa 
tory news and suggest:ons with a little hur nd s¢ 


ment thrown in. 


is deseri 


\ new production control system 


set, originated by E. Davis, now with the igle Pet 
Company but formerly production manager of the pl 
graph works of the Thomas A. Edison Industries. He 
stalled the system at the Edison plant a it attra 
considerable attention. The article gives a resumes 
working of the system 

\ stimulating article entitled, “An Ounce of Gold,” is pre 
sented on page 5, giving hgures showing the difference 


hours of work that an ounce of gold will pay for here and 


abroad. The figures quoted serve to illustrate the 


that the American worker in the Ameri 


more goods per man than other workmen who have 


the advantages of machinery which constantly reduces 


hor 


amount of heavy labor and ma 


of more and better work. 


[There are a few paragraphs on the preventior 


1] ] te 


fections, summer iils, acc‘dents, et« 


Several pages are devoted to interesting items of fa 


news and finally a page of humor 
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No. 6 Metal Sales Case 
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Patented t 
Contents: 6 gross of pens boxed in dozens, 1 gross of assorted pens, P 
and one gross each of 5 popular numbers, Nos. 1, 20, 30, 34 and 49, i 


fine, medium, stub and ball-pointed. yi 


MORE SPENCERIAN CO-OPERATION ; 


ee i Ce Win Win Win Wadin Win Win Wain Wading Wid ited Weil wie wit 








: ¥ HIS is our new No. 6 metal sales case, beau- f 
: Y tifully finished in blue and buff. It attracts , 

A - . . A hd t. 
attention and persistently offers boxes of a M 
, : ; } 
! I dozen pens to everyone who comes into your store. Yl 
: » r 
’ my: . ° Vi 
4 ly his case takes up very little space and displays on ‘ 
: ie its card the actual pens to your customers. You may ‘ 

4 a, ‘ , 
Y have one of these cases with a six gross order. f 
d 4 = . A 
y Write today to your jobber or send the coupon to us. ( 
A . ee re ; \ 
y We shall see that you are supplied immediately. ( 

, Spencerian Pen Co., 349 Broadway, New York City O. A. 10-36 p 

A Please send us No. 6 Metal Sales Case(«) free with order for 6 gross pens, Nos. 1, 20, 30, 34, 49 and Assorted. f 

; Name F) 
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FEATURE CARTER SPECIALTIES 
WITH YOUR SALES OF 


CARTER STAPLES 


The customer comes in to fill his predeter- 
mined need for inks, paste, and other staples. 





Capitalize his presence by reminding him of 
useful specialties for office and home. ‘To 
do this arrange them in attractive display 
and within easy reach. Remember it takes 
no extra sales effort to obtain this extra 


profit. 
“*ane pet. ap in Carter’s Vel Vet Colors 


Pints and Half Pints 





Ready to use colors that flow smoothly from 
the brush, cover thoroughly in one coat and 
blend evenly, drying with a flat, even tone. Sug- 
gest their use for Signs, Poster Work, Show 
Cards, Price Tickets, Mirror and Window Sign 
Painting, etc. Made in twelve colors, white 
and gold. 


Carter’s Ink Eradicator 


Removes ink stains from all kinds of paper, 





No, 491. T ™% On. * “ 
* Bettis wth wood, and cloth. Handy in both office and 
Glass Rods . 
Packed 12 In Display Box home. 


Carter’s 


Household Indelible Ink 


Marks clothing and other property so that it 
will not wash out. Handy for the laundry, 
home, or student at school. 


Ke, 2. % Os, Remare wis THE CARTER’S INK COMPANY 


Wooden Ring and Stretcher BOSTON NEW YORK CHICAGO 


CARTERS 
"SCABEPUYATION AND A TRADITION 


MORE THAN A NAME-! 
—LODUCE CICO PASTE 


WRITING INKS 
FOUNTAIN PENS STAMP PADS MECHANICAL PENCILS 








a 
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Rustless Metal in “I. & M.” Cuspidor Line. 
The Ireland & Matthews Company, Detroit, Mich, has 
introduced an innovation in the manufacture of cuspidors 


Instead of using enameled steel, the company is employing 


Armco” irot 1 non-rusting metal which is used exten 
t for use outside, exposed to the weather. The com 
pany's line of steel cuspidors has been finished with enamel 


At times users have stated that after the enamel has been 


‘d accidentally, the base metal would show rust 


lhe new lime made of “Armco” iron, is finished in 


white, green, grained mahogany or grained walnut. With 


ry usage the cuspidors of “Armco” iron should last 
en times S ng as the steel line It has special ad- 
\ ges for use by hotels. Frequently live steam is used 
lean hotel cuspidors, and in time the enamel employed 
steel would be affected. The makers have found that 
rs of “Armco” iron are affected very little by live 
steam, acid or other cleansing agents. “Armco” iron is 
advertised extensively, and many prospective buyers of 
cuspidors will be found tamiliar with its advantages 
Atlanta, Ivan Allen and The Fair. P 
he September number of The City Builder, Atlanta, his5O Year Calendar 
Ga itains several pages devoted to the annual South 
rn Fair which will open in Atlanta on October 2. Onk makes an ideal Xmas Gift 
he articles is by Ivan E. Allen, who was second presi 
if the Fair association and is now chairman of the ; 
iochiadilies: aiiaiihiaiie Another article written by the pub Her S al absolutely new departure in 
eg ' ; od desk calendars—an automatic calendar 
ity director pays a fine compliment to Mr. Allen tor his good for 50 years—a handsome acces- 
in making the Southeastern Fair a successful institu ory equally adapted to home or office 
tion and for his general civic enterprise and public service ust \n ideal Christmas gift for the 
\ man’s value to his community is pretty accurately meas business man or the housewife. 


red by the opinion of the home folks 


\s chairman of the advertising commission Mr. Allen GREEN DUCK 
is directing e “Forward Atlanta” publicity campaign I 
which is putting Atlanteans on their tiptoes UTOMAT 


The Southeastern Fair has become a great Georgian in CALENDER 


itution. It gathers together the products of industry of 
¢ = | , * « 4 50-YEAR I remarkable calendar can be set for 

e fron irm ; ‘ ) resents . y 
sich ng tactory ; everything CALENDAR nth from January, 1901 to Decem- 
. h an exposition should present at d avoids those things be 150, without referring to a printed 
enda An irate date finding machine for the 

are inappropriatae to a big show oft the kind pas present and iture 

Frank | Stanton, the poet laureate of Georgia, loved not Gl ARANTEED does what no other calendar can 
: ; . 2 - ACCURATE ndicates the day of the week on 
it home ut throughout the breadth of the land. has hich any month starts. When set 
f t i ! ind month, the small space at the 


l y registers the day of the week upon 
— ‘ t t month starts Then just shift the date roll 
The Joyland of the Fair. t f r right til the first day comes under the day 


’ , ‘ ‘ ‘ : ated above Ten seconds is all you 
eet nd greet ‘em from the hilltop to the plain 
( x-Cart nd the auto and the Spe edin’ (eorgia train; ALLOWS FOR ap Years are always taken into con- 
, ; ’ f4 , LEAP YEAR leration There can be no mistake. 
e airships min’ hummuin’ with folks from everywhere 7 1 can always know that your Green 
; : , | , Atlant a al , . k Automat ‘alendar is absolutely correct. 
e o e wav to oyland tlanta and ne Fall f f ige brushed brass with lacquer fin- 
"x%" with substantial easel, hanger, 
feet 
*1° herr ' fr Par rd tar van : 
( a 1 , trom near and tar away, GET ONE ON e Green Duck Automatic Calendar 
st as if the Countrv said. “Let’s all take holidav' APPROVAL ide to retail at $3.00, We_ will 
i TIT ald, . al . i : lad send you one on approval, if you 
\ lida vith Happiness, there's lots o’ that to spare ist f it and mail the attached coupon. You 
. r ir? for credit if you do not care to keep it. 


(On the wav t lovland—the lJovland of the Fa‘: O ‘ G idy for Xmas business. 


; 1d 1 ] 1, nal | ’ = = 
‘e oe cae Seep ee eee eee ee THE GREEN DUCK COMPANY 
E EEN 
Swen thet dri witty beabel--ibw ilies of ecbten bil 1725-49 W. North Ave. 
. Se gt POS eg FT gO: CHICAGO 
there thev re spread, bewilderin’. from « te shiny 
d er Ol 
1 , 4 P . tie ‘ . The Green Duck Co., 
(,eore s keepin house today and a tive vyorld’s at Chicago 
| Date . see _ 
, one Green Duck 
ou may bill me $3.00 less the reg- 
‘ = i da oun and I understand I may 
i ummin to the musi » the bands; ! t! ! vithin ten days and the charge will 
get tl hurr ih feelin’ where the countr S S ikin’ 
' Name 
. i vit Plenty t read its titles ear Vddress 
é ‘ dd the true times Th the Tk viat a of the Citys 
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Every sheet of Old 
Town Carbon Paper 
stands on its ment— 
on its performance as 
well as appearance 
and is backed by a 
full and definite guar- 
antee. There is none 


better. 





Old Town Ribbon & Carbon Co. 


INCORPORATED 


157-201 Center Street New York, N. Y. 





London Office: 17-21 Emerald 
Street, W.C., 1 


Boston: 143 Federal Street 
Chicago: 516 West Jackson Bivd. 
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J. F. Ryan & Company Absorbs Lees Line. 
J. F. Ryan & Company, 342 Madison avenue, New York 
City, has absorbed the products formerly manufactured by 
the K. F. Lees Company, New Haven, Conn. Mr. Lees 


has been manufacturing and selling stationery specialties 






“PORTALITE 


CLAMPABLE ASH RECEIVER 


for the last five years. Among the articles were the 
smoker lamp, “Portalite,” sewing lamp, clampable as! 
receiver, “Tel-Tab” and auto ash receive 

The Ryan products, known as the “Ryco” line, include 
tape moisteners, book ends, the “Industrial” package sealer 
“Pinzit” machine and the Adams memo roll by 
ing the manufacturing and sales activities under one hea 
it is expected to secure wider distribution of the product 


and to effect a saving in merchandising ex 
Burr-Vack Company Faces Removal. 


The Burr-Vack Company, 511 South Wabash avenue 


Chicago, Ill., will find it mecessary to | ite elsewhere 
when its lease expires two years henc« The Ohio building 
in which the store is located, has been bou he C 
gress Hotel Company. Both leasehold and building hav 
passed to the hotel company. The building plans include 
the erection of a modern hotel on the site of the present 
Ohio building, at the intersection of Wabash av 
Congress street. The hotel now occupies the Michiga 
avenue frontage between Congress and Hart street 
with the exception of a dwelling at the H 
corner. 

Meanwhile the Burr-Vack Company conti: loing 


iness at the old stand. Many offers of desirable 
have been made, located in the immediat: 
Burr-Vack Company pioneered the neighb 
tionery store, and it is probable that wher 


to move the store will locate in the 


District Managers Join Monroe Seven Year Club. 


Five district managers of the Monroe Calculating Ma 
chine Company have completed terms of service which 
entitle them to membership in the Mont Seven Year 
club. They are: R. H. Fisher, Minneapolis, Minn.; J. W 
Gaillard, Jacksonville, Fla.; E. S. Mills, Syracuse, N. Y 
R. G. Taylor, Birmingham, Ala.; M. N. Wright, Cleveland 
Ohio 
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WANTED.--DISTRICT MANAGERS 


The perfecting of the hand operated machine completes our line of equipment 
necessary to profitably establish district managers. Territory will be granted on 
exclusive contract basis covering all equipment and a constantly increasing 
volume of supplies. The manager must have exceptional sales ability, ability to 
employ, train and direct the efforts of salesmen. He must be thoroughly familiar 
with modern practices and have the initiative to go ahead without supervision, 
be financially responsible and thirty to forty years of age. As this is an unusual 
opportunity, great care will be taken in selecting men. We must know positions 
held and business history. Write at once. 


Can be 
equipped with 
attachments 
to do anything 
you want 

to do in 
addressing 





Speedaudresser AB 
A FEW USERS OF SPEEDAUMAT 


Saturday Evening Post New York Times 

Ladies Home Journal New York Herald Tribune 
Country Gentleman Christian Science Monitor 
Pictorial Review Chicago Tribune 
McCall’s Magazine La Salle Extension University 
Good Housekeeping Coco-Cola 
International-Cosmopolitan Kalamazoo Stove Company 


Ford Motor Car Company 











R BUSINESSMAN 
LET SPEEDAUMAT 


ee Speedaumat 


Full size Addressing Machinery 


' ee 23-2033 WILLOW ST. 
Only $6.00 per thousand in minimum a ee 


quantities CHICAGO 
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‘LP’ A Money Saving Symbol-- 
Do You Know Its Meaning? 


The letters ‘‘LP™ on the inside cover of a Trussell Ring 
Memo or Price Book mean money-saving for you and 
your customers—greater satisfaction to the buyer, and 
bigger profit for you. 


“TP” denotes the Genuine TRUSSELL line of Lou 
Priced One-Piece Cowhide Leather Ring Books (ma- 
hogany color.) They list much less than old style 3- 
ply pasted leather covers and but a trifle more than 
imitation leather. 
Prices are sensational for this unusual value. Com- 
bined with the Genuine Trussell non-rustible Metal 
Parts, the “LP” line gives you a distinct edge over 
competitors who sell out-dated, inferior ring books. 
Made in Memo and Price Books, in all standard and 
special styles and sizes. Write for prices and full 
details, today. 

TRUSSELL MANUFACTURING COMPANY 

3 Trussell Park, Poughkeepsie, N. Y. 


By yo Yl 


PRICE BOOKS AND MEMOS 
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One Sheaffer Sales Contest Over—Another Starts. 


George H Newkirk of the West Texas territory won 
first prize in the recent contest for salesmen of the W. A. 
Sheaffer Pen Company, according to the announcement of 


H. E. Waldron, vice-president and general sales manager 


for the Sheaffer organization. First prize, which consisted 
of a $100 share of preferred stock in the W. A. Sheaffer 
Pen Company, was given to Mr. Newkirk because he led 


the field in all Sheaffer items sold 
Newkirk’s sales totaled 182 per cent of his quota. 
He led in the sale of Skrip with 377%, in new dealers 


established with 38 and in sale of the regular line of pens 


Jack Carruthers, salesman in western Washington and 


rthern and western Oregon, led in the sale of Lifetime 


pens and pencils. He sold 182% of his quota in the former 
18] in the latter. 

Salesman Ek. P. Reavey of New York City and Brooklyn 
st place in the sale of giftie sets with 163%. 
George Little of Philadelphia and Delaware County, 

Pennsylvania, led in desk sets with 148% 
C. P. Thweatt of the territory around Pittsburgh, Pa., 


was first in new desk sets distributed 
A. B. Thieme of the district around New York City was 


first in number of new desk set distributers established. 


Harry Sopher of southern and central Iowa led in new 
lead assortments placed with a total of 31 

The contest which started on June 21 and ended Septem 
ber 6 proved interesting to the entire Sheaffer sales force 
throughout, first one man then another forging ahead. The 
company has opened a new contest, called the “harvest 


ntest,” which will end late in October 


Remington Radio Concerts Please Many Fans. 

Station WGY, of the General Electric Company, broad- 
casted four programs in August contributed by the Rem- 
ington Typewriter Company band [he transmission was 
direct from the band shell in Memorial Park, Ilion, N. Y. 


The reception of these concerts by the radio-listening pub 


li is enthusiastic Expressions of approval have been 
deluging the Remington band in the form of “applause 
Ci rds,” lette rs al d the like 
The Remington Typewriter Band ranks high among the 
ountry’s industrial mechanical organizations. Indeed, it 
+ etre? 


ching the point to say that this group of artists 
tands well up among the professional bands. When it ts 
remembered that every member of the Remington Type 


writer Company Band is a working unit in the [lion plant, 


the artistry with which this organization plays is all the 
I ema k: le 
Great credit is due to Conductor Edwin L. Daniels, under 
whose baton these musicians perform Not simply the 
aittr of the day. but the standard classics are in their 
ert f [he smoothness and simplicity of their execu 


evond criticism. 


‘ 
‘ ; 


se concerts will be given at intervals in the future 


R enthusiasts among readers of Office Appliances will 
di vell to tune in on WGY on these events A real 
musical treat tror an exceedingly accomplished rganiza 
t store r them. 


New Branch Office Equipment Store in Louisville. 


rence R. Smith & Company, Inc, is opening a branch 


st the Starks building, Louisville, Ky William 
Fleischer is manager of the store He will appreciate re 
ceiving catalogues from manufacturers of goods in the offes 
‘ at ling 











RROE- 


NOW SOLD THRU 
DEALERS ONLY 


This illustration shows in detail the new micrometer adjust- 
ment mechanism and line spacing control. A touch on the 
trigger and the copy is moved upward line by line with 
absolute precision Width of lines is controlled by a simple 
thumbscrew adjustment on the front of the machine with 
micrometer accuracy 








The ERROR-NO is copyholder perfection—trouble 
proof and guaranteed for one year. Recognizing 
the unusual potential sales possibilities in a copy- 
holder of such sterling character, enterprising deal- 
ers the country over are “snapping up” the exclusive 
sales rights for their cities. And for the first time, 
they are reaping the profits of real dealer’s discounts 
—without the usual servicing burdens that heretofore 
have made copyholder selling unprofitable. 


ERROR-NO Is Simplicity Itself 


In mechanical design—The number of parts required 
in the assembly of the ERROR-NO are surprisingly 
few, carefully and conscientiously made and accur- 
ately adjusted 


In installation—ERROR-NO fits right behind the 
typewriter on the desk, resting on its own rubber 
suction feet—no clamps, screws or other fastening 
devices. Self contained and portable in every respect, 
yet it maintains the required rigidity. 


In operation—ERROR-NO has a natural ease and 
speed in operation that is a revelation—capable of 
instant micrometer adjustment to any depth of line, 
single, double or any spacing required. 


In dependability—ERROR-NO is absolutely guaran- 
teed for one year. No more can be said of the manu- 
facturer’s unqualified faith in its performance. 


Agencies Now Being Assigned 
There is still ample opportunity for dealers to get in 
on this unusual offer. You will want to examine its 


particulars. Your signature on your letter head will 
bring vou full details. 


RROR-NO INC. 


55 Arbutus Street Rochester, New York 


Manufacturers and Patentees of 
The Famous ERROR- NO 
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Our Products 1994 


1925 


A Service 


Universal in Scope 


ARBON PAPERS for Pen, 

Pencil, Typewriters, Billing Ma- 
chines, and every other school and 
commercial use. 


RIBBONS for all makes of Type- 

writers, Multigraphs and other 
mechanical writing or reproducing 
machines 


Let us know your wants. We carry every known 


requirement. Our organization is at your service. 


Samples and Prices on Request 


COLUMBIA 


Ribbon & Carbon Mfg. Co., Inc. 
69-71 Wooster Street New York, N. Y. 


Branches Throughout United States and Abroad 


For GREAT BRITAIN, 22 Bush Lane, London, E. C. 4 
For Southern EUROPE, 


Via Donatello 19, Milan 32 
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Arcade Stationery and Printing Co. Opens Furni- 
ture Storerooms. 

Word Alex 

tionery & Printing Company, Inc., 

street, at Columbus Circle, New 


»ta- 


fty-ninth 


Forstein that the Arcade 
313-315 West Fi 
Yoru, HN. ¥., 
10 West Sixtieth 


comes from 


has opened 


new furniture show rooms at No. street, 
where spacious quarters have been pak housing a 
complete display of office furniture and equipment. An 
arcade has been cut through the company’s present building 
in Fifty-ninth street and access can be had to the store 


either from Fifty-ninth or Sixtieth street. 
Jay Takes Northwestern Missouri for Sheaffer. 


The W. A. Sheaffer Madison 
la., announces that M. B. Jay appointed Sheaffer 


Pen Company of Fort 


has been 
salesman in northwest Missouri, with Kansas City as head 
quarters. 


Mr. Jay was formerly salesman for the Swan-Myers Com 








Breon Company. He was also former 
& Jay, 


Association, the Shrine, and 


pany and George A. 


ly a partner in the firm of Jay druggists. He is a 


member of Pharmaceutical 


spent a year in the army as second lieutenant of infantry 


Doc Hanson Moves. 

Walter Hanson, 
at 112 Prospect 
the Hanson 


typewriter doctor extraordinary, formerly 
Cleveland, O., 


Company, In 


avenue, where he operated 


Typewriter Service has moved 


his office and shop to a ground floor location at 2125 East 


Second street. Mr. Hanson had been at his former ad 
dress in the Columbia building for many years 

The following sign in the new location is typi f Doc’s 
unique methods of putting his ideas across 

“On September Morn ‘Doc’ Hanson and his staff of type 
writer doctors will hang their latchstring here to serve you 
with GOLDEN RULE SERVICE. Tickle us with a visit 
We guarantee to save you money on typewriters, adding 


machines, check writers and duplicators, and we sell 


and repair all makes.” 


Miss McNeill Offers Aid on Business Problems. 
Miss Daisy McNeill, 


an office worker 


Station V, Cincinnati, Ohio 


but having 


30x 67, 
has been and is now employe: 
a talent in the direction of solving problems concerned with 


the business office, she desires to get in touch with bus 


iness houses having such problems with a view satisfac 
tory solution thereof. She has arranged a fine system for 
the office where she is employed and has from time to time 


given ideas to other business people for whom she has 


been able to save much labor. 
She desires to widen the field of her activities somewhat 
and, therefore, requests business houses to get in touch 


with her by correspondence 
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The New Oversize Autopoint 


Popular Price—* 122 


Here, we claim, is the fastest moving 
pencil on the market. Unlike any other in 
appearance. The concealed eraser, ball clip 
have proved a sales appeal that put it at 
the top of the list. 





see ‘5 a 
t 
ci P 
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“tern. you make a sale on Autopoint, you are sure of net profit. 
Dealers favor Autopoint because it comes back less often for repairs 
than any other make . . . no difficulties of adjusting it. 

Autopoint is made of Bakelite, the feather-light composition, perfectly 
balanced. It comes in beautiful red or black finish. There are no screw 
threads to break . . . Autopoint uses a “one-moving-part” mechanism which 
eliminates all difficulties of adjusting, minimizes repairs. 

The pencils come mounted on an attractive counter easel that keeps your 
stock in order and at the same time brings sales. Another sales help is in 
the form of window cards. Put a couple on display. Note the immediate re- 
turns. Give your Autopoint card a prominent counter position. See how 
amazingly fast they move. 


Ask for price list and description of our complete line 


“The Better Pencil” 





USE THIS TO ORDER 


AUTOPOINT COMPANY O. A. 10-2¢ 


4619 Ravenswood Avenue, Chicago, III. 


_dozen red Autopoint pencils) at $12 per dozen less 


Please send \ = . hy ‘ 
_dozen black Autopoint pencils) ° e usual discount 


Address Sr ie eS 


City. = ; ___ State_ 






















-Autopoint’s 3 
exclusive features 

{, Cannot “jam”—protected by 
patents. 


2. Bakelite barrel—onyx-like, 
light-weight material. 


_ But one simple moving part. 
Nothing complicated to go 
wrong. No repairs, no bother. 
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New LOWER prices 
on Oxford Folders! 
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Sell Them Now In Price 
Competition With 
Other Folders of Infe- 
rior Quality. 







Dealers and users, alike familiar 
with the exceptional quality and 
uniformity of Oxford Folders, 
KNOW that they have always 
commanded a slightly higher 
price than other folders far below 
their standard of quality. 
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NEW, LOW PRICES, effective 

August 15th, enable dealers to 

4 sell these superior folders at lower 

7 figures, so that sales resistance is 

practically wiped out. And 

/ now, that extra quality, with- 

out one cent of extra cost, 

4 of the 54 stock tems makes Oxford Folders sell 
in Oxford Folders 

; almost without effort. 


“FOLDER TIME” begins now 
Send us a list of your require- 
ee Sy ments; you'll see what this will 


mean to you in actual dollars and 
cents. 








Filing Supplies 


the product of specialists 


OXFORD FILING SUPPLY CoO. 


500 Driggs Ave. Brooklyn, N. Y. 
N. Y. STOCKROOM: PHILADELPHIA OFFICE: 
321 Broadway 441 Drexel Bldg. 
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Aladdin Manufacturing Co. in New Factory. 


\ 


1 


lamps, end table lamps, twin be 


laddin Manufacturing Company of 


has re ent 


beginning the company’s line was 


Muncie 
completed for its factory a new and 
Eighteenth and Heckley 


the new factory are beautiful flower gardens 


streets, Muncie 


a delight to look upon during the late spring, 


nd early fall 


years ago,” says the Muncie Evening Press ot 


“QO. Sacksteder, Jr., general manager, started 


ities in the old incinerator abandoned 


s actin 
ty The only employees at that time were Mrs 
Moore, w looked after all the office routine nd 
Ibright, the chief factory worker 

hat time the organization has grown to where 


thirtv in the office, Mrs. Moore still being with 


iving charge of all statistical work, whil 
wn to about one hundred employees 
Albright as superintendent. 
] limited, being 
of a very few numbers However, it was si 
order to interest the right kind of salesme1 

line must be offered Thus new items were 

d the line expanded until now the company is 

er one hundred different designs of desk lamps 


1 lamps, table 


ridge lamps, floor lamps, smoking stands, book 


re just now working on a line of metal furniture 


red that, contrary to the famous ¢ 


regard t 1 beaten track being made to the man’s 
makes a better mouse trap than anyone else 
good the product it 1s necessary to bring that 
the attention of prospective buyers Thus, Mr 
was handling the sales, found that it was 
é lone to bring the | luct ot e col 
the attention of enough buyers to expand as 
his brought about the building up a sale 
which is now composed of twenty salesmen 11 
the country and abroad, most of whom ar 
laddin lamps exclusively 
vere time vnen ine ofhcers ot the company 


ssionarv work necessary and the cost ot financing 


salesmet! nd training them would cause disastet 
nately thre ugh diligence oO! the part ot the sales 
ees f the on tiie S18 yas 
re the sales torce Was, 1n a measure 
that the company found that, in order to put the 
bought the lamps through the salesmen in a 
resell ther a catalogue has to be issued A 
e com] y are now issuing a catalogue of about 
s showing about one hundred Aladdin la S 
is the ictually appear. 
vs calls for another < di ity 
ssed the jobbe rs as well as the companys 
selling a line of lamps that were not well known 
This brought about national advertising, the 
dvertising at present in the twelve leading trade 
onl t the electrical and furniture trade 
e supply trade, premium users, concessio! 
their national advertising 
ia nie It tact, their expenditure this 
dvertis‘1 Vas practically S much as the total 
irs le rmounted to. and incidentall that is 
i ( 
M.S preside 
| rope ( mat le 
e and distribu \ladd 
Will F. Spencer, wl is ce-president 
\ustraila a N vy Zealand 4 Ca 
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CAADCO 


Visible Record 
Systems 





EVERYTHING IN SIGHT 


Capacity varies from a 
minimum of 72 records 
to a maximum of 1476 


Portable —- Easy to Handle 
LAYS FLAT 


A Big Saving in Time and Labor 


A SPECIAL TELEGRAM 


‘A very rigid test was made 
this morning in our office as to 
relative strength of competitors’ 
binders and the Adco Visible 
Binders, with the result our bind- 
ers withstood every test and the 
competitors’ absolutely gave 
awa\ This test seemed to prove 
to both officials of our prospects 
that the Adco Visible was supe- 
rior in every way.” 


DEALERS~— Send for Catalogue 





W. G. LLOYD COMPANY 


626 S. Clark St. 


Chicago, III. 


ACCOUNTING DEVICES COMPANY 
Ww. G. LLOYD COMPANY 
Consolidated 














at Automat 


fur 
Flat File—1900 


First Enpanding File 


wat Vertrcol 
1903-the Automatn 


f 
File in 1902 


Sell the Exclusive 
AUTOMATIC Advantages - 


Then your customers will have no other 


Automat of today 
om porte: tod boll Sewod 


and Wound Steet 


Automatic “V” Expansion - - - 
Saves time, file and floor space. 


Automatic Compression - - - - 
protects records, reduces fire hazard. 
Send for Catalogs and investigate the differ- 
ence. You now can have more than merely 


high quality for reasons to sell high grade 
equipment over the commercial grades. 


Complete central display at our Chicago Branch Store 
40 S. Wells Street 


The Automatic File & Index Co. 


West 11th Street 


Green Bay, Wisc. 





lmprogd 
Automatic 


CARD ty AL2S 
FILES DESKS 






Three Famous Desk Files— 


—famous because they are becoming LEADERS 
among most progressive office outfitters. Every 
important desk worker a prospect. 


Automatic Desk Cabinet in 
Steel—for Personal Efficiency. 
For individual os department 
matters, unfinished business, 
etc.—all instantly available 
within arm's reach. 


AUTO-Desk File The famous AUTO- 
on caster stand, Desk Companion. Helps 
opens like a book organize desk work. 
for instant refer- Keeps desk top clear with 
ence. all matters in good order. 
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made connections there which ever since have been bring- 
This 


monthly 


ing a very desirable volume of business for export. 
brings to mind that the 
shipment of several thousand dollars’ worth 


company just shipped a 


lamps to 


South America. The export business of the company, it is 
estimated, will soon reach around 25 per cent of its entire 
output. 

Several years ago this company bought out the Highlands 


Manufacturing Company, formerly Retherford Brothers ot 
H. Williams has been buyer 


and production manager and D. F 


Muncie, and since that time O 
Chalfant manager! 
and assistant to the manager. 

As SO 
ployees were desirous of buying these products, they found 


many local friends of the comp 





it necessary to open up a retail store which is known as 
the Household Electric Company, 107 West Ja n stre 
where the entire line is sold 


Miller Bros. Pen Co. a New Connecticut Concern 


The Miller Brothers Pen Company, a new ‘| necticut 
corporation, with works at Meriden, Connecticut, and sales 
office at 305 Broadway, New York City, was organized 
and arrangements finally completed on September 8, 1926, 


at the office of the company on Pratt street, Meride: 


[he new company are the successors to the Miller Broth 


ers Cutlery Company, having purchased the steel pen, pen- 
holder, steel ink eraser, and office knife business f the 
old organization 

\. S. Van Hise, for many years connected with the 
Miller Brothers Cutlery Company and well known to the 
stationery trade all over the United States, becomes presi 
dent of the new company. H. A. Stevens is the new s¢ 
retary and treasurer, and H. S. Bradford is the works 
manager. 

Factory space has been taken in the old er 
occupied by the Miller Brothers’ Cutlery Com Plans 
are under consideration to enlarge the plant and rease 
the business, especially in the export line I 1 recent 
article one of the Meriden newspapers is quoted as saying 
that “Meriden is very fortunate in retaining 1 thriving 
industry which will continue to employ from 60 to 100 
hands. The sales end of the enterprise wi e handled 
by A. S. Van Hise, while entire charge of the factory will 


be in the Bradford. 


hands of Mr Mr. Stevens will pre 
Meriden ofhce as in the past ar Id I 


side in the 
ployes will be retained.” 


“Blanke” Re-elected Head of Howard Club. 
E. E we e oh, 


Blankemeyer, Chicago 


representat 


vincible Metal Furniture Company, has been re-elected 
president of the Howard Square and Compass Clul This 
is a social organization, connected with the M odg 
of that name. It organizes parties, dances and other forms 
of refined entertainment, and conducts a for t wh 

important questions of the day are discussed he club is 
an important factor in the life of the extre: Norther: 


section of the city of Chicago. 
L. & N. Railroad Company Standardizes on 
Remington Typewriters. 


and Nashville 


Louisville, Ky., 


The Louisville Railway Company, witl 
general recently standardized 


er by W 


offices at 


on Remington typewriters. The deal was put 


Priest Lee, local representative, and took eff immedi- 
ately. The contract covers a period of several years. This 
is said to be the largest typewriter deal ever put over ir 
this section. 
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SELECTING A GOOD DESK IS 
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A DIFFICULT JOB 


On the surface, most 
desks look alike, and in go- 
ing by appearance alone, 
as buyers must on first at- 
tempt, making the selec- 
tion is a difheult job. 
Therefore, the buy depends 
on the dealer’s advice to a 
large extent. And, it be- 
hooves you as a dealer, to 
sell desks which not only 
look really good but gen- 
uinely and thoroughly are 
a1] eood. 

All Orpin Desks are noted 
for the care used in selec- 
tion of timber, its prepara- 
tion, the design and fram- 
ing. In finishing, attention 


is given to bringing out the 
beauty of the wood as well 
as to provide a durable, 
lasting surface. 


Orpin offers especial 
value in mahogany desks; 
our facilities in producing 
them are exceptional and 
we pass on the benefit to 
dealer and user. 


The Orpin line contains 
nearly fifty styles—plain 
oak, quartered oak and 
genuine mahogany, in all 
popular styles. Full infor- 
mation with prices fur- 
nished promptly on re- 
quest. 


ORPIN DESK COMPANY 


121 MEDFORD STREET 
CHARLESTOWN, MASSACHUSETTS 








Information covering 
our new line of med- 
ium priced mahogany 
desks will be‘sent you 
on request. 
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SELL STEEL 


The Serviceable Equipment 


Both large and small concerns, the most dis- 
criminating buyer and the economy man, appre 
ciate the superiority of steel office files. Above 


is illustrated our grade “A” filing cabinet, sup- 
plied in letter and legal finished in olive 
green or grained mahogany. It is made also in 
three-drawer, counter height and can be equipped 
with general lock 


S!zes, 





THE BENTSON 


Steel Transfer Cases 


operate easily and stand rigid, even when stacked 
right up to the ceiling, by reason of our stacking 
interlocking arrangement. They are made in tour 


sizes: Letter, legal cap, invoice and ledger. They 
can be titted with sanitary leg base, with rollers, 
or with follower block and rod. 

‘he BENTSON line also includes a com 
mercial grade filing cabinet, storage lockers in 
desk height and in full, clothes locker height, 
also a cash service un‘t, and steel card index 


sections. 


Write us tor circular and discounts. 


The Bentson Manufacturing 
Company 


AURORA - ILLINOIS 





Perpetual Calendar from the Wabash. 


A wall calendar of metal and cardboard is a novelty 
wh:ch the Wabash Cabinet Company, Wabas! ndiana, is 
sending to its friends. The metal back is about 19'4 inches 
high and 13 inches wide. It is beautifully finished 


imitation of mahogany, with lettering and ornamental de 
signs in gold and the shield of the compat ick and 


At the bottom three metal flaps are rais« 


gold 


to form a holder for blue cards bearing a lars imera 
white indicating the day of the mont! Phe S 
7 by 5 inches. Larger cards at the back projecting 
inch and a half above the numeral cards Cal t the to] 
the name of the month, also in white on a gr 

But one month and one date appear Nur 

numbered from 1 to 31, each card having a dat eit 
side except the card bearing the numerals 31 Kkach of the 
larger cards bears the names of four months t eithe 
side, top and bottom; thus, on February 1 finds 
card bearing the figure “1” and turns the 

card the other way about, when the word “! ry 
pears, the word “January” being covered e1 


cards in front of it. 


\ neat brass chain at the top ¢« tne ( es 
as a hanger 

This calendar is made to match up wit! hogany 
omee site, and, appropriately pla ed Ss ¢ ) 
venience and a wall ornament of no smal eness 


A Guide to Brief Case and Other Sales 


Charles Bennett, advertising manager for Frank Mashel 
& Company, 1914-1916 Milwaukee avenue, Chicas manu 
tacturers ot brief cases, porttolios, catalog s ( 
has gotten up for dealers a small publicati 
eight pages, including the covers, and giving twenty-t 
better dealer plans ror mcreasing sales 

Chese include No. 1, Six Success Making Fact N\ 
What Lost Most Sales; No. 3, Retail Sales: s] ly 
creases Sales: No. 4, Making Advertiseme 
chandise: No. 5, Sales Plans That Work Ni ¢ 


Merchandise Want Slips Pay; No. 7, 


\d ¢ 

for Promotion: No. &, Rearrangement r 
Profits; Ne. 9 Developing Mail Order D« rtment N 
1G, Making Bonuses Increase Sales; No. 11, M ge Past 
Accounts Buy: No. 12, Making Clerks Satisfied Salesme 
No. 13, Make Profits Besides Sales: No. 14, | tor Dealer 
Co-operation Necessary; No. 15, Meeting Mail Order ( 
petition; No. 16, Dealer Helps Do Hel; N 17, ( 
logue Buving Increases Sales; No 18, Double tal ( 
Pav: No. 19, Maki: Good Window Dis N Z 
Saving Steps Increase Profits; No. 21 \ttr e St 
Front Pays; No. 22, Training the Sales | N 
Better Selling Increases Sales; No. 24 M hl 
Atter Expenses. 

The company desires to place this brochurs the 
of all dealers, believing that its twenty-four egesti 
culled from experience will, if applied fro1 to day 
result in inestimable advantages to the 
scientiously employ them. Copies may be | re 


to lrank Mashek & 1914-1916 M 


Chicago, Ill 


Company, 


nue. 


Farnsworth Now with Grar.d Rapids Show Case 
Company. 
M. E 


Brut eT 


Farnsworth, nerly an engineer 


and 


cago. has 


Simmons, Inc., 527 South La Salle street, ( 


become product:on manager 





Sow Case Gsrand Rapids Micl = 


Company, 
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HOW MUCH POSTAGE? 


LET A “PELOUZE” SCALE TELL YOU 


It gives the exact 
amount of postage 
required, in cents, 
on all mail matter, 
including _parcel- 
post rates by zones. 
Warranted accur- 
ate. Beautifully 
finished in gray or 
bronze enamel 


Made in Several 


Styles 
Intended for in- ELOUZE 
li- 


dividual desk, 


ovine” ser ~| POSTAL SCALES 


ment. 








| NATIONAL 
A For sale by leading dealers everywhere. Make and Save Profit 
Ask for ‘‘Pelouze’’ Scales. 
Send for Catalogue. Pelouze Postal Scales are profit making and 
. profit saving. They make money for you 
Pelouze Manufacturing Co. by saving money for your customers. The 


232]East Ohio Street Chicago, Ill. saving for your customers is accomplished 


'f'rs ** pe hold d Infant Scal . . . 
Man’f’rs ‘‘Pelouze’’ Household an nfan ales by stopping losses from excessive postage. 











Many business firms, both large and small, 


Our National Advertising are losing money from faulty postage cal- 
Is Creating Sales for You culations, due to unreliable scales and guess 
To create a greater demand for the Pelouze work. The saving in these losses soon pav 


Postal Scale and make it even better known 
than now, advertising like the above is 
appearing before prospective purchasers el. : 
everywhere. \ number of important improvements have 
been made recently in Pelouze Postal, Scales 


such as new and wider dials which now show 


for the equipment necessary to stop them. 


postal rates by zones. 














aoe 8] A good scale may well be classed as a neces- 
——| sitv. The more mail handled, the greater 
cals} fpasmanenns I the necessity. Pelouze Postal Scales are 
J noted for their absolute reliability and pre- 





cision. A choice of either gray enamel or 


Standard Postal Scale— 


2 Ib. and 4 Ib. capacities. vold bronze 


For the latest booklet and price information, 


write us today. 







Parcel Post No. 5 Scale—50 Ib. capacity. 
Indicates automatically and accurately, 
cost in cents on all parcels by zones. 










Dealers supplied through leading J obbers 


/ | PELOUZE MANUFACTURING CO. 


232 East Ohio Street 
CHICAGO 
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Quick as 
a Flash 


End Mistakes—Double Speed 
with Precalculated Verified 
Answers 


Pict alor™ 





Meilicke ready-made answers to routine 
problems cut calculating time in half for 
Western Union, Western Electric and many 
other users. Any employee can use Meilicke 
Systems without training. There are no keys 
to punch, no levers to pull. Just turn the card 
and copy the answer. 

The Meilicke line consists of the following 
devices: 

Interest Calculators Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Electric Bill Extenders 


Gas Bill Extenders 
Freight Calculators Price Checkers 


Savings Bank Calculators 
Time Calculators 

Pay Roll Calculators 
Bonus Calculators 

Unit Basis Calculators 


Dozen Basis Calculators 


Express Calculators Vertical Cataloging 


Lumber Calculators Phone Indexes 

The Dictaform for letters, paragraphs and all data 

Meilicke Systems meet every need, and spe- 
cial Calculators can be supplied to meet any 
special requirements. Let us show you with- 
out obligation how Meilicke systems can save 
money for your business. Write now. 

AGENTS—SOME VALUABLE TERRI- 
TORIES ARE STILL OPEN. WRITE TO- 


eilicke 


SYSTEMS, INC. 


3471 North Clark Street CHICAGO 














Slingerland Scrike of Sesqui-Centennial Club. 

C. A. Slingerland, manager of the Remington Typewriter 
Company’s exhibit at the Sesqui-Centennial Exposition, is 
secretary of the Liberal Arts and Manufacturers’ club, an 
organization of exhibitors at the Sesqui. The illustratio1 
was made on the occasion of the official entertainment of 
Mayor Kendrick by that club. Hizonner Kendrick is 
shown in the center of the picture with the clul 
A. C. Palmer of the Grolier Society. 


) president, 


The activities of this club and Mr. Slingerland’s partici 


pation in them are manifold. They make it their business 








AT THE SESQUI-CENTENNIAL.—In the left foreground is 
C. A. Slingerland, President of the Liberal Arts and Manufas 
turers’ Club, and Manager of the Remington Typewriter Con 
pany’s Exhibit at the Philadelphia Expo 
to welcome distinguished visitors and to wield distinct 
influence in promoting the comfort of all who attend the 
exposition. Their influence is a strong one for improve 
ment and the results of their work are much appreciated 
by exposition officials, as well as by the public at large. 

The Remington machine was adopted as the official type 
writer of the Sesqui-Centennial Exposition. 


Wholesale Suppliers for Central Paper Company. 


The Central Paper Company, Menasha, Wis., has orga: 
ized wholesale distribution for its “Qualified,” “Accurate 
and “Goldnote” adding machine papers. The United States 
is covered very effectively, permitting stationers to buy 
their stocks of adding machine rolls nearby, thus saving 
carrying charges. Among the wholesalers on the Cen 
tral’s list are: Associated Stationers’ Supply Company, 
Chicago, Ill; Birmingham Paper Company, Birminghan 
Ala.; Carpenter Paper Company, Omaha, Nebr., and Des 
Moines, lowa; Charles F. Hubbs & Company, New York, 
N. Y.; Hubbs & Howe Company, Buffalo, N. Y.; Inter 
state Cordage & Paper Company, Pittsburgh, 
Kansas City Paper House, Kansas City, Mo., and Okla 
homa City, Okla.; John Leslie Paper Company 
olis, Minn.; San Antonio Paper Company, Sa: 


Penna.; 


Minneap 

(Antonio, 
Tex.; Tayloe Paper Company, Memphis, Tenn.; Whitaker 
Paper Company, Detroit, Mich. 


Welch Takes Position in Portland, Ore. 


J. D. Welch, until early summer located in Los Angeles 
as Woodstock agent, has joined the Rebuilt Typewriter 
Company, 304 Oak street, Portland, Oregon, and is devot 
ing his time to the office end of the business. Mr. Welch 
knows the Pacific coast from experience and after some 
difficulty in arriving at a conclusion decided that he “likes 
Portland best.” 


I 
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To Obtain the Large and Small Desk Business 
in Your Territory Sell — 


The New “Security” Steel Line of Century Desks 
and Tables 





The new Century Line of Desks are re- 
markably constructed; they are abso- 
lutely noiseless and are equipped with 
the new Perfect Top. The line consists 
of ten different styles and sizes. There 
is a desk and table for every office need. 

























New Municipal Building, Brooklyn, N. Y., 
where 475 of the new “SECURITY” Line of 
Century Desks and Tables are now being in- 
stalled, 





Me 


aon 
i ell 


THE PERFECT TOP 


PATENTED 





A Round cove construction hae 

B Extra heavy dead flat top plate 

C Reinforcing angle 

D ee locked 51 _ y_* . . f, i F d . one his «Ss .  § 1 
ronze edging locked in place Write for complete information and prices on this new “Security” Stee 

E Rounded corne bronze ed Z . . s rf 

© oe onsee* Line of Century Desks and Tables. They are now in stock ready to satisfy 
Treen HMNOmMmuUMm WOTKINE st ace . 


the user demand for quality made steel furniture at the price of wood. 


EL EQUIPMENT CORPORATION 


~ 


PITTSBURGH, PA 




















Can Be Overloaded 
More can be stored in a given 
space by LIBERTY Boxes than 
in any other way. You save space 





Can't Fiy Open 
Every LIBERTY Box is made in 
one piece The patented closing 
cord absolutely prevents spilling 





Shipped to You Fiat 
These boxes require small space 
until used. A turn of the hand 
makes them ready for filing 
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Collapsible Storage Filing Boxes 


—unexcelled for economical storage filing 








>. 


HERE are three sound reasons why it will pay you to add LIB 

ERTY Boxes to the lines you handle. First, these boxes sell fast 

there are already more than 15,000 users. Second, you will get 
steady repeat business, most firms order from 2 to 12 times a year 
Third, you will increase your sales volume and your profits. There ar 


many stationers selling surprising numbers of these boxes every mont 


In the years during which LIBERTY Boxes have been on the market 


they have won a unique reputation. In scores of banks and business 


firms they have been made standard equipment. They are unequalled 
in the quality of the materials out of which they are made, in work 
manship, in durability, and in economy. Note the patented advantages 
of LIBERTY Boxes, illustrated in the adjoining column, and the special 


advantages of service which result. 





a 
y - - r a a" 

MADE IN 17 STANDARD SIZES 
Letter Size Ne 12x10ix24 3x5” s N ‘ «24 
Cap or Legal . ** 12—15x10}x24 ix6” ‘ 
Invoice or Bill 1 10x 8 x24 x6” 
Checks & Drafts ° 2 9x 33x24 5x8” 
Checks & Drafts ' 9 x 4 x! Ledger Sheets 
Voucher Ox 4)x24 Deposit Slips . i x24 
Documents 44x10 x24 Requisitions 
Private wire ‘ Six 5]x24 Sales Slips 

\ Vouchers eeceee Size N 


Send Coupon for Full Information 


We have an interesting proposition to make to rated dealers, involving 
a sure-fire sales building cooperation. You can carry stock or have us 
fill your orders direct, as you desire. Your sales will start at once at 


the volume of sales will grow steadily. 


Attach the coupon below to your letter- 
head and mail to us for full information 


Name 


BANKERS BOX COMPANY. INC. 


MSNALLY BUILDING ~— CHICAGO, ILL. 


RAND 








4 iddress 


OA.109-26 








——: ‘ed 
aaa amet 
[ Used by 
Banks—Trust Companies—Stores—lIndustrial 
Plants tailroads—-Loan Ass swtions—lIn 
surance Companies—Telephor ( panies 
City, County and State Offices nvestment 
Houses—tTraction Lines—Sch¢ : and Col 
eges—Public Utilities 
Used for Storing 

Letters—Cancelled Checks—Drafts Deposit 
Slips Withdrawals Vouchers Cay 
Legal Invoices Ledger She ~ Private 
Wires—Old Statements—Docur nt Ré 
Cards—Envelopes— Miscellane s Papers and 
Records 


Savssessevsvetersvests a sevaverteebesrenes oo = I = xm mr PIVITIEEMEI Ie eI x 


we nvest os posenvoseroeseset tes mr peeve sede vers ry 
2 





tha 
tior 


por 





a4 


Je 
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Committee Reports—Dealers 


Associatior of Stationers, Office Outfitters and 
Manufacturers 


LOOSE LEAF DEVICES. 


the Committee on Loose Leaf Devices fee 


National 





The members 
that they have been given a very important subject as unques 


tionably tl loose leaf department is just about the most in 

wortant and profitable epartment of the store, or at least has 
por } 

the possibilities of being made so. The sale of loose leaf met 


chandis« more nearly confined exclusively to the stationer 
store than any other department in the store, therefore 
great deal of attention should be given to its upbuilding 


Now ist how can a stationer build up his loose leaf 


ness, | ng in mind it this is a most important bran 
his es shment? We will attempt to answer that quest 
ind will ndle the ibject under three headings Viz: Bu 

Displa ‘ Selling 

Buying. 
’ a eaf department of course, the & 

ve t bought This always requires considera 
D only in loose leaf generally, but the buyer sl 
nav mature knowledge regarding the particular kind 
binder ring books, sheets, etc., which are used in the lo 


which } store s located We say this because ws kK! \ 
that the dealers in Memphis do not find as their best s¢ 


the same styles or makes of binders which are sold in Galvestor 
ind’ Lat ster Therefore each individual buyer must know 
his low ondition or else get stuck on a lot of unsaleable mer 
chandise in buying the stock The best plan of buying loose 
nfine your purchases as much as possible 
I turer’s line Do not mix your stock by splitting p 
ra int between three or four manufacturers; standardiz« 
on of! ‘ This applies regardless of the volume of |} I 
usines By confining purchases to on¢ manufacturer 
wonderful co-operation all the time and very often exclu 
sive ‘ es which a valuable Buying from one manutfa 
turer © almost eliminates the dead stock proposit 
s irnacl ! our business. Another very import t 
ature ¢ carrying one complete line is reflected in the I 
vid es of your salesmen When you can hand 
sales! mn one catalogue ind say to them that you are carrying 


will be only a short time before they will know 


tt r n the catalogue On the other hand, if you ge 
ir s men three r four catalogues and tell them tha 
arrying parts of all the lines, you will find that tl 
sell ar ¢ that you have in stock and almost 
rder e filled s stitution Another important 
the ng is to ri n adequate stock; in fact carry a | 
mparison with other departments of your busit 
rhe I ial sale of loose leaf items ordinarily runs big 
gh stock to take care of the nice orders whet 
ire offered to you Don't let your stock run down, tak 
compat ir inventory with your purchass 
can order all goods needed for sto replacement 
Displaying. 
N t proper display, we believe that all dealers 
work out their own ideas regarding this We be 
t counter a-la-department store style is the 
ffective method of ] y, although many successful ds 
how cast Even where space is a big consideratior 
st think that few loose leaf items should be out 
that a customer can pick them up and examine the! 
\ that vou MUST display your loose leaf items if 
haven't roon ther ! e something less important out of tl 
wa) you will } room Give loose leaf right 
watcl t grow Att t window displays should be f I 
, fter poss . plenty of inserts } tz ge! 
Take } e that about one-fourth or one-fifth of the entire 
S] ‘ f store taker p by your loose leaf 
reasor t ke ands constant tl izht ar 
if é t los a ‘ l 
\ TI f 
Selling. 
of loose leaf 
es Of ¢ 
i salesme! ] 
t Vers few I ‘ 
ha I \ ha 
t like ( ad « 
' ’ Ri } r 
rt only or I 1 
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Take A Tip 
It’s An 


Smile? Of course; who wouldn’t? Take 
a tip from me—it’s an ESCO Chair Cushion. 
Nothing like it for comfort. Keeps one 
full of pep all the day. Neat, good looking, 
| 


long wearing—and profitable for the dealer. 


Descriptive circular and prices on request. 


ECONOMY 


SEAT CO. 
1824 Albert Street 
CHICAGO 
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FILE BOARDS 


MOUNTED WITH CLIPS 


standard note, letter 





and cap sizes— 
falcon 





star 


stay-open 


WITH ARCHES 


complete equipment 
boards, arches, 
indexes, covers, 
perforators, etc. 


RULERS 


For every purpose — school 
and commercial—all kinds of 
edges, brass, steel and celluloid. 


Flexible, single bevel and 


double bevel, all lengths 6 to 
24 inches— 








Packed in picture cartons for counter and 
window display 





alco 
Stationers Line 


American Mfg. Concern 
Falconer, N. Y. 











man, can price the items where he has only one catalogue 
work from If a salesman has to resort to three or four differ 
ent catalogues a great deal of time is consumed, with customer 


r 


impatient. All salesmen should study their atalogues ar! 
know what is in them from cover to cover 
Every dealer should have a sample book showing all stock 


forms of the manufacturer whose line is handled Many sales 
can be made from these sample forms which would otherwise 
be lost if the dealer depended entirely on the tock on his 
shelves or from catalogue reference Along tl ne, we con 
sider it commendable that manufacturers ar: ezginning to 


develop additional forms suited to the different lines of trade 
and which can easily be made stock items. The time is already 
here when the hardware man asking for a loose leaf outfit will 
be shown a pamphlet in which all forms listed are applicable t 
the hardware business only This is a great step forward, and 
in the future a great many buyers are going to find as stock 
items the forms which they have heretofore been obliged to 
have made up special 
Machine Posting Equipment. 

And now, a few words about Machine Posting Equipment 
which is a development of the loose leaf department Machine 
Posting Equipment has reached the point where it is the most 
important branch of the loose leaf business It has pushed the 
high grade loose leaf ledger into the discard, but in doing s 
it has opened up a wonderful field for the wide awake stationer 
The volume in loose leaf has been greatly increased and the 
additional business all belongs by right to the stationer It 
is his if he will go out after it, but this business will not be 
handed to him on a silver platter. A separate department with 
an experienced man in charge is necessary if the stationer ex- 
pects to procure machine equipment business If you have no 
such individual already, then educate a man from your sales 
force. All prospects should be handled by this man, especially 
when new installations are under consideration. Of course after 
installations are made anyone can take an order for additional 
equipment, but even this should pass through the man who has 
charge of the department, as it will keep him in close touch 
with the customer all the time. 

To the manufacturer we have one recommendation and one 
request. The recommendation is in regard to packing ledger 
and post binder indexes. We believe that each index should 
be in a separate box and refer them to the up-to-date filing 
supply manufacturer, who even puts the l5c index in an in- 
dividual container. Ledger and post binder indexes, if packed 
individually and labeled on the outside properly, can be made 
shelf goods by the stock clerk and a much neater and more 
convenient arrangement made 

The request is that they supply the dealers with some good 
window dressing material—something that is attractive and 
which commands attention We haven't seen any of this kin 
in a long time. 

A. J. TAYLOR, S. C. Toof & Co., Memphis, Tenn., Chairmar 

Hl. H. HERR, Ream's, Lancaster, Pa 

F. W. ERHARD, F. W. Erhard & Co., Galveston, Tex 


BLANK BOOKS 

Early in the year this committee addressed personal letters 
to about twenty-five leading stationers of the country, soliciting 
ideas and suggestions that might be incorporated in a report t 
this convention. One reply only was received and this stationer 
had nothing definite to offer The chairman of this committes 
has talked with all of the stationers with whom he has coms 
into contact during the past year and has been able to garner 
very little information that would be of any value to the mem- 
bership as a whole. The interest in blank books seems to be at 
a very low ebb, and that seems strange, for their sales tota 


a very considerable item in every stationer’s business The 
consensus of opinion seems to be that this item is so old ar 
well established that it does not require new ideas. This « 
mittee has a few suggestions to make and a very few 

For the sake of appearance on the shelves and protectior 


the stock, all blank books should be wrapped singly, including 
the low-priced books, instead of six, three and two to a packa 
as ts now the practice If this meant a slight increase in t 


selling cost of the books, we feel sure that r dealer w 
object 

Now that the number of items in every manufacturer's 
has been so drastically reduced, we believe that it is poss 
to evolve a new numbering system or scheme giving each ruling 
and every thickness a separate and distinct number similar 
the numbering system of the loose leaf manufacturers If s 
a scheme were adopted it would eliminate a lot of confus 
and errors that creep in under the present system 4 customer 
orders a No. 23 Standard columnar book It is then necessar 
to ask him how many columns he wants (and here is a w 


derful chance for errors to creep in) and how many pages 


wants (does the customer understand the difference betw 
single and double page numbering). When thes 1estions 
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VICTOR Six’ 


Standard Adding Machine 

















HIS is the Victor “Six’’, the new 
$75 adding machine that has created 
a sensation in the business world. 

Never before has there been, nor is there now, 
any other standard adding machine retailing at 
such a remarkable price. 

You can see what a selling advantage this gives 
the Victor dealer! Again Victor’s one-model pol- 
icy has triumphed! 


; 
This Victor “Six”, of six-column capacity, is 





Visible Adding 
Dials 






the self-same in basic construction as the 
famous Victor “Eight”. The same parts are 
used—same materials, same workmanship. 


As always, there is still only one Victor. But 
now it is made in two capacities, affording the 
dealer a still greater opportunity for profit-taking. 


The Victor “Six” adds, subtracts, multiplies, 
divides—is unreservedly guaranteed. For full de- 
tails of this high-quality low-price machine, write 
us today. Victor Adding Machine Co., 3918 No. 
Rockwell St., Chicago, IIL 


—_ ——— ff 
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N this suite you are offered sale- 
ability plus. It has that great 
appeal of a reasonably priced article 
which has the appearance of a high 
priced article. It meets the demands 
of those who must exercise economy 
in their expenditures for office furni- 
ture but who would like something 
richer than can be obtained in the 
average reasonably priced line. 
The Junior BANKER line is well 














As soon as they see it they 


like it—as soon as they hear 
the price they WANT it... 


made in every detail. Quartered 
Oak, Combi::ation Mahogany and 
Combination Walnut with genuine 
top, panels and drawer fronts. 
Hardware is statuary cast bronze 
with two-tone knobs and base plates. 
The line includes a flat top in three 
lengths, a center drop typewriter in 
two lengths, a pedestal typewriter, 
a table in two lengths and a tele- 
phone stand. 


Write us for wllustrations, specifications and prices. 
You will be decidedly interested. 
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propour ded he generally replies, “I thought the number was all 


that was necessary If he could ask for No. 2358 journal, 
meaning a No. 23, 150 page, 8 column to the right, how much 
simpler it would be for everyone. A great many dealers now 
have numbering system of their own, because of this very 
ac 

Ever dealer who is interested in maintaining the sale of 
blank books (we do not see much chance to increase it greatly 
due to the inroads of loose leaf) should give careful attention to 
the matter of educating sales people in the proper use of 
various books Every dealer and every dealer's salesman 


should have a fundamental knowledge of accounting principles 


so that they can intelligently converse with and advise a pros- 
pective customer One equipped with this Knowledge can better 
handles ot only blank book sales but loose leaf sales A night 
schor course in accounting at a business college for the man 
or me! n thi department would be a good investment for 
ut 

Prope! splay of this class of merchandise should not be 


If one-half the care and attention given to loose 


| giv to blank books, the resulting sales would take 
care < themselves Very few stores throughout the country 
attempt to display blank books in any way It is a difficult 
matter vhich your committee has no recommendations, feel 
ne that every dealer must work out his own problem in his 
ow! 

( EDELEN I Forman-Bassett Co Cleveland, O., 
chair1 t 

GEO. F. MAGINNITY, E. L. Freeman C Pawtucket, R. I 


WM. M. PAVIS, Forsyth & Davis, In¢ Kingston, N. ¥ 


PAPER AND ENVELOPES. 
ers’ Committee on Paper and Envelopes has had no 
! f major importance before it for consideration 
We h, however, to again direct your attention to the im 
the effort being made to have the government cease 


ial return requests on stamped envelopes Wi 
l rré 1 ! retail trade on envelopes and paper 
will of necessitv be materiallv increased Powerful efforts are 
being made to defeat any change in the present system nd 


therefore urges that every effort be mads 
adoption of the proposed legislatior 


Regarding the packing of heavy envelopes for the stat 


trade t is our opinion that the market for leather-rope or red 
paper e? velopes can be increased by putting up flat mailing 
envelopes, flat wallets, and similar items in boxes of one hun 
dre thus giving the stationer an opportunity of offering full 


to consumers who now buy in lot of twenty 


Attention of manuf turers is also directed to the 
nd untidy appearance of flimsy boxes used by many 
icking tl style of envelope We strongly urge 
good boxe well made and with covers of ample 
th to protect contents of the boxes 
ure of suggestions of new usé for envelopes 
have | the following: That a field is open for promotion of 
elope t beauty parlors, chiropractors, et« for 
of enclosing aprons or wrappers used by patrons 
ut 10x15 in size, thus suggesting abso- 
Another suggestion contemplates the substitution of heavy 
l or metal name plates and metal signs 
wit \ en backs. This is presented as an economical method 
such ma ls 
TI é f flat mailing envelopes in letter and cap sizes 


ncereasing and a wide field is open for increased 
items for mailing auditors’ and financial reports 
spe tions, legal documents, ete. Those who seek to devel 
these items will be 
had on then 
F. H. LOUNSBERRY, F. H. Lounsberry & Co., Duluth, Mint 

chairmar 
C. E. KOERBLE, Wm. G. Johnston Co., Pittsburgh, Pa 
EDWIN H. STROH, L. A. Schwagerl & Co., Inc., New York 


a 


CARBON PAPER AND INKED RIBBONS. 
rbon Paper and Inked Ribbon Department is a ver 
Important part of the stationery business, and if properly har 


dled Ss a very profitable one This department should be in 
charge of a competent sales person; one versed in the us« f 
irl paper and ribbons for all kinds of work In this de 


partment should be handled all stenographic supplies, which 
includes all items pertaining to the stenographer, typewriter 


, that is, note books, stenographers'’ pencils, second 
sheets | cans, brushes, type cleaner, in fact all items pertain- 
t! stenographic department of an organization 
A tationer should up with the manufacturer of a hig! 


f carbon paper, and use all the dealers’ helps sup- 
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rprised in the volume of business to be 





WANTED 
A Real Job 


fora 
Real Man 


MR. MANUFACTURER: 


Do you want to strengthen your 
organization? Have you a place 
in your company for a man who 
can organize as well as direct? A 
man of proven record in executive 
ability with a thorough grasp of 
manufacturing detail as well as 
familiarity with sales and distri- 
bution problems in the office equip- 
ment industry. 


A man to whom you can shift a 
goodly part of the load who is will- 
ing and able to take it. 


This is an unusual opportunity 
for some manufacturer of office 
equipment to cash in on the service 
of a man of proven ability with a 
very broad knowledge of this field 
and one who has the double value 
of knowing and the ability to direct 
manufacturing problems as well 
as understanding sales and distri- 
bution methods in this field. 


A creative as well as an execu- 
tive ability. 

Due to unusual and unexpected 
circumstances this man _ finds 
himself at the moment free to 
consider a new arrangement. There 
is a personal preference for Eastern 
headquarters, but location would 
be no obstacle to a real worth 
while opportunity. 


Communications will be confi- 
dential of course. Address R-35 
care Office Appliances, Chicago, 
Illinois. 
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Guaranteed 
Chair irons 


Your chairs can be no 
better than their foun- 
dation—the chair irons. 
For this reason you 
should demand all steel. 





COLLIER-KEYWORTH 
Chair Irons are all steel 

not one ounce of cast 
iron is used. 


Make sure that your 
chair irons are right 
and youll have no 


. 


worry about your chairs. 


No. 475 Typewriter [ron 
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with the sales points and supporting 


customers that difficult to sell. 


new accounts that purchased this particular bran: 


and then put in an envelope 
One should not sell extremely 


that one has on hand, is to place 


name and numbers, cut up and boxed in sizes 8! 


prominent displays in the 


customer they 


Jeffreys-Buston 


BLUE PRINT PAPER AND DRAWING AND ARTISTS’ 
MATERIALS. 


Materials could 


expressed themselves as of 


manutacturers 





Was the retailer in 


manufacturers 
discount, and in 
called directly 
manufacturers will 
representative 


The parcel post 


realizes that order after order 
manufacturer, 


MADE UNDER OUR OWN PATENTS 


COLLIER-KEYWORTA CO., 


GARDNER, MASS., U.8.A. 








representative 
competent to 


up and after’ his trade | 
Ihe average manufacturer does not want to operate 
business unless you compel , ‘ «ft 


representation 








October, 
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Dealer 





m each town 1s offered this 


quicker road to profits 


Starts 


Oct. 16th 


The big national advertising 
campaign on the new Ex- 
ecutive safe and other Shaw- 
Walker products starts this 
month. It includes full pages 
in the Saturday Evening Post 
and two-color pages in Sys- 
tem. Tie in your store with 
this great campaign and 
watch your profits increase. 


Mail C oupon 
Today 





V0 ) Sales Plan and how it can make more 
Afr money for me as an exclusive dealer. le 
fx | | 

f 


eeanven production facilities now permit us to offer the 
valuable and exclusive Shaw-Walker franchise to just one 
dealer in certain towns where we are not already represented. 


This is a rare opportunity for an alert office equipment dealer to 
step out on the quicker road to bigger profits. For—in addition 
to the fine 27-year-old reputation of Shaw-Walker and the full 
profits that go with a full line—you now have the further advan- 
tage of the powerful advertising and merchandising which starts 
this month. 

This advertising provides for advertising in your local news- 
paper and constitutes a vast reservoir of sales possibilities around 
you as the authorized Shaw-Walker dealer. Don’t fail to write or 
wire us today for full details of the new Shaw-Walker Sales Plan. 


» Built Like a 
2 Skyscraper” 





[ 
| SHAW-WALKER, —Muskegon, Mich. 


Tell me about the new SHAW-WALKER 
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he Van Dyke | 
Pencil 





NOUN OM 






ee eT eT Me MMe IMMmrenn nine nen 


PENCIL REPRODUCTION « 
“VAN DYKE'S PORTRAIT 


-0 
IRAWN WITH VAN OVKE PEN 


U 


Fr t- 
F HIMSELF” 
cILS 


ce eenonemmens 
4 
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ZS 


e Oldest Pencil Factory in Ameriéa 


NEW <> york 
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ie h are bought consumer upor 
tation f tl ! nufacturet not cut t ! 
cei t fron rt mporters and sp ilty manuf 
Si tea |THE HANNA RECORDER 
ion tur hich has been introduced and a 
wer fo. mi which at the er f the year repre- 
: s L connection will put th A Complete Sales Record in the Roll 
} fer th rept 
. ' : 
uniform discount Tr e mal facture! > 
= } 
} 9 ? 
me of vers doubtful Dene h ds of Dollars in Profi 
e of very doubtful benefit. Good Thousands of Dollars in Profit 
thus 1 from the dealer one of his on Hanna Registers and Supplies Have Been Realized by 
’ ‘ nectirvs< P nes na te Dé Offi E . M h 
roo te-seaie, extaik bal Sidi ai ice Equipment Merchants 
unts rom. the ealer net ] 
ic < MI irt 
to demonstrate the real value « The Hanna Recorder has established a 
ee ee ee new standard of efficiency for the merchant 
ach hing f oe pws ‘cl ved with the be- in the kee ping of his records. 
i tl rT 
ea more sul than with the fhe customer gets the original bill show- 
f as : ing items purchased—a permanent copy of 
colleges she l t be a wed tne 1 ; 
eneral. pract ce, a the sale re-winds on the copy roll to be 
checked against day’s cash or posted in 
f rry a more complete line! ledger—keeps an accurate check on sales. 
manufacturers of engineers’, draft Will make either two or three copies. 
n publish some p-to-date dealers’ 
ae mphiets, gaa ps “5 Jar tg _— The low selling price of the Recorder and 
( used wit he good ; , : ° 
ase a ee PO! printed supplies places them within easy 
lv being “a minated from the field reach of every merchant. Sales tickets 5” 
erfes resigned to their fate. Why not discuss long and 3 15/32" wide. 
< me roughly and energetical th the f 
ut he calls, and make ir orders Cot One Dealer writes, “I sold four Record- 
the turer bringing about a better cor 1 j 
‘ ;, a et ers vesterday and three today, together 
u don't make our kick strong : . 3 - re 
g firm and t ules manager will never hear of it with printing, along with my other sales.”— 
nto the hal riting your complaints more frequently \nother says, “My trade takes to the Re- 
De ee ee corder like the ‘proverbial duck’ takes to 
evoid of anything it details cor i . 
r fa urer want ‘ watel 
gg nd } 
Ta to writ neerning r problems as the} The Recorde s used by every class of 
ff nq We are t out of step witl business listed in your business directory, 
- either as a sales recorder or a memo reg- 
Pane ister et us tell you how to couple up the 
rreg mp : ; , 5 a: ; ° 
The moniia engiiaietes elit en Record \dding Machine busi- 
f manufacturers ot ers who ness, or with the merchant that is now 
= See using an Adding Machine or a Cash Drawer. 
They compete unfairly with us | - . 9 
iineeia” dei nuteabeees It wi igate you in no way to get facts. 
“ : ’ = , n the retail field 1) on %% ‘ \\ re or write today. 
They mpete unfairly with us. 
4 , y Be ~ ‘ ‘ . 7 
Satie iter Gas Pooea mS REGISTER COMPANY 
INC 
LEATHER GOODS AND NOVELTIES 220 E. Ohio St., Indianapolis, Ind. 
I g Manufacturers of The HANNA MEMO— 
a ’ . : eldon pro ' busines ess America’s Greatest Mechanical Memory 
the ; ’ . } eine thorough! ‘ eens trie 
wv 
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One Ci ty Streets 
Followed the Cow Paths 


~ - 
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a To-day~ 
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ae Value of Jime 
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ae lg Quicker, more 
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@Q HAMILTON MAAWELL. INC _NY 


In Downtown New York— 

the older city—streets follow 

the footpaths of the first set- 

tlers, winding in and out in 
a confusing maze. 


In Uptown New York 
—the newer city— 
streets were planned, 
laid out to conform to 
modern needs. They 
follow the straight 
line. 
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ALLEN 


ADDING 
CALCULATOR 


—a new gpplication of a 
time-pgyOven principle, 
intrg@ducing 12 exclusive 
ipprovements and providing 








Straisht Line Vision 
Straight Line Operation 
Straight Line Results 


_ Descriptive Folder 
' Free upon Request | 


ALLEN CORPORATION 
309 South 15th Street, Philadelphia, Pa. 
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The “Idea” Salesman 


Makes Most Profit 


quite opposite to the efficiency expert with the stop 
watch, who is perhaps the most maligned and ill 
thought of person connected with any business, the 
office supply salesman with ideas on improving office 
routine and equipment is welcome in every growing 
business office. Such a salesman needs 


ROSCO OFFICE SPECIALTIES 


ROSSI 
FLEES 


a 





Ravenswood and Rosco Desk Pads provide a perfect 
writing surface and an excellent place for all sorts of 
permanent and temporary memoranda. Ravenswood 
Pads are made with brass corner fittings; Rosco Pads 
have flange frame covered with DuPont Fabrikoid in 
four colors to match light oak, weathered and golden 
oak, and mahogany. 





The Rosco “Inadrawr’’ should be in every stenogra- 
pher’s desk; it provides a systematic complete assort- 
ment of stationery all in one drawer and right at hand. 
Another item of especial convenience is the Rosco 
Metal Tip Guide. Easy to read and handle, it does 
not reflect glaring light; it exposes full height of label 
with space for two typewritten lines. 


Write us for catalog and price-list 


Ravenswood 
Office Specialties Co. 


1800 Newport Ave. Chicago 
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partment In presenting his report te t 
not offering any resolution, nor at the same time I pology 
but we entertain the hope that it may carry 

the development of that branch of our busn 


exchange of ideas through discussion hers 


The main trouble in the average store, as we is tl 
smallness of the department, which in the l 
to place this class of goods in the hands of an expert esma 
We suggest. as an alternative that an averag I 
s interested in learning his line be educated t i up 
department Competition must be considered 
a department in your store At the same tin 

ideration must be given an existing competitor ’ i} 
1 department now. Do not parallel ul 

ither in price or quality For example: spe 
pass cases and purses Another stor 
dressing cases and toilet cases 

On firm in a large central New Yy 
standard stock inventory as to prices 
When the salesman’s notice is received 
stock is made against the standard 
goes to buy a certain number of dressir $ 
or perhaps a certain number in pl 
invariably buys only after knowing wl 
is to leathers and prices 

We feel that much may be accomplished 
will standardize about 50 of their 
possibile to issue a catalog, preferably illustrated, tl 
may record and keep his line complete and 
secure a better turn-over \ large part of 
in the holiday or gift season and the manufactur 
that with novelties and gift articles made 

The salesman must study his customer He 
whether the customer carries his pocketbook or in } 
coat or trousers so as to suggest a style suited ) t ry 
When you sell a ledger or record book 
how it is to be used Why not the leather ge 
ing for themselves people want the same 
same leather as the old artick It is « 
point of view that a very important point is tl } lee f 
leathers The salesman should know what the f ] 

rs are and how they will wear 4 ma 
wearing, but a woman the l 
when the style changes 

At the Cornell Co-op. we have found that 
leather with the name indicated on the back is a @ t aid t 
our salesmen and of great interest to the customer wl ‘ 
examine the texture of the leather The salesn f 
low up the sales with the idea of learning the 
of the different leathers and to us we find su ig 
value in advising customers in regard to their pure! é TI 
is a great aid at Christmas time when the pure) r and 
user are not the same person 

Your chairman recently suggested a letter fr 
and received the disconcerting reply that he h 
desk which had been given him at Christn l 
used it when writing letters He undoubt ! l 
writing case 

To the salesman or proprietor som tra 
meaning but none to the general public TI red 
sults from advertising Perhaps a “coat pocket f vould 
tell the customer more than a “letter case B 

meaning to lawyers who were the first 
better names are creeping in, such as, lb 
cases, depending on the customer's 

The next step in development is 

tore as to whether an article is to be ! 
Purses and bill folds suggest a classificatic sing 
cases, manicure sets and toilet cases Sur ! g ent al 
common in some of your stores Make f 
t bus 

Tura-over in leather goods has worried n f 
s and as suggested before, a catalog would t 
at the present time is demanding assortment 
pensive to the public because of the increased ! £ 
and depreciation Remember this, you sell 
the buying public You can guide your cust 
not force them to buy what you have to se It i 

mind that turn-over is controlled by a ere f 
vour store management You may sell a mat f f rea 
every day and secure three hundred turn-overs 

1 only sell that same man a billfold once I if ea;r 
Necessities of life should offer a better tur: ver tha ixurle 
Gross profit and net profit are also reflected t s 
The average show case of leather e < f 
sales value is concerned Dealers h ! 
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Questions to ask of any Merchandise 


1. Is it satisfactory in use? 


October, 1926 


it satisfies the basic rules of good business. 


2. Is it getting an increasing 
public demand? 


In selecting the pens for your stock, you 
will find that one brand can satisfy these 
searching questions of yours—and can prove 
its answer. Those pens are Esterbrooks. There 
are definite reasons for each of these three 
advantages of Esterbrooks —reasons that 
explain why 


3. Is it quickly, easily handled? 


VEN if the unit profit be small, the prod- 


uct that can satisfactorily answer these most successful stationers sell 























PEOPLE ARE BUYING ESTERBROOKS OFTENER, 


AND IN LARGER QUANTITIES THAN EVER BEFORE. 


STERBROOK has not been content 
E to scramble for pen sales with 
other manufacturers. The Esterbrook 
idea is to create new customers, new 
sales for you. That means more business 
for stationers, not just a fight for your 
old business. 


In quality magazines, reachingalmost 
eight million readers, Esterbrook is 


stressing the economy of fresh pens- 
renewed often—over sputtery old pens. 

This great advertising campaign is raising 
up new pen customers, people who want pens 
often. These customers have formed the good 
habit of buying and using fresh pens. They are 
customers of yours—buying Esterbrooksoftener 
and in larger quantities than ever before. 


On the right is part of an adver- 
tisement from the new campaign. 








three questions willhelp you succeed, because Esterbrooks. 
4 — _——$ $$$ ——_—_—_ oa 7 
ESTERBROOKS ARE SUPREMELY 
SATISFACTORY IN USE. 
HE microscopic photographs on the 
right show why Esterbrook steel has 
given Esterbrook pens a world-wide rep- 
utation for smoothness and durability. 
This scientific superiority helps you sell 
Esterbrooks to the people who want ultimate 
economy combined with exceptional service. 
Show these photographs to your most exact- Steel in an ordinary pen esedinnnie Seonk 
ing customer. enlarged 5CO times) , 1 500 ti ) 
. 1 ; (enlarge 2 times. 
Every process in the Esterbrook plant lives The black areas (ferrite) and the white nes . pte 
ea = : nad spots (cementite) are large and irreguiar. ©ee how fine, how evenly distributed the 
up to the excellence of this steel. Precision, That makes it easy for the acid in ink to particles are! It is this close amalgamation 
care and vigilant inspection of every single pen attack the ferrite. In a few hours the fer- of ferrite and cementite in Esterbrook 
mean uniform satisfactionto users. Esterbrooks a is caten 4 ane _ ly the hard, steel pnt, so thoroughly resists fe ote 
: CSRS SS px b : eat ae sharp cementite is left. The pen is jagged, in ir That is why an Esterbrook pen 
are supremely a good product, supremely pe  Nenes tas Tkiaear a cee, stays emagtin endl Gaels aiken 
satisfactory in use. Cheap pen false economy. long service. Esterbrook—true eccnomy. 
* al iedieinad dinhieaedaentead Ss 


tet satwrmer ave 


AT FAIRLIE & 





: . 
'@ rapesah 8 hg, 
£ Rorracefal, . by cheane aitnly 7 
1 peta 4s boc etl 


iw 





3 ESTERBROOKS ARE—MORE THAN EVER—QUICKLY, EASILY HANDLED. 





This isthe new Esterbrook 


self-service display rack. 
It has already increased 
the volume, and decreased 
the cost, of pen sales for 
over a thousand stationers 


O take care of this new tide of Esterbrook 
‘Rane Esterbrook has devised a new 
way to retail pens which is not only quicker 
and easier, but sells more pens to each cus- 
tomer. 

The new rotary vending stand, illustrated 
at the left, sells a dozen pens at atime. The 
customer turns the cylinder to the right style 

-no pawing over and mixing up your pens. 
A box, all wrapped and ready to take away, 
comes out instantly, with the flip of a finger. 


Where a customer used to take five min- 





utes of your time selecting five cents’ worth 
of pens, he now takes less than one minute 
to en fifteen cents’ worth. That quick ser- 
vice means satisfied customers, less overhead, 
richer profits. 


You can get the Esterbrook revolving stand 
at a nominal cost through your jobber or 
direct from Esterbrook. Refills supplied 
promptly, at the usual prices. 


ESTERBROOK STEEL PEN CO., Cam- 
den, New Jersey. Canadian Agents: The 
Brown Bros., Ltd., Toronto. 


6stertiook 


THE BEST PEN FOR 


YOU TO.SELLI 
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MonozD 





LNISIWMEAISLOIN 
SICH SI Sla fies 


“Mono-Dry”—a clean cut, decisive ART METAL superio- 
rity—a sales argument you can advance to your customers 

-an impressive point which ART METAL advertising is 
stressing and which you can stress with telling effect. 





“Mono-Dry” Insulation is used in all Art METAL Safes. 
“Mono-Dry” is an outstanding accomplishment in safe 
construction history. Its resistive powers are permanent. 
This “dry-moisture” insulation (as we describe it) is proof 
against sweating, corrosion or dampness of safe contents 
even when closed for months. At normal temperatures 
no moisture is given off. At fire temperatures it sets up 
a stubborn unconquerable resistance that defies penetra- 
tion of heat to the interior. 


All Art METAL Safes—Class “A” and Class “B”—carry 
the Underwriters’ Laboratories’ T-20 Burglary Rating. 
Coupled with super fire-resistance the burglary rating 
means that ArT METAL “Mono-Dry” Insulated Safes de- 
liver complete protection. 


ART METAL Has 
a complete SAFE Line 


There is a safe for every type of office requirement. 
ART METAL Safes are as convenient as filing cabinets, with 
doors that swing back out of the way and interiors made 
up to suit the purchasers’ requirements, from the most 
complete line of steel filing devices on the market. 


New Safe Catalog 
The new ART METAL Safe . 
Catalog is an answer to every 
risk surrounding vital business wa 


records. 
STEEL OfficEqui 


ART METAL CONSTRUCTION ous 
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Sor Stenographers 


VENUS 


PENCIL 4 


No.3822 


Fwo Ready Poin 
and a Metal Point Protector 


Soft, smooth, long lasting lead. 
Ideal for shorthand. 





VENUS Copying 
Pencils 
Unequalled for silky smooth- 
ness and durability of the lead. 
Write black and copy an in- 
delible purple. 


No. 165—Medium 
No. 168—Hard 


and 20 other styles. 

















VENUS ERASERS 


The first Eraser of its kind made 
in America and still the best. 
12 sizes for Pencil erasure, 

1 size for Ink. 















-_™ 
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PENCILS 


The largest selling Quality 
pencil in the world 


ENUS is universally 

recognized as the stan- 
dard of utmost quality in 
writing and drawing pen- 
cils; identified by the water- 
mark finish. 


VENUS Quality plus the 
completeness of the line 
assures constant demand 
and quick sales. 


No. 3800 VENUS (hexagon) with- 
out rubber—17 degrees: 
6B to 9H. 


No. 3820 VENUS (hexagon) with 
rubberend—14 degrees: 
3B to 9H. 


No. 3825 VENUS (hexagon) 
nickel tip and adjust- 
able flat eraser. HBonly. 

No. 3819 VENUS (round) with 
rubber: soft grade only. 


No. 3822 VENUS Stenographer: 
(round) pointed both 
ends, with protector: 
soft grade only. 


Check up your stocks from styles 
listed and order missing 
numbers today. 


American Lead Pencil Co. 
220 Fifth Avenue 








New York % 


metal pencils 






VENUS THIN LEADS 
The same marvelous quality of lead that has 
made VENUSthe world’s most famous pencil. 


BB-B-HB-F-H-2H-4H 


















Makes 
fine lines 
for 
Figuring 
Sketching 
Underscoring 

Retouching 
Blueprints, etc. 
Useful to everyone 





Blue Z 2 1210 | White 1215 
Red 1207 | Brown 1212 | Light Blue 1216 
Green 1208 } Black . 1213 | Pink 1217 
Yellow 1209 | Orange 1214 ! LightGreeni1218 








nt 


alia Gand VELVET PENCILS 





The most satisfactory medium priced pencil 
for general use. Soft, smooth, durable lead. 
No. 556-1 Soft No. 5583 Med. Hard 
No. 557-2 Medium _ No. 561-4 Hard 

No. 557-34 Firm 
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the 1} i ip The lighted show case is the @ 
roe expense to be considered This has « 
suits for those who have tried it Some have 
d pe the smaller articles may be fasts 
nds, not rubber From another comes the 
f pers for backgre ds Perhay 
t ca ( plans 
i help by the loaning of cuts f 
paper advertising uses, and 
‘ well as names f th rti s I 
I ] low th san prir ple sl 1 
s given in an able paper last year | 
I l nivy one class of articles in the 
many of that class Get the other articles 
hanges of tl ‘ Ren 
ly 
l ndows which show a handkercl 
gloves and cans hown with the 
me ‘ Show dressing ises tl he tr 
! fold I oat or trousers’ pocket One 
Kodak ; Ow a man carrying suit cast 
| re es may be show! na table 
Ss ideas to he I I t 
I i? nts 
it it it ne ! I | 
é is to trave over the 
\ ne in one 1 depar 
having developed without ap 
put the proprietor, because some 
ods We do not w to ‘“‘ste] 

f Commit n Miscellaneous Goods wher 
xamp the Dennison crepe paper line and dé 
Gift Sho rticles come to mind with its pict 

Se \\ } it an attempt at free advertisi: 
Corne ( | may be cited agai! We obta 
ese bi goods through a friend w had 
} ve out $1,000 worth ir less thar 
ev on fancy addres bool 
frat elts and playing card TI t 
m go with the leather 
gx ul we must repeat £ tt 
h \\ the salesmen seen to be the 
in the sale of leather goods ind mn If 
we should like to ear from other! 
egarding their success or failure 
] SANFORD, Cornell Co-operative Societ Itha 
MASON, O West Prtg. & Stat ( ‘ Sy 


LEXANDER HEI 
Mass 


FOUNTAIN PENS AND MECHANICAL PENCILS 


mmittes fter due and careful consideration of 
nformatior ecured from bot! n ifacture! 
‘ t rey Vs 
ommitte report in unusual spirit of co-ope1 
f the n rit of our manufacturer nda 
k witl I tioner to the bet nt ; 3 
th tion, your or poir 
f or ror if 
xa fix pol ind ir I 
mé t S preset! n be ex] 
that the individual stationer, acting 
ert t vi h manufacturer's good ne 
handle and govern his business activities accord 
} mr commends that the tationer f 
known brand of pens and pen 
numbers that may, for mome 
The larger part of each pen and pencil line is duy 
ery manufacturer and nothing is gained by 
imber f pproximately the same ppearar 
At } pr vivertising seer t be 
pen and these are tl 
le 
or mn is ft } 
t f ‘ itivy nur 
r t of the 
ber I ks th T ! 
+ re. for } ’ 
I irs, I £ ‘ 
rn vy selling rt ! 
t t I To ra l Dp 
rs in pens 
his 192 ‘ reported that 85 per cent of hi 


teen numbers and the remalr 


. Cadillac al ms 


AP PLIARCES 149 

















d 
a 
st 
There is Good Money 
in Busi Tables 
Every month sees an increase in the long list of 
. Office Appliance dealers who are making money with 
St. Johns ] ‘ lable 
Now you may have the office and store table busi- 
ness in your city without need to increase materially 
vour inventory, carry warehouse stocks or tie up your 
capital 
We have new business table service whereby we 
supply warehousing and special prompt deliveries. 
You nee ly a minimum sample stock. 
Special C 
pecia onstruction 
St. Jol Busine lables are strong and sturdy. 
They are attract th new finishes and so moder- 
itely pr that every table is an outstanding value. 
Every 1 leadet 
Made in Oak, quartered or plain, first quality Gum, 
Mahogany finished, or choice Northern Gray Elm. 
d The St. Johns under-top construction and mitre-joint 
plank edge exceptionally strong. Drawers dove- 





Bolt 


tailed, with 3-ply bottoms, finely finished inside 
struction, shipped K. D 


You should have our special 
Business Table Book. Send 
for it today 


St. Johns Table Co. 


Michigan 
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For Every Furniture Dealer— 


No matter how many lines of chairs you 
have, you can make additional profits with 
the new BEACON FOLDING CHAIR. 
Many firms are holding sales conventions, 
sales schools, and other meetings requiring 
extra seating. Lodge and community halls 
offer opportunities for large orders. 


The BEACON CHAIR folds up and fits into 
space 13¢ inches thick. The frame is of 
tubular steel, welded and riveted. It is rigid 
and guaranteed for five years against break- 
age. It weighs less than ten pounds and 
will sustain a weight of half a ton. Besides 
these advantages, the BEACON is truly a 
comfortable, easy, restful chair; the seat is fixed 
at the right angle and the back supports are de- 
signed to support the correct posture. It is fur- 
nished with upholstered seat and back, wood seat 
and wood back or upholstered seat and wood back. 


BEACON CHAIRS are 
sold through the trade 
only; write us for full 
details and prices. 


BEACON 
STEEL 
FURNITURE 
COMPANY 


1841-1845 Carroll Ave. 
CHICAGO, ILLINOIS 
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By featuring but one line and only the best numbers fron 
this line, the stationer reduces his investment, increases his 
turnover and does not increase his overhead and that of the 
manufacturer by having a lot of dead stock to recondition or: 
exchange. 

4th Your committee recommends that the stationer be 
not misled into trying to stock every pen or pencil for which 
he may have an occasional demand. Advertising will create 
an occasional call for any product, and if the demand is great 
enough to warrant, place the item in stock, otherwise try t 
sell what you have or be satisfied to lose a scattering sale in 
favor of a smaller investment in stock. 

5th Your committee recommends that the stationer mail 
tain a direct connection with the manufacturer and does not 
permit his orders to be filled through a jobber Such a con- 
tact means more and better advertising material and is nec- 
essary in the handling of repairs and exchanges 

This recommendation is not a condemnation of the jobber 
who is the legitimate channel of distribution to the druggist 
and small dealer. 

6th. Your committee advises a uniform discount policy on 
the part of the manufacturer, similar to that of the loose-leaf 
manufacturers and based on annual sales Your committee 
condemns the annual rebate and sliding scale policies based 
on a minimum amount of stock, which from the manufacturers 
standpoint tends to inflate production and from the stationer’s 
star.dpoint to create an over investment in an unnecessarily 
large stock 

As an example of the stationer’s side, the same dealer pre- 
viously quoted, found that his purchases from a certain man- 
ufacturer from January through August were less than halt 
the minimum stock he was required to carry to secure certain 


discounts. Your pen and pencil stock should turn four times a 


year and you must have a minimum investment to accomplish 
this 
The rebate and varying discount systems based on a certail! 


minimum stock work to the advantage of the large stationer 
where a fixed discount based on annual sales works to the ad- 
vantage of both the large and small stationers alike 

7th Give your pen and pencil counter preferred space i 
your store. This will vary with the location, size and propor- 
tionate dimensions of your store and must be worked out by) 
you There is no other class of stock in your store that will 
pay as large dividends based on investment and cost of sales 
and your pen and pencil business will never be taken from you 
by consolidation. 

Sth Your committee finds that too few of our statione! 
members realize the value of a pen and pencil department 
and strongly recommends that such members go into this mat 
ter very thoroughly and if local conditions permit, enter int 
this profitable field with the intention of securing their por- 
tion of this business. 

G. P. CAMPBELL, T. H. Payne Co., 
Chairman. 


Chattanooga Tent 


CLARENCE T. WHITE, Adams & White Compan Buffalo 
im = 

H. B. SANFORD, The H. & W. B. Drew Compa! Jack 
sonville, Fla 

GEORGE O. STEVENS, Stevens, Maloney & Co., Chicago, Ill 

FRED A. RICHMOND, The Richmond & Backus Co., De- 


troit, Mich 


HARDWARE AND GLASSWARE 


ationer business 


This seemingly unimportant branch of the sta 


has heretofore been given little or no attention the average 
dealer, for the apparent reason that he wishes 


its perplexities There is far more confusion in 


ment by the very nature of the items which come under its 
head. 

Previous reports of dealer and manufacturer ommittees 
have made some worthy recommendations, but, gentlemen 


is up to us, the dealers, to back up these recommendations by 
friendly requests to the manufacturers, who will 


operate when they learn of the interest on the part f th 
dealer 

Our classification is no longer the “junk” line ! store 
but an essential part of its business, with its line f glass 
ware selling up to $30 or more per article, not to mention U 
countless clips, pins, stapling devices and other metal goods, 
the use of which is increasing in every office Le fl 
take up several points in the order of their import 

Education for Salespeople. 

It is well known between ourselves that we are not full) 

familiar with the operation and sales points of the various 


mechanical devices 
machines, but when your clerk has an expert knowledge 
particular device and so displays it to the prospect, the s: 


Printed instructions are given with most 
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AreSC mi Ng the new iineof 
“MYRTLE DESKS 


SSESTINIED to become the 
é WE outstanding value in me- 
“5 dium priced desks. 




















Sod 


Designs have been improved, 
new selling features devised, two 
\Valnut grades added to the line, 
and prices reduced. 





By all means get the facts. Your 
copy of our new fifty- -two page cat- 
alog showing the entire line in 
Mahogany, Walnut and Oak is 
ready. Ask for it. 
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MYRTLE DESK COMPANY-HIGH POINT N-C 
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IN LEDGER PAPERS 
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(Seaageelponteolt _ CByr Byron Weston 


Giuseppe Garibaldi was a great 
modern leader of men in a series 
of military campaigns for many 
different peoples. Leading group 
after group of volunteer forces, 
his career developed masterly 
victories and bitter defeats. Al- 
though apparently crushed many 
times, he always regained a power- 
ful position, and died a hero in 
Italy, and was much honored in 
England, France and Uruguay. He 
was an outstanding Leader of Men. 


| eaders at ‘Hen and Industr 
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‘You have never known a record book of H eston’s to be scrapped / 














The value of an unblemished reputation 
is incalculable in the ledger paper industry, 
since the test for the best ledger paper is 
had only after many years of hard usage. 

Ledger paper is bought on faith—faith 
that the customer has in the integrity, 
reliability, and skill of the manufacturer. 
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Byron Weston was a great leader Hil= 
of industry as a result of experi- He 
mentations in making fine ledger Wiil= 
papers. Early in his career, he had | iB 
many obstacles to overcome in his His 
determination to manufacture un- Mis 
surpassable ledger papers. Hesuc- Wiis 
ceeded, and for many years Byron W= 
4 ’ > » rine 
Weston’s Ledger Papers have AW = 
been the leaders in the industry. | 3 
Byron Weston was as famous a Wii= 
Leader in Industry as Giuseppe i= 
Garibaldi was a Leader of Men. s 
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That’s why leading printers and stationers 
of a discriminating nature have used 
and endorsed Byron Weston Company’s 
ledger papers for over half a century. 


The Weston watermark in ledger paper 
is an absolute guarantee of the high- 
est quality, durability and permanence. 


WESTON 


LEADERS IN LEDGER PAPERS 





Byron Weston (sompany 


1 family of Paper Makers for over sixty-three years 


Vills at Dalton, 


Massachusetts, U. 


S.A. 
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half made the customer knows its workings and will not 
come back with it saying that it is out of order Dealers 
should school each clerk on every device on the shelves Put 
him through an examination and make him demonstrate to 
you and fellowclerks It will pay big returns An auto sales- 
man must know his car before he can sell you The agegres- 
sive manufacturers are ready to give sales talks when the 
dealer shows interest, and will furnish good sales helps in the 
way of stuffers, sign irds and dummy samples 


Displays, Window and Counter. 


Progressive dealers everywhere are using the table style of 
showing their goods Some say this is an old custom, but 
in this period of time people read and buy on the run, hence 


we must arrange our goods accordingly. 
\ prominent department store of Chicago had a rule that 


no goods be displayed on the tops of counters or fixtures. The 
party in charge of the stationery department did not wish 

disobey the rules, but finally was prevailed upon to take a 
chance and display veral pencil sharpeners back of the 
counter aisle Then } added a few more until he had about a 
half gross nicely displayed with a neat price card. The added 
sales resulting from this display convinced the management 
that the public buys what is seen, and during the three months 
previous to Christmas over 25 gross of sharpeners were sold 
in holiday packing It is noted that the drug syndicates are 
pushing the sale of pencil sharpeners to drug stores—why? 
Because the druggist caters to the home and sells pencil 
sharpeners to the family buyer for home us¢ Are we going 
after thi business and how? There are millions of homes 


without this article 

If you have an office furniture department, fit up one desk 
completely with business tools and draw your prospects to this 
desk It will create the desire for a good pair of shears, a 
desk lamp, cut-glass inkwell, cuspidor and numerous other 
things which a man wants and is not sold to, on the stores 
floor 

A large stationer of Milwaukee gives this department win- 
dow space once a month and duplicates the items in the store 
on tables. The window is made up in a checkerboard style ot 
cross word puzzle effect (see Association News of February 
this year) 11x8% black and white sheets being used On 


each is placed an article and on the corner the price ranging 


from 5c to $10 The background can be made up the sam« 
wa) This has proved very satisfactory in sales and a numbe! 
of dealers have used it Most of us have stopped to look at 


an attractive hardware store window, at the various tools, som« 
of which we did not know existed, and then go right in t 
buy a new hammer or automatic screw driver Make the 
article talk by putting an attractive price card on it Put ac- 


tion into play, when showing a stapling machine One dealer 
used this method with excellent results He took thre 
stapling machines, all alike, stood them in a row The first 
one had a row of staples about to be inserted, the second ma 


chine had dezen sheets of paper inserted to be stapled, and 


the third machine had its jaws open with another batch of 


papers already stapled This told the story There is your 
action, punch, and then the price is plainly marked We can 
not expect the customer to know what an article is for Edu- 
catior agall if you please 


Packing and Marking. 

Broken glassware will always be a problem but it has in 
proved The manufacturers of glassware are urged to improve 
their packing still further and we recommend to the dealers 
that when they receive broken glassware in a shipment, they 
carefully packing of the jobber or factory 
and then suggest at once to the shipper how that packing 
should be improved Some tinware is marked with labels, 
Hand punches should be stamped like the shears are Cor 


investigate the 


sideration should be given by the jobbers to standardize or 
numbers of the same kind of goods to avoid confusion. 


Dealers cannot rely too strongly on the so-called guarantees 
of mechanical de vices which are bound to get out of order at 
any time The repair problem of these devices is becoming 
more acute with the dealer who must stand the brunt of ex 
pense in handling and expressage, which the manufacturer does 
not bear We should discourage the repairing of devices which 


have become out of order and which were sold direct to our 


customer by some so-called factory distributor or peddler. Th: 
d t ? tes gr I instances 

There are too many names for the same kind of clips nd 
too mar lips on the market Concentration on the dealer’s 
part t few good numbers, will gradually eliminate the ir- 
ph 

What ther mar f turers have done to eliminate needless 
Variety n be followed by some of our good friends For 
examplk Paint manufacturers have cut 43 shades < 
share r paint nd 26 shades of enamel to 10 Mar 
ufactur of hammers nd axes have reduced 2.7 type ind 
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Stay-at-home nights 
are at hand 


Globes and atlases to help visualize 


school work, radio maps, good 
books for the children — all these 
will be wanted! And this is but 
part of a steady year ‘round de- 
mand. 

Salesmen, teachers, motorists, and 
executives in every line of business 
need maps constantly. The Indexed 
Pocket Maps, the Black and White 
Mileage Maps, and the official Auto 
Road Maps are among the popular 
Rand M¢Nally maps of many uses. 


Long profits and quick turn-over 
are assured stationers who feature 
the complete Rand M¢£Nally line, 
the standard for more than half a 
century. 


To help you get your share of the 
new Fall business and develop new 
trade, a wide variety of display ma- 
terial has been prepared. Write for 
full information about the attract- 
ive window displays and convenient 
map racks furnished without charge. 


RAND MSNALLY & GoMPANY 
Map Headquarters 
Dept. J-204 


536 S. Clark Street 270 Madison Avenue 
Chicago New York 


Washington San Francisco Los Angeles 
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Building still greater demand fc 


HERE’S bound to be a demand for office equipment 
¥ of such high quality as Allsteel. And the demand 
| for Allsteel is made constantly greater by the aid 
of selling helps as complete and effective as the Allsteel 
line itself. Strong national advertising in color, widespread 
trade journal advertising, attractive window displays and 
forceful mailing pieces are making profits mount steadily 
for Allsteel dealers everywhere. 
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for a line that meets every need 


If the Allsteel line is not being sold in your city, write at 
once for our exceedingly interesting dealer proposition. 


THE GENERAL FIREPROOFING COMPANY, Youngstown, Ohio 


Export Department: 438 Broadway, New York City—Cable Address: ‘‘Genfire— New York"’ . Canadian Plant. 1 orento, Ontario 





The Complete Line of Office Equipment. 
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befogs issues and generally 


1) O O S FE “That which tends to upset facts, 


makes life miserable for 


TpPL '< TRUTH”— 


All the loose talk in the world can’t make 
an all-wool suit out of shoddy and cotton. 
Neither can it transform brass into gold nor 
nickel into silver. 


And why does loose talk attempt to make 
these things appear possible? To attract the 
desire for the best by a price that could not 
possibly prevail for the quality intimated. 


Bushnell Mailing and Filing Containers do 
not require loose talk. Certain standards have 
been set and understood by both the retailer 
and consumer and must be strictly adhered to. 
We don’t aim to meet the price of loose talk 
merchandise. 


Many red papers containing wood pulp 
and called “red rope” also contain loose talk. 
“Paperoid” used in our manufacture is guar- 
anteed hemp rope fibre—genuine red rope. 


It wears better and costs less in proportion. 


ALVAH BUSHNELL COMPANY 


1876 Golden Anniversary 1926 
925 Filbert Street Philadelphia 
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sizes to 761 Stove parts have been cut from 2,982 to 364 
Face brick manufacturers have cut from 75 to 2 sizes One 
hundred and twenty-five varieties of metal lath have been re 
duced to 24 A manufacturer of collars has cut 150 styles t 
) Nineteen hundred and nine models of farm implements 
have been reduced to 137 And one of our manufacturers mak- 
ing ‘ 6,000 items! What a headache for the dealers in our 
trade 

Ir. S. HANSEN, Carlson Bros., Inc., Moline, Ill... Chairman 

WW \. BOREN, Skagseth Stationery Co., Miami, Fla 

STERLEY F. JERUE, McClain & Hedman Co St I’ 
Minr 

PENS AND PENCILS. 

We spectfully submit herewith report of work done b 
his committee since its appointment: 

It is generally believed that all manufacturers of pens and 
pene have in their lines too many numbers We believe 
that manufacturers could reduce their numbers to the benefit 

ill erned By doing this more national advertising 
rule done by manufacturers, and dealers would be relieved 
arrying such a large range of numbers 

hat ufacturers furnishing window displays, envelope 
tuffer ind blotters should continue to do so, as a large 
imoul business is obtained through this source 

It ilso thought by this committee that manufacturers offer 
ng free goods should discontinue this practice, as it does not 

ere ales but tends to decrease sales on staple lines already 

tablished, making it harder for the dealer to merchandist 
his mmoditys 

I representative stock be carried just inside the door 
“ n display in the window is made on this con 

“l \ window display on pens and pencils is more 


ien shown in distinctive groups than when s 


iround here and there, mixed with other commodities 


the tendency shown by some manufacturers to elin 
illegitimate dealers and to distribute their 


zI legitimate dealers is heartily recommended 


ers should get the full support of dealers 


pread 


linate 
lines 


Such 


\ N SWANSON Trick & Murray, Inc., Seattle, Wash., 


Hl. | 
R 


MOWNING PRICE, Price Brothers Staty. Cs Richmond 


1. KLEINSCHMIDT, Tribe of “K,"’ Gary, Ind 
ODNEY KILBORN, New Haven, Conn 


SOCIAL STATIONERY. 


S nery, and by that I mean engraved stationery, is 
longer ynsidered a luxury, but a necessity Even ten years 
ago engraving was used only for the great occasions—a wedding 
n tl family or large receptions Now engraved cards are used 
i your arrival in this world and again to thank your 
riend heir expressions of sympathy when you depart this 
ife f realms above There have been no radical changes 
wed gx stationer his year The sizes are the same The 
nly new ling developed for weddings is the ivory or crear 
tock, which is quite beautiful, and seems to be going over big 
in ctions of the country. It is very much like the old 
wedding stock which was used before the blue white stock was 
leveloped There is a slight tendency to leave off the panel 
n th sheets as on the calling cards 
There is practically no demand for the calling card with th 
panel The thin card and the imitation parchment calling card 
ire also enjoying a little spurt of popularity due to the cont 
nental or foreign influence 
The shaded antique Roman letter still sits on its pinnacle, try 
as hard as engravers may to produce a letter to replace it Of 
irse script is still good and always will be The letter adapt 
ed by the Engravographia Association known as “Line 
Beaut is a new solid letter, but has not gone over so big 
The customer who prefers, or can afford a more expensive « 
graving than script, usually selects a shaded letter 
Dealers who have shops in college towns have wonderfu 
possit es in steel die stamped stationery and note paper wit 
t) scl al, fr stationery, dance invitations, dar 
progran I no break cards, and commencement invitatior 
You have tl opportunity to create unusual ideas and sl} ‘ 
for prog t ind if you have the Dennison « | 
“ rd I .' in sell I fra r t ] 
everytl } l but he orecl ra nd tl f 
Colleg isu ery energy t u » the rival fra 
te t 1 Ss] I £ deal of 1 I ! m « ‘ big 
dance I f ve can sell ther dea, 1 ge 
a lie f t and the i pay ver 
prompt 
Sizes 1 colors of correspondence papers are so varied now 
that ither hard to make a report on the subject. The 











WALES 


Automatic Recap 
Adding and Listing Machines 





By merely depressing this key, a grand 
total can be printed at any time. 


Capacity 





UNIQUE RECAP FEATURE 


The Automatic Recap This exclusive WALES 
Model has two counters feature is a great time 
aba ators Svery 
or accumulator Every and . tithes sae ae 
item registered in the ma “ . : 
rage é , kinds of recapitulation 
chine is automatically ac 
cumulated on both count work, such as Bank 
ers at the same time A Clearings, Sales Analysis 
total or subtotal can be Sheets, Cost Sheets, Clear- 
printed from the visible 


counter without disturbing ; Aas : 
the total on the other by Clerks and Total Sales, 


ing House Letters, Sales 


counter etc. 


ADDITIONAL ADVANTAGES 


Adds, subtracts, multiplies Automatic Clear Signal. 
and divides and gives a 


~ Separate total, sub- 
record of the work. 


total and grand total keys. 
Short and compact—can 
be used on desk, counter 
or stand. 
Can be operated entirely Standard flexible key- 
by the right hand board. 


Prints ciphers automati- 
cally. 


The Automatic Recap Machine is only one of 
many different Wales Models, with single count- 
er or duplex feature. Capacities suitable for 
every business \sk for descriptive literature. 


WALES ADDING MACHINE COMPANY 


WILKES-BARRE, PA., U. S. A. 
So 
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foreign influence is again felt very strongly, both in the finis? 
and linings, which seem to have come to stay Most all of the 





latest papers produced by our leading American manufacturers 
seem to be either very colorful with futuristic linings or a 
rough texture in the paper. Let's hope that the day for whit 





pale grays and pastel shades is not too far distant. The small 
note paper has replaced the correspondence card People are 
using note paper with the name of their home or estate or their 
street number engraved on it Encourage this, for the quantity 
: used is much greater than the paper for each individual wit! 
i the monogram on it. Any member of the household can use it 
and guests as well Plain or French Roman and a heavy eg 
are the styles of engraving used for these address dies 
The annual, or, I should say, year-long, problem of eg 
cards is such an exhaustive subject that we hardly know where 
to begin or what to say. The buying public is so well educated 
on the subject, that the manufacturer and retailer of Christmas 
cards are in a constant frenzy as to what problems the next 
j season will produce. Since the five and ten-cent stores have 
been selling steel die stamped cards, the stationery and gift 
shops have looked for something different The dry point ete! 
ings and printed cards with medieval and colonial subjects 
: seem to be more in vogue for this season than ever before 
- 








Folders are enjoying a return to favor. Special designed cards 
of one's home, children, garden or pets gives the stationers ar 
' opportunity for individuality Your imprint on every Christmas 








card envelope is invaluable advertising. If you don’t buy or 
make cards in quantities large enough to have the factory 
print them, you should buy a small hand imprinter and have 
every envelope for every card you sell imprinted 
Respectfully submitted, 





ALICE E. CURRY, The Woodrow Company, Cincinnati, Ohio 
E. WILSTON HAMILTON, Foote & Davis Company, Atlanta 


A T ypewriter Ga., Chairman 
: ° : GREETING CARDS. 

Ribbon That Sells Easily Some fifteen or eighteen years ago there came onto the mar 
ket a new item for the stationer to handle—greeting cards 
This littl item started in a very small, modest way and was 
handled at first only at the Christmas season, by dealers who 
specialized in the fancy stationery lines With the commercial 
stationer, greeting cards have only been successfully marketed 
for the past few years. 


The Bucki Supreme Typewrit- 


er Ribbon takes the guesswork 


out of ribbon selling. Imported There are still commercial stationers who do not realize the 
j oe 7 exceptional opportunities to increase sales and profits through 
fabrics of finest grade combined greeting cards except at Christmas time, and neglect the very 

° ‘ ‘ rapidly increasing demands for cards that are in use every 
with highest quality inks by un- day, such as birthday cards, convalescent cards, and cards of 


congratulation for the various occasions. 


surpassed manufacturing proc- a aie ieee aided Anais Walid o edee sail dened 


esses make possible this durable ment of these various cards of every day use. Today the aver 
age investment runs into several hundred dollars and it is not 
product. an uncommon sight in a stationer’s store in even a small town 


to see several different customers selecting cards of this typ 
or ‘ ’ . at the same time 

he ribbon line 1S ably sup- This rapidly increasing demand has been accomplished almost 
without effort on our part We advertise safes, desks, and all 


ported by carbon papers of simi- she tenet eathiing tn eur keth te Gar eawennaer Ghalay adver 


" > is ce s ‘ases e co e e ASIS UpPO whicl the 

lar quality. Both enjoy repeat tising. In most cases th mpcttive Mase epen © z 
. . office furniture is sold of necessity makes our ‘‘mark-up"’ small 

sales because of the satisfactory whereas the greeting card carries a gross profit that Is far 


: ‘ above the average 

service given. The Greeting Card Association, composed of most of the 
higher class manufacturers of greeting cards this ear is 
spending approximately $100,000 in advertising greeting cards 





Che co-operation given helps a Oc ah ai’ tn ahee of Ghin ae seocemeeiel 
: : that we, as individual dealers, supplement this campaign witt 
vo ) ‘ “cess ¢ - ; 
° u uild , successful and profit our own advertising in our own local publications 
able ribbon and carbon depart- pee eee See See one eres eee ceawne Cores 60 Om 
ularize new special occasions that have been fostered by The 
ment. Greeting Card Association, such as Fathers’ Day and Friend 
ship Day Both of these days can be made events of national 
importance, and days when the sale of greeting cards can be 
stimulated to a very large extent In getting behind these ' 
days we are helping to make greeting cards of more commor : 
THE use, and thus build up a greater demand for all cards 
The greeting card field, like many other rapidly growing : 
B | ( K E Y E branches of the industry, has been overrun with unscrupulou 
manufacturers who market their wares through ar hannel 
R whatever We believe it is our duty to support those who ar ' 
IBBON & CARBON CO. trying to help us by Keeping the greeting card on a high plane ' 
H ; i 10 are do y eir utmost throug ational dvert ng 
Factory and Executive Offices a rogaing a gf gia seer ee mee 
© help us marke leir products 
CLEVELAND OHIO PAUL W BUMBARGRBR, Chairman, Hickory, N. ¢ 


Established 1896 
NUMBERING MACHINES AND RUBBER STAMP GOODS. 


Your committee on numbering machines and tr er tamps , 




















enamel submits the following as its annual report 
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i TO BRING CUSTOMERS INTO YOUR STORE 


; We are running this 
i advertisement 
, and similar ads in 
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vr \ MH Lost Papers 

if ‘ xraOrnr ya 

SYSTEM AR 
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ROTARIAN 

Nn FORBES Pull 
KIWANIS Out ine 


: Take 
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Out of your fil 
With ets 


7ie 
7 es and “4 Pock 
File poe’ improved prplace them 
—_ They oCkets, IBERS 
5 Cash In On It A Oe, 





Vercry 
d lei 
‘as ing each In t ging a 
F ; oe ; r] e fil : nd 
ho [he big things in the modern retailer's mind and siving to go all) — allow. 
a are: ‘“‘turnover —‘‘quick repeats — ‘‘volume FIRGp Protection 1 “AY in i | 
e¢ ee ‘ ; ERS = e 
sales In other words quality merchandise the indesoX, red File p very i 
he backed by strong national advertising exafonal fap y =A Visible “ets, keep 
gh , '. ren l the 
2 You and your customers know Fiberstok A freite. fOntens, * You to I 
ry ‘ ,* =. you hp ™ple Without 
ry quality. You and your customers read Fiber- po IBERSC" files w; 
r k ier i ; a i ; Make fil; TOK 5 will sh 
o stok national advertising. But do all your cave. ling eagn Poco” 
. anc Bo ae ee ; 
customers know and remember that you carry Old only the and finding i 
~_ Fiberstok jucts? Remind them by ; NATIO ough Retail 
ss iderstok products emind them by a NAL Fy RS ae alee i | 
not Fiberstok display in your window. 129 Moye, T 
I . ‘ 
nen Send today for some real sales building dis- | | 
play material 
st 
all 
as 
the 
all The Red Fiberstok File 
far Envelope is a familiar 
sight in the filing sy 
tems of the country 
the largest business con- 
is cerns. Because we are 
so confident that a com 
rds pany once using it, will 
and continue todo so, in our 
ith magazine advertising 
we offer a free sample 
of the Fiberstok envelope for trial. We 
oOp- suggest you send to us today for the three week 
rhe free FIBERSTOK window displays which will hel; u 
to move this merchandis« 
nd- 
nal 
be 
- THE NATIONAL FIBERSTOK ENVELOPE COMPANY 
ing 429 Moyer St., Philadelphia, Pa. 
ous 
ine) 
are 
ine 
- FiberstoK 
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STEEL MASTERP! 








The new and better thing wins a sure 
welcome in America where all 
successful business and industry 
must pursue a ceaseless search for 
improvement upon the past. To 
stand still is to fatl. Progress 1s 
America's golden key to prosperity 


and leadership. 


BERLOY 


APPLIANCES 


OF STORAGE EFFICIENCY 


HE new and improved series ot Berloy 
storage cabinets—now offered to dealers 
—reflects the pride, skill and progress ot 


pioneer maker of steel storage units 


The Berloy trade-mark—emblem of 40 years 


jf 


of manutacturing success—is the dealer’ 
guaranty that this new and improved series 
merits his full confidence. The improved fea 
tures themselves can hardly fail to inspir: 


his enthusiasm. 


Note the projecting top, for instance. It adds 
to the cabinet’s smart appearance and elimi 
nates sharp edges. Study the door constru 

tion and see how the better re-inforcement 
insures absolute rigidity. Observe how 
firmly the doors, when locked, are secured at 
top, bottom and center. There are neithe: 
springs nor delicate parts to get out of orde1 
On the smaller cabinets, note that the san 

tary legs are extensions of the continuous 
uprights— not bolted or riveted accessories 
that may falter and get knocked out of po 
sition. 


And, of course, Berloy quality steek through 
out, for maximum strength and endurance 
green enamel finish so thoroughly baked 
into the metal’s pores that it becomes an in 
tegral part of the steel—tfaultless locking 
mechanism, Yale-controlled, and operated by 
sturdy drop-handles—slotless bolt-heads at 
all exposed places to thwart tampering—ad 
justable and removable shelves that avoid 
the need of tools— 


In short—Berloy masterpieces of steel stor 
age efficiency, priced so modestly as to i 
vite instant friendship! 


We'll be glad to send catalogs and 
price lists to interested dealers 








Se mR Nemes mm mate 


a 
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STEEL MASTERPIECES OF STORAGE EFF ilGi 





Storage Cabinet Series 


No. 8460—Berloy In- 
termediate Cabinet— 
Ideal for small lots of 
stationery, advertising 
literature and _ other 
office supplies Sizes 
18” wide 18” deep 
67” high 





Roltless D 





No. 8560—Berloy Two-door Stor- 


age Cabinet—For books, papers 
ind miscellaneous office materials * ° ° No. 8760—Berloy Double-door 
Sonata Sate naw daubead Imaal Nothing more efficient in storage Cabinet—With shelves and a: 
f shelves Size 6° wide 1x” ® viders. ate od * di- 
73” high cabinets has ever before been de- _ ise" permit quick changes | 


in compartment sizes without 
tools Shelves adjust verti- 
lly dividers horizontally 
36” wide, 13%" deep, 78” 


vised — nothing less efficient 
should now be considered by 
alert dealers and office execu- 
tives. 








No. 8660—Berloy Count- 





| er Hi Cabinet—For dea!- 

' er use as combined dis 

play counter and stor- 
No. 8360—Berloy Desk Cabinet—For age for articles that 

No. 8561—Berloy Wardrobe Cabi- private papers, bank books and ot! should be kept under 
net Shelf at top with coat personal possessions that require 1 lock and key. Size 36” 
inger rod below Size 36” wide tection Size 18” wide, 18” r wide, 26” deep. 39 5/16” 

e ep, 78” high 31” high high 


Thirteen warehouses the country over guarantee quick delivery of dealer orders 


(6) THE BERGER MANUFACTURING CO., CANTON, OHIO 6) 


Boston New York Philadelphia Chicage 
B E R LO 7 St. Louis Kansas Citys Minneapolis San Francisco a ian R LOY 
ED Los Angeles Dallas Roanoke Jacksonville —_ 





BERLOY STEEL FILING CASES 
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EVERLASTING 


A TF r > ii ry GZ s 
oy — | 
Fa Livy —? ) ie ww 


e|ig 


ADJUSTABLE 
XK PANDING 


ROM 1 TO 
2INCHES 
ROM 2 TO 
+ INCHES 


_— 

~~ 
Bippers 
HQ@DKS KNOTS 
Sep)S BANDS 
TAPES TIES 





Document Filing — Without the Bother 


























( Absolutel) OTICE the strong, heavy nickeled brass clips or clasps at the finger's tip on ea¢ . Y 
No end. They securely lock the envelope and close instantly holding tight at any 
A expansion. And best of all, are in out of the way so that they absolutely can not 
nnoyances catch on anything. Extra heavy paper of best manila quality, the finest construction 
THE SMEAD you can imagine and will last a lifetime. 
a No Strings—No Tapes—No Bands—No Rubbers—No Thing 
Department on the outside. Samples free. | 
Hastings, Minn., U. S. A. ' - , | 
NW oo The Document Envelope For Ai n }} 
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Conditions in the trade covering these items seem to be in 
quite satisfactory shape 

May we repeat some previous recommendations; (1) that 
dealers tie up with national advertising and use manufacturers’ 
sales helps, (2) proper display of goods 

There seem to be many dealers throughout the country who 
have been rather taking for granted that when a numbering 
machine is brought to them out of order, the only thing to do 
with it is to have it repaired, either sending such machine 
direct to the manufacturer or to the local rubber stamp man 
regardless of its condition or age. It is probable that the rub- 
ber stamp man who enjoys and benefits by this repair business 
has encouraged the dealers to do this. The result has been, 
therefore, that stationery dealers throughout the country now 
take in for repairs those numbering machines which ought to 
have been thrown away years ago and new ones purchased in 
their stead 

We feel that dealers are missing out on rather a good oppor- 
tunity in such cases to sell new numbering machines, thereby 
making a better profit for themselves than repairing the old 
machine, getting a satisfied customer as well and avoiding 
frequent comebacks on repairing improperly done, resulting in 
an argument between the dealer and the consumer, with pos- 
sible loss of the latter's business as a result 

This condition does not obtain in the sale of almost any other 
kind of product When typewriters are pretty well worn, even 
though they can still be used, they are discarded in favor of 


new machines. The same is true with all classes of office 


appliances heck protectors and machines of that nature It is 
so in the automobile business A man or company does not 
wait ntil his car actually falls apart before discarding. Dealers 
throughout the country, however, feel that this is not so with 
numbering machines and as long as they will turn, regardless 
of how old they are or in what condition, they send them to 
be repaired We recommend that numbering machines that are 
old or that show effects of wear be scrapped and new ones sold 
This seems to be much sounder business than encouraging in 
every way possible cleaning and repairing of old machines not 
worth attention, to the dissatisfaction of manufacturer, dealer 
and use 

We also believe that it would make rubber stamps look very 
much better if manufacturers would finish the ends of the 
n ' 


THOMAS T. ROK, Chairman 


FILING CABINETS AND STEEL EQUIPMENT. 
The national tendency toward better surroundings and living 


conditions brought about through greater earnings and highe1 


wages is being reflected in the character and quality of office 
furniture This fact is apparent when viewed in the light of 
iffice desks and chairs More concerns are purchasing fir 
walr t mahogany, and the better grades of oak than for 
merl Therefore the same should be true in steel filing 
juipHn 


Filing Equipment Being Deteriorated. 


Howeve the conver seems to be the condition There is 
apparent endeavor on the part of quite a few manufactur 
ers ft produce files of a cheaper grade than their competitors 
and t ‘ in competition with the lowest grade of wood, and 
hroug ppeals to dealers and persistent advertising. a cor 
siderabl demand = for these commercial grades has been 
ed with the result that the quality grade has lost mucl 
f stige and many dealers taking the line of least 
ire stressing the cheaper article all of whicl 
lecrease the profit of the dealer as well as the manufacture! 
Low Priced Files Have Not Stimulated Business. 

Your mittee, after obtaining the opinior f approximatel 
150) «le eT s very doubtful whether the low priced file ha 
i ‘ siderable real new business which could 
have e-« created wit the better grade It certain that the 

business done on the cheaper grades at the present 
inu r inade ‘ discounts is doing much to redu 
filing equipment department and discourage 
spending f sufficient 1 ne and effort t successfull ae 
Standardization in Sizes and Color. 
Anot element that also making it more difficult 
ble to se filing equipment is the dissimilarit 
eprtns and T Most manufacturers nave at 
nged sizes of the filing equipment and wl 
racticabl it the present time to adopt ar igreed 
ndar color your mmittee and many dealer w! 
ted believe that steel filing equipment mar 
ild follow the lead of the desk manufacturers and 
atter t t standardize eights and dept especially in 1] 
right ind select a standard color for new concerns to f 
don ry ff harmonize present equipment wit! 
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Retailing 
Ribbons and Carbons 


Is the Toughest 
Game in the World 


But there is money in it if 





properly done. The suc- 

cessful dealer doesn’t buy 
| his stock from the maker 
who offers bargains.... 
future business depends on 
merchan- 
dise, which determines the 


the quality of 


quality of work done by 
In the UNION 
three 
unvarying 


the user. 
line we offer you 
brands. ot 
quality : 


APEX 
SUMMIT 
XTRAGOOD 


The typewriter ribbons 
are of high grade fabric, 
smoothly cut, uniformly 
inked, and giving clean, 

Car- 
uniformly 


sharp impressions. 
bon papers 
coated for typewriting 
oeneral correspondexrce, 
for various manifolding 
purposes, also pen, pencil 
and billing carbons for all 
purposes, are supplied. 

Commercial stationers al- 
so handle our stamp pad 
inks, numbering machine 


and dating machine inks, 








stencil duplicator inks, ete. 
If vou are ready to order, 
let us send full details. 


UNION RIBBON & CARBON CO. 


Front and Laurel Streets 
PHILADELPHIA, PA. 
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LERTHERWERR 


A New and Improved Line of 


Flat and Expanding 
Wallets and File 
Pockets 


All Leatherwear Expanding Envelopes 
are Made with Tan Cloth Gussets. 











VERTICAL FILE POCKETS 


Leatherwear File Pockets are Lined 
with Light Colored Stock for Indexing. 


Write for our Illustrated Catalog 
and Price List 


McGILL 
PAPER PRODUCTS 


INCORPORATED 
700 Seuth Sixth Street 


MINNEAPOLIS, MINN. 





When customers require additional equipment there is a pre 


ent tendency among many dealers to trade-in the products of 
manufacturers they do not represent at an allowance ofter 
greater than profitable in order to sell a complete installation 

one color and size In numerous instances this has resulted 

the accumulation of a large miscellaneous stock that is hard 
to dispose of unless sold below cost, or at least s near cost 
to preclude a profit. Here is another element that is making 


this department less profitable to the dealer 
Increased Discounts. 


Your committee has been advised by many dealers that at 
increase in discounts will do far more to induce persistent 
efforts toward the development and sale of filing equipment 
than a reduction in quality and price Dealers al er the 
country have complained for years that discounts ire not 
adequate to permit reasonable profits and especial inder the 
present high operative overhead It is hoped that without 
further delay, manufacturers will give heed to t 2 request 


and advance their discounts 
National Contracts, 
At the present time there is considerable discussion among 
dealers located at considerable distance from manufacturing 


centers regarding national contracts which are being entered 


into by manufacturers with big users Many dealer prac 
tically those located in the West and especially on t Pac ifis 
Coast, are disinclined to fill these contracts at discounts fror 
fifteen per cent to twenty-five per cent and insist that unless 
manufacturers allow them an extra discount, the acceptance 
this business means a positive loss both directly ind ndirectly 
and establishes methods of discrimination which ar: t desir 
able or honorable Western dealers particular! ri large 
stocks on account of the time required for goods in trans 
which creates an overhead too great to accept busir s at the 
above discounts and show a profit It is suggested that if 
manufacturers persist in making national contracts they 
eliminate such dealers located at far distances from manufas 
turing centers or make deliveries to contract customers 
directly from their own factory and do not request dealers 
to handle or service equipment sold under these ontracts 
The practice of making national contracts is creating muel 
serious discussion among dealers and no little dissatisfaction 
and opposition, and it is hoped a speedy solutior vill be dis 
covered 


Recommendations. 

Your committee recommends the following 

First That manufacturers produce not more thar two 
qualities of steel files 

Second That the finish, slides, compressors and rigidity of 
the second quality be improved so as to make for permanen 
and efficiency. 

Third That manufacturers endeavor to standardize heights 
and depths, particularly on uprights, and to obtain more uni 
formity in color 

Fourth That manufacturers devote their advertising prin« 
pally to the first grade and put less effort toward popularizing 
the cheaper grade 

Fifth That manufacturers issue Faster? middle Westert 
and Western price lists 


Sixth That manufacturers increase their present discounts 
Seventh That manufacturers devote more attentior n the 
national advertising and literature te selling systems rather 
than the containers and thus create a desire on the part f 
users to install efficient business systems fiked in proper cor 

tainers 

Fighth: Your committee further recommends that immedi 
ate efforts be made through the National Association throug 
manufacturers and through leading dealers to establish orgar 
izations of filing equipment dealers in all the larg: mmercial 
centers for the purpose of studying the cost of doing business 
and determining better methods of merchandising Muct 
toward this end can be accomplished if manufacturers will 
instruct their salesmen to urge their respective dealers t 
join such organizations 

Ninth That manufacturers. before deciding to contract wit! 
larger users consult their dealer representatives especially 
those in far off localities, and where their dealers are opposed 
to accepting these national contracts, eliminate su territor 


from their contracts 
HOWELL D. MELVIN, Melvin, Roberts & Horwart}! Sar 
Jose, Calif., Chairman 


JESS M. BECK, Western Bank Note & Office Supply Con 
pany. Oklahoma City, Okla, 

J. E. H. RAILEY, Railey Printing Company, W ta Falls 
Texas 


METAL SAFES AND CABINETS. 
Your committee sent out 467 letters and questionnaires te 
stationers and office furniture dealers throughout the United 
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Build for the future with 


Englewood Desks 


Englewood Desks will mean easier closed 
sales and better satisfied customers. 


Englewood construction plus the excep- 
tional DUCO finish give you selling 
features that convince. 


And the extra quality means more service 
for the user—assures you of satisfied 
customers. 


The Englewood dealer proposition merits 
your consideration. 


May we send ‘“‘The Book of Englewood 
Desks’’—The Way To Increased Sales 


Englewood Desk Co. 


58th Street and Lowe Avenue 
CHICAGO 
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Personality 


YY AYA 


HE successful business 
man of today is just as 
careful about the appear- 
ance of his letters as he is 
critical of their contents. 


YS 


This is because in addressing 
those who do not know him, 
his letter is the sole means of 
expressing his personality 
and the right kind of person- 
ality, in business today spells 


SUCCESS. 


LY 


YALYPALYANS 


ZN 


Men who have achieved suc- 
cess, and also men on their 
way to success realize that a 
clean, clearly typed letter 
commands a respectful read- 
ing—AND A ROYAL TYPED 
LETTER GETS IT. 


—> YD YDY2YD>Y>Y”S 


VY 
»» 


—MYAYALYALYAN 


‘‘Compare the Work’’ 


~ TRADE 


~ 
VY? ROYAL TYPEWRITER CO., Inc. 


» 316 BROADWAY - NEW YORK 
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* Branches and Agencies the World Over (eo 
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States on Safes and Filing Cabinets and we r ved al 
seventy-five (75) returns 

The letter we sent read as follows 
‘To the Man Responsible for Sales and Profits 


‘I would like to meet the man who is satisfied wit! sales 
and profits on ‘Safes and Cabinets.’ 

“Having been appointed chairman of the committ: n ‘Safe 
and Cabinets’ of the National Association of Statione: Office 
Outfitters and Manufacturers, it is the object and 


committee to prepare a report that will be 
to all dealers who sell this equipment 


“Some of us do a big business in safes 


only fair; some poor This year we sold 

twenty-two safes, averaging $250.00 apiece W rs 
sell more and we would tike to know how further ncrease 
our sales 

“To accomplish this good purpose it is necessar to kr 
the ways and means employed by various dealer through 
the country 

“A questionnaire is attached Please give us a fra ind 
prompt answer to these questions 

“Without your co-operation this committee «¢ make 
constructive recommendations that will lead t 
profits which all of us want . 

“Yours for more Safe and Cabinet Sales 
<<. ws aera, Cl 

“\. & Your name or identity will not be used in conne 
tion with the information given us without your 
a... me 

We sent the following questionnaire on Safe 

Space is not provided for your answer on this questionnair: 
Please answer each question by merely repeating t numt 
Your answer should pertain to the subject of “Saf 

The Safe Questionnaire. 

1 Do you sell “A’’ Label Safes, “‘B’ Label Safes, Insulated 
Cabinets, Iron Safes, small or large if not which of the 
four classes do you sell? \ Majority of replies were that 
dealers handled all types of safes 

2 List all four classes in the order of the ul 1 se 
annually”? A Dealers seem to sell more sheet metal safes 
than other types 

If you do not sell all four classes, state wl This 
answer is most important, A This question was nswered 
in various ways with sheet metal safes predon iting 

‘ Approximate number of safes (all kinds) - 
ally? \ Surprising amount of safes vari d 
in one year 

5 How many dealers in your city sell mor: 
do? <A [No notation. ] 

6 How many dealers sell as many safes 
notation. ] 

7 How many of your salesmen sell safes? \ M 
swers were that stationers did not employ 
salesmen, but let all salesmen sell safes 

8. What means do you employ to educat: 
sell safes? State fully \ Through manufacturer repre 
tatives 

9 How do you compensate your safe salesmet! \. Salar 
(b, Salary and Commission) \ Most! few 
on commission 

10 Why do you consider your method 
best \ Dealers seemed to get bett 
salesmen 

11 How many safes (all kinds) dé 
stock? \ Most dealers carry a good 

12 How do you secure prospects for safe \\ 
Display) (b. Floor Display) Solicitation) | ‘ 

(* Direct Mail) A Through floor and win 

13 Which means have you found the m 
why’ Refer to Question 12 \ Most of them | “ 

14 Which means have you found the t 
Refer to question 12 \ Most of then tated me i] 


least profitable. 
15 What appeal have you found the 


window and floor display” \ Window display 

16 Have you one or more safes displayed 
floor where most people v he iter r r 
\ Most dealers show some safes on fir 

17 Hiow does the manufacturer help \ 
catalog and mailing ins 

1S Suggest what the manufacturer car 
A Manufacturer can do more uilvertising 

1% What improvement would you sugeg: 
\ Better burglar protect 

0. Do manufacturers give safes 
you \ No 

21 Should manufacturer hav estal ! 
prepay freight. or net price freight collect W 
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Christmas 


Emeraline Base Sets 


High-Grade Cut and Polished Emeraline Plate Glass—Hand Cut and Highly Polished 


9. Pen cannot overload—just enough 


Sales Points “— 
|. Neat and attractive design and 10. No machinery, never gets out of Saves 


color. order. 
2. Automatic—Self closing immedi- 11. No adjustments necessary. Ink 
ately pen 1s W ithdrawn. 12. No springs to corrode or stick. Temper 
3. Air tight—no evaporation—eco- 2 NY ail , 
5 | 13. No blots, no stained fingers. Trouble 


nomical. 
14. Ink responds instantly. 


4. Requires filling only few times a Pedi Time 
vear 15. Nocorks or top to lift, slide or lose 
5 Ample pen rack. easy pick up. 16. No thick, or dirty, or linty ink. Papers 
6. Easy to fill 17. Saves 75% of your ink bills. Desks 
7. No top to take off or slide. 18. Has given satisfaction for years. Carpets 
8. Easytoclean but rarely necessary 19. Will last a life time Fj 
; ai , ingers 
5 
[here are over 300 different inkstands, bases, and combination sets in the complete Seng- Books 
busch line ; i 
| | | | Disposition 
Our sales helps for dealers are carefully planned to perform a definite service,—an in- 
creased demand for ‘‘Sengbusch” specialties. They are a real help toward quick turnover Pens 
Better check your stock, and your supply of advertising matter, and be sure you have | Etc. 


enough of each 


It doesn’t pay to be ‘‘ just out’’ of any item in the Sengbush line. 








Self-Closing Inkstand Co- 
1015 Sengbusch Building 
Milwaukee, Wis. 
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elephone Index 


Spin the Knoband 
Follow the Red Line 











ATES Telephone and Radio Indexes make ideal 

Christmas gifts. Anyone shopping for something 
unusual for a man or woman will be quick to see the 
merit of a Bates Index. By displaying Bates Indexes 
in your window and on your counter you will tie up 
with our December 18th, Saturday Evening Post ad- 
vertisement that features these unusual gifts. 


THE BATES MFG. CO., Est. 1891 
ORANGE, N. J. 
New York Office, 20 Vesey Street 


Makers of Bates Numbering Machines, Bates Samson Hand Punches and Bates Eyeleters 
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you prefer and why? \. Have established price and F.O.B 
factory 

99 If an established retail price, freight paid, was adopted, 
what should the discount be off list? <A Fifty per cent dis- 
count 

23 Is your selling price sidewalk delivery or installed in 
customer's office? A Most dealers quote delivered with in- 
stallation price figured 

24 What is the population of your city? [No notation.] 

25 Remarks. A Have manufacturers’ representatives call 
three or four times a year and educate salesmen on their 
product 

Filing Cabinet Questionnaire. 

Your answer should pertain to the subject of ‘Filing Cabi- 
nets"’ only 

1 What improvement would you suggest in steel filing 
cabinets? <A Better finish and more care in applying finish 


» 


Is it your opinion that the steel filing cabinet is de- 
teriorating on account of every manufacturer trying to surpass 
all others in the construction of a low price file? A. Unani- 
mously yes, the files are deteriorating 

Would you recommend the manufacturer confining his 
efforts on two grades and make one medium and one high 
grade? <A Almost unanimous for only two grades of files 

4. Has the low priced or cheap file stimulated the market? 
A. Almost unanimous, ‘‘No." 

Are you satisfied with the margin of profit on the low 
priced file? A No in every reply we received 

" Do you think it advisable for the manufacturer to adver- 
tise the low priced file nationally? A No in every reply 

7. Would you advertise the low priced file in view of the 
small margin of profit? <A No 

8. Do you prefer to push the higher priced file in view of 
increased profit, and what can the manufacturer do to bring 
this type of file more prominently before the public and stimu- 
late its trade? A Yes from every reply 

9 Would you recommend the manufacturer try to improve 
the exterior appearance in order to get a better price for files? 
A. Yes 

10 Do you prefer files to be priced at a double list or net 
to you? A Double list from about every reply. 

11 Remarks A All dealers seemed to comment to the 
effect that they were required to carry too many types of 
files and larger stocks since the advent of cheap files. 

Throughout the correspondence we received from the various 
dealers there seems to be a general complaint against the 
manufacturers selling to “‘curbstone brokers."" This condition 
seems to be getting worse and it is proving a menace to the 
legitimate dealer and some drastic action must be taken at 
once to curb this practice 

Another complaint we received from the dealers was to the 
effect that manufacturers are selling direct to large consumers 
and ignoring the legitimate dealer or only giving them a very 
nominal commission We received a copy of a_ resolution 
passed by the Pacific Northwest Stationers’ Association dated 
June 25, 1926, which reads as follows 

Resolution. 

“WHEREAS our attention has been called to the fact that 
manufacturers of filing cabinets, desks, chairs and office furni- 
ture have made a practice of entering into contracts for the 
sale, direct to various corporations, of merchandise at varying 
discounts from their published lists, which merchandise the 
manufacturers have asked the various authorized agents 
located in the Pacific Northwest, including Washington, Ore- 
gon, Idaho, Montana and Utah, to deliver such merchandise and 
to grant the discounts agreed to have been given to said 
corporations by the manufacturers; 

AND WHEREAS it is believed that the trade is to a certain 
extent harmed by such direct arrangements between manufac- 
turers and consumers and that it is in the interests of the trade 
as a whoie that manufacturers should deal directly with their 
dealers 

AND WHEREAS the cost of doing business in this territory 
will not uniformly permit the authorized agents to grant the 
discounts contracted by the manufacturers when the servicing 
of merchandise is given the proper attention 

NOW THEREFORE BE IT RESOLVED: That we, the mem- 
bers of Pacific Northwest Stationers’ Association, in open 
meeting at convention at Vancouver, B. C., hereby protest 
that such practice is detrimental and harmful to our industry, 
and request that the practice on the part of the manufacturers 
be discontinued 

Dated this 25th day of June, 1926 

PACIFIC NORTHWEST STATIONERS’ ASSOCIATION, 

By (Signed) K. R. TERRY, President 
(Signed) E. J. CHAPMAN, Secretar) 
This resolution reads fine but is not drastic If Stationers 
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HE Underwood Revolv- 

ing Duplicator has been 
installed by many firms be- 
cause it eliminates the many 
little printing bills which 
accumulate during the year. 
The Duplicator not only re- 
duces overhead, but its “low 
cost operation” encourages 
more sales letters, bulletins, 
and other forms, resulting in 
a closer personal contact with 
customers and dealers, and 
therefore, increased good will 


and larger sales. 


This little machine, with its 
great capacity for work, will 
turn out from forty to sixty 
clean-cut duplications per 
minute—2400 to 3600 per 
hour! In time saved and in 
actual returns, it is in reality 
“Duplicating Dollars”. 


We shall be glad to send you 
further information about the 
Underwood Revolving Dup- 

licator showing how it can be 

a \ used in your business. Just 
'-.‘ clip the coupon below. 


\ 


UNDERWGDD 


-/ Revolvi np 
Duplicator 














~O- 43 
UNDERWOOD TYPEWRITER CoO., Inc. 
30 Vesey Street, New York City 
Gentlemen: 
[] Please send me further information about the Under- 
wood Revolving Duplicator showing how it can be used in 
my business. 
DORR con nnn nnnwentagumnmmmaanne 
Firm __ secptveneacanitinstitetinisie ci etiigintmealdiaaaladidaiaeaelae 
PIII... ccxenccsicsinsgasiiiitetiitaiiiniagie 
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Graffco 


VISE 
GNAL 


Trade Marks Reg. U. 8. Pat. Off. 


For All Filing Systems 


Originated By Us. Now 
Made in Our Own Fac- 
tory and Supplied to 
the Trade by Us 


Exclusively 









GRAFFCO VISE SIGNALS 


For Follow-Ups—Mailing Bona 
t 4 —Credit Systems—Stock Keep- 
raltco, ing—Classifying, Etc. 





| 
L 
THEY NEVER FORGET—GRAFFCO VISE SIGNALS never 
forget but call attention to the right thing at the right time 
They are easily applied anywhere along the edge of cards 
or the leaves of books They grip firmly and “stay put.” 
The open front permits all data to be visible always They 
are flat and fit close to the cards They are enameled by a 
new process which not only gives the Signals a more bril- 
liant appearance but effectually prevents the enamel from 
chipping, peeling or flaking off They are made from plated 
spring steel which will not rust and can now be applied 
straight on rather than only cornerwise 


GRAFFCO VISE SIGNALS are made in twelve colors anda 
two sizes—Regular size and Junior size SEND for Sample: 
and Prices. 


GRAFFCO VIZ 
SIGNALS 


Trade Marks Reg. U.S. Pat. Off 





Non-Projecting—F or 
Visible Index Systems 


GRAFFCO VIZ SIGNALS are 
made especially for use on the \ _ 
increasingly popular Visible-In . - 
dex Systems. They are made of 
thin spring steel, lie flat against 
the cards and do not project beyond the edge of the card or 
leaf to which they are attached They are made in eight 
different styles, in % inch and \ inch widths, and in various 
lengths for every Visible Index System. 


All styles of GRAFFCO VIZ SIGNALS are made in twelve 


GRAFFCO VISE PAPER CLIPS 


Trade Marks Reg. U. S. Pat. Off 


GRAFFCO VISE CLIPS hold papers like a_ vise, 
without making holes, tearing or mutilating other 
papers. They grip both ways, sideways and length 
wise They are made in three sizes for holding 
from two to fifty papers * 
Made from rustproof plated spring steel with 
broad gripping tongue on the inside which ho'ds 
papers firmly 


GRAFFCO VISE INDEX 
TABS 


Trade Mark Reg. U. 8. Pat. Off 








Removable and Adjustable. Plain or 





Printed For loose leaf or bound P 
books. Celluloid face Always clean and sanitary Made of 
rustproof plated spring steel Two sizes. 


Send for Our New, Illustrated Catalog 


GRAFF-UNDERWOOD CO. 


Sele Mfrs. GRAFFCO VISE Signals, 
VISE Index Tabs, VISE Clips, Maptacks, etc. 


18 Beacon Street Somerville, Boston, Mass. 
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would discontinue buying the transgressors’ product it would 
be more effective 

c¢. W. ROTH, The Roth Office Equipment Company, Dayton 
Ohio, Chairman. 

R. L. CAVANAUGH, The Youngstown Office Supply Com- 
pany, Youngstown, Ohio. 

Cc. H. THOMAS, JR., A. Pomerantz & Company, Philadelphia 
Penna 


~——— : 
Committee Reports— 
Manufacturers 


National Association of Stationers, Office Outfitters and 
Manufacturers. 


i ae 


NUMBERING MACHINES AND RUBBER STAMP GOODS. 


The manufacturers’ committee begs to submit ts report 








briefly 

We desire to call particular attention to what we f¢ s one 
of the most vital factors in the business of all dealers. that 
is—the need for a thorough knowledge of the merchandise 
which they handle and sell. This is particularly so in the case 
of our line of goods. 

There is no question but that there is a considerable number 
of sales lost due to the fact that the sales clerk is not suff 
ciently familiar with the article and the uses of the rtich 
to close the sale 

The loss of these sales very often results in the loss of the 
customer and his future business No doubt) ever member 
of this association can recall some such incident, so that we 
can not urge you too strongly to know your line and be able 
to talk it intelligently and so co-operate with the manufacture 
and capitalize his advertising campaigns and secure the profi 
table returns which should be the logical result of sue) 
advertising expense. 

It is also most important that you display prominent 
your store and window, the goods that may be listed | the 
monthly sales drive, and that you see to it that yvour tock of 
such goods is sufficient to meet the demands which will result 
from such extra sales efforts and expense In line with this 


suggestion, dealers should insist upon at least one clerk in the 
store having as complete a knowledge as possible of the differ- 


ent makes of the products represented by this commitee, and 
also of the relative merits of the different makes, so as to be 
able to advise our customers intelligently Ther should be 
also as complete a knowledge as possible of the different types 
and their particular uses, as well as of the many special kinds 
that can be made to meet special requirements \! f this 
information can be readily obtained from the manufacturers 
who are always anxious to co-operate in fully informing sales 
people 

Your dealers are being informed constantly by the manu- 
facturers in regard to new products, changes in price ind in 
reference to items of interest; and in the trade papers articles 
appear from time to time containing such valualhl nforma- 
tion 

Your dealer would find it to his advantage to insist upon the 


sales people reading all of this matter as it will add t their 
knowledge and greatly increase their ability to demonstrate 
properly and sell these products 

Use Display Material at Proper Seasons. 


Display materials sent out by the manufacturers should be 
used promptly upon receipt, for as a general thing this ma 
terial is sent out at an opportune time and to get the greatest 
benefit from it, it should be used then The value f a display 
of these products could be greatly increased if the Ses were 


brought out prominently, this being especially true of window 
displays. 


A great many opportunities for the sale of numbering ma- 
chines are lost because the uses of the machine are not fully 
understood by the sales people themselves. There is 1 es- 
tion but that if the uses of numbering machines wer etter 
known and more thoroughly understood that the sales ould 
be greatly increased, and it would, therefore, be distinctly to 


the profit of the dealer to see that his sales people were edu 
cated along these lines. 

Remember that service is one of the most important factors 
in building up any business, and te render full service to your 
customers in the matter of numbering machines and their 
uses, it is necessary that you have a complete knowledge of 


the various makes, various uses, and various constructions 0 
the different hand numbering and dating machines, as your 
best customers are those whom you have served best bj) 
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‘““U-NEED-ME”’ 


OFFICE (REGISTERED) SPECIALTIES 
. For the Desk and Chair 














/ N = 
Fox Folding Desk Pad with Work Distributors (Patented) Felt Chair — Pads (3) styles 








Patented— (See the Hinge 


as Fox Plate Glass Desk Pad (4 Styles Fox Calendar Desk Pad 





le 
-_———-— -— «  & 


—een eee Z 








| ee TTT 7 

. Ventilated L cs SS . 

| Chair Cushion arian ail 
Work Distributor (7) Styles Felt Typewriter Pad 


Send for catalog and standardize on ‘‘U-NEED-ME”’ specialties 


Geo. E. Fox & Company 


of 325 West Ohio Street Manufacturers Chicago, U. S. A. 
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Introducing 


ACCO FLATS 





SECURITY 


SAMPLES AND PRICES ON REQUEST 


American Clip Company 
Long Island City, N. Y. 


ACCO PRODUCTS 


FOR SMOOTHER OFFICE OPERATION 
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enabling them to meet their problems in the matter of hand 
numbering machines as these develop from time to time 

Our committee wishes to assure all the dealers that it is 
the wish of the manufacturers to work with you and co-operate 
with you and help you in every way possible. and when there 
is any question or doubt in your mind regarding any of 
the regular stock machines or specially constructed machines. 
we want you to communicate with the manufacturer immedi- 
ately and they will give you full information and data In 
this way both the dealer and the manufacturer will be bene- 
fited mutually 

In this way we can render service that will be of benefit 
not only to the manufacturer and the dealer, but also to the 
association, Therefore, we would impress on all dealers that 
they should know their merchandise; should fit themselves to 
be able to offer helpful suggestions; should display merchandise 
prominently on monthly sales drives; should use manufacturers’ 
advertising display materials—in order to secure the resulting 
increase of business and increase of profits, and last, but not 
least, be an “‘association booster.” 

G. S. HICE, Roberts Numbering Machine Company, Chairman. 

E. R. UNDERWOOD, Fulton Specialty Company 

IRVING B. GOWAN, The Bates Manufacturing Company. 


FILING SUPPLIES. 

This committee has communicated with the various manufac- 
turers of this commodity with a view to ascertaining the opin- 
ions of the several members as to what would be beneficial 
to the industry, and the replies would indicate that the rece- 
ommendations which follow represent the general thought 
of these manufacturers This committee recommends to the 
incoming committee on this commodity that the several manu 
facturers be called together with a view to bringing about the 
conditions set forth in the recommendations 

1 Standardization of sizes of vertical and check file supplies 
including both guides and folders 

2. The elimination of what is known as a second grade of 
ecard index guides. 

That the manufacturers encourage the sale of better 
grades of record cards, as there are many indications of a 
low-priced card being sold by the dealer for a purpose that 
was never intended for a cheap card that is designed primarily 
for temporary records 

. A. MILLER, The Macey Company, Chairman; 

W. H. MeNIFF, The Shaw-Walker Company ; 

EDWARD L. LITTLE, The Wabash Cabinet Company 


METAL SAFES AND CABINETS. 

This committee has found that the most successful dealers 
selling safes and cabinets almost invariably report the follow- 
ing factors as responsible for their success: 

l One specialty safe salesman generally made seventy-five 
per cent to eighty-five per cent of all sales. 

In small towns a specialty man would cover a_ provincial 
territory in addition to his headquarters town 

Some dealers have one man responsible for the success of 
the safe department The other salesmen, both inside and out- 
side, refer all inquiries and prospects to the experienced man 
in charge 

2 \ specialty safe salesman or man in charge of the safe 
department receives and absorbs a more intensive sales train- 
ing than a crew of several salesmen whose interests are divided 
among many other classes of merchandise 

The specialty man has a better knowledge of his subject, is 
always better posted and can more quickly assimilate new 
selling features that contribute to the successful sale of safes 

Salesmen are paid a commission in addition to a salary. 
This method of compensation produces greater effort and 
better results for leader and salesman alike 

4. Solicitation and window displays were found to be the 
best means of attracting sales and prospects 

; Big turn-over, averaging nearly five times a year A 
turn-over of seven, eight and ten times was not infrequent 

Considering the average unit of sale amounts to about $200.00 
to $300.00, a specialty man can produce a very handsome profit 
on such a high turn-over 

The high turn-over of seven, eight and ten times a year 
was found to be injurious to many dealers for the following 
reasons 

Reason for Excessive Turnover. 

(a) Inadequate stocks necessitated selling from catalogue 
that was not always satisfactory to the customer Selling 
resistance was increased 

(b) Too many sales were lost due to poor deliveries. 

(c) Increased selling expenses resulted trying to keep a 
Waiting customer satisfied In some cases the sale had to be 


made two or three times to prevent cancellation 








Widespread use has prov- 
en the satisfaction given 
by Berkshire Typewriter 
Papers. In this one line 
you can have a paper for 
every purpose at a wide 
range of prices. There is 
convenience and econo- 
my in handling Berk- 
shire [Typewriter Papers 
and profit from their 
steady sale. 





Berka 


fer 
pers 





Eaton, Crane & Pike Co. 


1 Park Avenue, New York 
Pittsfield, Mass. 


Sponsors for Correctness 
in Correspondence 


BRANCHES: 


BOSTON, MASS., 70 Franklin St. 
CHICAGO, ILL., 363-371 W. Erie St. 
PHILADELPHIA, PA., 1024 Filbert St. 
SAN FRANCISCO, CAL., 770 Mission St. 
TORONTO, CANADA 


SERVICE STATIONS: 


MINNEAPOLIS CLEVELAND 
KANSAS CITY 
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ad) High turn-over and nadequate stocks 
burden and expense of the manufacture! Rus 


many dealers have become a habit rather thar 








It should be borne in mind that if the 
carry a larger stock and serve more as a wart 
dealer, the increased expense of the manufa 

later be reflected in a higher cost of the 

The reason being that a manufacture: 
business and consequently is unprepared 
mmediate shipment that s too frequently der 

A dealer salesman had too often promis 
ertain delivery without Knowing whether 
can make the shipment in accordance wit! 


6. The general opinion was that the 


extending a large measure of co-operatior 

nishing good literature sales helps and sale 

7 Our findings indicate that dealers ir 

L— | selling far more safes in proportion to the 
dealet n larger cities 


M. TUSSING, The Victor Safe & Lock 
 bB. DEANE, York Safe & Lock Com, 
I. S. SPROTT, The General Fireproofing ¢ 
HH > ROCKWELL Y vyman nd Erbe Nia 


S f R V | C f GREETING CARDS. 
At the n f the National Son 


leeting oO ona As 
Office Qutfitters and Manufacturers ast 
turers’ Committee on Greeting Cards subr ! j 
report, covering in outline form some ver ig te 
for the retail stationers and the following f 
discussed (a) Why should every stationer 
greeting cards’; (b) How should he hand! t r rd 
business to secure a larger profit” (c) Wi 


Rough, Fixed-up & Rebuilt Oe ee ee ee 


1 will find this report printed in fu 
ciation News of October " and sect 
(ALL MAKES) reprinted in the trade papers and im th 


us greeting and card publishers 


CARBON PAPER Sh Nae A ORE Mt. Se Anon 


Dealers’ Records. 


cerning the handling f this most importa 
Special Labels on Quantity Orders Te eee oo 
e da cards, such as birt lavs et a ve 
Parts Supplies BR ter christmas, Vatentine’s day, and Baste 
Pp son cards, like Christmas. |} should ke 
of s purchase ind cart ver trom ¢ 
ind ibject and make i definite budg 
chases based on the I ec} Se ind ear? 
These records should apply not onl t 
sonal cards, but to fan cards and Dp 
This Plastic Type Cleaner “ Meee oral rege sip tela 


represents an Investment MARUIACIUTETS WHO CAR SUD 
you should not overlook. sap tise rs 
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American Writing Machine Co. Display 
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| Part of the complete installation of Van Dorn Business Furniture and Storage Equip- 
mentin the new homeo The Ohio State Life Insurance Company, Columbus, Ohio. 


Service that Si ells/ 


|, ogre business is quick to recognize 


the thoroughness of Van Dorn service- 

ability. Van Dorn merchants represent 
more than a complete line of steel office furni- 
ture and storage equipment. For back of every 
Van Dorn merchant stands an experienced 
staff of skilled craftsmen and business equip- 
ment engineers organized to deliver service 
that sells! 


That statement demands proof. MHere’s a 


sample: 

At the completion of a recent installation in 
the home of The Ohio State Life Insurance 
Company, Columbus, Ohio, the Van Dorn 
merchant said, 


“Your traveler knows how to go about these 


FILES 
DESKS 
TABLES 
SAFES 
SHELVING 










[BUSINESS FURNITURE 








large jobs. He studied the customer’s needs, 
and drew the floor plans, layout, and eleva- 
tions right in my customer’s office. This was 
invaluable to me in making the sale!’’ 


The customer’s satisfaction is revealed in the 
above miniature copy of the letter written by 
the President of the company. 


Far sighted merchants will be interested in 
learning that new and greater sales oppor- 
tunities are constantly developing in the Van 
Dorn line. Complete information will be fur- 
nished gladly upon request. Write The Van 


Dorn Iron Works Company, Cleveland, Ohio 
or any of its Branches in New York, Chicago, 
Boston, Pittsburgh, Washington, Cleveland. 
Agencies in all principal cities. 


STORAGE 
CUPBOARDS 


WARDROBES 

LOCKERS 

SPECIAL 
EQUIPMENT 





MASTERCRAFTSMANSHIP 
IN STEEL 
Since 1872 





STORAGE 
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Your Minutes Cost Money! 


It takes only seconds instead of minutes 
to sell a man goods he has heard about 
and has confidence in--because he has 
seen them advertised repeatedly. 


The National line of Loose Leaf and Bound Books is 
the only complete dealer's line advertised steadily and 
strongly in the Saturday Evening Post and System 
Magazine. 

Progressive dealers are seeing the vision of progress 
possible for them with National—better goods, better 
merchandising and steady consumer advertising. 


Are you taking advantage of this Mr. 
Dealer? If not, write us, we will tell you 
how you can. 


Will you take the lead in your own city? 


National 


Loose Leaf 
and Bound Books 


NATIONAL BLANK BOOK COM 


_ akin 112 Riverside, Holyoke, Mass. ay * 


PANY 
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reeting cards 


w not only bring people in from the street with 


ir hands, but when they are once in t 
dy to make other purchases. 
Manufacturing Problems. 


e of the manufacturing problems co 


he store they 


feeling that the dealers might like 


nnected with 


ecard business Each line must be ninety-five per 


ry year This applies to every-day cards, as 


s for the various seasons This means in the 


r manufacturers, hundreds of new 
ch montl many of which with the 
1e present time are preduced by the 
y Greeting cards have improved ir 
designs has increased proport 
n has practically no conception of th 
line of cards Most of the desig 


designs are 
quality de- 
finest artists 
1 quality and 
ionally The 
e time neces- 


ns and plates 


ed eighteer months in advance For instance 


‘hristmas designs for next year (192.) were pur 


chase manufacturers in June or July this vear,. and most 
f ti tes and dies have been ordered Before February 
1. 1927. a liberal amount of stock must be run, although the 


money will not be received in payment for them 


GUNS An 


almost impos 


in its « 1ipme 


ther difficulty is this With the 
in the styles and methods of repro 
sible to standardize the work of a fi 
nt, or in the work of the individu 
The Future of Greeting Cards. 


until January 
hanges from 
duction t is 
rctory either 


ils employed 


What futur f tl greeting card business is t be nor 
f us can foresee Today there seems to be a greeting card 
for « nceivable purpose, yet there is a constant demand 


igs While other industries have gone up and 


dowr t] “*big-little greeting card industry has advanced 
ron s small beginnings From a business consisting almost 
entirely of Christmas cards, today greeting cards are a prac 
tical necessity in every family, every day in the year I 
ist of t se to whom these cards are sent is constar 
increasing A greeting card from an old friend to whom one 
has 1! Se a card means one more name to be added te 
one’s greeting card list, and in the case of a new friend 


greeting card 
tact It s a 
times To all 
of greeting 

beautiful tok 


feel this thri 


Each year 
advertising 1{ 


at Christmas-time is a delightful point of cor 


n industry in keeping with the spirit 


of us, eve 
ards, there is a thrill in receiving 
ens of esteem and friendship As 


of the new 


n those of us who are makers or sellers 


one of these 


long as we 


ll, the business is bound to increase from year 


Greeting Card Advertising. 
the Greeting Card Association has 


rogran Our budget for the currer 


increased ts 


it yvear, 192¢t 


is $100,000, and all through the year our advertisements have 


been ¢ ipying a generous space in many different magazines 
These advertisements all have a human interest touch and 
have featured every phase of the greeting card and its uses 
every day cards as well as cards for the various important 
seasons We would suggest that the dealers use these adver 
tisements in window display and ‘‘tie n° his local advertising 
with r 
We ‘ that this advertising will be c« 
fully ge a wa 27 
In Conclusion. 
In concluding our report, we would say that we realize that 
I a 1 succeed with our merchandise can we succeed wit 
ir tf s Every manufacturer from whom you purchas 
x s ready to help you with your problems and tl 
Greeting Card Association ff 54 | I 
‘ i v York Cit are always open to yo 
We you a for the coming year! 
FE W. RUST. Rust Craft Publishers, In« Chair ur 
Sil Y J. BURGOYNE, Sidney J. Bure & S 
CH LES S. CLARK, Charles S. Clark Company) 
PAPER AND ENVELOPES. 
F It ha afforded us great pleasure to s t! 
s s ve ha endea d » de 
I manufacturer te d tl 
the splendid effort they are ma gt build t 
i fi I tior f sound and pr i 
i ( deas 
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A new rotary 
duplicator 
retailing at 


$35 
with a liberal 
profit to dealers 


This is the only machine of its kind in a 
field that is crowded with high priced ma- 
chines. There are dozens of customers for 
this low-cost machine to one customer for 
the high priced ones. That's the opportun- 
ity presented to live dealers by 


The ROTARY LETTERGRAPH 


You can sell rings around competition with 
it because it has definite points of advan- 
tage to the buyer, besides the low cost. It 
is simpler mechanically; free from loss of 
time waiting to be put into action, and free 
from the nuisance of repair bills. 


It operates with a stencil just like the high 
priced machines do; uses black ink or col- 
ored, turns out as neat and clean a job as 
any high priced machine, same quantity and 
same size, at a cost of about 25c per 1000 
copies. And we have arranged a liberal 
profit allowance to dealers. Send for samples 
of work, and dealer proposition. Use the 
coupon. No obligation. 


T. L. HEYER DUPLICATOR CO., Ine. 
Established 1903 


18 S. Wells St Chicago. IIl- 








me samples of the work of the Lettergraph and 
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5469 W—of a 
four-piece suite 


Does Posture Sell? 


Last month we told you how we took a young 
fellow, who had had no selling experience, and 
sent him to one of our New England dealers to 
help him sell our posture chairs. And how he sold 
them like Childs sells butter cakes. 


\We shifted him down to another city two or three 
weeks ago. The results were the same. The deal 
er’s chair sales increased 400% during the period. 
And this increase consisted of sales to offices al- 


ready equipped with regular chairs. 


Figure the repeats following standardization. 
Figure the other equipment that often accompanies 
the new chairs. Figure the good will created that 
will reach out to other offices. Figure—and you 


can't figure anything but greater profits. 


We are glad to hear from dealers in cities where 


we are not represented. 






P. DERBY & Co. INC.// 


Chairmakers for82. years feck | 
GARDNER, MASS. 


217 West 35th Street, New York City 
199 Friend Street, Boston 
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wish to convey to the manufacturers we have 
any such complaints or suggestions and there 
we should go a step further and analyze the dea 
and help the manufacturers to better serve their 


bers who so loyally dispose of the products mer 


service which they sell 


for 


received 
felt that 


Ss Viewpoint 


llow men 


handise 


Wallets, Fiat Envelopes and Filing Containers. 


’ 


In reply to the question regarding the most dé 
or grades of “Red” flat wallets, expanding wallets 


practically fifty per cent of all stationers replic 
favored only a high grade, twenty per cent pref 


medium grade and only three per cent felt that 
would meet all requirements, 

Twenty-three and five-tenths per cent favored 
grade and a low grade 

Recommendations. 

It is gratifying to note that the demand 
grade is the greatest, and there is every indicat 
ufacturers can concentrate their sales efforts ir 


of higher grade merchandise with the assurances 
public will respond to their appeals with ever 


order 
Small Sizes Not Needed. 
There seems to be a very evenly divided opir 
variety of sizes of flat wallets needed to supply 


Fifty per cent feel that there are too many size 
cipal attack fell upon the sizes smaller than 4x9! 


6x1ll and 9x14 

Your committee recommends that careful stud 
the part of manufacturers to determine if sir 
sizes would not only increase the turn-over 
for investment in the sale and advertising of the 
wallets which are in greatest demand 

Expanding Wallets. 

Forty-six per cent of the stationers answering 
naire felt that there were too many sizes of ex 
lets Sizes 4x7, 4x8%, 5xl1l, 6x11, 7x1! aN 
seemed to be the sizes which could be discont 
loss of profit to both manufacturers and dealet 

Recommendations. 

Here again it appears to your committe 
plification would be profitable to both the maz 
dealer. There were some scattered suggestions 
tion would be even more extensive in the 
and still more so in the 54-inch expansion Thes 
taken as a whole would indicate that dealers 
that the turn-over in these lines is worthy of 
standardization among manufac turers would 
more liquid and profits would increase according 

Departmental! Sales. 

Most firms who replied favored selling Re 
file pockets in both the office furniture dey 
commercial department 

To thoroughly appreciate this statement 
know that sixty per cent said that more thar 
sales of this type of merchandise was sold 
against 13.75 per cent who said that mo 
made by their outside salesmen. 

Recommendations. 
It would appear that manufacturers are 


dealers’ salesmen with proper demonstrat 
fully compiled sales data which would help ar 
go after more of this business when calling 

Furt he it would indicate that manufacturers 
ful nsideration to store idvertising and 
reach the large percentage if consumer Ww 
this class of merchandise over the counter 


No New Sizes. 
There were few suggestions of new 
could be made out to wallet paper The 
prevail that a sufficient variety of styles alre 
answers also indicated that no new sizes 


expanding wallets were required 


Average Sale. 


The average sale was placed at $2.10 i: 
chandise and the average annual business at 
would indicate that “hand to mouth” buying 


consumers was slowing up turn-over and that 1 
can profitably emphasize the more general use 


of these products by the installation of complete 


place of buying only for some special need 
Advertising. 

Circulars with the dealer's imprint had the 
nearly one hundred per cent of the dealers wl 
questionnaires as being the most profitable and 
given by the manufacturers 
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pyrnations ? Garaging your car 


any numbe r : preserves its ap- 
s: a style and pearance Keeping 
to harmonize hooks in a bookcase 
interior trin s also a sensible 


furnishings 


Dust-Proof—with 


Insist on these two features when 
you purchase sectional bookcase 
equipment for office, home, church 
or club. 


They are obtainable in Weis 
master-made cases. Each section 
has a top panel which serves to 
make it dust-proof and also pre 
vents the receding door from 
scraping the tops of books. 


Note, too, how easily the doors 
operate due to a metal equalizer 


pro 


Slam-Proof Doors! 


of the recess. Raise one as high 
as it will go, then drop it. 
Result: hardly a noise—never a 
broken glass. And all because 
the doors when closing form an 
air-cushion. Then note the sturdy 
construction, beautiful lines and 
lustrous finish. 

And all these features at no added 
cost over ordinary types of sec- 
tional bookcases. Ask for catalog, 
and name of your nearest dealer 
where you can make these tests 


which guides the door in and out and observations 


THE WEIS MANUFACTURING CO, 


Chicago Horders 
Nine Loop Stores 


Monroe, Michigan 


New York:—A. H. Denny, Inc 


356 Broadway 










plan whereby 
you can eqsili; Sell 








The above advertisement, which 
features Weis Sectional Bookcases, 
will appear in the November 13th 
issue of the Saturday Evening 
Post. Our Demonstration Outfit 











offer, details of which are given 
on the following pages, places 
every dealer in a position to “‘tie in” 
with this seasonable advertising. 





Gyery Home~Office~ 
a Prospect for these 


Fo er nar Pe 


If you are not stocking Weis Sectional 
Bookcases you are passing up a golden 
opportunity. Few items sold by stationers 
and office equipment dealers have so wide 
an appeal. Every school, office, home and 
church is a prospect. An initial sale of 
a top, a base and a section or two means 
additional sales of sections from time to 
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time as new books are accumulated. Profits 
are virtually unending. And even though 
your display and storage facilities are 
limited you can easily get your share of 
the business. The Weis Demonstrator 
Offer outlined on the opposite page makes 
it possible for every dealer to prove the 
merits of the line with a small investment. 
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well-built Bookcases 





Dealers With Limited Floor Space 
Will Appreciate This Plan 


With the Weis Demonstration Outfit you can prove, 
with a small investment, that there is real money 
to be made selling Weis Sectional Bookcase Equip- 
ment. And you can do this even though you are 
pressed for storage facilities. The Weis Demon- 
stration Bookcase occupies but three square feet 
of space. 


The Demonstration Outfit 


The Weis Demonstration Outfit includes the book- 
case shown on the preceding page consisting of 
a regulation top, three standard book sections, 
and a French leg base with drawer; samples of 
Weis standard finishes; book dummies to fill all 
three sections; folders printed in colors describing 
Weis Sectional Bookcase Equipment and imprinted 
with your name and address; attractive window 
and counter display cards, and cuts and copy for 
newspaper advertising. 


List Price $42.50 Subject to 
Dealer’s Discount 


The price of the Demonstration Outfit, as de- 
scribed, the bookcase combination to be furnished 
in light or dark Quartered Oak, Mahogany or 
Walnut finishes is only $42.50. This price 
F.0.B Monroe, Michigan and subject to regular 
dealer’s discount. 


Sell from the Demonstrator 


The Demonstration Outfit is all you need to do a 
profitable business. You can demonstrate the 
many superior features of the Weis Sectional 
Bookeases with the Demonstrator and then fill 
orders out of factory stocks—-until your volume 
in bookcases reaches the point where you find it 
advisable to carry a regular stock. Many of our 
most successful dealers started in this way. 


Quick Factory Shipments 


Using the Demonstration Outfit in lieu of carry- 
ing a complete stock does not mean that you will 





not be able to supply the needs of your customers 
promptly. Our complete factory stocks, central 
location, extensive local rail and interurban facil- 
ities, and proximity to such great railroad centers 
as Toledo and Detroit permit unusually prompt 
deliveries to all sections of the country. No 
matter where you are located you can count on 
satisfactory service. 


Use the Coupon Today! 


Doesn’t this plan strike you as being a mighty 
sensible way to prove that Weis Sectional Book- 
cases offer exceptional profit-making possibilities? 
Doesn’t the space-saving feature of the plan ap- 
peal to your good judgement? Do you know of 
a sounder, more economical way to get started 
with a line than this? Use the coupon today! 
Have the Demonstration Outfit on your floor in 
time to ‘‘tie in’’ with our November and December 
bookcase advertisements in the Saturday Evening 
Post. November and December are the banner 
bookcase months of the year. 


The Weis Manufacturing Co. 
162 Union Street 
Monroe, Michigan 


Chicago:— Associated Stationers Supply Co. New York:—A. H. Denny, Ine. 
Franklin Street 356 Broadway 


Use This Order Blank 


The Weis Mfg. Co. 
162 Union Street 
Monroe, Mich. oe 
Ship us one Weis Bookcase DEMONSTRATOR 
together with samples of finishes and advertising helps. 
(Indicate Finish desired here) 





We understand the list price is $42.50 at “Monroe, 
Mich. for the Light or Dark Oak, Mahogany or Walnut 
finish, subject to Regular Dealer’s Discount. 


Firm pe MO 


City ee 


Ordered By 
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Weis Bookcases Have Real Talking Points 


With the Weis Sectional Bookcase Demonstration 
Outfit on your sales floor you can demonstrate 
the many superior advantages of the line, obtain 
many profitable orders, and, if your storage fa- 
cilities do not permit carrying a complete stock, 
fill such orders out of factory stocks. These fea- 
tures insure quick, easy sales. 


Easily Assembled: Each Weis Section is 
shipped in a sturdy carton, completely assembled 
and ready to put in place. This makes it easy 
for dealers to carry the line, and also simplifies the 
assembling of the stacks in the homes or offices 
of customers. Any practical man can assemble 
or take down a stack in a minute or two. No 
screws; no bolts; no tools required; every unit fits 
snugly and tightly in place. 




















J 


Patented Door Equalizers: Weis Book Sec- 
tions have noiseless, non-binding doors that recede 
into separate compartments, thereby obviating any 
chance of scraping or damaging the books. The 





movement of the door is controlled by Weis Pat- 
ented Door Equalizer so that they travel straight 
forward and back-—-smoothly and quietly. without 
sticking. The Equalizers are revited through the 
dust-shield, or extra top panel. They cannot 
get out of order. 


Doors are Slam-Proof: The doors of Weis 
Book Sections cannot slam. They are correctly 
fitted and air-cushioned—without the use of deteri- 
orating, dirt-catching felt. Raise a door as high 
as it will go and let it drop; the glass will not 
break, the door will not bang. This air-cushioning 
of the doors, together with the incorporation of 
extra top panel, or dust-shield, makes Weis Book 
Sections as near dust-proof as a bookcase can be 
made. 


Doors Easily Removed: \Woors of Weis Sec- 
tions are quickly and easily removed-— without 
tools and without taking down the stacks. They 
are also as easily replaced. This feature will ap- 


peal to all your customers. 


Demonstrate these advantages to your customers 
with the Demonstrator. Use the coupon on the 
the preceding page and order your Demonstration 
Outfit immediately. 


The Weis Manufacturing Company 
162 Union Street 
Monroe - Michigan 


Chicago— Associated Stationers Supply Co. New York—A. H. Denny, Inc. 
Franklin Street 356 Broadway 
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There’s a spot that tells 
what kind of merchant you are 


Bo geese MERCHANT in Phila- 
delphia said: ““My customers’® 
shelves tell me a story. | believe the 
looks of the stationer’s or printer's 
stock make «a powerful impression, 
good or otherwise, on people whe 
come in to buy. 

“No one item stacks up better in 
this regard than Improved Columbian 
Clasp Envelopes. They come in good, 
strong boxes that always reach us in 
nice shape. 

“These boxes make good-looking 
stock. They don't easily get torn or 
broken in handling and shipping, as 
frail containers sometimes do. They 
keep the envelopes clean and fresh 
and dust-tree. 

“When a customer comes in tor 50 
or 100 Columbian Clasps, we don't 
have to step behind a partition and 
dust them off, as we sometimes must 
with poorly packaged goods. I’ve 
never heard of any one having to take 
a loss on Columbian Clasps because of 
deterioration in stock. ”* 

This merchant might have added 
that the boxes and covers are strongly 
reinforced at the edges, in the larger 
sizes, with strong linen strips, and that 


ag 


Improved Columbian Clasp Envelopes 


are shipped to the wholesaler in strong, 


new wooden cases or corrugated car- 
tons, as preferred. 

These seemingly minor details are 
mighty important to the stationer, 
printer or paper merchant who sells 
envelopes, and cares about the way his 
stock and his store impress the public. 

Most people who buy envelopes know 
the Improved Columbian Clasp by name, 
and say it isthe best catalog envelope made, 

There are thirty -one convenient sizes, 
from vest pocket to Ils x 14%. See your 
paper merchant, or write us here, at Spring- 
field, Mass., and you will be put into touch 
with a nearby distributor. 


Unirep Svatres Envetopr Company 
Springfield Massachusetts 
lhe world gest manufacturers of envelope 


With eleven divisions covering the country 


fieon Division 
Worcester, Mass. Logan, Swift & Brigham Envelope Co 
Rockville, Conr White, Corbin & Co 
Hartford, Conr Plimpton Manufacturing Co 
Springfield, Mass Morgan Envelope Co 
Waukegan, Ill National Enve.ope Co 
P. P. Kellogg & Co 
Whitcomb Envelope Co 
W. H. Hill Envelope Co 
Central States Envelope Co 
Pacific Coast Envelope Co 
Monarch Envelope Co 


Springfield, Mass 

Worcester, Mass 

Worcester, Mass 

Indianapolis, Ind 
San Francisco, Cal 

Philadelphia, Pa 
<a 
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Two yards away across the 




















This Improved Columbian 
Clasp Envelope traveled 
12.839 miles, equal to half the 
distance around the world, 
and reached its final destina- 
tion in the good shape the 


picture shows. 


It journeyed from New York 
to San Francisco; from the 
Golden Gate to Boston, From 
the Hub it was reforwarded 
to Los Angeles, and it finally 
reached the addressee at 
Summit, New Jersey. 


Phousands of miles of travel 
and repeated handling, sorting 
and inspection had not broken 
the envelope or impaired its 
contents in the slightest. 
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THESE NEW DESK PADS 
GO OVER BIG 





Since announced, Polar new desk 
pads to be used with period suite 
desks have gone over big. Deal- 
ers the country over have been 


most warm in their praise and re- 





peat orders extremely gratifying. 
The new pads have writing sur- 
face of genuine battleship lino- 
leum (no blotters are required) 
with shaped side panels, in color, 


ot real cowhide and morocco 





leathers. Retail price is $9.00. 


Many dealers realize how much quicker their high grade desks 
sell when trimmed up with these attractive pads 


THE ORIGINAL 


NON-SHINE PADS STILL HOLD THE LEAD 


Polar Non-Shine pads are always 
good sellers. The pad moves with 
each movement of the body. Wear 
and shine on clothing ts eliminated 


while straps hold the pad in place 


There are FIFTY-TWO specialties 
in the Polar line—every one pro 
moting office economy and conv: 
nience. There is a real all-veat 
‘round profit for the dealer in thi 


52 items we manufacture 


Catalog with price information on request 


, 


POLAR MANUFACTURING CO. 


119-125 N. Fourth Street, Philadelphia, Penna. 
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Window displays ranked second and display cabinets were a 
close third choice, with magazine advertising as fourth choice 
Recommendations. 

These answers indicate that manufacturers should tie up as 
close to the store as possible. The imprinted circular starts 
the sale, the window display and cabinet serve to remind the 
prospect when he is in or passing the store, and the sale 

results 

More direct mail advertising will help the dealer to bring 
the manufacturers’ products to the direct attention of the local 
prospects and give them a local tie-up with his stationer and 
the salesman who calls on him 

Paper Specifications. 

A portion of the questionnaire was devoted to a discussion 
of the various types of paper which are used by stationers and 
their recommendations as to how the paper manufacturer can 
better serve them. 

Rag Bond vs. Sulphite Bond. 

It was very gratifying to find that a higher percentage of rag 
bond paper is being used by stationers The average was sixty 
per cent rag bond against forty per cent sulphite bond. Twenty 
per cent of those reporting use seventy-five per cent rag bond 
paper and twenty-five per cent sulphite and forty per cent of 
those reporting gave their requirements of rag bond paper as 
representing fifty per cent or more of their purchases 

The Trend. 

This report indicates that the consumer turns to the sta- 
tioner for high grade business stationery Those of you who 
have followed the splendid progress which the stationer has 
made in the past few years will agree with your committee 
that as they have progressed they have surrounded themselves 
with an atmosphere of quality and their study of the require- 
ments of business is manifested in their increasingly large use 
of rag bond papers 

Recommendations, 

Manufacturers of rag bond papers can cash in on this ten- 
dency by extending advertising co-operation, providing dis- 
plays and demonstrations which can be used by stationers and 
their salesmen in selling high grade business stationery or rag 
hond paper 

Cover Papers. 

There is a need for more promotion work among stationers 
on the use of cover papers At present very little cover paper 
is being used—about two per cent of the paper purchases of 
those reporting are for this grade of stock 

This condition appears to exist due to a lack of sales pro- 
mation work which would lead into the stationer’s printing 
department—their customers evidently have not been shown 
that cards, announcements, folders, window cards and other 
purposes not strictly direct advertising, can be centered in the 


quality plants of our members. 


Book Papers. 

Coated book paper ranks first in amount consumed by the 
stationers’ printing plants with eggshell book a close second, 
which again indicates that quality standards are maintained 
throughout the dealings which the stationer has with his 
customers 

Manufacturers of super and English finish book papers will 
have to place in the stationers’ hands demonstrations which 
will show a higher quality work than is usually printed on this 
class of paper, if they are going to hold their present business 
with stationers and show a marked increase 

It is evident that super and English finish papers are not 
‘onsidered of high enough quality by the stationer who is work- 
ing out effective printed matter for his customers 

Colored Bond Papers. 

Fifty-one per cent of those reporting advised that they used 
colored bond principally in the printing of office forms and 
special blanks The stationer evidently is not informed by 
the manufacturers as to the effectiveness of colored bond 
papers for letterheads This naturally accounts for the exten- 
sive use of sulphite colored bonds. Manufacturers of rag bond 
papers in colors will find a rich market for their colored rag 
content papers among stationers if they will do the necessary 
educational work and provide them with sales arguments that 
will enable them to land orders 

Demand for Colored Bond Papers. 
The questionnaire brought out the fact that the demand for 


the various colors of bond papers was as follows 
l. Blue 6. Gray % Salmon 
2. Canar 7. Russet and green 10. Cafe 
Buff (tied) 11. Primrose and 
4. Goldenrod ‘ Opaline Peach (tied) 
Pink 12. Cherry 
These figures should act as a guide to manufacturers in 
their work of color standardization Some of the actual per 
centages are interesting to note 
Canary was in greatest demand in 18.75 per cent of the shops 















Fastens 40 sheets 
16 Ib. bond in one 
operation, up to 
4% inches from 
margin. 


Reloads in a jiffy. 
No waste of staples. 


Locks automatically when staple chamber is empty. 
“ii 
if 
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Guaranteed clog-proof. 


Absolutely rust-proof. 
No pounding necessary. Few —easy to replace. 
Penetrates wood, fibre, etc. Sta don't jam or clog. 


— quick, sure, easy, modern method of fastening 
is saving time and trouble on everything from papers 
to shipping cases. It makes old fashioned stapling ma- 
chines as out-of-date as quills and buggies. 

The SPEED FASTENER is universally appreciated. It 
always works—it is durable, clog-proof, easy to use, flex- 
ible in its uses and securely binds paper, cardboard, 
leather, fibre, wood, celluloid, etc. 


TWO PRACTICAL MODELS 


No. 50 No. 100 
Size of Base Size of Base 
34 in. wide x 6% in. long 4% in. wide by 6% in. long 
Capacity, 50 Staples Capacity, 100 Staples 


Staples, 1,000 to box, 10,000 to carton 
Fifty cents per thousand 


papEEDaeNED. 
SPHASTENER- 
¢ PARROT SPEED FASTENER CORP. 


Sole Distributors 
388 BROADWAY, NEW YORK, N. Y. 
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EVERYTHING for the OFFICE 
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YAWMAN 4»? FRBE MFG.(0. 


ROCHESTER, NEW YORK 
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Handle a complete, nationally-advertised line. Everything your customers 
can ask for—steel and wood files, steel shelving, desks, safes, office systems 
and supplies, bank and library equipment. 















































YAWMAN 4»? FRBE MFG.(0. 


ROCHESTER, NEW YORK 
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A Favorable First Impression 
is like an Appetizer before 
the Feast! 





The Demountable sets a New 
Standard for appearance and 
performance. 


In the Demountable not only 
is the 


Platen Interchangeable 


but also all Carriages, Key Lever 
Sections and Parts are Inter- 
changeable. 


It writes Clear, Sharp, Clean, 
Snappy Impressions that reflect 
character. Impressions! The Vital 
Thing in Letter-Writing. 

For today and years to come 


the Demountable will serve every 
typewriter need. 


We will help you make a good 
Success selling the Successful 
Demountable. 


Write for its Advantageous 
Price. Enquiries solicited from 
everywhere. 


Demountable Typewriter Co. 


Manufacturers Established 1911 


Fond du Lac, Wisconsin, U.S. A. 


European Inquiries address: 


Piero Castelli della Vinca 
Via Principe Umberto, 19, Milano, Italy 


For Great Britain and Ireland address: 


Parker Drake, Ltd. 
36-37, Upper Thames St., London, E. C. 4 














tuff was purchased in largest quantities by 12.50 per cent 
of the stationers 

Blue was second in demand by 13.75 per cent of the shops 

However, your committee thought it best to give you the 
demand as expressed by the purchases of all those 

Standardization. 

It is interesting to note that 32.5 per cent of the stationers 

reported advocated the standardization of colors so that all 


vw 


colors would be the same in any grade 

This applies in two ways—First, no matter whether the 
stationer should need a hundred per cent rag bond or one con- 
taining one hundred per cent sulphite or any of the interme- 
diate grades he would find gray, if that was the color he was 
seeking in any of the grades. Second, as near as possible, all 
“grays’’ and blues and other colors would be alike in each 
grade This is a subject which our members who manufac- 
ture bond papers should consider very carefully, especially in 
view of the expression reflected in your committe¢ 

Printing Activities. 

Heretofore, the stationers have not always been on the mail- 
ing list of the paper merchant to receive advertising sugges- 
tions and ideas. This analysis which your committee has made 
indicates that paper manufacturers should see to it that their 
advertising is reaching the stationers, as we found 


18.75 per cent of the station- 15 per cent print bound books, 
ers reporting print booklets, 66.25 per cent print letter 

40 per cent print catalogs, heads, 

56 per cent print folders, 65 per cent print forms 


What could be a more fertile field for advertising and print- 
ing suggestions and ideas than this? We recommend more 
intensive cultivation of this field on the part of manufacturers 
of paper 

Complaints. 

A few complaints were offered for our consideration which 

we pass on to you for thought and appropriate action 


The cold weather will bring the usual number of complaints 
on curling with the attendant dissatisfaction and ofte: pen 
breaks with customers. Many stationers mentioned it This 
can be avoided to a large extent by having a card with each 
package, case, etc., that gives the temperature of the met! 
chant’s warehouse and the outside temperature The stationer 
can judge the temperature which should prevail in his wn 


stock room to prevent curling, or he should have the paper 
kept in the original package until thoroughly acclimated 
We are told that there is a tendency for sulphite bond 


wrinkle in the original packages and the manufacturers are 
asked to remedy this fault. 

“Colored bonds do not match when our customers buy some 
time apart,”’ say some of the stationers, and we have been 
asked to give the matter consideration. There is no question 
but in the case of a carefully worked out, going syste this 
variation in color is confusing and often costly Your m 
mittee hopes that the research departments of the mills you 


represent will work towards the elimination of this fault 
Private Watermarks. 

There does not seem to be much call on the part 
stationers’ customers for private watermarks Only 19 per 
cent reported having any appreciable amount of business on 
this type of letterhead paper. 

Papeteries. 

In order that manufacturers of papeteries may check 
their sales of these items your committee asked for infort tion 
as to the prevailing colors, the popularity of lined envelopes 
the bulk and boxed sales and requested suggestions as 
ful improvements in this class of paper merchandise 

Forty-two and five-tenths per cent reported that white was 
the prevailing color (if white could be called a color). Sey 
and five-tenths per cent reported gray as being the color most 
in demand, while fifteen per cent had the greatest sak f blue 
The other twenty-five per cent indicated that t | 
showed the greatest demand for pink, buff, tan, crear 


f 
v 


fancy shades in the order given 


Lined Envelopes. 


Lined envelopes are only a fad, according to 38.75 per cent 
of those stationers who reported; 21.25 per cent felt, however 
that this class of merchandise has come to stay, but all agree 
that gay stripes and so-called wall-paper designs ar+ 


popular 

The stationers have expressed a keen interest ed 
envelopes, but the demand is constantly changing as 
and design—large orders of any design are not profitable, as 
they find themselves with odd lots on hand which ive 
be sold at cost or less to keep pace with the ever changing 
demand for new ideas 

The sale of boxed papeteries is far greater than the sale 
similar merchandise in bulk. The majority of the stationers 
reporting advise that from fifty per cent to 100 per 


their sales are boxed goods 
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~The LEVIATHAN © 
the Worlds Greatest Ship uses 


the Worlds Best 
RECORD PAPER— 


HIP records, like all appointments about 





b = - huge ocean-going liners, are likely to be 
™ e __—_. subjected to extreme tests at an instant’s 
ae — notice. For this reason the paper used for the 
— ~~ > an a a oe 
— a log and other official records, as well as the 
a <—— raw material used in the construction of the 
“— 


ships themselves, must be of supreme quality. 


~ 
, =~ Recognizing these facts, the officials of the es 
7” » % United States Lines have adopted Brown's Linen 
——— 


Ledger for all the records of the gigantic Levia- 


¢ —~mailesctic _ > cease If you would like a 
than,—majestic queen of the seas. ad sD eg tm dr 
peper used by the 


Selected for the records of the world’s greatest Byrd Arctic Expe- 


LL BROWN 


. ‘ : dition for its maps 
ship and chosen by Lieutenant Commander Byrd and records, we shall 
edd - re be glad to send it, 
for the records of the Byrd Polar Expedition, L. L. with our compli- 
° . ments, upon request, 
. Brown's ledger, linen and bond papers have car- 
WHITE . . 7 
Ray ried the important records of the world for more 


than three-quarters of a century. 

When you have work requiring paper of supreme 
quality and value, choose one of the grades given 
below. Leading merchants carry them. Samples, as 
well as a list of distributors, will be sent on request. 


L.L. BROWN PAPER CO., Adams, Mass. 


BROWN'’S 


Ledger, Linen and Bond Papers 
ees [ SUPREME 1s QUALITY SINCE 1849 J —_ SAVIO 


Brown’s ADVANCE GreyLock GREYLOCK Brown's Brown’s Lin 

. 4 ‘ 4 

Linen Lepcer Linen Lepcer Linen LEDGER Bane neces Fine ; Coe Shen cere 

: rouwn sf 1 he rh 
White, buff, blue White, buff, blue White, buff, blue Hinge forloose leaf Books Whute, buff, blue, pin 

Apvance Bono Greyiockx Bonp Brown’s Linen ADVANCE AND GREYLOCK Brown’ a aeeeete 
) 

White, buff, blue, pink White Typewriter Parers TypewriTER Papers « 


Cx —e 
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> 
Originators! The original desk set 
was a Sheaffer idea and product. 
It has never been successfully imi- 
tated. And Sheafter’s unbreak- 
able Radite pen stands unmatched 
in Seneral esteem and demand. It 
is still the only pen responsibly 
and unreservedly juaranteed fora 
litetime. These are but two items 
of many that help to give Sheafter 
its outstanding, leadership. 


But for the dealer, first come 
those broad policies which 
make Sheafter products steady 
and unmatched profit-makers. 


SHEAFFERS 


PENS*>PENCILS*+ SKR 
W.A. a —_ —- hapa | -aeenaae IOWA 
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Identify the aristocrat 
of pens by this 
white dot 


Millions of new profits 
to fountain pen dealers 


5S) 
=) 


Unrivaled! This original and most beautiful fountain 
pen desk set stands ever ready for instant service. No 
fussing, to begin or to tip the pen into position, no 


S 
yy 
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AE 

ae A Suessing when you replace the pen. Scientifically 
' adjusted receptacles keep the pens always moist and in 

Q ge) writing, trim. A truly beautiful and unfailing writing, 

. By equipment. It has brought an entirely new source of 

; ay substantial income to thousands of retailers in all parts 

WhO of the world. The fountain pen desk set did not exist 


x 


until Sheaffer brought it into existence. Dealers 
should avoid makeshifts and imitations. Write our 
factory today and get profit-making information con- 
cernin?, the desk set that never lies down on the job. 


~ 
- 


iets 


oF, 


TEX. 






= 


= y 
> eo 


ZB 






Prices $10 to $30, complete with “Lifetime°®’’ pens 





Regular “Lifetime"’ pen, $8.75. Others lower. 


HEAFFER’S 


PENS+PENCILS*+ SKR 
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Forthe Directors Room 


[-<quipment for directors rooms must be solid. substantial 
and attractive. It must reflect an atmosphere of sound 
business success 


Samson Directors’ Tables have that tone which harmo- 
nizes perfectly with modern business. Take the one 
illustrated above, for instance, it is made in three sizes 
42x96, 48x120 and 48x144. The tops are 1% 5-ply wood 
The entire construction and appearance are of the type 
that suggests strength and durability not only of the table 
itself but of the concern using it as well. This table is 
made of American walnut and selected mahogany 


The dealer who handles the Samson line of office and 
directors tables is in a position to bid on every table 
purchased. No matter whether an inexpensive table is 
wanted for the mailing room, a better one for the outer 
office or the high grade directors table, the Samson line 
contains the table that fills the requirements exactly 


Have you our latest catalog, number 26? Your inquiry 


will bring it with the complete story of Samson tables 


MUTSCHLER BROTHERS COMPANY 


510 Madison Street 
NAPPANEE, IND. 


SON 


OFFICE AND DIRECTORS’ TABLES 
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Suggestions. 

Stationers indicated that one of their chief difficulties was 
in having the boxes soil on their hands The suggestion was 
made that boxes be covered with a transparent paper to pre- 
vent soiling—others suggested the use of darker boxes to over- 

this disadvantage 

It was interesting to note that a number of stationers asked 
for boxed papeteries containing paper and envelopes two to 
one The customers find that they have many envelopes left 
over after the paper has been used up 

Boxes containing sixty and seventy sheets are in demand in 
some localities; one, two and five quire boxes only are re- 
quested by several stationers 

From these suggestions the manufacturers of this class of 
merchandise will find food for thought in working out their 
ideas in the future 

Paper Merchants Direct Sales. 

Seventy-one and twenty-five one hundredth per cent of the 
stationers report that paper merchants sell direct to their 
customers Large users, so-called people to whom thev sell 
coarse papers, multigraph users and associations seem to be 
the chief beneficiaries of the jobbers’ direct sale policies 

The manufacturers can help the stationers by using their 
influence to eliminate this policy. A report from 16.25 per cent 
stated that all the jobbers in their territory were in the habit 
of selling their customers direct—the others cited individual 
concerns 

The Envelope Situation. 

Your committee included in the survey several questions 
which would give our stationer members an opportunity to 
express themselves on questions which were uppermost in 
their minds regarding the envelope situation 

There has been an effort to establish some definite standards 
of practice in regard to banding of envelopes. Of those report- 
ing 86.25 per cent stated that they wanted all envelopes banded 
which they sold over the counter and sixty per cent did not 
want them banded if used in their printing piants 

Stationers having no printing plants and those selling at 
retail over the counters wish their envelopes banded, as they 
are usually retailed in bunches of twenty-five There is a 
continually growing demand for envelopes without bands 
especially by those stationers having a printing department 
and a number of the paper jobbing houses catering particu- 
larly to this trade are now ordering everything they stock 
without bands I believe that a few years ago a resolution 
was passed by the national Typothetae association requesting 
the envelope manufacturers to ship all their goods without 
bands It is suggested that manufacturers handle this problem 
so as to give the stationers the best service both in their 
stores and in their printing plants While there is practically 
no saving in the cost to the manufacturer, it is undoubtedly 


to 


the advantage of the stationer-printer, as the goods are 
not so likely to warp or curl when shipped unbanded. 
Envelopes to Match Letterheads. 

The analysis shows that 36.25 per cent of the stationers print- 
ing letterheads do not receive orders for envelopes to match 
It appears that twenty per cent buy Government envelopes, 
17.5 per cent buy white wove and rag envelopes and the bal- 
ance use window envelopes, cheap sulphite and other grades 
of lower priced stock 

Manufacturers lay stress upon a campaign to educate con- 
sumers to buy envelopes to match the letterheads they use. 

When selling letter heads to a customer, the salesman should 
always bear in mind that every letterhead requires an envelope 
when sent through the mail, and it is up to him to get that 
envelope order It is a part of the education they should be 
given in salesmanship, as there is a good profit in the en- 
velopes, as well as in the letterheads The slogan should be 
“Sell envelopes when selling letterheads,”” and there is no 
doubt that a little selling effort in this line would materially 
increase the stationer’s business, for the envelope and letter- 
head to match, and not go out with a finely engraved letter 
head in an ordinary white wood envelope 

Government Envelopes. 

Of the stationers who reported 71.25 per cent stated that 
printed Government envelopes cut down their envelope sales 
Some reported losses as high as ninety per cent, but in the 
most instances the loss was between thirty-five and seventy- 
five per cent 

Until legislation eliminates this condition manufacturers 
will need to overcome this competition with a higher type of 
educational salesmanship 

Having in mind the previous comment on using envelopes 
to match letterheads, the more envelopes which are sold to 
match letterheads, there will be just that many less of 
Government printed envelopes used Then there is, too, the 
fact that the customer is tying up somewhere between twenty- 
two and twenty-three dollars when it is really necessary for 
him to tie up just about one-tenth of that amount in envelopes 
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More Profit2 Ways 


Fifteen years ago, you did not 

1 handle desks. Today they are an 
important item in your sales vol- 
ume. Where desks were then, 
the Visible is today. A virgin 
territory of profit is awaiting the 
dealer who will push the Uni- 
versal Unit Visible. 


Universal Standard Units com- 

Ys plete the Universal Line. This 
line so lessens stock investment 
by reason of the Interlocking 
Principle, that it doubles the re- 
turn or profit on your invested 
capital. 


* Interlocking 


i.e, adding Units as records grow by 
a simple rod assembly. The Vis- 
ible is a record-breaking product 
in performance and compactness. 
The whole line is fine office 
equipment plus *Interlocking — 
an exclusive advantage to you 
and your customers. ; 


Write PRESSTEEL ENGI- 
NEERING CORPORATION, 
392 Fifth Ave., New York. 


WORKS: Dersy, Conn. 


Pressteel UNIVERSAL 
VISIBLE 
& Standard UNITS 





sold by the Dealer only 
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TRADEMARK REG 





and 


TABLES 


With Inlaid Lino Tops 


Patented and Guaranteed 


For more than 30 years Gunn products have 
worthily contributed to the Grand Rapids tradi- 
tion of quality. 


Lino is our specially prepared fabric, scientifically 
treated, so that ink and stains can easily be 
removed. Lino has life-time wearing qualities, 
retains its distinctive, new appearance and is not 


easily marred. No Necessity for Glass or 


Desk Pads, 


a worth-while saving. 







It Isn'ta 


No 
Unless It’s a 
GUNN 
Grand Rapids Made 


Eliminate Glare! Relieve Eyestrain! 
The soft shade of Lino is restful to the eyes. 


The quiet color prevents irritating light reflections 
common to any polished surface. 


Catalog and Sample of Top Mailed on Request 


The Gunn Furniture Co. 
GRAND RAPIDS, MICHIGAN 


Branch Offices and Salesrooms 


11 East 36th St., New York City 
1027 So. Broadway, Los Angeles 
109 Stevenson St., San Francisco 
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buying stamps as he may need them In additior 
that this money is tied up, there is also the ere 
case of fire or theft 

Such arguments presented in an 
more than any other thing at this time to reg 


ground in the envelope field 


Catalogue Envelopes. 


Judging from the majority of answers received 
not seem to be a great deal to say with referer 
of catalogue envelopes There were some suggest 
sizes which might be dropped but the demand 
was not great enough to justify a recommendatio: 
It is true that they are made in a considerable 1 
but most of the jobbers do not consider it nec¢ 
all of the sizes, simply selecting a certain range 
the particular demand which they have Other 
find the 
going right up through the various sizes of open 


demand for a slightly different rangé f 


with coin sizes, glove envelopes, scarf envelopes a 
sizes, we believe the manufacturers are getting 
complete range, and sizes are carried according ti 
Stationers can usually find what is required w 
large quantities of sizes that are not called for |} 
tomers 

Colored Envelopes. 

There is comparatively little demand now for 
velope and in many cases where a concern uses tl} 
of stock for their envelopes and letterheads, they 
colored sheet for the letterhead but white for 
We doubt if there will ever be a considerable 
for colored envelopes 

The matter of what colors should be carried in 
Ss very much open to question The manufacturers 


are carrying some of the best selling colors ir 


bond lines, but it is practically out of the questior 


all of the colors Judging from the survey none 


quantities, many of them probabl 


sell in large 
amount to more than a ream or two in the course 
The survey shows it is impractical to attempt 
thing like all of the colors that are at one time 
demand, but where for any reason a customer 
certain colors 
Special Envelopes. 

Your committee finds a very limited call for sy. 

for enclosing merchandise This is undoubted! 


facts mentioned above in that there is such a wide 


sizes made in the catalogue sizes, clasp and tis 
well as the wallet envelopes, that they can find 
a regular size to take care of almost any demat 
are of course, occasional inquiries for the special 


we find they are comparatively rare 


Complaints. 

The chief complaints made were in regard 
on envelopes and a demand for stronger box: 
reporting 53.75 per cent complained about poor 
have been complaints in past years, and just 
on account of poor gumming of bond envelopes 


tee is advised, however, that the large envelope ma 


have spent a great deal of time and undoubted), 
money n studying out this gumming propositi 
envelopes, and that with proper care used it 
should be very little trouble now with sealing 
We believe too, that a great deal of this comp 
past, and no doubt some complaint at the present 
to the fact that sufficient care is not used i: 


envelopes We suggest that manufacturers do 


tional work that will demonstrate to the consumer 


bond envelopes are hard stocks with more 


ordinary envelope grades so that ust a littl 


necessary to make a bond envelope stick sat 
bond envelope requires just a little more time he 
the envelope carefully, and then use just a 


pressing down the flap so that it will get a 
We believe that such a campaign of educat 
much of this troubl 


Co-operation Requested by Stationers 


Many suggestions were offered by our stat 
Many of these suggestions have beer nceorpor 
report 

There seems to be a demat for more idvert 
eration Cuts and copy of newspaper advertising 
and store displays to help move the merchandise 


manufacturer puts out under his own trade mar 
The suggestion is made that papeterie manufact 
stock empty stationery boxes t hold possibly 


five quires of paper and envelopes for gifts w 


} 


envelopes are sold from bulk, especially when they 





effective man 
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The Youth Ap 
in Rubber Bands 





peal 





OUR CUSTOMERS crave young rubber bands . . . Fresh bands 
with all the snap and quick comeback of today’s youth ... Bands 
that perform a year’s work as willingly as they doa day’s duty... 


Sponsors for tons of Hodgman Live Rubber Bands, it’s important 
that we see that they live up to their name... Test lots from 
every batch of selected rubber are submitted to the “Oxygen Bomb 
Test”... It’s an age test approved by the United States Bureau of 
Standards... Ten hours within the bomb is equivalent to a year’s 
wear and tear — actual use... 


So, handing your customer Hodgman Bands, you can assure him 
that they possess the spring 1nd elasticity he demands, because they 
come froma lot that’s been test-proven...and thereby you assure 
yourself a constant, growing, profitable band business. . . 


Our word’s good but samples speak louder... Your name and 
address on the coupon will bring you tested bands and latest price 
list. 




















HodgmanyisBands 


VPon ’ 





Ew 
BY Discon,, /? Your 
nN Ganp 
ING THis ECTING AND SP OrITs 
Co y ain YR 
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\té Hodgman Rubber Company, FRAMINGHAM, MASS.= = } 
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\Send latest prices on Hodgman olive Rubber Bands! 





Mt. Mr 





OA10 City State 
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THERE IS AN EVER GROWING MAR- 
KET FOR MACEY DESKS OF STEEL 
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Macey also manufac- 
tures a complete line 
of Steel Files, Filing 
Supplies, Steel Safes, 
Matched Office Suites, 
and Sectional Book 
Cases. 





E steady progress made by steel fur- 
niture is bringing steel desks into 
their proper place in modern business 
offices, perhaps more rapidly than anyone an- 
ticipated. 


Macey offers a line of steel desks which in ad- 
dition to reasonable price have some unusual 
features. A wood bound linoleum top does 
away with that cold, unfriendly feeling and 
the discoloration of light garments which oc- 
curs when working at a desk bound in brass 
or bronze; the gracefully rounded legs elim- 
inate disagreeable knee bumping; a positive 
locking device which when unlocked auto- 
matically opens the center drawer and releases 
all other drawers; interchangeable pedestal 
and interchangeable drawer insert feature; 
and the patented Tobey horizontal typewriter 
device, for both drop center and pedestal 
typewriter desks. These are a few of the 
points of distinction in Macey steel desks. 


A catalog which describes the line more fully 
is available. Do you want a copy? 


THE MACEY COMPANY 


GRAND RAPIDS, MICHIGAN 
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or die-stamped A neat white box in popular sizes would 
meet the requirements of the smaller dealers who cannot afford 



















to have 100 or more of a size manufactured to order 
Manufacturers are requested to turn inquiries resulting from 
advertising over to the stationers in local territory where they 
originate There is no question but such action would help 
keep the dealers sold on national advertising ad x d 
Suggestions were made to put a sample in the top of all ns 
boxed stationery for pen testing. This seems to be worthy of 


consideration on the part of manufacturers who make this 
type of merchandise ccoun 


Conclusion. 

It has been a great pleasure for your committee to meet and 
conduct this survey in your behalf. We have endeavored to 
state the case to you as it has come to us from forty-four An WMoOVve T§ 
states, which gives you a cross-section of the country which is 
representative of all teritories which our members cover 

In filing this report your committee thanks the stationers 
oer their co-operation and asks that in accepting our efforts Wh . l 
eck take back with you the facts that we mice Meanie out and y not put on a specia 


apply the m to your profit, and the profit of the Stationers. drive for new business ? Here is a 
ROBERT C FAY, American Writing Paper Company, ° . ss 2 

Dna special line for a special purpose. It will make 
N. O. HAYES, Logan, Swift & Brigham Division, U. 8 a refreshing change for your salesmen—will 


Envelope Company : ld r 

ALVAH BUSHNELL, Alvah Bushnell Company revive old customers, and start new ones. 
Registration—Women. 

The name of the registrant is followed by her hotel 





ands 








Abran Mrs Albert B., Follin, Miss Lilian G, Wash 
Brooklyt N. Y., Mayflower ington, D. Cc, 
Adams, Mrs. Francis K St 
Louis, Mo., May lower Gardner. Mrs. A. S., Spring- 
Akers, Mrs. Maude, Chicago, field, Mo., Lafayette 
Ill., Mayflower Garvin, Mrs. Chas. P., Boston, 
Allen, Mrs. Ivan, Atlanta, Ga., Mass. 
Mayflower Geyer, Mrs Andrew, New 
York, N. Y., Mayflower 
Baer, Mrs. Edwin I., Canton Gilmore, Mrs Helen, Bing- 
Ohio, Mayflower hamton, N. Y., Mayflower 
Baylis, Mrs. H. T., Columtia Gilner, Mrs. F. C., Grand Rap 
S. C., Mayflower ids, Mich 
Bennett, Mrs WwW J New Gosiger, Mrs Paul A., St 
York. N. Y., Mayflower Louis., Mo., Biltmore 
Blackman, Mrs. H. L., Janes- Graff, Mrs. George B., Somer- 
ville, Wis., Mayflower ville, Mass., Mayflower. 
Bliss, Miss Myrtle, Lima, Ohio, Gregory, Mrs. Wm R., De 
Commercial troit, Mich., Mayflower 
Blumberg, Mrs. J.. New York 
N ".. Mayflower Hart, Mrs Edgar, Atlanta, 
Brewer Mrs Charles D.. Ga., Mayflower 
New Canaan, Conn May- Hawkes, Mrs. L. A., Merchant 
flower iw J ‘ ee — _ Complete sample line in this Hand- 
e » a s uf 1 - ancas 
Caldwell, Miss Irma, Mechan ter, Penna., Mayflower some Book— Free to respon- 
iesvile, N. Y¥ Herr, Mrs. L. B., Lancaster . . 
Caldwell, Mrs. M. B., Mechan Penna., Mayflower \ sible printers. 
icsville, N. Y¥ Higgins. Mrs. Tracy, trook . 
Campbell. Mrs. G. P., Chatta- lyn, N. Y., Mayflower 10 Holiday Letter Heads 
nooga, Tenn Hill, Mrs. J. Thomas, New 
Chadwick. Mrs. H. C James- York. N. Y., Mayflower Gr i 
town, N. Y., Mayflower Hirsh, Mrs. Arthur J., New 26 Greeting Cards 
( 


‘hamberlain Mrs Blanche, York, N. Y., Mayflower 
Hobbs, Mrs. J. N., 12 Blotters 


Brentano's Washington. D. ¢ Chicago, 


*haplin Miss Jean Louise, Ill., Mayflower 
South Hanover, Mass., May Hodge, Mrs. Charles, Philadel 8 Calendar Pads 





flower phia, Penna., Mayflower 
Cobb, Mrs. C. C , Toledo, Ohio, Hoole, Mrs. Frank B., Buffalo, . . 
al ag ag, ee All lithographed by the well known 
Cogan, Mrs. William H., Bos- Horder, Mrs. E. Y., Oak Park, Goes Direct Process. 
ton, Mass., Mayflower Ill... Mayflower _ 
Collins, Mrs. Sidney E., Chi Horder, Mrs. H. G., River For 
cago, Ill Mayflower est, Ill., Mayflower. 
Cooper, Mrs. J. W., Jr.. Eber- ; " 
me Faber Atlanta Ga.. Iseman, Mrs. Sam, Richmond, To take the Goes Holiday Line to anew 
Mayflower Va., Mayflower : : ; 
ee \.. Ma customer is like carrying glad news to a 


oa are eS > ee new friend—a good stepping stone to a 








Davis, Mrs. Chas. E.. (Chicago Jonas, Miss May V., Sea Cliff , i 
pt Masthewer. $3 N. Y Maytewer , long and happy relationship. 

avis, Mrs. Wm M King Jonas, Mrs. C. S., Sea Cliff, N ° ° 
_ston. N. ¥., Mayflower Y., Mayflower The book pictured here is a work of art 
ennis Mrs. F. O., Buffalo, Jerue, Mrs. S. F., St. Paul, . , 54 
a Minn., Mayflower. and makes a splendid opener. It’s 17°54 x 
enzer rs. C. F., Sandusky, , i 
p ohio. Mayflower alate Koehn, Mrs. Harry J., Detroit 11'% inches, and done in seven colors and 
lehl, Mra. Wiliam Et... Col Mich., Mayflower. . . 

a tae ee black. It shows the complete line in full 
Dos Miss Elizabeth E.. Som Lacey, Mrs James T., Chi ° d | 

erville Mass., Mavflower cago, Ill size an exact coiors. 
ouahens y ;' Mrs , J Frank -_—> . Mrs Chas i New 

Newtonville, Mass Laf: fork, N. Y., Mayflower a 
, ne Little, Mrs. Edw 5 ten Wabash, Let us send you a copy. No charge 
joolittle, Mrs. Uri, Syracuse, Ind., Mayflower j j 

N. Y., Mayflower ; ee. Mrs Millington, be ap — send us orders if you just 
: juffalo. N. Y., Mayflowe boo 
Elmer Mrs. H. B., New York. Loomis, Mrs. B. C., Chis ame, show this P 

N. Y., Mayflower lll., Mayflower. 
Faber, Mrs. Eberhard, New McChesney, Mrs. Donald S., GOES LITHOGRAPHING CO. 
, meee N Rs . Mayflower A | ecmpes, N. Y., Mayflower 

alconer, Mrs Charles E.. McChesney, Mrs. Francis H., . 

‘Daitinere, Ik, Wardower ee. a, ae =. 49 East 61st Street, Chicago 

, Favor, Mrs. Irving P., Little |MeClellan, Mrs. Wm. E., Glen 
canal Neck, L. L, Annapolis Gardner, N. J., Mayflower 





Ferry, Mrs. Harry J., Long McCloy, Mrs. A. W., Pitts 
Meadow, Mass., Mayflower burgh, Penna., Mayflower 
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Know Why You Should > 
Stock the 





SILENT STAMP PAD 


that is being used by some 
of the leading banks and 
business houses. 


Stock and recommend it--- 


BECAUSE 


1 It is the only pad of its kind 
on the market. 


? The rubber base prevents its 
scratching the desk and keeps 
it from slipping. 


3 The one piece blocked metal 

cover is rounded at the corners 

no sharp edges to cut the 
fingers. 


4 Clear impressions are insured 
by the ink reservoirs, a spe- 
cial Mun-Kee feature, which 
keeps the stamping surface 
from becoming dry. 


5 The stamping surface is both 
reversible and replaceable. 


6 The Mun-Kee method of re- 
inking is unique and most 
practical. 


7 Mun-Kee pads are guaranteed 
durable, economical and eff- 
cient. 


Mun-Kee 


profits. 


pads mean good 


MAIL THIS COUPON TODAY ! 


MUN-KEE PRODUCTS CORP. 1 
Dept. B, NEWARK, N. J. ' 
Please send me full particulars on ' 
Mun-Kee Silent Stamp Pads | 
i 
Name ] 
Address : 

Firm Name 








McMaster, Mrs. H. B., James- 
town, N. Y., Mayflower 

McPike, Mrs. H. C., Monro: 
Mich., Mayflower 

Madden, Miss A. M., Chicago 
Ill., Mayflower. 

Mathes, Mrs. C. B., 
Ohio, Mayflower. 

Maul, Mrs. Oscar A., Detroit, 
Mich 

Meyer. Mrs. E. A., 
Ill., Mayflower. 

Mills, Mrs. W. Percy, Phila 
delphia, Penna., Mayflower 

Moore, Miss Genevieve P., 
High Point, N, C. 

Moore, Mrs. Robson 8&., Cin- 
cinnati, Ohio, Mayflower 


Toledo, 


Chicago, 


Neary, Mrs. J. E., Brooklyn, 
N. Y., Mayflower 


Ogren, Mrs. John W., Chicago, 
Ill... Mayflower 

Olt, Mrs. Fred, Dayton, Ohflo, 
Mayflower 

Ortega, Mrs. G. L., Philadel- 
phia, Penna., Mayflower 


Patrick, Mrs. Wm. E., Maple 
wood, Mo., Lafayette. 

Patterson, Mrs. Robert D 
New York, N. Y., Mayflower 

Pelton, Mrs. Jas., F., New 
York, N. Y., Mayflower 

Potter, Mrs. R. H., Atlanta, 
Ga., Mayflower 

Pound, Mrs. R. M., Charlotte, 
N. C., Mayflower 


Rice, Mrs. Waldo H., Boston, 
Mass 

Robbins, Mrs. W. G., Rocky 
Mount, N. C., Mayflower 

Rosendorf, Mrs. Sam’l S., 
Richmond, Va., Mayflower 

Russell, Mrs William H., 
Philadelphia, Pa., Mayflower 

Ryan, Mrs. Frank M., Chicago 
Ill., Mayflower 


Saltzman Mrs. Nathan, At 
lanta, Ga., Mayflower 
Sainburg, Mrs Robert B 
Pelham Manor, N. Y., May 
flower 
Savage, Mrs. W P.. Jersey 
City, N. J., Mayflower 
Schermerhorn, Mrs Leon 
Montclair, N. J.. Mayflower 
Sell, Mrs. E. K., Columbus 
Ohio, Mayflower 
Sell, Mrs. J. M., 
Ohio, Mayflower 
Sell, Miss Mary Kathryn, Co 
lumbus, Ohio, Mayflower 
Seymour, Mrs FP. P., Oak 
Park, Ill... Mayflower 
Shaaber, Mrs. H. C 
Penna., Mayflower 


Columbus 


teading 





October 19 4 

Sheaffer. Mrs = R Fort 
Madison, lowa, Mayflower 

Smith, Mrs. <. \ Bingham 


ton, N. Y., Mayllower 
Smith, Mrs. W E., Chicago 
Ill... Mayflower 


Southworth, Mrs Kdward 
Mittineague Mass May 
flower 

Southworth, Mrs Melvir D 
Mittineague, Mass May 
flower. 


Spalding. Mrs. V. P., St. Louis 
Mo., Mayflower 

Spencer, Miss Bertha L 
Washington, D. C 

Staffan, Mrs. J. E.. Deer Park 
Norwood, Ohio Lee House 

Stanage, Mrs. William MHar- 


rison, Cincinnati, Ohi May 
flower 
Stewart, Mrs. W. Ni: Da 


las, Texas, Mayflower 
Stott, Miss Esther F., Wash 
ington, D. C 


Taylor. Mrs. Joseph F, May 
flower 

Te w, Mrs. A H Was ngetor 
- ¢ 

Thom, Mrs. Chas. A. H Ds 
troit, Mich Mayflower 

Towhill, Mrs. James T Bos 
ton, Mass., Mayflower 

Tewne, Mrs. E. S H Ke 
Mass., Mayflower 


Van Hise, Mrs 3 S 
Brooklyn, N. Y 


Wadham, Mrs. ©. R 
Mass., Mayflower 

Waldron, Mrs. H. |! ‘ iz 
lll., Mayflower 

Walker, Mrs. E. C H 
Mass., Mayflower 


Waterman, Mrs. |! I) New 
York, N. Y., Maytiow: 

Watkins, Mrs. Inez, ¢ cag 
Ill., Mayflower 

Wheeler, Mrs. Carl B., Gran 
Rapids, Mich., Ma Wel 

Whitney, Mrs G HH New 
York, N. ¥ Mayflower 

Wilkerson, Miss Mar New 


York, N. ¥ yf ' 
Wittke, Mrs W Cc New 
York, N. Y., Mayflower 
Wittstein, Mrs. H. H., Cincin 
nati, Ohio, Mayflower 


Woolman, Mrs Thomas N 
New York, N. \ M flower 

Wuest, Mrs. A G Monroe 
Mich., Mayflower 

Yawman, Miss EF ne R 
ester, N. Y., Mayflower 

Yawman Mrs Frat 
Rochester, N. Y¥., Mayflower 


Yeo, Mrs Willian S Velrose 
Park, Penna., Ma er 


Registration—Men. 


The name of the registrant Is followed by his hotel 


\brams Albert B.. Modern 
Stationer, New York, N Y 
Mayflower 

Adams, Francis K., S. G. Ad 
ams Stamp and Stationery 
Co., St Louis, Mo., May 
flower 

Adams, H. S., H. S. Adams 
Book & Art Shop, Roches 
ter, Minn., Powhatan 

Adams, Henry T., Henry T 
Adams Mfg. Co., Chicago 
Hl Mayflower. 

Adams, W. E., The Meilink 
Steel Safe Co., Toledo, Ohio, 
Harrington. 

Aigner, George J.. G. J. Alg- 
ner & Co., Chicago, I1., 
Mayflower. 

Allen. Ivan, Ivan Allen-Mar 
shall Co., Atlanta, Ga., May- 
flower 

Armington. James R., Den 
nison Mfg. Co., Framingham, 
Mass., Mayflower. 

Askins, C. M., N. H. Fisher 
Co., Greensboro, N. C. 

Augur, Newell A., Wallace 
Pencil Company, St. Louis 
Mo., Mayflower. 


Babson, Stanley M., The Bates 
Manufacturing Co., Orange. 
N. J., Mayflower. 

Baer, Edwin I. Baer’s, Can- 
ton, Ohio, Mayflower 

Banister, Charles H., Davis & 
Banister. Inc., Worcester 
Mass., The Racquet Club 


Bardenheur, Harr ( 
ican Pad & Paper ‘ H 
oke, Mass., Maytlower 

Bardenheuer, Wm. C., Wilsor 


Jones Companys New York 
N. Y., Mayflower 

Barkerding, A H Mittaz & 
Volger, Ine Par tidge, N 
> Lafavett« 

Barnes, Montgomer Tt 
Brooks Company (Cleveland 
Ohio, Mayflower 

Barr, J Victor Brand 
Printing Co Nashvill 
Tenn., Mayflower 

Bartol, Geo. E., Jr (. How 
ard Hunt Pen C Camden 
N. J., Mayflower 

Baxter, R. H L. A. Young 
Industries, In¢ Lafayette 
Ind. 

Baylis, H 7... eae R L 
Bryan Co., Colum! 4 


Mayflower 

Becker, Theo., Steel Ikequly 
ment Corp., Aven: N J 
Mayflower. 

Beers, A. D., Cordley & Hayes 
New York, N. \ Harring 
ton 

Bennett, W J Lockwood 
Publishing Co New York 
N. Y., Mayflower 

Berwald, A. H Eagle Pencil 
Co., New York, N. ¥ May 


flower 

Besser, Alfred E The J. G 
Shaw Blank Book (: New 
York, N. Y., Mayflower 
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22 Magazines, 207 Newspapers and 170 College Papers 
Are Telling it to the World! 


Hurled 25 stories to cement— picked up unbroken! 

Dropped 3000 feet from an aeroplane and landed unharmed! 

Run over by 3 loaded buses on Fifth Avenue, New York, without 
breaking the pen barrels. 

Thus does Parker advertising focus national attention on the new 
Parker Duofold Pens and Pencils with Non-Breakable Permanite Bar- 
rels and 25 Year Duofold Points! 

Do you know of any Pen and Pencil advertising so dramatic, so com- 
manding, so convincing as Parker’s? 

What else can you expect from the public but a larger and more in- 
sistent demand for Parker products? 

What are YOU doing to reap the rich rewards that we are creating for 
dealers who Display, Advertise and TALK Parker Products this Fall? 

Have you all Sizes, all Points, all Colors? Are you so well prepared 
that you will lose no sales? 

Is your stock big enough to make people feel that your store is the 
place to get these wonderful writing instruments? 

If you can’t answer “Yes” to every one of these questions, rush your 
order, and avoid the rush. 


-JANESVILLE, 





Par ker’s Dramatic ests 


Far more convincing to the Public than unsupported Guarantees 





Are you building 
up Paid Service or 
Free Service? 
Asset or Liability? 


Geo. S. Parker does not ask 
you — Parker users do not 
expect you—to service 
pens free for the rest of 
your natural life. Where 
the fault is Parker's, Parker 
makes good. Where the 
fault is the user's, the user 
pays and pays willingly. 
And you make a service 
profit. 

Do not motor car dealers 
make a profit on their ser- 
vice departments? Then 
why not pen dealers? 

Which is the growing 
asset in a business— Paid 
Service, or Free Service? 

If you don’t know, ask 
any of America’s Henry 
Fords. 
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Look for the next Parker Desk Set Advertisement on the inside front cover of the Oct. 2nd issue of the Saturday Evening Post 


Because the Parker Desk Pens 


Lie Level Without Drying 


(As Well as Tilt and Stand Upright) Complete Sets, $7.50 to $35 


They are out of harm’s way by day « Secure in your drawer by night 


Pens with Over-size Ink Capacity— 
Non-Breakable Permanite Barrels — 25 -Year Guaranteed Points 


REE ET Po SUI pecan 











DEALERS— | 

Parker Desk Sets are not only 3. Parkers Ball-and-Socket action 
far superior to others in beauty enables Pens to lie Level without : 
and mechanical perfection,  4tvine! . With Parker Duofold Pen 
they arealsofareasierand more 4. The Parker Duofold Reputation | Single, $10 and $12 

° os . ; Double, $17.50 and $21.50 

profitable to sell. Here are just and Parker Advertising insure | Double Oval Glass Set 
a few reasons — big demand and quick turnover. seit a 
1. Parker Desk Set Pens are inter- 5. A Gift Box comes free with each 

changeable with pens in your reg- Parker Set. ' - 

ular stock. Hence youcanalways 6, Retail prices range from $7.50 to | 

give the oueromest the pen he $35,and even the lowest priced has 

wants—you don’t lose a sale—you a rich glass base. 


don’t need to tie up a lot of money =A : 
in desk set stocks. Send your order in immedi- 


2. Parker Desk Sets offer more value ately if you wish to cash in on 








— SIZE FOR SIZE — better sets, this great profit making oppor- Customers can pick any Parker fountain pen from your 
° ° . case—the color, the size, and the point they want—and 
bigger pens, for less money. tunity this fall. you can change it over to a desk per a twinkling 
Thus, in buying a Parker Desk Set they're not obligat 

- — ed to accept a particular desk pen that comes with it 








THE PARKER PEN COMPANY: JANESVILLE, WISCONSIN 
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Bieneman, W c imperial 
Desk Company, Evansville, 
Ind., Mayflower 

Bigelow Edwin T., The Sun 
Rubber Co., Barberton, Ohio 

Bingham, Frederick C., Boor 
um & Pease Co., Brooklyn, 
N. Y., Mayflower 
tishop, R. V., The Office Sup 
ply & Printing Co., Cleve 
land, Ohio, Mayflower 

Blackman, H. L., The Parker 
Pen Co., Janesville, Wis., 


Blakeman, F. T Spencerian 
Pen Company, New York, N 
Y.. Mayflower 

Bleakly. Wm., Bleakly Bros 
Camden, N. J 

Blumberg, Julius, New York 
N. Y Mayflower 

Boerner, John H Henry E 
Wedelstaedt Co St Paul 
Minn Lee House 

Zohem, Carl, J. Meyers St. & 
Ptg. Co Ine New York, N 
Y., Mayflower 

Boswell, H. \ The Macey Co 
Grand Rapids, Mich 

Bowen, Wm. Jr.. Weis Mfg 


Co Monroe Mich., May 
flower : 
Brewer, Charles D., H K 


Brewer & Co., New York, N 
Y.. Mayflower 

Brooks, Wm. Henry, Wm. F 
Murphy’s Sons Co., Phila- 
delphia, Penna., Mayflower 
Brown, F. Y., P. Derby & Co., 
Inc., Gardner, Mass., Wil- 


lard. 

Bryan, R. L., The R. L. Bryan 
Co., Columbia, 8S. C., May- 
flower 

Buchanan, G. T., Railey Print 
ing Co., Wichita Falls, Tex., 


Mayflower 
Buckley, Joseph P., Perry & 


juckley Co., New Orleans 
La., Lafayette 
Buckner, Geo. .L.. F. S. Web 
ster Co., Inc., Boston, Mass 


Burgess, Paul A., The Cutler 
Desk Co Buffalo N Y 
Washingtor 


Burgoyne, John P., Sidney J 
Burgoyne & Sons, Phildel 
phia, Penna., Mayflower 

Burgoyne Sidney J Sidnes 
d Burgoyne & Sons, Phila 
delphia Penna., Mayflower! 

Bush, George B., Scriptex Ink 
& Paste Co Philadelphia 
Penna Lee House. 

Bushnell, Alvah, Alvah Bus! 
nell Co Philadelphia 
Penna Mayflower 

Byers, Mortimer W.. National 
Associatior of Stationers 


Office Outfitters and Manu 
facture! New York, N. Y 


Caldwel M. B., Capital Dis 
trict Stationers’ ! Me 
chanicsville, N. Y 

Campbell, G. P., T. H. Payne 


Co., Chattanooga, Tenr 

Campbell W P National 
Fiberstok Envelope Cs Phil 
adelphia, Penna. 

Carlir W R Art Metal 
Const Co Jamestown N 
Y Mayflower 

Carpenter, CC. C Tr Sa l 
_ Tatur cr Cincinnat 
Ohio, Mayflower 

Carpenter, W Ww. s Sanford 
Mfg. Ce Chicag iil May 
flower 

Carter R hard B The Cat 
ter’s Ink Co Bostor Ma 
Mayflows 

Castle. Ka Wilsor t r 
Chicag | Mayfilow 

Chadwick a. C Ar Met 
Cc ist tior Co Ja - 
town, N. ¥ Mayflower 

Chase Charles A Ar car 
Pad & P Cc H 
Mass Mavyfiow 
hap Wr a Water 
man Co New Yor N. ¥ 
Mayflows 

Chene Pp Ww @ ’ 
Co... | eague 
Maytiower 

Childs, A. H S D. ¢ X 
Cr Chicag lll., Mayfiow 

Christie, H. | DD Si Mfg 
Co Fr itr gt ‘ la = 
Mayflower 

Church, Sheldon W Th 


Wagemaker Company, Grand 
Rapids, Mich 
Clark. Leon H.. The Sikes Co 
Philadelphia, Penna 
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Clarke, E. H., E. H. Clarke & 
Bro., Memphis, Tenn., May- 
flower. 

Clayton, Sam _ S&., McMillan 
Book Co., Syracuse, N  @ 
Mayflower 

Clegg. L B., San Antonio 
Printing Co., San Antonio 
Tex., Mayflower 

Coates, John C., The Burrows 
Brothers Co., Cleveland 
Ohio, Mayflower 

Cobb, C. C.. The Conklin Pen 
Mfg. Co., Toledo, Ohio, May 
flower. 

Coder, Georg: _s Mfer's 
Agent, Atlanta Ga., May 
flower. 

Cogan, William H., Service 
Stationery & Printing Co 
Boston, Mass., Mayflower 

Cole, Arthur L., A L. Col 
Co... Lawrence, Mass May 
flower 

Cole, W. W General Pencil 
Company, Jersey City, N 
J., Lee House 

Collins, Sidney E., Automatic 
Pencil Sharpener Co., Chi- 
cago, Ill, Mayflower 

Cook, Stanley W., Whiting & 
Cook, Holyoke, Mass., May 
flower 

Cooper, J. W Eberhard Fa 
ber, Atlanta, Ga., Mayflower 

Cooper, John M., Foote & 
Davies Co., Atlanta, Ga., 
Mayflower 

Copeland, Harrie E.. Boorum 
& Pease Co., Brooklyn, N 
Y., Mayflower 

Crile, D. A., The Canton Art 
Metal Co., Canton, Ohio, La 
fayette 


Davant, E. L.. F. S. Webster 
Co., Inc., Boston, Mass 
Lafayette 

Davidson, Geo. N., Lyon Me 


tallic Mfg. Co Aurora, lil 
Mayflower 

Davis, Chas E., Spengler 
Loomis Mfg. Co., Chicago 
Iil., Mayflower 

Davis, Frank A Scrantom’s 


Inc., Rochester, N. ¥ May 
flower 

Davis, W. D., The Conklin Per 
Mfg. Co., Toledo, Ohio 

Davis, William M Forsyth & 
Daviz, Inc., Kingston, N. ¥ 
Mayflower 

Denger, Carl F The CC. F 
Denger Co., Sandusky, Ohik 
Mayflower 

Dennis, Fred ©O., Buffalo Offi 
& Law Supply Co., Inc., Buf 
falo, N. ¥ Mayflower 

Derby, Ashton P., P. Derby & 

Co., Ine., Gardner, Mass 
Willard 

De Witt, H. B., Deeme 
Wilkes-Barre, Penna., 
flower 

Dettman, Fred H Niedeckert 
Company, Milwaukee, Wis 
Mayflower 

Diehl, Wm. R., The Diehl Of 
fice Equipment Co., Colum 
bus, Ohio, Mayflower 

Dimmitt, M. S Wilson—Jones 
Co., Chicago, Ill., Mayflower 

Doolittle, Uri, W. H. H. Chan 
berlin, Syracuse, N. Y., May 
flower 

Dougherty Frank Nationa 
Fiberstok Envelope Co 
Philadelphia Penna., May 
flower 


r & Co 
May 


Doughty, Geo. E., The Cooke 
& Cobb Co Brooklyvr N. ¥ 
Douglas, Edward E Irving 
Pitt Mfg. C« Kansas C 

Mo., Mayflows 
Dresser, Malcolm, The Stand 


ard Diary Co Cambridge 
Mass., Mayflower 
Duddington, W. R.. The Par 
ker Pen Co.. Cleveland. Ol 
Mayflower 


Dunean, John H., The H. C 


Mayflower 

Dunleavy, J. Frank, The Dur 
leavy Co., Boston, Mass., La 
fayette 

Dunn, C. M Geer-Dunn C 
Jamestown, N. Y., Lafayette 

Dunwoody Edwin H., Rey 
burn Mfg. Co Philadelphia 
Penna., Mayflower. 


Edelen. C. Brooks, The For 


man—Bassett Co., Cleveland 
Ohio 


APPLIANCES 201 


You 


WANT TO KNOW 


2 THINGS 


ABOUT ANY LINE: 


() IS If AS GOOD 


as represented, 
and doesit keep 


the promise? 


(2) DOESIT SELL?? 
AS REGARDS 
SMOKERLITE 


hundreds of dealers say: 
EMPHATICALLY YES! 


Sale ta bef 


SMOKERLITE is the refined big brother of 


your well known old Meriden 
Automobile lighter. 


SMOKERLITE “ces away with messy match 


stubs and Eliminates 
Fire-Risk in office orhome. 


SMOKERLITE ives toany desk that smart, 


up-and-coming, substantial 
look and is a recognized 
office and home necessity. 
Py , 
Up-to-Date Americans ‘‘Smokerlite”’ 
Their Smokes 

Smokerlite lights instantly and keeps on lighting—often 
for years. Each one comes tagged with M'f'rs Absolute 1 
year repl. guarantee. This is our third year, and now they 
go like wildfire. 
Smokerlite SELLS on sight! In the quiet season it brings 
people into the store who would otherwise never enter. Banks, 
clubs, public offices, hotels, etc., etc., order dozen lots. In the 
busy season it’s the biggest selling hit since years, for it isa 
matchless gift and good-will-getter, 100% reliable and the first 
and best in the market 
7 Models: Plug into any 110-volt circuit. Tastefully bronze- 


plated, or high nickel finish, or brushed brass, or old silver. 
Stando No. 20, /)2/,.."!f" ,2isured_ above $5.00 
Combo No. 42, 35.24 '°hicss, Smokerlite $5.00 
Makes ‘ : i parties mess-less and damage-less serving the men 
nd delighting th idies. 
Kiddo No. 46, | '%5,%0nterf! itt or prize $3.75 
Bridgeo No. 40, sal lamp attachment $3.00 
Lampo No 44 rea 3 r & ted R dtr Combo : 
pia por - Ss a a tudent fame $10.00 
Mr. Dealer, Get on the Wagon! Now! 


nder way, to consumers and dealers. 
E, FIRST SERVED. 

















Our national campaign 


FIRST COM 


Order Starter Ass’t. No. 17, consisting of 1 doz. each of Nos. 20, 42, 
$i doz. No. 44 and 2 doz. extra heating units at 75c list for 
servic ncluding ample counter and window display material and 
200 folders with imprint of yur firm. Total list $200, less big 
lise int f. o. | our store, t ntroduce. 

Or BABY ASS'T No. 18 (half of No. 17) total list $100, less good 
discount, f. o. b N. ¥ 

Well, order anything you like, but let me hear from you soon! For 


ent, live-wire agents, some local territory still open. 
Yours for real co-operation, 


SMOKERLITE-NEUBURG 
19 Hudson Street New York, N.Y. 





SS ee ree 








202 OFFICE APPLIANCES October, 1926 








Wl 


tandardization 

















An example of ‘‘the cheapest that’s good’’—-The 

new 900 Line—thoroughly good in material and 

craftsmanship—correct in detail and proportion 
—the best desk at the price. 
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Makes this New 
900 Line Possible 


TANDARDIZATION of parts is the secret of the new 

900 Line. And only through standardization are 

we able to place on the market this new line, with the 
usual Lincoln faultlessness, at such inviting prices. 


Through our standardization the dealer can: 
meet cheap competition. 
—increase his rate of turnover. 
decrease his number of items. 
decrease his capital investment. 
concentrate sales effort on fewer items. 
have less stock depreciation and obsolescence. 
offer a better design for less money. 
offer a better quality for less money. 
lower cost to consumer because mass production 
is possible. 
focus on essentials and decrease selling expense. 


Standardization means a better buy for less money 
a better deal for the dealer and the consumer. 


THE LINCOLN LINE is published monthly as a direct cur- 
rent from the factory to help all dealers sell office furniture at 
a fair price. Sent with our compliments and without obligation 
to dealers and their salesmen, on request. 











COMMERCIAL FURNITURE COMPANY 


2739 West CHicaco AVENUE, CHICAGO 
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Here’s an oppor- 

tunity to make 

REAL money on 
Carbon Paper! 


When you have a Carbon Paper that 
stenographers will go BLOCKS out of 
their way to get during lunch hours..... 


When you have a Carbon Paper that 
Office Managers will specify by name 
ae AND NOT LET YOU SUBSTI- 


When youlhave a Carbon Paper that 
will not curl or blur....and that will 
give 100 to 150 PERFECT copies..... 


When you have a Carbon Paper that 
will make six clean, sharp copies....if 
six clean, sharp copies are desired..... 


YOU HAVE SOMECARBON PAPER: 


That's what GRAND PRIZE Number 
7 X gives. And Number 7 X is only 
ONE of a family of Carbon Papers that 
is building BIG BUSINESS for deal- 
ers from Coast to Coast. 


We want dealers. We want established, 


reputable dealers who want to make 
REAL MONEY on Carbon Paper. 


We'll co-operate to the 
fullest extent, giving ex- 
clusive territorial agency. 
We will allow you a big 
discount and prepay all 
freight. We'll sample your 
trade at our own expense. 
We'll give you every assis- 
tance in making YOUR 
store Carbon Paper Head- 
quarters in your City or 
os town. Send the Coupon 
Superdurable NOW; get the WHOLE 
Embodies Excessive story. It's a story that 
Durability, Extreme means REAL MONEY 
pn Predera to live dealers—anywhere 
NON-CURLING and everywhere! 





Pacific Carbon & Ribbon Mfg. Co. 
1451 Harrison Street 
San Francisco 

Please send details of your Carbon Paper Sales Plan. 


Name .. 


Address .... 
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Elmer, H. B., Eberhard Fa- 
ber, Brooklyn, N. Y., May 
flower. 

Bmerick, J. W., W. F. Roberts 
Co., Washington, D. C. 

Essig, F. A., The Dayton Dis- 
play Fixture Co., Dayton, 
Ohio. 

Everly, C. H., Office Appli- 
ances, New York, N. Y., La- 
fayette. 

Eyre, H. K., Dennison Manu- 
facturing Co., Washington, 
b. Cc 


Faber, Eberhard, Eberhard 
Faber, Brooklyn, N. Y., May- 
flower. 

Falconer, Charles E., The Fal- 
coner Co., Baltimore, Md., 
Mayflower. 

Farrell, C. M., Irving—Pitt Mfg. 
Co, Kansas City, Mo., May 
flower 

Favor, Irving P., Koh-i-noor 
Pencil Co., Ine., New York, 
N. Y., Annapolis. 

Fay, Robert C., American 
Writing Paper Co., Holyoke, 
Mass., Mayflower. 

Fera, Henry, A. W. Faber, 
Inc., Newark, N. J., May- 
flower. 

Ferry, Harry J., National 
Blank Book Co., Holyoke, 
Mass., Mayflower. 

Fischer, Gustave, The Gustave 
Fischer Co., Hartford, Conn., 
Mayfiower. 

Flinn, S. D., The Superior 
Type Co., Chicago, IIL, Lee 
House. 

Flotte, James J., Jr., Perry & 
Buckley Co., New Orleans, 
La., Lafayette. 

Frankenthal, Milton, Eagle 
Pencil Co., New York, N. Y., 
Mayflower. 

Franz, R., The Parker Pen 
Co., New York, N. Y.. May 
flower. 

Frater, Harry L., Wilson-Jones 
Co., Chicago, IL, Mayflower 

Freeman, Charles P., W. B 
Moses & Sons, Washington, 
aA <& 

Froehlich, L. J., The J. F. 
Dietz Co., Cincinnati, Ohio, 
Maytlower. 

Frost, A. G., The Wahl Co.,, 
Chicago, lll., Mayflower. 

Frost, tay, Roberts Office 
Supply Co., Portland, Maine, 
Mayflower. 


Gallien, Kenneth, F. D. Sar- 
gent, Albany, N. Y., May 
flower 

Ganyard, L. P., The Roth Of 
fice Equipment Co., Dayton, 
Ohio, Mayflower 

Gardner, A. S., Gardner Office 
Supply Co., Springfield, Mo., 
Lafayette. 


Garver, Ivan E, Roaring 
Spring Blank Book Company, 
Roaring Spring, Penna., 


Mayflower. 

Garvin, Chas. P., F. S. Web-— 
ster Co., Inc., Boston, Mass 

Gash, Edward, George B. Hurd 
Co., New York, N. Y., May- 
flower. 

Gibbs, Fletcher B., Nat. Assn 
Sta. Office Outfitters and 
Mfrs., Chicago, Ill, May 
flower 

Gilner, F. C., The Gunn Fur 
niture Co., Grand Rapids, 
Mich., Mayflower 

Gosiger, Paul A., Loose Leaf 
Metals Co., St. Louis, Mo., 
Mayflower. 

Gould, C. E., C. E. Gould 
Washington, D. C 

Graff, George B., Graff-Under- 
wood Co., Somerville, Mass., 
Mayflower 

Greenleaf, William H, The 
Carter's Ink Co., Cambridge, 
Mass., Mayilower. 

Gregory, William R., W. B 
Gregory & Son Co., Detroit, 
Mich., Mayflower 

Griswold, H. T., Sanford Mfg 
Co., Chicago, IL, Mayflower 


Habercam, Howard J., Denni 
son Mfg. Co., Framingham, 
Mass. 

Halpern, Ralph, New York, N. 
Y.. Mayflower 

Hansen, Daniel S., Carlson 
Brothers, Ine., Moline, Il... 
Lee House. 

Harnsberger, J. B., J. C. Blair 
i Huntingdon, Penna 
Harrington 
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Harper, C. C., Error-No, Inc., 
Rochester, N. Y., Raleigh 
Harper, Frank W The E 
Morrison Paper Co., Wash 

ington, D. C 

Hart, Edgar, Foote & Davies 
Co., Atlanta, Ga., Mayflower 

Harrington, Geo Ww The 
Cooke & Cobb Co., Brook 
we, mM. ¥. 

Hawkes, L. A., C Howard 
Hunt Pen Co., Camden, N 
J., Mayflower 

Hawkins, Harold E., Station 
ers Loose Leaf Co May- 
flower. 

Hayes, N. O., Logan Swift & 
Brigham Division, I Ss 
Env. Co., Worcester, Mass., 
Mayflower. 

Headley, J. D., Pacific N. W 
Stationers, Seattle Wash., 
Mayflower. 

Herr, Herbert H., Reams, Lan 
caster, Penna., Mayflower 
Herr, L. B., L. B. Herr & 
Son, Lancaster Penna., 

Mayflower. 

Hewitt, John, Hewitt's Book 
store, Long Beach, Cal 
Mayflower. 

Hice, G. S., Roberts Number 
ing Machine Co Brooklyn 
N. Y., Mavflower 

Higgins, Tracy, Chas. M. Hig 
gins & Co., trooklyn, N. Y 
Mayflower 

Hildreth, J. H Esterbrook 
Steel Pen Mfg. Co., Chicago 
Ill., Mayflower 
Hill, J. Thomas, Stationers 
Association of New York 
Brooklyn, N. Y., Mayflower 

Hirsh, Arthur J., J. Meyers 
Stat. & Ptg. Co., Inc., New 
York, N. Y., Mayflower 

Hobbs, J. N., Southworth Co 
Mittineague Mass., May 
flower 

Hoffman, G. R., Biddle Pur 
chasing Co New York, N 
Y., Mayflower 

Hoffman, P. A Smead Mfg 
Co., Hastings, Minn May 
flower 

Hodge, Charles, Automatic 
Ptg. & Sta. Co., Philadelphia 
Penna., Mayflower 

Hoge, Wm., The General Fire 
proofing Co., Youngstown 
Ohio, Mayflower 

Hoole. Frank B., Buffalo, N 
Y., Mayflower 

Horne, Geo. E., Geo. D. Horne 
Book Store, Greeley, Colo., 
Mayflower 

Horder, H. C., Associated Sta 
tioners Supply Co., Chicago 
Ill., Mayflower 

Huckle, Chas. H., The Meilink 
Steel Safe Co., Todelo, Ohio 
Harrington. 

Hudson, Ss B., The Star 
Printery, Muskogee, Okla 
Hughes, Harry H John P 
Morton & Co., Louisville 

Ky., Mayflower 

Hughes, R. J., The Globe Ga- 
zette Ptg. Co., Wahpeton, 
N. D., Mayflower 

Hullett, John G Baltimore 
Office Supply Co., Balti 
more, Md 

Hutchinson, Henry 8S H. S 
Hutchinson & Co New 
Bedford, Mass., Mayflower 

Huss. J. Cowley, The Turner 
& Harrison Pen Mfg. C« 
Ine 


Irvin, D. I A. H. Irvin Com 


pany, Ine Philadelphia 
Penna Washingtor 
Irwin, Francis B Philadel 
phia, Stationers’ Asst Phil 
adelphia, Penna Mayflower 
Iseman, Sam Virginia Sta 
tionery Co., Richmond, Va 


Mayflower. 

Jerue, Sterley F McClain & 
Hedman Co., St. Paul, Min: 
Mayflower 


Johnson. A. E., Johnson Office 
Equipment Co Jackson 
Mich., Mayflower 


Johnson, Edward Wilsor 
Jones Co., New York, N. Y¥ 
Mayflower 

Johnzeon, Hal, The Wahl Con 


pany Chicage Il May 
flower 

Johnson, Leo F., Florida Office 
Supply Co Tampa, Fla 


Mayflower 
Johnston, John White Johr 
ston's Snow White Products 
Rochester, N. Y Mayflower 
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Confidence is a mighty motive! 


FEW years ago when Europe stood knee deep in 
human blood and the cry for succor rang across the 
sea — Confidence answered. 
It was the indomitable spirit of a million khaki clad untrained 
Americans that replied. And they delivered the message to 
Garcia! 
They believed! 
It’s this belief — this spirit of unmatched confidence that has 
won every battle young America has met. 
Business is a veritable history of confidence that won. Edison, 
Ford, Judge Gary, Firestone, Eastman — in our own indus- 
try — Henry Yeiser. Dealers whose confidence in these men 
was born of foresight have gone shoulder to shoulder with 
them to prosperity. 
Many a Globe-Wernicke Dealer today started back in the 
70's — with Globe-Wernicke — and their franchise has be- 
come an heritage to their business. 
It’s mighty fine to hold a franchise that brings business with it. 
There are a few G-W franchises available now — write. 


Globe-Wernicke 


CINCINNATI 
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December’s Message to Your Prospects 


When transfer demands halt filing efficiency. 
When history places this year’s business records into its archives. 
When the hustle and confusion of transferring makes costly mistakes almost 
inevitable. 
Then Globe-Wernicke national advertising centers upon your store the de- 
mand for expert advice regarding: 
Transfer Season Plans 
The Safeguard System 
The Steel File With the Lifetime Roller Slide 
Brass Rail Linolewm Top Counter High Sections 
Steel Transfer Cases Built Like Ordinary Steel Files 
Safes That Defy Fire and Burglary Attempts 
Accessories That Speed Up Traffic Across Your Prospects’ Desks 
Years of economy producing methods have inspired substantial confidence in 
G-W dealers. Globe-Wernicke’s 45 years of contact with business problems 
combined with G-W equipment gives the G-W dealer an unusual command 
of business problems. That is one of the reasons why G-W dealers find it 
easier to land the bigger orders. It will pay you to tie up with G-W national 


advertising. Write for particulars. 








Globe “Wernicke 


CINCINNATI 
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The Guide to Greater Profits 


The Globe-Wernicke 45 degree angular tabbed guide built of 12 point 
celluloid heat molded is the profit winning transfer season replace- 
ment guide. 


Its easy “eye line’ reading angle wins instant appreciation. 


There is 5 to 10 times greater profit in every sale of angular tab guides 
than in ordinary equipment — each sale opens the way to a Safeguard 
System prospect. 


It’s easy to make these profits yourself. Write today. 


Globe“Wernicke 


CINCINNATI 
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New Models 


fully equipped fairly priced 
dependable 







Combination Adding Machine 
CASH REGISTERS 





5 MODELS 
Every Add-Index Has 
All These Features 


Automatic Clear Signal 
One Hand Control 

Cast Out Item Feature 
Non-Add After Print 
Repeated Item Counter 
Triple Visibility 

Total and Clearing Key 


REASONS. fants the Add Inder Ling | ° aietstts 3 et 
3 





Adding 
Machines 
5 Models 


aw"awn™ 


cm + 


matically 
a es 9 ° ¢ 10 Correction and Error Key 
ou can afford to pay real” commissions to salesmen. 11 Repeat Key 
12 Non-Print Key 


> - ‘ : . ‘ bet ‘ . achinec . one. 
: cl allow honest trade-in values on machines your cu 
son con om ; 13 Non-Add Key 


tomer paid high prices for. 14 Two-Color Ribbon 
3. You can quote discounts to quantity users, who buy very few 15 Automatic Ribbon Reverse 
ge : 16 Flexible and Positive Lock Key- 
8 bank machines board 
4. You can interest additional high grade “producers” with “bet 4 ee gg Sapa Nona i 
; ; ; eas . . —_ % “SS c. . . oubie, Single and Non-Spacing 
ter than they are getting commissions” and a diversified line 19 “Subtraction” (small) figures on 


5. Finally, instead of making “sales” for some manufacturer, you 20 pti A yl 

. : +. “9 6 ee A “ .. : ortable—26 Ibs. 
will be making a fair “profit” tor yourself, and have a proper 21 Non-Leakable Governor 
return for your effort, investment, and service. 


THINK THIS OVER 
lete Service Stati 
SERVICE 53 “ixbkens of “MINOR SERVICE” DEALER STATIONS” DO 


Our Dealers’ Plan-Plus provides for the distribution of Add-Index Machines through 
Dealers only. We do not employ salesmen nor do we sell to users direct. All orders, |” oO 











Machines is provided with a profit per machine, which is greatly in excess of that 
on other Adding Machine Dealer Plans. The plan also includes imprinted oO L mY 


mailing folders with return post cards addressed to the Dealer, personal < @ ww 
distribution folders, copies of ads for mailing and distribution purposes, * 9 - 
five-color window display cutout sets, and every active co-operation SS 4 

; it 6” <2 ~~ o t 
by the manufacturer, without cost. 4 oy = it 

e Ra >" eA . 
Add-Index Corporation Pe o. 

General Offices and Factory: GRAND RAPIDS, MICH. YS? <P > 4 < 








inquiries and leads are handled through dealers. The Dealer selling Add-Index > ss 
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Western Desks have quality to the 
square inch—the kind that naturally 
follows substantial materials, sound 
construction practices and finish to 
rival higher priced lines. 


In the ‘‘B” grade for example, select 
quartered white oak is used with tops 
1} inches thick—built-up 5-ply con- 
struction. Legs are 1? inches square, 
tapered and equipped with flush brass 
sockets and sliding shoes. Panels are 
of built-up construction and drawers 
are dovetailed, front and back. Ped- 
estals are mortised and tenoned to 
insure greater strength and durability. 


All the way through, point for point 
you ll find the same care, the 
same thoughtfulness to insure user 
satisfaction. 


WESTERN FURNITURE CO. 


Blair Avenue at Palm Street 
ST. LOUIS, MO. 


Quality to The Square Inch 


WESTERN 
DEexS 


Send for new catalog No. 
33. It illustrates and de- 
scribes our product. To 
dealers interested in a sub- 
stantial line which can be 
sold at popular prices, it is 
a storehouse of opportunity. 
Write for it. 
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Jonas, Chas. S., Oxford Filing 
Supply Co., Brooklyn, N. Y., 
Mayflower 

Jonas, Richard A., Jr., Oxford 
Filing Supply Co., Brooklyn, 
N. Y.. Mayflower 

Jonas, Robert P., Oxford Fil- 
ing Supply Co., Brooklyn, N 
Y., Mayflower. 


Kalbach, H. A. S., Blaisdell 
Pencil Company, Philadel-— 
phia, Penna., Mayflower. 

Kastner, Edward J., L. E. 
Waterman Co., New York, 
N. Y., Mayflower 

Kempt P A.., Ireland & 
Matthews, Detroit, Mich., 
Mayflower 

Kennedy, Wm. J., Kennedy 
Stationery Co., St Louis, 
Mo., Mayflower 

Koehn, Harry J., The Gregory, 
Mayer & Thom Co., Detroit, 
Mich Mayflower 

Keon, T. Harris, United States 
Pencil Co., Philadelphia, 
Penna., Mayflower 

Kleinschmidt, H. H., Tribe of 
“K,"’ Gary, Ind 

Kretchmer, Otto, Peerless 
Key Co., Inc., New York, N 
Y., Annapolis. 


Lacey James T., J. G. Shaw 
Blank Book Co., New York, 
N. ¥ 

Larrimore, A. l., Jos. J. Stone 
& Co., Greensboro, N. C 

Lawless, A. J., S. E & M 
Vernon, Inc., New York, N 
Y.. Mayflower 

Lent, Chas. A., Brown, Lent & 
Pett, Inc., New York, N. Y., 
Mayflower. 

Leonard, Murray J., American 
Lead Pencil Co., New York, 
Mayflower. 

Lessard, Ernest J., Buschart 
Bros. Prtg. Co., St Louis, 
Mo., Mayflower 

Levis, Pierce C., Ye Station 
ery Shoppe, Washington, D 
cC 

Lewis, C. A., American Sta- 
tioner & Office Outfitter, 
New York, N. Y. 

Lewis, W. R., R. D. Morrison 
Sta. Co., Ine Washington, 
- €¢ 

Libien, Mortimer, The Libien 
Press, New York, N | 
Mayflower. 

Lindquist, H. L., Geyer'’s Sta 
tioner New York, N - 
Mayflower 

Linsky Jack, Jaclin§ Staty 
Co., New York, N. Y., May 
flower 

Little Edward L 
Cabinet Co 
Mayflower. 

Lockwood, Millington, Buffalo, 
N. Y., Mayflower 


. Wabash 
Wabash, Ind., 


Lovett, Wallace R., The 
Standard Diary Company, 
Cambridge, Mass., May 
flower. 


MacIntyre, E T.. Defiance 
Sales Corp., New York, N 
Y., Mayflower. 

McChesney, Donald S., Hall & 
McChesney, Ince Syracuse, 
N. Y., Mayflower 

McChesney, Francis H., Hall 
& McChesney, Inc., Syra- 
cuse, N. Y., Mayflower 

McCleary, H. R., Wilson—Jones 
Company, Chicago, Iil., 
Maytlower 

McClellan, W. E., The Globe- 
Wernicke Co Cincinnati, 
Ohio, Mayflower 

McCloy, A. W., A. W. McCloy 
Cc 


0., Pittsburgh, Penna., 
Mayflower 
McCormick. Georges S The 


Browne—Morse Co Muske 


gon, Mich 


McCoy. B. C, Office Outfitters 
Co., Birmingham, Ala., May- 
flower 

McDonell, A. S.. The General 
Fireproofing Ce Washing- 
ton > ¢ 

Mc Master H B Art Metal 
Constructior Co James-— 


towr N. Y. Maytlower 
MeNiff Ww H., The Shaw- 
Walker Co Muskegon, 
Mich., Mayflower 
MecPike, H. C., The Weis Mfg 
Co., Monroe Mich May 
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Maish, R. A., Dennison Mfg 
Co.. Framingham, Mass., 
Mayflower 

Mandeville, Geo. S., Wilson- 
Jones Co., Cincinnati, Ohio, 
Mayflower 

Manning. K. C., The Conklin 
Pen Mfg. Co., Toledo, Ohio 

Martin, F. R., Martin Office 
Supply Co., Birmingham, 
Ala., Mayflower 

Martin, Hobart W., The Office 
Appliance Co., Chicago, IL, 
Lafayette. 

Martin, R C., Boorum & 
Pease Co., Brooklyn, N. Y 
Mayflower. 

Marshali, Chas. M., Ivan Al 
len—Marshall Co., Atlanta, 
Ga. 

Mathes, C. B., The Conklin 
Pen Mfg. Co., Toledo, Ohio 

Matteson, Harry D., Trussell 
Mfg. Co., Poughkeepsie, N. 
Y., Mayflower. 

Maul, Oscar A., The Prompt 
Press Company, Detroit, 
Mich., Mayflower 

Mayers, H. D., The Canton 
Art Metal Co., Canton, Ohio, 
Lafayette. 

Merryman, Oliver P., R. P. 
Andrews Paper Co., Wash- 
ington, D. C 

Meyer, E. A., Eberhard Faber, 
Chicago, lll., Mayflower 

Meyer, Rudolf, Biddle Pur 
chasing Co., New York, N 
Y.. Mayflower 

Mills, W. P., Moore Push-—Pin 
> Philadelphia, Penna., 
Mayflower 

Miller, George W., Deemer & 
Co., Hazelton, Penna., May- 
flower 

Moore, R. S., The Ault & Wi 
borg Co., Cincinnati, Ohio, 
Mayflower 

Morgan, Maynard, Geyer's 
Stationer, New York, N. Y., 
Mayflower 

Moriarty, James P., The E 
Morrison Paper Co., Wash 
ington, D. C 

Morrison, P. D., P. D. Mor 
rison Stationery Co., Ine., 
Washington, D. C. 

Mullally, John N., The Ault & 
Wiborg Co., Cincinnati, Ohio 
Mayflower. 

Myer, Wm L., Forsyth & 
Davis, Inc., Kingston, N. Y., 
Mayflower 

Muma, Gordon B., Cutler Desk 
Company, Buffalo, N - 
Washington 


Newcomet, Chas A, The. G 
F. Heller Bindery, Reading, 
Penna 

Nichols, Harry W., The House 
of Harry W. Nichols, Wash 
ington, D. C 

Neary, James E., Geyer’s Sta 
tioner, New York, N | 
Mayflower 

Nitschke. George A., Auto- 
matic Pencil Sharpener Co., 
New York, N. Y., Mayflower 

Nugent, E. L., The Gunn Fur- 
niture Co., Grand Rapids, 
Mich., Mayflower. 


O’Brien, Jos. B., The Meilink 
Steel Safe Co., Toledo, Ohio, 
Mayflower 

Ogren, John W., Chicago, IL, 
Mayflower. 

Okin, Benjamin, Wilson-Jones 
Co.. New York, N. Y., May- 
flower 

Olt, Fred, The Dayton Display 
Fixture Co., Dayton, Ohio, 
Mayflower 

Ortega, G. L., Blaisdell Pencil 
Cm. Philadelphia, Penna 
Mayflower 


Palmer, F. H., Eaton, Crane 
& Pike Co., Pittsfield, Mass., 
Mayflower 

Pape. Elmer W., Connecticut 
Vallev Stationers’ Associa 
tion, New ; 
Mayflower 

Patrick, Wm. E., The Macey 
Company Maplewood, Mo., 
Lafayette 

Patterson. Robert D L. E 
Waterman Co., New York 
N. Y., Mayflower. 


Britain, Conn 


Pearsall, F. E., Lyon Metallic 


Mfg. Co 
flower 


Aurora, Ill May 
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Ready! 


No. 73B Extra Hard 


It is here 





this famous copy- 
ing pencil in an extra hard 
degree. 


Those of your customers who 
have wanted an unusually hard 
pencil, will be de- 
lighted with this new number 
of the “MEPHISTO” family. 
It has all of the smoothness, 
the point-retaining and writing 
qualities of the medium and 
hard with greater 
strength and durability. 


ea 


PYING MADE BY L&C. HARDTMUTH,CZECHO - SLOVAKIA, 


copying 


Aor, ns 


eee 


degrees, 


Recommend it unreservedly— 
especially for carbon copies. 


You will, we believe, want to 
carry No. 73B Extra Hard in 
stock. We would like to quote 
you. 


to” CO 


19 


Ri 


No. 73B Extra Hard 
Round, green polish. 
1 dozen in a box. 

12 boxes In a carton. 


SOHO TE Rie 





Koh-i-noor Pencil Company, Inc 
34 East 23rd Street, New York 
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PRELIMINARY 
ANNOUNCEMENT 


We are now introducing to the 
trade a complete line of Security 
Boxes of unexcelled superiority. 


Made of the best grade steel, 
this line of Security Boxes is 
constructed and finished better 
and different than any other 
line of popular priced boxes now 
on the market. 


When in New York you are 
cordially invited to see and ex- 
amine this line at our sales- 
rooms. 


Write us for catalogue, price 
list, and other information. 


Watch for further announce- 
ment of our Products. 


Ask your jobber for par plus products. 
He carries them. 


Metal Products Co., Inc. 
Manufacturers of **PAR-PLUS PRODUCTS” 


SALES OFFICE: 
200 Fifth Avenue, N. Y. C. 
Gordon Wolkenburg, Mgr. 


OFFICE AND FACTORY: 
West Haven, Conn. 


Members of Connecticut Valley Stationers Association 
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Pelton, James F., C. R. Gibson 
& Co., New York, N. /Y., 
Mayflower. 

Perkins, D. F., H. C. Boyeson 
Co., St. Paul, Minn., May- 
flower 

Perkins, R. D., Russia Cement 
Company, Gloucester, Mass., 
Mayflower. 

Petersen, Arthur E., Oxford 
Filing Supply Co., Brooklyn, 
r. Y¥., Mayflower. 

Petetin, J. Henri, Petetin 
Baudean, Inc., New Orleans, 
La., Mayflower. 

Phillips, J.. The Parker Pen 
Co., Boston, Mass., May- 
flower 

Pierson, J. Ogden, Dameron 
Pierson Co., Ltd., New Or 
leans, La., Mayflower. 

Pillisch, Louis, Comfort Prtg 
& Sta. Co., St. Louis, Mo., 
Mayflower 

Pomerantz, A., A. Pomerantz 
& Co... Philadelphia, Penna., 
Mayflower 

Potter, R. H., Seripto Mfg 
Co., Atlanta, Ga., Mayflower 

Potts, Ben H., The Van Dorn 
Iron Works Co., Cleveland, 
Ohio, Mayflower. 

Pound, R. M., Pound & Moore 
Co., Charlotte, N. C., May 
flower 

Price, Herman, Joseph Dixon 
Crucible Co., Jersey City, N 
J.. Mayflower 

Purvis, George B., Irving—Pitt 
Mfg. Co., Kansas City, Mo., 
Mayflower 


Ramsey, Charles H., Typo 
Trading Company, New 
York, N. Y., Mayflower 

Randall, W. H., The Shaw- 


Walker Co., 
Mich.. Mayflower. 
taynolds, J. W., Binney & 
Smith Co., New York, N. Y., 
Mayflower 

Reid, Frederick L., Trussell 
Mfg. Co., Poughkeepsie, . 
Y.. Mayflower 

Reynell Charles E., Oxford 
Filing Supply Co., Brooklyn, 
N. Y., Mayflower. 

Rhodes, J. R., The Parker Pen 
Co., Atlanta, Ga., Mayflower 
Rheiner, C. S., The Dayton 
Display Fixture Co., Day 

ton, Ohio, Mayflower 

Rice, Waldo H., Samuel Ward 
Mfg Co... Boston, Mass., 
Mayflower. 

Ridgeway, W. T., The Ester 
brook Steel Pen Mfg Co., 
Camden, N. J., Mayflower 

Robb, William J., Cotton & 
Gould, Ine., Boston, Mass 
Continental 

Robbins, W. G., Carolina Of 
fice Equipment Co., Rocky 
Mount, N. C., Mayflower 
tockwell, Harvey P., Yawman 
and Erbe Mfg. Co., Roches 
ter, N. Y., Mayflower 
togers, Henry W.. Wilbur & 
Hastings. New York, N. Y., 
Mayflower 
tosendorf, Sam’'l S., South 
ern Stamp and “Stationery 
Co., Richmond, Va., May 
flower 

Ross, CC. B., The Wahl Co., 
Chicago, Ill Mayflower 

Roth, C. W., The Office Equip 
ment Co., Dayton, Ohio, 
Mayflower 
tussell, William H., James 
Hogan Co., Ltd... Philadel 
phia, Penna., Mayflower 

Ryan, Frank M., Milwaukee 
Chair Co., Chicago, ll., May 
flower 

Ryan, John F., J. F. Ryan & 
Company, New York, N. Y 
Mayflower 


Muskegon, 


Sainberg, Robert B., Sainberg 
& Co., Inc., New York, N 
Y.. Mayflower 

Saltmarsh, Robert C., H Ss 
Hutchinson & Co., New Bed 
ford, Mass., Mayflower 

Saltzman, Nathan H., The 
Hirshberg Co., Atlanta, Ga 
Mayflower 

Sanford, B. E., Cornell Co-op 
Society, Ithaca., N. Y., May 
flower 

Savage, W. P., Lyon Metallic 
Mfe. Co., Aurora, Ill, May 
flower 

Schermerhorn, J. H, Jos. Dix 
on Crucible Co., Jersey City 


Schermerhorn, Leor Keuffel 
& Esser Co Hoboken N 
J., Mayflower 

Schmiederer, Wim Buxtor 
Skinner P. S. Co., 5 Louis 


Mo., Mayflower 
Schuitema, Milo, The Tisch 


Hine Co., Grand Rapids 
Mich., Mayflower 

Schutz, Carl M Brow Morse 
Co., Muskegon, Mich May 
flower 

Scott, F. C., Wallace Pencil 
Company, St Louis Mo 
Mayflower 

Sell, E. H., E. H. Sell & Co 


Columbus, Ohio, Maytlower 
Sell, John M., E. H. Sell & 


Co., Columbus, Ohi May 
flower 
Sengbusch, Gustav J Seng 


busch Self-—Clo 
Co., Milwaukee 


Sl 


“Wis., Mas 


flower. 

Seward, Leslie W Brooks & 
Idier, Atiantic Cit N J 
Mayflower 

Seymour, F. P., Horder’s, In¢ 
Chicago, Hll., Mayflower 

Shaaber, H Cc Reading 
Penna., Mayflower 

Sharp, Harry C The Esta 


brook Steel Pen Mfe Co 
Camden, N. J., Mayflower 

Sheaffer, C. R., W \. Sheaf 
fer Pen Co., Fort Madison 
lowa, Mayflower! 


Shee, Collins C., Scoville Mfg 
Co., New York, Mayflower 
Sites, b> yg Calaweil—Sites 
Co., Roanoke Va May 

flower 

Skinner, William H Yawmal 
and Erbe Mfg. Co Roches 
ter, N. ¥ 

Southworth, Edward South 
worth Company Mittin 
eague, Mass., Mayltlower 

Southworth, Melvis I) 


Southworth Company Mit 
tineague, Mass Mayflower 
Small, Charles Boorum & 
Pease Co., New York, N. ¥ 

Maytlower 

Smith, Charles \V Binghan 
ton, N. Y., Mayflowse 

Smith, W E., A. W Faber 
Chicago, Ill., Mayflower! 

Solinger, Leo., Eaglk Pencil 
Co., New York, N. ¥ May 
tlower 

Sprott, J Ss The (aeneral 
Fireproofing Co 
town, Ohio, Mayflower! 


Stagg, Thomas A Pomerantz 
& Co., Phila May wer! 

Staffar, J kd The Globe 
Wernicke Co N wood 


Ohio, Lee House 

Stafford, W. S.. 8S. S. Stafford 
Inc., New York, N. Y May 
flower 

Steinmueller = \ Lucas 
Lros., Baltimore, Md May 
flower 

Stevenson, Arthur Nationa! 
Office Supply Co W auke 
gan, Ill, Lee House 

Stewart, W. Neill, Stewart Of 
fice Supply Co., Dalla Tex 
Mayflower 

Stewart, Willian N St 
Blank Book «& Sta cr 
Trenton, N. J Mayflower 


Stilwell, Steve Sengbusct 
Self-Closing Inkstand ( 
Lebanon, Ohio 

Stockett, Monroe H The 
Stockett—Fiske Co Wash 
ington, Db. C 

Stockett, W Ie ! The 
Stockett—Fisk« © Ine 
Washington, Db. C 

Stott, Chas. G., Chas. G. Stott 
& Co., Inc., Washington 

Strafford, R _ b- Ir The 
Keating Company, Philade 
phia, Penna Maytlower 

Straubel, Clarence W Lut 
matic File «& Inds Cc 
Green Bay, Wis Mayflower 

Stringe, H W Commercial 
Furniture Co., Cl if 1} 
Mayiiower 

Stringer, Walter G Josepl 
Dixon Crucible ¢ Jerse 
City, N. J., Mayflower 

Struve I. Dudley The Var 
Dorn Iron Works C Cleve 


land, Ohio, Mayflower 
Swan, Frank P., The Frank 
P. Swan Co., Huntington, W 
Va., Mayflower 
Swan, Robert G., The Browne 
Morse Co., Muskegon, Mict 
Mayflower 
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OK, > to get across to 
your customers 


sell : F om 


’ | Every office has its Jimmy- 































Every ae y Should have a 


a OUR Customers will see Jimmy, their office boy, in a different light, 
‘ especially after he’s systematized and speeded up office routine with 


v a ROBERT'S “49”. 

ral in es, ana ‘ ‘ 

em! No numbering machine is an orna- 
E ment, though it is made so for three 
Ji m my! quarters of the time in some offices, simply 
d, because its owners are not aware of the 
many uses to which it may be put! 





, cash slips 


i , checks The low price of this all-purpose, Roberts 
, (pom oon Model 49 -- $7.50 -- makes it available 

to every office that’s big enough to have 
\ pay cards an office boy! In a week it will pay for 
\ time cards itself, simply because of the time it saves 
and the errors it prevents. Automatic, 


three actions, Consecutive, Duplicate and 
e \ purchase orders Repeat. Capacity | to 999,999, 


\ requisitions 


- \ record cards 


Sell More Numbering Machines by 
Selling ‘‘49’s”’! 


tt --and countless other 
e forms which are daily 


required, ROBERTS NUMBERING MACHINE CO. 


r. 694-710 Jamaica Ave., Brooklyn, N. Y. 















































The BIG SI 


The Most Comprehensive Assortment 
of Numbering Machines Ever Offered 
to the Trade. 


Select Them In Any Order You Wish 
EARN EXTRA PROFITS ON SMALL CAPITAL INVESTMENT 


Satisfy All Individual Numbering Need 


OURS to select --- one each of the six, if you see fit, or 40% discount allowed - a tidy sum to put in your pocket. Th 
any combination which YOUR experience has proven to World's Finest Machines in the bargain - made by the world 
largest numbering machine manufacturers. The value in Robes 
Machines is unexcelled and enhanced by present price 
Quality, materials and workmanship are evident at onc 
Quantity production alone makes it possible for these supe 


sell quickest. If you wish, we'll make a selection for you -- 
based on years of actual cooperation and study with our 
dealers. You DON’T have to take any “shelf-warmers” 














when you hook up with the “BIG SIX”. machines to be offered to the trade at current prices. 
HOW WE HELP YOIl TO SELL ROBERTS NUMBERING 
Enclosed! ~- in this envelope is the Roberts Ready ; ‘ 
Reference Chart, which has been especially worked out to Get This 
make numbering machine selling easy, - to take all the Chart 
‘guess’ out - and to enable anyone in your employ to sell 
intelligently the Right Machine for the Right Purpose. At Once 
GET THIS CHART AT ONCE. ——* 
> > ’ ame)" 
a“ 
— | 
- \ ROBERTS NUMBERING MACHINE CO. 
i g \ 694-710 Jamaica Avenue, BROOKLYN, N. Y, 
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HE New Model 6 Remington- 

Noiseless,withfour-rowstandard 
keyboard, is justly called “The Super- 
Standard Writing Machine,” because 
it renders a kind and character of 
service entirely beyond the range 
of any typewriter of standard con- 
struction. 

This latest Remington-Noiseless 
machine performs with the very 
highest efficiency every productive 
service required of a typewriter. It 
has every standard operating feature. 
It is notable for its light touch, swift 
and easy action, the uniform excel- 


The Super-Standard Writing Machine 


lence of its product, and its capacity 
for manifolding work. And in ad- 
dition to all of these advantages it 
confers on every user the priceless 
boon of quiet. 

Business efficiency and human 
nerves unite in their present-day 
demand for noiseless typewriting 
and the New Model 6 Remington- 
Noiseless is the one and only writ- 
ingmachinewhich supplies thisneed. 

We will gladly place one of these 
machines in your office, for exami- 
nation, without any obligation to 
yourself. 


Remington Typewriter Company 


374 Broadway 


Branches Everywhere 


New York 


Remington Typewriter Company of Canada, Limited, 
68 King Street West, Toronto 











NEW REMINGTON-NOISELESS 


With Four-Row Standard Keyboard 
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Greate 


sales value 
than ever betore 
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Better Protection 


EILIN 








For years, recognized as affording better 
protection, Meilink built safes have 
been the choice of dealers everywhere. 
Now the dealer franchise is even more 
valuable because: 


Complete line—eighteen 


models in a wide range 


of sizes and types. ‘‘A 

and “‘B” label and lighter 
models. 
every fire-proof safe re- 
quirement under one 


good name—Meilink. 


Models to fit 


National advertising 
backed up by an intens- 
ive direct mail local cam- 
paign over the dealer's 
signature. Develops 
new business. Write for 
details. 


These bigger sales fea- 
tures: Unit equipment to 
fit any business; patented 
structural design insuring 
creater strength; therm- 
o-cel insulation; 1-20 lab- 
el; an unequaled record 
in actual fires 


New dealer territory arrangements now 


being made. 


Write for our proposition. 


The Meilink Steel Safe Co. 


Toledo, Ohio 


ij 
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Tavernier, Louis H Fulton 
Specialty Co., Elizabeth, : 
J 

Taylor, H. A. C., The Shaw 
Walker Ch. Muskegon, 
Mich... Mayflower. 

Tew, A. H., Chas. G. Stott & 


Co., Inc., Washington, D. C 
Thon Charles A Fi. The 
Gregory Mayer & Thom 
Co., Detroit, Mich., May- 
flower 
Thompso! * S.. Standard 


Furniture Co., Herkimer 
Y.. Mayflower. 

Tompkins, Howard B Plant 
Leather Goods Corp., Brook- 
lyn, N. Y., Mayflower 

Towhill, James T., The James 
» Towhill Co., Boston. 
Mass., Mayflower 


Towne Edward S., National 


Blank Book Co., Hoiyoke, 
Mass., Mayflower 
Towne, Herbert S., National 


Blank Book Co., Holyoke, 
Mass., Mayflower 

Towne. Joseph M., National 
Blank Book Co., Holyoke, 
Mass., Mayflower. 

Tufts. Wm. O., Rand McNally 
& Company, Chicago, Hl 
Turner. George F., Norfolk 
Stationery Co., Inc., Norfolk, 

Va., Mayflower 

Tussing. R M, The Victor 
Safe & Lock Co., Marietta, 
Ohio, Mayflower 

Tuttle, B. A.. The Tuttle Cor 
poration, South Bend, Ind., 
Mayflower 


“nderwood, Chas = Fulton 
Specialty Co... Elizabeth N 
J Mayflower 

"rmston, R. J., J. S. Staedt 
ler, Ine New York, N. Y 
Mayflower 


“~ 


‘alleau F D., Commercial 
Furniture Co., Chicago, Il... 
Mayflower 


Van Dorn, Horace B., Jr., Jo 
seph Dixon Crucible Co., 
Jersey City N. J.. May 
flower 


Van Hise 4. S.. The Miller 
Bros. Pen Co., New York, N 
Y ° Mayflower 

Vernon, Murray, S. E. & M 
Vernon, Inc., New York, N 
Y.. Mayflower. 


Waddey Woodson P Everett 
Waddy Co Richmond, Va., 
Mayflower 

Wadham, Chas. K Z & W 
M Crane, Ine Dalton, 
Mass., Mayflower 

Walder, J. J., Irving-Pitt Mfg 
Co., New York, N. Y., May- 
flower 

Waldron, H. E., W. A. Sheaf 
fer Pen Company, Chicago, 
Il Mavflower 

Walker Andrew J Premier 
Press, Inec., Washington, D 


‘ 
( 
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Walker, Arthur J.. Farnham 
Prtg. & Staty. Co., Minne- 
apolis, Minn., Mayflower 

Walker. E. C., Collins Mfg 
Co., Holyoke, Mass., May 
flower. 

Walker, §S E.. The B F 
Goodrich Rubber Co., Akron, 
Ohio, Mayflower 

Wali, Courtney C., Irving—Pitt 
Mfg. Co., Kansas City, Mo., 
Mayflower 

Wallace, Jas. J Ivan Allen 
Marshall Co., Atlanta, Ga 
Lee House 

Ward. William E., John Ward 
& Son, New York, N Bad 
Mayflower 

Waterman, Frank D., L i 
Waterman Co., New York, 
N. Y., Mayflower 

Webster, D., Jr.. Yawman and 
Erbe Mfg. Co Rochester, N 


Weissenborn Ray. General 
Pencil Company, Jersey City 
N. J.. Mayflower 

Wheeler, Carl B., The Metal 
Office Furniture Co., Grand 
Rapids, Mich., Mayflower 

White, Jos. A.. F. S. Webster 
Co., Ine., Chicago, IL, May 
flower. 

Whitney. L eu American 
Lead Pencil Co., New York, 
N. Y., Harrington 

Williams, Harry J., Ryan & 
Williams, Inc., suffalo, N 
Y.. Mayflower 

Williams, A. B.. The Canton 
Art Metal Co., Canton, Ohio 
Lafayette 

Williams, H. O., Williams Of 
fice Supply Co., La Crosse, 
Wis., Mayflower 

Williams, S. S., Office Equip- 
ment Co., Asheville, N. C 

Willis, R. H., S. E. & M. Ver 
non, Inc., New York, N. Y., 
Mayflower 

Wittke, J. S. A., J. G. Shaw 
Blank Book Co., New York, 
N. Y., Mayflower. 

Wittke. Wellington C., J. G 
Shaw Blank Book Co., New 
York, N. Y., Mayflower 

Wittstein, Herbert H., The 
Globe-—Wernicke Co., Cincin 
nati, Ohio, Mayflower 

Wood, tobt N., Esterbrook 
Steel Pen Co., Camden, N 
J., Mayflower 

Woolman, Thomas N., Whit- 
ing Paper Co., New York, N 
Y.. Mayflower 

Wuest, Albert, The Weis Mfg 
Co., Monroe, Mich May 
flower. 

Wyrick, S. T.,. Jos. J. Stone & 
Co., Greensboro, N. C 


Yawman, Francis J.. Yawman 
and Erbe Mfg. Co., Roches 
ter. N. Y., Mayflower 

Yeo, William S., Yeo & Lu- 
kens Company, Philadelphia 
Penna., Mayflower 


Zercher, F. W., The Regal (« 
York, Penna Mayflowet! 


——— 


How Do You Sell Yourself. 


By Sidney J. Burgoyne, of Sidney J. Burgoyne & Sons, 
Philadelphia. 


NOT! I the course of his address, Mr. Burgoyne quoted ap- 


propriate erse This was copyrighted matter, and as time did 


not pe t wetting a copyright 


issue of Office ippliances, the 


his address 


When mv good friend Mr Sell 
at this conventior | really felt 


ind it ji a genuine pleasure 


dressing 


release for publication in this 
poetry has been omitted The 
different selections illustrated the 


points Mr. Burgoyne made in 


asked me to give you a talk 


quite honored at the invitatior 


have this opportunity of ad- 


The stationer and office outfitter represent a wonderful busi- 


ness There is hardl a human 


being who does not have use 


for siationery, and the development of the stationery and office 


furniture business is such that 


enjovinent mut of their ilves in 
Vears ago 

In my travels (and I cover 
vear) [ come in contact with 


people are getting much more 
their office than was thought of 


United States about twice a 


many sorts of conditions, and 


there is one thing that stands out in my mind, and that is there 


is absolutely necessary a closer 


employer and I might ay 





contact between employer and 
more toleration, and the same 
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No. 8500 : 


The Postur Chair 
For Real Comfort. 


Real comfort, the kind that keeps one fit all 
day long—proper seating has a great deal to 
do with that. 


The “Uhl Steel Postur” chair provides this 
comfort because of correct design. Correct 
sitting position is encouraged by the low 

back support and seat forming. 


The back support is highly important and 
consequently is adjustable to fit short or tall 
individuals, 


The “Postur” chair—a leader in the UHL 
line—is representative of UHL quality and 


UHL practices—steel furniture to promote 


office efnciency. 
The 
Toledo Metal Furniture Co. 
1368 Hastings Street 
TOLEDO, OHIO 


UFIL 


If you are not a ready 
receiving the benefits 
of UHL steel furniture, 
better write us today 





No, 50-56 


File Stool No, 671 T* 
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)ICK up Extra Sales 
— and Hold Them! 


Hit a “better clip” for faster profit! Sell six 
boxed Hunt Clips with no more effort than 
selling one or two. An accelerator for 
your cash register! 


HUNT CLIPS 


QUICK SELLERS! 


Repeating self-sellers, stacked on 
your counter. The box-of-six idea 
appeals; so does the price. Three 
sizes: Retail 2§¢e, 3$e, $0c. “<Y 


Cc. HOWARD HUNT PEN CO. 


Seventh and State Streets YW Camden, N. J. 

















PENCIL SHARPENER 


®he precision ofa fine watch, the durability 
of a punching bag—and the quick sales-power 
of stoves in Siberia! In a sure sharpener 
plenty handsome for any Wall Street office. 


MODEL KA THE POINT 


Full nickel, rust-proof 
finish. Sharpens every 
size and grade pencil 
quickly — in BOSTON 


fashion! 


that means money for you 
is the retail price that helps 
push Model KA . . $3. 
The point to consider is 
—how many? 


C. HOWARD HUNT PEN CO. 


Seventh and State Streets 


WY Camden, N. J. 
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thought can be applied between the manufacturer or their 
representatives and the buyer. 

When visiting various institutions around the country, and 
talking with the employer and employees for a few moments, 
it is very easy to tell what kind of an organization is held 
within its walls. We are living in a day when we have to 
furnish something else besides merchandise in exchange for the 
customer's money And it is very evident from the compet 
tion which one sees that salesmanship today in your tores is 
i subject that needs a great deal of attention There must 
be created by your salesfolk a friendliness, and a desire to 
serve, that will bring vour customers closer together, and have 
them leave your place of business with a particular desire to 
come back when they want anything else in your line We 
need the co-operation of each other, whatever our cation 
may be The successful concerns today are co-operating with 
their emplovees and making it possible for them to feel that 
they are going to receive the reward they deserve and which 
some of them well merit I might ask several salesmen in a 
store after a customer has left What impression do you think 


vou made on that customer? Do you think he will remember 
you among the many? Have you sold him merchandise—plus 
your personality? Have you impressed him with your ability 


or rendered a super-service by which you can be remembered? 
Does your personality radiate enthusiasm’”’’ Mr Burgoyne 
gave a little story he wrote, “You Must Do, If You Expect to 
tiet made up from conversation with salespeople wl ot 
know themselves 

When I see these human pictures I feel sad, becau now! 
edge, if properly applied, is in demand everywhere Phe orld 
is crying out for it in no mistaken tones, but you must do your 
part, and do it well in order to be recognized, remember: ind 
rewarded 

Have you personality? (Personality is the feeling we ab 
sorb from the person with whom we are conversing.) You 
know-——"‘Il touch you, and you touch me.’ Are you making an 


impression that the boss can see? And is it a quicksand im- 
pression or an indelible one? Are you hungry to serve better” 
Are you really acquainted with yourself? Are you working and 
giving the real very best that is in you? Will what you are 
giving warrant your expectations or could you giv: tle 
more? What are you giving for what you are getting Ask 
yourself, “‘you know.”’ 
Friendly Spirit Will tmprove Matters. 

Of course, we will always have the dissatisfied emp bu 
when there becomes a more friendly spirit between the em- 
ployer and employee than in some places which I see today, I 


think we shall have a condition on the part of the employees to 
do and work better In a talk that I made in thi t ist 
summer among other thoughts I left was this—‘‘Start « y day 
cheerfully, and apply the ‘Good Morning’ greetins vith a 
smile 

Sell your personality to your customers Some istomers 
with whom vou deal give you such an inspiration tl t 
vet to love them. They become your real friends, because they 
are doing so much to mould your future, to make u what 
you are, and give you the ambition to look forward to what 
you hope to be, and the goal you hope to reach. Carneg is 
asked what was the most important elements in busi: Cay 
ital, Labor or Brains, to which he replied, ‘““Whict t st 
mportant leg of a three-legged stool? This cert g 
that when we have weak spokes in the whee the 1 will 
rattle Another thought that comes to my mind t t we 
invariably take inventory every year, and I ofter how 
few of us take inventory of ourselves—our inner t 
were—do you ever talk it over with him? 

When I see the picture of the complaining cler| 
telling each other how poorly they are paid, et« I 
what a fine thing it would be, instead of making tl s 
disturbers, if they would only go to their own roon I 
door and stand in front of the mirror and have a 
themselves In the appraisal of yourself, study the dv 
of visiting vour physician, your dentist, and your 
in a whil don't wait until vou get sick Investing If 

a good thing 

This side line of mine, “How Do You Sell Your 
a subject, and I am going to endeavor to give \“ 
thoughts in regard to it, as | am firmly convinced ) 
much to do with salesmanship As we begin to sell irselves 
we find that friendliness and selling vourself offer the greatest 
opportunities to exercise vour best faculties We t 
human nature, and deal in minds, so the study of psycl s 
a wonderful asset to any man who is selling good 
business where he has to meet and come in conta r 
men 

I said that we are all selling something! It mig 
strange to some to say that a lawyer, an archite r 
or a minister is a salesman! Yes, they are all s SI Did 

tr big 


vou ever see a lawver before the judge or jury 
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se oF Ns ays about 
abash Natural ai Seale 


EAD the letter above carefully. When a big firm like The Conklin 
Pen Manufacturing Company endorses a filing system as strongly as 

they endorse Natural System in this letter, you can depend upon it that that 
system has real merit. You can be sure that other manufacturers and busi- 
ness men right in your territory will find it just as helpful and desizable, 
and that will mean more business for you. Find out now about 
Natural System and make some of these profitable installations, 


Dealers everywhere 
find Wabash Su- 
breme Supplies un- 
usually profitable 
because unusually 
satisfactory. 


i 





The WABASH CABINET COMPANY, Wabash, Indiana. 


Gentlemen: 
Please send us full particulars about Natural System for correspondence and also for card indexes, ‘ 


Name—___— nae Street lens 





a State-—— 


— —— Ramm 0 mmm 











a Se ee 


 —— 
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Steel Be 
Chest 
Circular Door 


2 8. C. 


Outside 
14” High 
1412” Wide 
17/2” Deep 




















“RB” T-20 
Label Safe 
No. 216 


Outside 
3134” High 
22” Wide 
2342” Deep 





Inside 
20” High 
16%" Wide 
15” D p 
4 Sizes of “B” Label Safes—Suitable for Chain Stores— 
T heatres—General Business Houses, etc. 


EON 
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ee T-20 
Label Safe 
No. 320 


Outside 
48” High 
26%" Wide 
284,” Deep 

Inside 
3614” High 
20%" Wide 
20” Deep 


6 Sizes of “B” Label Safes for Steel Files Suitable for 
Offices and Gencral Business Houses. 


























| agora Dealers 
Greater Profits 


‘Because: 


1. They offer supreme protection 
against Fire and Burglary. 

2. They constitute the most complete 
line of Underwriters’ Laboratory, 
“A” and “B” label safes with T-20 
Burglary label, on the market. 


3. They are of the latest design and 
construction. 

4. They represent the experience of 
over half a century of safe con- 
struction. 

5s. They carry a name known through- 


out the world as the leader in the 
safe industry. 


6. They are priced right and represent 
the greatest value in the market. 


7. They take lowest burglary insur- 
ance rates—the T-20 Burglary 
Label affording a 20‘c reduction. 


Exclusive agencies open to } 
responsible dealers where we 
are not now represented. 


Our line of “A” Label Safes for 
Steel Files ran 











, THE MOSLER SAFE CO., 315 BROADWAY. NEW YORK. NY. 











FACTORIES : HAMILTON, OHIO 














1926 





October, 1926 


ease, putting forth every energy that is in him? What is he 
doing Selling himself to the judge and jury in an effort to 
win his case 

The architect makes his drawings perfect in every respect 
presents them to his clients—and then it is up to his person- 
ality, how he sells himself, as to whether his drawings are ac- 
cepted 

The teacher must also sell himself to the class 

Why do people crowd a theater to see a certain play? Be- 


cause has sold itself, and the folks who were there go out 
and broadcast what a wonderful play is going on at such and 
such a theater, then everybody wants to go and see it, too; 


and this same public can broadcast those examples of personal 
service they see in your stores. You never saw people crowd a 
theater to see a poor play, because a poor play cannot sell 
itself ' more than a weak business can. 


Big Men ‘‘Merchandise’’ Themselves. 


Take minister He is called te a certain citv, and the con- 
vrewatior = Waiting to hear his first sermon. How he sells him- 
self to ‘ on that occasion will determine his future and 


whether he will be acceptable or not. Many great business men 
like Gary Carnegi« Farrell, Ford, Eastman, Schwab, Vau- 


clain. et spent, or are spending, their lives selling themselves 

selling their mind and it is through men of this caliber 
who did not cease to work when they got just money, that this 
countr - such an outstanding figure in the world today. They 
continue ind are continuing to make this a bigger and better 
Amer ecause they looked back to the days when they had 
but littl ind when they reached the top they just said to 
themselves ‘We must not stop; this great country has made it 
possibl for our development, and we must use our best 
the l ‘ the benefit and development of those who are to 
follo ! 

And suppose the big men stopped? Did you ever stop to 


think that in these United States there are twenty, thirty. forty 
or fifty men, that mean so much in the upbuilding of this great 


countwl vho could stop work; but—if they did—we would 
have ery different America overnight! 

We nee these men' We need their brains! We need their 
knowledge, and we need their help! It is only because of the 
opportunities this great country offers, and because we have 
such me who are willing to help those who are going to take 
their places that will make this country still bigger and better 
in the vears to come What impression are these people mak- 
ing on the world? We ust love to see the great work they 
are doing Are they living in a shell? Oh, no! They are 
making an impression that is so indelible I can almost see the 
tattoo-mark They will ever live in our memory They are 
drawins and are entitled to draw, a premium during their 


lives that only comes to a few—because the cities in which 
they live are better cities because of their work We see 
monuments, hospitals. great buildings, institutes and colleges 
dedicated to these men as an appreciation for the great things 


that this country has made it possible for them to have and 
to do 

Are the taking it with them? No! But they will always be 
remembered, not by the dollars they left; but you will hear it 
said of them, “‘We Knew him, and remembered him as a friend- 
of-mat and their lives were benefited while they lived, and 
the world is better off because they lived in it." We have a 
very good example in our business of a city benefiting by those 


living ir t and I refer particularly to Edward S. Towne, and 
Frank W. Towne of the National Blank Book Company When 





ou see the monuments in Holyoke, Mass., that they were 
instr ental in helping to put there, it is little wonder that 
they get the joy out of living that is theirs 

\ vy months ago it was my pleasure to ride to Holyoke from 
Springfield with Edward S. Towne and he pointed out a hos- 
, ] rned to me and said, “Sid, that is a fine hospital.” 
I said Yes. and a fine monument to the city."’ He looked at 
me wit his face beaming and said, “Frank is the president 
ine am the treasurer and, gentlemen, it is that something 
else it fe that we do in matters of this kind that gives us the 
real living 


Contribute to Your City’s Well Being. 


VW t are we doing What premium is life paying us How 
mc etter off is the city in which we live because of our life? 
What enefit are we to it? The city in which you live has 
" ude our success, whatever it may be and I ask 

Are taking the necessary time to reciprocate in a manner 
that yp. e will know vou are interested in affairs around yor 
, <« voor desire to See pe rpetuated works so 
fi 

\l . the subject f How Do You Sell Yourself 

getting to be worth while, and it is the thought that 
we salesmen who travel should carry a sincere messag 
have something else on our minds other than the getting 
order ! the thoughts of which I am basing my talks 


that et as we sg ¢ that there is so muec!l n eacl 
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Model 1— The standard universal Hotchkiss Paper Fastener. 
Used wherever papers must be fastened together. Binds up to 
25 sheets. Guaranteed non-clogging with Hotchkiss Staples. 7 } 


UP-TO-DATE-NESS 
With A Reputation Back Of It 


over 30 years Hotchkiss has been known the world 

er as the leading manufacturer of paper fastening de- 

Hotchkiss has been constantly challenged—never 
equalled 


You know the name you know the products. Scarcely a 
business man anywhere fails to recognize them. The re- 
sult is that Hotchkiss machines and Hotchkiss staples are 
EASY TO SELL 


And now Hotchkiss has pioneered again. With a line al- 
ready meeting the requirements of every business need 
Hotchkiss has perfected a new Wire Stapling Machine to 
a definite demand Your customers can now have a 
Stapler backed by the Hotchkiss reputation—the 
last word in paper fastening with the first manufacturer's 
name on its guarantee—up-to-date-ness with stability. 


You can sell Hotchkiss Paper Fasteners as you can sell 
no others If you are not already doing so write us 


THE HOTCHKISS SALES COMPANY 
Norwalk 


Hotchkiss Wire Stapling Machine 
Easy to operate. Guaranteed clog- 
proof when used with the new genu- 
ine Hotchkiss pre-formed wire stap- 
les. Staples have exclusive patented 
loading device holding 250 wire 
ta ples VUachine binds up to 50 
sheets of 16 lt paper. 
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UR school furniture department is pre- 





pared to supply the St. Louis Movable 
Chair Desk, 
Teachers’ Chairs, Tablet Arm Chairs— 


Kindergarten Chairs, 


in fact, any school room seating excepting sta- 


tionary desks. Ask us about your problems. 


CONRADES 
MFG. CO. 


Second and Tyler 
Streets 


ST. LOUIS, MO- 


Manufactur- 
ers of Mov- 
able Chair 
Desks and 
School Seat- 
ing 
Manufactur 
ers of all 
types of Of- 
flee Chairs 







No. 
1505 PF 


We exhibit 
our line at 
American 
Furniture 


Mart, Space 
408, 666 Lake 
Shore Drive, 


Chicago 














A Really Practical Desk 
Pad— The Calendesk Pad 


The Calendesk Pad adds value to the 
offering a really 
nation with calendar 


desk pad idea by 
practical set—a desk pad in combi 
and memo pads. The finished 
appearance it gives to a desk and its great usefulness 
makes the Elsane a welcome article in any office 
Sales possibilities are two-fold: (1) To the individual; 
and (2) To factories or mercantile houses in quan 
tities for advertising purposes The range of styles 
and prices is suitable Write us today 











SAINBERG & CO., Inc. 


77 E. 


130th Street 
NEW YORK CITY 
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Wipes 


“FILE-FITTING’” 
Trays 


PATENTED: 
Nov. 14, 1922 
No. 1435351 





Adapt any Letter File for 
Card Index 


The only method of giving exactly the space required for any com- 
bination of sizes. 

Satisfy everybody and with '4 the stock investment. 

Economical, no buying of waste space, added efficiency of keeping 
records together and making them available for desk use. 

Sold and advertised everywhere. Your stock is not complete without 
File Fitting trays. 


Wagemaker Co., Grand Rapids, Mich. 
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There is a reason for the long and impressive lig 
of users who now specify Wagemaker. It is th 
inevitable appeal of the modern in whatever com. 
modity. { Wagemaker has created a new era jy 
desk construction and design. Dealers who haven’ 
come to know the real sales advantages in Wage 
maker ten point construction should investigate 
and get in line to profit by them. 


The Perfect desk Top SAGE TAM tak GHEE, Wc. 3080000 Used Every where 


Neo-Leum has been the greatest ee EE country. 4 It is a pleasure t 
factor in introducing and popu- call on a man after selling him 
larizing the use of inlaid super-finish linoleum composition Neo-Leum. Try putting tops in on approval and then 
for desks and other surfaces. This is found in its highest try to take them away. The effect is a revelation to most 
perfection in our Neo-Ply solid inlaid top. @ Neo-Levm is _ people and no one who has used it will ever do without it 
of patented two-ply construction simply cut to fit and laid again. { Sell one Neo-Leum top and watch it sell the rest 
on any surface. It should be an everyday extra profit of the office. 

maker for you as it is with most dealers throughout the 




















Good Enough 
Is Not 
Good Enough 


is our factory motto. The 
substantial success of the 
Wagemaker line has been 
built on quality. This 
never varies except to im. 
prove as improvement 3 
possible. It is never im 
fluenced by the temptation 
to furnish something just as 
good. We like to believe 
that there is some connec 
tion between this policy and 
the generally substantia 
position of Wagemaket 
dealers in their communities. 


Heavy Stocks 
Mean 
Quick Service 


You want quick service. 
Merchandising conditions 
today demand it. We give 
it. Simply mark orders 
“Rush. Do Not Imprint.” 
and by the way we regu- 
larly imprint all guides and 
folders on stock orders when 
requested without extra 
charge. Wagemaker is the 
original imprint line. 





Which would you buy? The above set of direct vision guides or an ordinary set, prices being the same? So 
would anybody. But they need to be told about it. @ Wagemaker slant tabs will positively increase your guide business 
if you will let them. They help you swing more sales from Manila to Pressboard celluloided because of the added 


advantage of increased visibility. It is just one exclusive feature of the ‘“‘Line of Least Sales Resistance.” 
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You are invited to inspect our 
products in our exhibits at 
the National Business Shows 
in New York and Cleveland 














The PETERS 
Is Preferred 


By OPERATORS because of its 


Exclusive Right Hand Control, 
Light Handle Pull, Responsive 
Keyboard, Triple Visibility — of 
Keyboard, Number Wheels and 
Printed Items. Insuring Accuracy 
and Speed. | 














By EXECUTIVES because of its 


Capacity, Dependability, Porta- 
bility, Adaptability and Lower 
Price when capacity and quality 
are considered. Guarantees of 
complete satisfaction. 








PREFERENCE for the PETERS 


is logical. The design of the 
PETERS is the result of an ideal 
conceived through a quarter of a 
century of adding machine experi- 
ence. Achievement of the ideal 
has been made possible by an or- 
ganization skilled in precision and 
committed to the production of 
QUALITY ADDING MACHINES. 


PETERS -MORSE MANUFACTURING CORP’N 


General Sales Office and Factory: Ithaca, New York 
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Ebony Glass fitted with 
Sapphire Blue Endura 







Double set in clear glass 
fitted with Black Enduras 


| Conklin desk sets not only reflect superlative beauty and 
| Conklin quality, but they are fitted with Conklin Endura 
| pens which carry an unconditional and perpetual guarantee 
| of free service. Made single and double. With bases of 
| ebony glass, clear glass, and rubber. Fitted with sapphire 
| blue and jet black Endura pens. They offer the unmistakable 
| maximum in appearance and serviceability. $10.00 to $30.00. 


THE .CONKLIN PEN MFG. COMPANY 


Toledo, Ohio 
Boston Chicago San Francisco London Barcelona 


ENDURA 


Unconditionally & Perpetually Guaranteed 
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imagination for a country store, he started out on a 
f making soap at Warrington, England, by buying 
ill soapery that had been losing money 

le his first boil in 1886, took the first five months to 
quality, and then sold the capacity, twenty tons a 
the following December they reached 150 tons a 
i he said he did it with practically the same force of 


and department heads that had been losing money 
under the former management In the following year he 


{ purchased a swampy land, and after developing it, 
what is now known as Port Sunlight, where he first 


built a factory, making 800 tons of soap a week This plant 


others were built. new towns established, and Lever 
are probably the largest manufacturers of soap in 
today. They have two hundred companies and own 
s. There are 8,000 employes in Port Sunlight alone, 
ir own community, beautiful homes, gardens and 
athletic fields, theaters, schools, etc., and one of the 
galleries in England. That early dream has now 
ed as even the founder could not have foreseen He 
ied, but not before his dream came true He has left 
with a capital of $500,000,000 with 166,000 stock- 
d 18.000 co-partners whom he calls his prosperity- 


and he made it possible for them to share in the 


n of profits amounting to $25,000,000 a year. 

ntlemen, | think this is the ideal way of running a 
making your worthy employees co-partners and pros- 
rers. There are many firms increasing their business 


perits s i 
y under this plan and holding on to their valued employees 


So wher 
knowledge 
that lies 


you must 


ind Visua 
us and gg 
which lie 


you succes 


get along 


better, the 








Knowledge Leads to Bigger Things. 
vou have done one thing well, we should apply the 
we have gained for the something bigger and better 
before us When you reach one stage of your career 
be ready to start on the next—another new and better 


start Just to begin to live over again, profiting by the ex- 
periences of the past to give added strength for what is further 
in store for you. The new sign of hope appearing before you 
will prompt you to go ahead, even though you may confront 
difficulties in arriving at your destination See the lighthouse 


lize the signs of a light ahead. Fine thoughts cheer 
ve us fresh courage, and make light the difficulties 
before us, by the constant thoughts within; and as 


ed in accomplishing things you never thought possible, 


eo on becoming a further benefit, with all you come 
with, so don't say “Il am finished; I am done! I can 
without anybody's help now!" Just reflect—talk it over 


with yourself Most of us have very limited means at the 
outset. and something is responsible for our success, whatever 
it m and we must naturally be indebted to some folks 
who have made it possible Can you,—will you, ‘‘carry on?” 
and ur part? Will you throw your hat in the ring and 
say I m not only going to make my business bigger and 


reby enabling me to give employment to many: but 


li am going to be a benefit in my business and outside of it, and 
lam going to take a general interest in affairs and benefit my 
ello 

Take fresh hold of your business and pull ahead Don't 
vait r your competitor to lead you. Bear in mind that there 
is 1 to what you can do in expanding your business, if 
vou I lert, if vou are aggressive, if vou are determined to 
vil 

| < like to be reminded of Kipling’s four short lines on 

“It ain't the guns nor armament 
Nor the army as a whole, 
But the everlastin’ team-work 
Of every bloomin’ soul 

Ir arison with some of the larger industries, we naturally 
find es, figuratively speaking, in a small business, but be- 

se this, is it necessary for us to think small, or stay 

] 

An thought I want to leave with you is that we should 
l s for the best in people Iam much interested in an 
orgar tion known as the Friendly Fellows which has for its 
obje ! eeking and finding the good in others 

It < me that these thoughts could be well applied in a 
busir sw because one certainly gets much more out of life 
fir re li than otherwise 

I ompted to say that if we all ran our business with the 
the r every move that we had a keen competitor across 
th we might at least change some of our methods 
W it iki vou f vou heard a real “‘live wire. a house 
’ t ] tatior was going to open up next to ou” 
We be self itisfied and say Il am ready they can't 


vould vou really get down to things, and 

ead lil ou never used it before, to figure out how 
eed in spite of the new competition, remembering 
res operate with an efficiency that taxes the 


rest that vou have the thought 


va SuLkEL 








FINE WRITING INK 


INK that is as fine as ink can be made. 
Smooth—clear—easy flowing—perma- 
nent and non-fading. Satisfying the 
most particular users of ink—INKLETS 
are by far the most economical quality 
ink that can be purchased. 





INKLETS 
are unaffected by 


Heat Cold Age 


Space Saving and 
Inexpensive 





INKLETS yield an exceptionally satis- 
factory dealer profit. When they are 
once sold—repeat business is absolutely 
certain—they make good friends. 


General Eclipse Company 
Dept. A Danielson, Conn. 


































DIEMER 
PRODUCTS 


FOR 


SATISFACTION 
AND 
SERVICE 


ENVELOPES for Filing, Mailing and Carrying 
Purposes, in RED ROPE and JUTE, for flat or 
folded papers. Also Metal End Filing Boxes. 
rhe illustrations show a few of the designs carried 
‘n stock 

Samples furnished on request. 


JOHN F. DIEMER COMPANY 


519 Broadway (Est. 1888) New York, N. Y. 
SEND FOR CATALOGUE No. 30 
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Conceded by the largest consumers of 
Stamp Pads to be the only pad having 
every essential quality necessary for com- 
plete satisfaction. 


Guaranteed to outwear any other pad 
25%, and due to its radically different 
type of construction, (patented) eliminates 
all traces of surplus ink on the striking 
surface of the pad, therefore you must 
get absolutely perfect rubber stamp im- 


pressions at all times. 


Sample on Request. 


Peerless Carbon & Ribbon 
Mfg. Co., Inc. 


476-478 Broome St. New York, N. Y. 


STRENGTH 


The crowded condition of mast 
transfer cases calls for sturdy 
construction. “Republic” Cases 
of genuine red oak, thoroughly 
kiln dried, withstand unusual 
strains. They do not become 
wobbly. Comparison is invited 
Prices insure goed sales for 


stationers at satisfactory profit 


THE REPUBLIC BOX CO. 
1691-1709 Merwin St. 
CLEVELAND, O. 
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mind, t 
fronting 


| great ad 
a These 


benefit 
leave th 
for you 


staved a 


Years 
for as | 


at you see the shadow of this 


you, and with this we at least mi 





new opposit 


ght find 


vantage to have an anticipated house-cleaning 


conventions cost a lot of money and the 
the same as you must be a benefit, and unle 
is meeting feeling that it has been a profit thing 


to come here, it would have been better for 


t home 


Co-operation Eliminates Internal C 


ompetition 


ago some merchants believed in getting all 

ittle as they had to pay, with the result t 
businesses have been opened il] =o that if Wwe i 

the necessary contact ind genuine pe 

nan what he is wort! we shall find 

as so many are with insufficient pit 


Started 


ployees continuing their work with a confide 


that the 
just con 


business 


realize t 


ir good works will be rewarded 


ipensation Why not take in those effi 
and make them a part of you l also believe tha 

ed in many lines, and I think the more 

he value of their employees, and bring then 
them, that we then are going to be confronted with 
that will bring about a result that we shall have 


happiness am 


one's en 


You a 


satisfaction among our emp 


ploy will be thought of much less 


re familiar with what Eastman has 


loves 


ak 


and what Henry Ford has done for the multitude 
what Marshall Field has done in merchan¢ 


lising 


wonderful monument John Wanamaker left T) t 
had dreams, but they made their dreams come tr 

you to point out to me, with very few except 

tioner who had a dream to compare with these me : have 
in the stationer, business in Chicago the resul 


the eleven stores operated by Horder, and they \ r 


“Order from Horder,”’ and they have a wonderful org 
as their great development is showing E. ¥ H the 
founder, is a very dear personal friend of mine 
been much interested in watching their growtl H 
menced in a most humble way, but he had the de 
ahead and a particular ambition to ‘‘mind his 
and he went ahead with one thought in mind—lIt 
shall be done, and it was done! 
Iam not here to say that some of us might have a ted 
more had we embarked in other fields, because ar 
xood if we will only apply ourselves from the bottor 
all the good out of it Most businesses and succes 
the bottom, and the man who knows his business 
ground up is usually the successful man These m« I 
succeeded in building up large local, national and l 
businesses must have kept everlastingly at it T he not 
satisfied with today’s work, but always dreamed of | gger 
things that they would accomplish on the morr 
ceeded And while possibly no opportunity present 
stationer to parallel himseif with some of those 
tions, it certainly would not be harmful for son f 
a little confidential chat with ourselves and as} 
pertinent questions 
} Am I getting all that is possible out of 1 
2. Could I get just a little more pleas 
wanted to? 
Have I the right contact wit those | { 
impress my employees with my superiority 
4 Have I the interest of my employees at 
givine them monev and not ipplyin that 
which is so necessary 
Sb. Al I applying certain methods and fa 
that are making others more successful” 
6 Am la “live wire.’ or do I just think I 
7. How near 100 per cent is my organizatior 
8 Are we all functioning for the one result 
9 Have I the loyalty of all those round 
If vour business is not better today from 
tunities there's something wrons 
Develop Self for Growth 
Be yourself Don't imitate, just be yourself r- 
self Get out of yourself what n yourself! 7 
vou than you know You will eventually et 
time spent in imitating, because when you’! 
natur and when you're not—you'’re unnatural 
When a newcomer joins you, you must have 
so trained that they will make him welcome M 
easy Try to teach him and tell him what |! 
and is so anxious to lear Always feel tl 
come when he will have in Opportunity 
working together you become less involved 
There is no room in the world for any busi: 
tion that does not perforn service The re t 
satisfying happiness is got by wrestling it \s 


we find 


that the old difficultic with wl 
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If the pulse of your 


business 








Sales 
OE. Foncnccccunssoulll 50,000 
Oct. 5..._-- __..48,600 
Oct. 6..__...........60,000 
et . 7... .citseumanal 53,380 
i ene 11,400 











lf your sales fall off or your 
shipments slow down, how soon 
do you know it? A week, a 
month, six months after it hap- 
pens? Or do the telltale figures 
reach your desk each morning, 
with the mail. 

There is a way you can get at a 
glance—every day—a picture of 
each salient detail of your condi- 
tion. A picture that shows ex- 
actly what you owe and what is 
owed you. A picture that gives 
you sales and shipment compari- 
sons day by day, month by month, 
year by year—that locates every 
dollar and saves you possible 
costly errors. 


skips a beat 


do 


you know tt 
instantly? 


Only daily figures 


can tell you 


With ordinary accounting equip- 
ment the task of keeping you 
thus informed would be expen- 
sive—so expensive that you could 
not afford to have it done. With 
the right equipment far-sighted 
business men are securing this 
firmer, closer control of their busi- 
ness without adding a single name 
to the payroll. 


This closer control can be secured 
without changing your present ac- 
counting routine. Our representatives 
are familiar with accounting systems 
in your field. At your convenience one 
of these men will gladly show you how 
you can keep a closer contact with 
your business. Ask your secretary to 
writeor phone us today.—Elliott-Fisher 
Company, 342 Madison Ave., N.Y.City. 


YOUR S EC RS Fa 

ELLIOTT-FISHER COMPANY 
342 Madison Ave., New York City 

Gentlemen 

Please send me a copy of your booklet, “* Why? 

Please have a representative familiar with my lin 

business phone for an appointment with me 
Vame 
Address... ... . -.ccccacducdaceddaccecc-ncocs-nsadesseeneeeea 
City Stale......<sscsusekieere eee 





Just Write 


Elliott-Fisher Does the Rest—Just Righ 
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The PM loose Loup Line 


introducing BBLACK BEAUTY meta tip cuiaes 





x ~ 


We asked leading stationers, ‘‘W hat are your ideas of a perfect metal tab>”’ 
They gave freely of their advice, told us of their experiences; then our 


engineers designed ‘“‘Black Beauty.”’ 


Check the following features: 


NO SHARP CORNERS OR EDGES TO SCRATCH THE HANDS OF THE FILE CLERK. 
DULL BLACK FINISH TO AVOID GLARE. 


TIPS MADE OF 


COLD ROLLED STEEL, 16 POINTS THICK. 
TO KEEP TIP FLAT AND ADD TO RIGIDITY. 


CORRUGATED ) TO PREVENT FILE PAPERS CATCHING IN EYELETS. 
TO ELIMINATE AIR POCKETS BETWEEN TIP AND PRESSBOARD. 


EYELETS PLACED TO AFFORD MAXIMUM SECURITY. 
LOWER PROJECTION ROUNDED—WILL NOT PENETRATE THRU PRESSBOARD. 


EXTRA LARGE 


VISION AND INSERT. 


INSERTS CELLULOID COATED. 


YOU CAN’T 





APPRECIATE ‘‘BLACK BEAUTY’’ UNLESS 
SAMPLES AND PRICE LISTS GRATIS 


General Offices and 
Factory: WOR K MAN 
1200 W. MONROE ST. 
CHICAGO MANUFACTURING COMPANY 


CAPITAL and SURPLUS OVER $400,000.00 


ALL STANDARD SIZES 
CARRIED IN STOCK 





HEAVY AND EXTRA 
WEIGHTS 
OF RED AND GRAY 
PRESSBOARD 





SPECIAL SIZES TO 
ORDER 


YOU SEE IT. 


Eastern Office: 
110 E. 42nd ST. 
NEW YORK 
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fronted have become much easier. The more we conquer, the 
more easy it is to conquer It becomes a sort of habit. and a 
simple matter If you know you are—you are; and if you 


don't know you are you are not! Go at any matter with 
fearlessness and concentration, and you are bound to win 

Each one of the delegates and visitors here should get much 
profit from this meeting, but we must not be like the man who 
invented a valuable article and did not want the world to 
benefit by it, so hid it in a strong box and locked it up Did 
you ever stop to think what might have happened if Bell 
Edison, Marconi, and lots of others who might be mentioned, 
had hid their light under a bushel, and didn’t give to the 
world that great knowledge that was put in their brains’ 
Can you not visualize the picture you would be looking at today 
without the telephone, electricity and wireless—in contrast to 
what vou are seeing? 

We must spread the Gospel When you go back to your bus 
ness from this meeting, get your folks together, and acquaint 
your organization with the good that you have derived, and as 
vou spread the Gospel, so you will be benefiting yourself and 
those around you Your people at home know considerable 
but they will know more if you will give 
them of your knowledge, and acquaint them with the condi 


iDbout vou! Husiness 


tions you have to face in regard to your responsibilities 

There is a better opportunity than ever before for men who 
really want to study, and salesmanship today is a fine profes 
sior but it is useless for any firm to start any man out that 
is not fully acquainted with the product he has to sell, and a 
particular knowledge of exhibiting it, as well as himself, be- 
cause he will come in contact with too many buyers who have 


the knowledge he lacks You must learn your business and 
know it well Time is not far distant when somebody will be 
taking our places, and we have to train the younger generation 
and pick them out, and mould them for the duties which lis 
before thet 


One of the best ideas that has come to me for some time was 
given me by the head of one of our very large national institu- 
tions. They never elevate a man to another position, no matter 
what his qualifications or how capable he is, unless he has 
proven beyond a doubt that he has trained an understudy who 
is fully competent to fill the position that he is desirous of 
vacating 

Sterling Mettle in Association Officers. 

With due respect to some of the criticism that one hears in 
regard to this association, | want to say to you that this year! 
vou have president whose very heart and soul have been in 
his work for the uplift of this business, and he not only needs 
but deserves your full support You have a wonderful general 
manager in Mr. Gibbs, you have a wonderful secretary in Mr 
Byers, and little most of you know of the work they and all 
your other officers have done, and are continuing to do in ordet 


to lighten your burdens 

I am surprised at times to meet these gentlemen in various 
parts of the country, where they are in your interest, when I 
know they would be much happier at their own firesides 

It is easy to complain, but if some of the complainers were 
i Inttle more familiar with what your officers are endeavoring 
to «de nd are doing, there would be considerably less criti- 
si We will admit that there is room for improvement in 
this ssociation, as there probably is in your business 


Two colored Pull mn porters were having a little discussio 


ta fifteen-minute stop up in Oregon, and Rastus said to S 
San what vou a thinks is de biggest room in de world 
Sal . < | dun dey tells me dey have some big rooms 
Where de ‘lone have anquets, and in dat hall where de} 
ominate resident about as big a roon as anv I know 
of ra savs Rastus, “dat is only a little roon ‘ you 
WA Sao let room I speaks of is so big, dat it will hold 
whole world Sam threw up his hands and says Say 
Rastus, | reckons 1 sure got me.” Well says Rastus t 
S just dat ‘room for Improvement 
\ ‘on friends, | want you to recall that twenty years 
ago, a few gentlemen met in Chicago for your benefit and mine 


They worked and planned, and the advantages of this begin- 


ning were so apparent that vour national association was or 


canized During the years much has been accomplished, and 
Without ioubt muecl vet to be Now, We are again assen 
bie here for the purpose of its perpetuation, and it is fitting 
at this time to give freely of your views, in order to correct 
r < that might be thought to exist. and to do ever 
thing possible to so give of anv knowledge you may possess 
that v mike it geer and better association 

We nust have that desire to serve we owe it to the asso 
ciation The world a i whol would pay little attent t 
, tic that this meeting might take that would tend t 
vl ke the structure but we are not here for that purpose 


We are here to eve ear in mind the purpose of the founders 


oO us to finis their work so well started Tearing 


dow! iccomplishes nothing—but that thought of building uy 








“TéP PAPER CLIPS 


—FOR THRIFTY BUYERS— 


A unique and distinct quality specialty 
that satisfies and creates demand. 


Distributed by leading Jobbers 


STATIONERS! 
Write today for sample display carton. 


The Tip Top Mfg. Co., Inc. Syracuse, N. Y. 


Canadian Agents: Brown Bros., Ltd., Toronto 
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IMPORTERS 





MANUFACTURERS 


A COMPLETE LINE OF 


STANDARD RAW MATERIALS 
AND SUPPLIES FOR THE 
CARBON AND RIBBON 
MANUFACTURER 


INCLUDING 


PAPERS FOR CARBONIZING 


IMPORTED AND DOMESTIC 


TYPEWRITER RIBBON FABRICS 
RIBBON SPOOLS 


STANDARD PRODUCTS CORP. 
152 WEST 22nd STREET NEW YORK 


CANADIAN BRANCH: 8&6 RICHMOND ST. EAST, TORONTO 














Address European Inquiries to 





STANDARD PRODUCTS, Ltd.. | 19 Queen Victoria St., London, E. C. 4, Eng 
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/CIKE* 
|  OLHAIRS 





HERE is one in every offic 
restless chap who 


Customers 


The new Sikes Self-Lubricating 
Chair Iron assures years of 
smooth, easy, silent operation 
on the original lubrication given 
it at the factory. 





Read the complete story in our 
Saturday Evening Post adver- 
tisement of October 9th. Then 
remember that a Sikes Office 
Easy Chair costs no more than 
an ordinary office chair and 
you'll realize more than ever 
before that a Sikes franchise is 
something well worth having. 


SIKES COMPANY 


Chairmakers for 6@ Years 


PHILADELPHIA 
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a bigger and better structure should command our best atte 
tion, and should be uppermost in our minds 

This association is not the property of any one ma nor 
any set of them It is your association and my itior 
and every member has the same rights and privileges I sin- 
cerely hope that the result f this meeting will be that we 
shall all on departing go back to our respective home vith 


tme thought in mind, ‘“‘that this great association is a benefit, 
and that “every member can profit by its benefits f will 
take adv 


of them." 


antage 


U. S. Cannot Restrict Word “Federal” in Trade. 


The United States Department of Justice finds it neces 
sary to secure legislation to prevent the use of thi rds 
“Federal” or “United States” in private business titles. 
here seems no authority in present statutes to vest the 
Government with power in this situation From time t 
time complaints are received by the Department Justi 
regarding the use of these words, or similar appellations 
in connection with commercial or other activit nde 
pendent of Government operations 

Complaints have just come to the department regarding 
the use of these words in connection with private ete 
tive bureaus, collection agencies and similar ente: 
stated. In view of the fact that it is widely kn that 
the Government has investigation and_= servic« reaus 
which have to do with inquiries the Government makes 
into affairs in which it ts interested, it is believed 
scrupulous persons are able by use of these titles to mis 
lead individuals who associate such use of thes« vith 
the official activity of the Government and are fore 
led to assume that the operations of these privat 
prises are in some way connected with the United States 
Government. Apparently, in the absence of direct fraud, 
the department can do nothing to stop th the 
words in question. 

Patent Office Rules Against “Uncle Henry.” 

The United States Patent Office ruled against | 

Ford in his contention for the exclusive use of the umes 


“Lincoln” or “Ford” in the automobile field Phe 


office had previously held that the Lincoln Products C 
pany, Detroit, Mich.. was entitled to register tl ture 
of Lincoln as a trade-mark for shock absorber 1 
added that no ground had been shown for ca 
registration, notwithstanding the fact that 

oln” is a part of the corporate name of the | M 
Company, Detroit, and the name is used by it as trade 
mark for automobiles \utomobiles and shock sorbers, 
it was held, are not goods ot the same descr 
erties 

With respect to the word “Ford,” the 
that the lord Mi tor Company has show! 
the registration to Joh 


\ McAdoo of Charlott \ ( 


of the word “Ford” as a trade-mark tor 


stog1es et should he canceled. The vl 


ision are that a corporate name may be reg t i 


trade-mark under the act 1920, when used 
different descriptive properties from 
tion, and that, while the mark “Fore 
sive propertv of the registrant, vet he 


it upon the goods specitied in his reg 


Rockford Stationer Celebrates 78th Birthday. 


George R. S. Hoffman, owner of the New | 5s St 
tionery Company, Rockford, Ill, celebrated | 
eighth inniversary several weeks ago. He is still tive 


which was established in 1909. Mr. Hoffmar 
As a , é 


conducted the newsstand at the old Spencer H 


the business, 


plans to sell out in the near future 


apolis He had opportunity to shake the 


Abe” at that time, as well as of his so Lobe 


August 


who passed away in 
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Browne-Morse Steel Desks are de. 
signed for a specific market — tha 
great 85% market found amon 
users of high grade commercia 
desks. The designs are based on the 
results of investigations into actua 
business requirements. 

As heretofore Browne-Morse prod. 
ucts are sold only through legitimate 


dealers. 





Browne-Morse Co. 
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Completeness 
of Browne-Morse Steel Line 
Roll Tops, Flat Tops, Double Flat 
Tops, Typewriter Desks, Tables, 
Corporation Desks, Standing Book- 
keeper Desks and Salesmen’s Desks 

19 different sizes and styles to fit 


every office requirement. 





Muskegon, Michigan 
A HALF AHEAD” 




















1112 56 





The-B-Line> to more business 





We have brought out this line to enable the 
dealer to meet the competition of some manu- 
facturers who were selling their high grade line 
with so called ‘‘Unfinished Ends’’ at a reduced 


price. 


This Battery Type line will be the same in every 
particular as our 1100 line, except it will have 
only one coat of enamel on the sides and back, 
the balance will be finished exactly the same as 
the 1100 line. 


In the grained finishes the ends will be finished 
in the ground color only. The fronts, tops and 


backs will be grained regular. 


Browne-Morse Co., Muskegon, Michigan, U.S.A. 


This Battery Type will be furnished in the 
Letter and Cap sizes only, and will carry the 
numbers 1112-B and 1115-B. 


may be used. 


Regular inserts 


This new line will enable you to get the busi- 
ness against any competition for it is unques- 
tionably the best cabinet on the market at any 


price. 


There is also a new line of counter height files 
called the 1400-B line. It is similarly related to 
the regular 1400 line. 
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LC Smith 


G OFFiCE MACHINE 





Either right or left hand carriage- 
return 1s standard equipment 


Some operators preter a left 
hand carriage-return, others a 
right. It depends upon the 
make of typewriter to which 


thev have become accustomed. 











Only the L C Smithcan give 
either left or right return. Be 
sure to make this clear when 
talking to typists and office 
managers. 

24 ST ee 2 


}IN THIS UNION THERE IS eae 





The Personal 
Writing Machine 


L C Smith & Corona ‘Typewriters Inc 


, Groton and Cortland, N. Y. 
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“Speeds up postings 
100% per day” 


says Mr. Harold Merten, Assistant Treasurer of The Henderson 

Lithographing Company of Cincinnati, nationally known 

producers of greeting cards and advertising printing, and one 
of the largest concerns of its kind in the country. 


“TESLFTEEN hundred accounts 

two years ago, and almost 
ten thousand today,” said Mr. 
Merten, “meant either allot- 
ting more space and more 
clerks to our Bookkeeping De- 
partment, or installing more 
bookkeeping machine equip- 
ment. We decided to buy ma- 
chines, and after thorough in- 
vestigation bought Daltons. 
We had always found Dalton 
adding machines completely 
satisfactory, and the new 
Dalton ‘MULTIPLEX’ Book- | | 
keeping Machine seemed truly 
a marvel. 


“We've had a chance to tind 
out exactly what it will do 


and it has more than measured MR. HAROLD MERTEN 
The Henderson Lithographing Company of Cincin 
ompanying interview the 


up to expectations. Our office pe Aopen egrae 
aft ; . se oc Poe ¢ experience of his company 
staff is enthusiastic wrk eS LS 


means that the day’s work is 

always finished on time, besides making the 
work much simpler and_ less fatiguing. The 
visibility of the work is a big advantage, too, while 
the Proof Roll insures absolute accuracy as 


the work proceeds. Securing trial balances is 





much easier than ever betore. 
“In addition, the « ompact key 

board allows the ‘touch sys 

tem.’ which, I believe, speeds 


up postings and statement 
work at least 100% per day 
lo dispense with Dalton ma 
chines would mean doubling 
the number of our posting 
clerks, and slowing up the 
work besides. We believe all 
our Dalton machines—adding 
and bookkeeping—have quick 
ly paid for themselves.” 


x xX X 


Only when you've seen the 
new Dalton “MULTIPLEX” 
Commercial Posting 
and Statement Machine in ac 
tion can you fully appreciate 


Ledge 


Assistant Treasurer of 


with the Dalton “MUL 
ind Statement Machine 


the many savings it will effect 
for you. Many people who have 
had experience with this machine agree with Mr 
Merten that it soon pays for itself. There's 
Dalton Sales Agent nearby who will gladly demon 
strate this new model—entirely without obligation 
Just phone or write him. 


All these advantages in this one machine 


(1) The machine checks its 
own work, automatically ing credits 


proving that every remove 


SMOURT is posted to the (5) Anvone can 
machine without previous 


correct account, and 


that the total amount experience 


posted is correct. (6) The scientific 
of the 10-key 
makes “touch 
method” operation natural 

increases operating speed 


(2) Credit balances, with the 
date, are printed in red board 
(3) All work is visible—no 
need to swing the car 
riage up and down. 25 per cent. 


(4) Easy adjustment for post And 


no bars to 


(7) The machine is sold unde: 

a five-year agreement that 

operate the 2 
reduces maintenance to 

new minimum, and_ that 


absolutely guarantees th 
arrangement s _ 


Dalton key 


machine’s trade-in’ value 
This is the first time 

hguring machine history 
that such a guarantee ha 


been offered! 


THE DALTON ADDING MACHINE SALES COMPANY, Cincinnati, Ohio, U.S.A. 


Agents for Canada: The United Type- 


writer Co,, Toronto and Branches. 


Sales Agencies in all the Principal 
Cities of the World 


ADDING-CALCULATING 


BOOKKEEPING - STATEMENT AND ‘‘CASH REGISTER’’ MACHINES 
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(Selling Management—Continued from page 71.) 

It is easier to sell a high-priced article if the reason is given 
for the price than it is to sell a low priced article if no reason 
for the price is given Without a reason people prefer not to 
pay high prices 

Price is always brought to the front when selling points are 
lacking liowever, if salesmen would reflect on the reason fot 
all the failures to purchase they would run against the fact that 
price means nothing in and of itself 

Only when reasons for prices are given is the statement of 


price effective 


How salesmen expect the human mind to form a resolve 
without reason for such a resolve is one of the mvysteries of 
i 


present-day methods of retail selling. 


“Waiting for customers to buy” is too common a _ practice 
Perhaps it would be more accurate to sav that the customers 


only too often wait to get some information on which thev can 


) 
} 
le 


base gical buving judgment 


Lack of knowledge of goods is often evidenced by the ac- 
cepted use of certain terms such as “nifty,.”’ ‘“‘swell,”’ “classy 
apiaiee 


g£rea 


are thrown at the buyer of office furniture Because of their 


.? ‘fine.”” or by the use of superlatives Usually these 


commonplace character and lack of definiteness, they make no 
impression on the customer, unless it be an unfavorable ons 

\ great opportunity for increasing selling efficiency lies in 
mproving the vocabulary of the sales talk. and discarding 
dead words that have lone since ceased to convey ideas 

The trouble with selling quality is that it is seldom found on 
the “show parts.”” Quality is usually in the “hidden places 
That is where the skimping is done when it comes to the manu 
facture of furniture 


iby the same token, most purchases are made on eyesight 


value By actual count 91 per cent “guessed the cheaper desk 

in this illustration as being the better Yet it sells for twenty 

five yy cent less it a highly competitive market So 1 sav 
uess’' advisedly 


An imitation of an article of quality rarely if ever reaches 
the heights of perfection, in construction and finish, of the 
riginal Therefore, it is an imitation Similar in appearance 
but oh! how different in the “hidden places 

if quality is where it cannot easily be located, how are you 
going to demonstrate it to vour customers? Some time ago we 
worked out what | called a “comparative value"’ display 
It is a daily occurrence that a man walks in the front door of 


dealer's place, is shown a desk or a chair and the inevitablk 


response upon being quoted the price is You're way out 
line,”’ or “My, but your price is high! More often vou hear I 
an buy that same desk across the river for much less money 
The sad part about this all is that he means it He's sincere 
it's the commonest objection to buying [| know of We all do 


more or less 


This display featured two desks of competitive make Here 
is an idea for floor display work that teaches an important 
lesson in comparative values—values that are in-made Most 


furniture today is sold on eyesight value and price 


On opposite sides were two desks of exactly the same dimen 





s it of different quality On each desk was placed a 
lara: ign in the form of a question mark 
How to Display and Sell Quality. 

Cs you tell—which is the better desk and why”? Can 4 
find the quality in the hidden places that represents the differ 
ence in the price Hiow much do you estimate the one desk is 
worth more than th other?’ 

Comparative chart were developed showing exactly the dif 
tere? ine whet 

A final reason wt the goods should be described carefully 
and thoroughly (unless the customer shows impatience) is be 
ause people do not see what they look at; they only see that 
which ji pointed out to them There is no more important 
truth applicable to retailing The average salesman takes too 
much fer granted It is assumed that when the customer is 


looking at the goods the latter sees what it is intended he 
shoul Onlv too often this is not true The customer overt 


looks the important elements of value that the sales person 


takes for wranted are obvious His mind rests on objections 
Which prevent him from buying His decision is made in 
dependentl of the salesman when it should be made only with 
his hel; 

Ver few, perhaps no one, sees all the important aspects 
nythine without having previously studied them or without 
having them pointed out 

Looking is not necessarily seeing l’suallv it is not 

Did uu ever buy chairs upside dowr Here are two cl 
made in two different plants 

The quality and strength of a chair lies largely in the reir 
forcing of joints nd corners, and sizes of stock used Much of 
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NEW and BETTER Adhesives 
BULL-GRIP MUCILAGE 


Never deteriorates or crystallizes and has double the spread- 
ing capacity. A perfect office or library paste for mount- 
ing photographs and maps, and for sticking paper, cloth, 
leather and rubber to paper, wood, glass, aluminum and 
other metals, as well as glass to glass. Being water resisting 
makes its adhesiveness lasting. It is smooth, clean, does not 
stick to the fingers, dries quickly, will not stain or smear. 


BULL-GRIP LIBRARY PASTE (Semi-liquid or solid forms) 


Have most all of the same good qualities as the mucilage, 
but are made stiffer to serve in certain fields of use. 


3-oz. bottle ...20¢ , see oe, 75c¢ 
5}-oz. bottle 35¢ E COR ivsctavcnce $1.25 


BULL-GRIP PADDING GLUE 
Red or Natural) 

Requires no heating. Requires no reinforcing. Applied cold- 
Saves labor. Always remains flexible. Always ready for use. 
Never cracks under the cutter. Non-inflammable. Allows 
sheets to be torn off with clean edges. Is moisture proof. 
Never gets sticky in hot or damp weather. Dries sufficiently to 
handle in 5 minutes and thoroughly in from 15 to 30 minutes. 
Will not become brittle. 


By comparative test | gallon of BULI -GRIP has the same covering 
capacity as 2 gallons of HOT GLUE 


l-qt. cans $1.75 per qt. l-gal. cans. .....$4.00 per gal. 
12 1-qt. cans 1.50 per qt. 6 l-gal. cans .... 3.75 per gal. 
Prices for larger quantities given upon request 


Brush Containers, $1.75 each; will eliminate any brush trouble 


On small initial orders remit by check, P.O. money order, or have 
BULL-GRIP Glues sent C._O.D. We are manufacturers of NEW and 
BETTER adhesives for every industry and stand back of our products. 


Pr F. O. B. Chicago 


JOHN J. HARRIS & CO. not inc. Chicago 
4124 W. Lake St. 


Phone: Kedzie 4546 


BULL GRIP ADHESIVE 
PRODUCTS 
Patented June 17, 1924 
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THE “Perfect” LINE 


A complete line of all 
loose leaf devices, and 
also metal parts only, 
is now available. 


Dealers who have not 
received copies of our 
recent catalogs should 
write us at once. 


Chicago Binder & File Co. 
500-508 West 3ist Street CHICAGO, ILL. 
HIGH GRADE PRINTING LOOSE LEAF DEVICES 


LEDGERS BINDERS INDEXES 
BUSINESS SYSTEMS 
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this reinforcing is done in concealed places, such as the fitting 
of dowels. A dowel to a glue joint serves the purpose as does 
a screw put through from the outside to reinforce two pieces 
glued together. If the glue in the seam lets go, the screw 
holds on. 

Comparative Selling. 

The two chairs were ‘X-rayed,’ as we called it—cut open 
around all places of dowelling to reveal the number used. The 
one chair had six in the seat, the other had none; one in the 
arm stump, the other has two; three in the back rail vs. two. 
The seat of one was cut out of 1%-inch stock, against 14-inch 
for the imitation. The back spindles were poorly fitted into 
round holes at the top (observable only from the under side), 
as against square and hand-fitted openings in the better chair. 
There were no corner blocks under the seat and there was only 
one bottom stretcher. The one chair weighed 20 pounds as 
against twenty-three pounds for the better one—a difference of 
more than seventeen per cent. 

To sum up. In a schedule of five hundred chairs, the imita- 
tion saved 16% per cent lumber in seat stock, 500 stretchers, 
7,000 dowels, 2,000 glue blocks, 4,000 screws, and the fitting by 
hand of 4,000 spindles at the upper end. Yet the cost of 
dowels, glue blocks and screws is insignificant compared to the 
cost of labor in putting them in place. It is estimated the 
better chair costs $2.87 more to produce, but retails for $1.00 
less, 

They look very much alike right side up without the X-ray 
holies. You hardly notice that one has only one stretcher below 
while the other has two. Such displays are a real help to the 
salesman and present a display picture to the prospect of the 
superiority of your merchandise. 

When looking at vertical files in dozens of dealers’ establish- 
ments not one had mentioned the features pointed out by mail 
order houses. 

Salesmen take it for granted that the customer will recognize 
the superior quality of a better file or a better transfer case. 
Why such wisdom should be imputed to the average customer 
it is difficult to see. But it is not merely the hidden points 
about an article, the hidden points about a vertical file that 
customers cannot see It is just as true that the surface 
features often leave no tangible impression on the customer's 
mind. People do not see that the slide or follower is of a 
superior construction until they are acquainted with this fact. 
Even though they may be looking at these features, salesmen 
can never be certain that the article they are attempting to 
sell is really seen as they want it to be seen without working 
out descriptions that will call the customer's attention to the 
things most desirable to be notified. 

When should a product be sold on a quality basis and when 
should the price appeal be put into the foreground? This is 
not always an easy question for the dealer to decide. It should 
be remembered, however, that quality remains long after the 
price is forgotten; the sales built on quality are usually worth 
the extra selling effort required. 

It is the general experience of most business men that to 
meet price competition with price arguments is a mistake. A 
better plan is to meet them with quality arguments. 

A demonstration of one of the many talking points of a 
steel desk shows that the strength in the leg was instrumental 
in the sale of an order for forty-four desks. 

The manufacturer claims in his catalog that the full weight 
of 470 pounds could be supported on one leg at an angle of 
forty-five degrees and that the drawer would operate freely. 
This is a splendid point, so we proceeded to demonstrate it and 
the result was several substantial sales and many splendid 
prospects 

Practical tests should be worked out by dealers. 

Practice What You Preach. 

The general appearance of your institution should be a factor 
in creating an atmosphere of quality for a quality product. In 
the same sense that prospective buyers receive an impression 
of quality from the setting up of an advertisement, so the 
buyer of your merchandise received an impression of quality 
from your store appearance and office. No dealer worthy of 
the name should have an antiquated office like this. Practice 
what yeu preach. 

Practical tests consist of putting articles to the use for which 
they are intended and by careful observation ascertaining to 
what degree they justify the claims you make for them. When 
you are really convinced about anything, you are favorably 
impressed, and often do not take the time to ascertain why. 
It is enough that a powerful motive, based on knowledge, lies 
back of your attitude and your talk. 


Submit Layouts. 

Service, quality and price are three prime factors in your 
customers’ superior service; it will go far towards combating 
price competition. To measure up a _ prospect's office and 
make an intelligent layout is not as difficult as many think. A 


prospect will frequently spend hours with such a plan, arrang- 
ing and re-arranging it.. Many blunders of over-size and under- 
size are avoided and the job is sold on an intelligent service. 

This planning service also makes it easier for you to sell in 
sets and sell complete. Altogether too much selling of bacon 
without the eggs, desks without chairs, cabbage without corned 
beef, files and no insides, prevails today. Public libraries have 
plenty of material from which to learn how to make a floor 
plan to scale. Pieces of colored card stock is then cut to repre- 
sent the furniture. These are held in place by routing tacks 
and enables the prospect to move the pieces about at will 

When you have selected the grade and numbers you propose 
to recommend, cut them out of the catalog and mount them 
on cards prepared for that purpose. A file of cut-up catalogs 
and folders should be maintained for this purpose. This pre- 
vents the prospects from paging through your catalog and 
changing their selection from line to line. Catalogs frequently 
are the cause of long-delayed decisions because of the variety 
of lines offered. In this manner you make the decision and 
stand by it Sometimes it is advisable to offer alternate bids, 
in which case it is well to prepare both in a like manner 

When these jobs are sold and especially when the customer 
is located on the ground floor in the down town district it pays 
to advertise the fact by suitable window posters while the work 
of remodeling or decoration is in progress. 


Sales Contests. 

The use of sales contests to straighten out the valleys in the 
sales curve appears to be an important question 

There is many an A-1 salesman lurking underneath the coat 
of an ordinary plugger who needs the impetus that a store 
sales contest will give him 

In plans designated to reach the salesman much depends on 
giving the contest a stage setting that at once appeals to the 
salesman’s imagination, and at the same time keeps constantly 
before him the measure of his individual accomplishment 

No matter what stage setting is given the contest, some 
means must be provided for visualizing the score 

To build a score board is not expensive and it will cause 100 
per cent more interest to be taken in a contest than if the 
mere figures alone were to be chalked up as is usually done 

It has an appeal to the imagination, and the salesmen will 
soon fall to chafing the man who drags behind 

A trip to the factory Here is a plan suitable for use by 
dealers permanently located away from the factory The basis 
of the plan is to offer to pay the expenses to the factory of 
any man who sells a certain amount of merchandise in a cer- 
tain time. As most salesmen like to visit the factory and they 
derive much benefit from it, this plan can be profitably used 
recardless of what other sales plans might be in operation 

First, determine what each man must sell to entitle him to 
the trip, this mark being fixed so that by putting forth a little 
extra effort a salesman can easily make it. Then have a map 
made up with dots showing the location of each man, and a 
big star designating the factory Every day mark the map 
showing the progress each man is making toward the factory 
the progress being shown on the map by a red line. Every time 
the man sells a certain amount of goods, he has traveled so 
many miles toward the factory, and his line must show just 
how far he has traveled. When he has sold the amount of 
goods required to entitle him to the trip, his line will have 
reached the factory 

Frequently it is very important to tell the customer where 
the article is made and by whom. Oftentimes customers have 
been through factories or know some of the employees, dire¢ 
tors or officers of the establishment, the goods from which are 
before tnem in the store. 

A sentimental value is thus attached to the goods, in addition 
to that explained by the sales person Telling the customer by 
whom the article is made may often have great influence if 
this information is given in a clever manner, even though the 
customer has no Knowledge of the manufacturer 


Why Salesmen Fail. 

Why do salesmen fail? 

In order to accurately arrive at the remedy for decreasing the 
turnover in a sales organization, it is first necessary to know 
what the reasons are which cause failures An investigation 
among the readers of Sales Management Magazine, in which 
207 failures were analyzed, showing the following percentages: 

Lack of industry, 306 per cent; failure to follow instructions 
18 per cent; lack of tact and courtesy, 12 per cent; lack of 
stick-to-itiveness, 8 per cent; lack of confidence-holding quali- 
ties, S per cent; lack of knowledge regarding the line, 7 per 
cent; unable to withstand the counter-offensive of buyers, 6 
per cent; went stale, 4 per cent; poor health, 3 per cent; dis- 
honesty, 2 per cent; miscellaneous, 2 per cent 

The turnover is highest in the life insurance field, where the 


average life of a salesman is only six months It is lowest in 
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IT STARS 


There is no other device that occupies the Mimeo- 






graph’s sphere of usefulness. It stands alone. While it 






is a great duplicator it has no duplicate. The rapidity 





with which its simple stencil can be prepared and put 






into operation, thereby speedily producing thousands 






upon thousands of clean-cut copies of typewritten, hand- 






written or hand-drawn sheets, puts it in a class by it- 






self. Its method is its own. And that method is saving a 






great deal of time and money for thousands of large and 






small business and educational institutions throughout the 






world. Its operation requires no especial skill, and private 








work may be done in the seclusion of the office under 






personal direction. A booklet, which we will gladly send, 






without obligation, will explain how it may star for you. 






Send your request to A. B. Dick Company, Chicago—today. 
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/mperia!l 


The Medium Priced Line of Good Quality 


DESK LETTER TRAYS 


Here is illustrated the largest and most complete line ot desk letter 
trays, including the new Colonial style which will make a big hit 
with your customers. 








Colonial Style 





Two-Tier 


Furnished in all standard finishes and sizes which may be assorted 
to earn the maximum quantity discount. 


Get your share of this new business. Order today! 


Imperial Methods Co. 


Forest Park Illinois 
E. L. SIRUS, New York 
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some of the jobbing lines, where the turnover is surprisingly 





low Strawbridge & Clothier, for examplk report that they 
have had no changes in their organization last year Between 
these two extremes there is a wide difference in the deat! 
aoe 


In the vacuum cleaner field, where a high rate of turnover To 


might be expected: The Hoover Suction Sweeper Company re- 


ports that past figures show that only one out of four salesmen E ri ed 
make good The same percentage holds true in the case of the xpe enc 
Addressograph Company of Chicago In selling specialties, sucl 
ss Giles Walaa aputnins. thas dadean ae ae a Calculating Machine 
\ careful analysis of the reasons for failure among salesmer 
made |} the Willys-Overland Company shows that ninety ut Salesmen:— 
f every hundred men dropped from the pay roll could have 
held their positions } 1 they known the value of time It is ar 


r-present problem with sales executives to bring home t rhe sales territories of this Com- 





their men the great value of time, and to get them to utilize pany are liberal in size and so ar- 
‘ zx minute The problem is particularly acute ranged that our men can build tor 
definite future and be assured of 


me nes, esper ere the salesmen feel that they are 
! s for themselves and that their time s their ow! 

a good income 
Salesmen's Compensation 


With the market analyzed, a plan of action determined, an Over the past several months many 


t en selected les helps developed, one big questior ' a 7 : 
- . a © new men have joined our sales 

emains ow si } lve pal he my rtance f ee 

eration of t ect cannot be over-« phasized. for it Yvroup and we have opportunities 
~ ‘ Ip firms t e success of the wil ‘ es x it for sé veral others 
s mucl I l matter of pre ‘ »] 
he + t f the selling organizations may be turne ! \pplications will be treated in 
lt ret aire tier ! \ ins Te not oT SHies MAKI t 


strictest confidence, handled only 
‘ going bv ¢ ompany executives. Write us 
The weakness of n ompensation plat that they ar frankly and fully, giving all facts 


the days the fear of being out of a “job” wv in your first letter, stating prefer- 
onstant nightmar Your modern salesmen must be lee not . . 

iii Mike. Sheed inten lee yer wes ence as to location. Address Gen- 
‘ it woe ‘ ove! le lil u“ ‘ t presen a 

" esmen of neration zo is é na the hor ' CT Sales Manager, Marchant Cal- 


the salesman of to culating Machine Company, 280 
It recent surve eareful inquiry was made t just Broadwav. New York. 




















vhat methods were used to compensate tlesmen \ ques 
tion: re Was mailed to subscribers to the artnell Mont 
Sales Service Cone hundred and fift three re es were re 
ver Out of theses 3, TT, or slightl er fifty pe ent 
| ome sort of profit-sharing plat We have learned 
through hard experiens * one employer wrote that ther 
ynl ne kind of a iccessful compensation plar 
ind that is a pl which ‘splits’ something 
other words, a plan that guarantees hin percent 
t rns, not a vear fter he has earned t but 
This is an important point tj 
This inquiry showed that there was a good deal of riation 
siness, but quite often with each busine house in the re DIN 
This leads to the deduction that it is not possible to lay dow 


ao ose sae Naa 2 eee Made from pure white 
SULPHITE BOND 





ario tvpes of plans 7 use among <« neerns replving 


questionnaire may prove helpful 


1, Sliding commission plan, 3: 2, group commission plar Soldin 
bonus on sal totals. 21: 6. bonus on quota excess, If 
onus On increased personal efficiencs s nus ON Service and the HANDY HALF DOZEN 
to house, 2: 9, bonus on general promotional work, 2 6, bonus 
on bora h office s S 
rt forezoing sl S hat of all th haring pla n- 
irthed vy this inguir the plan that provides for a eplit 
volume s the most opular, with the bonus on excess over! 
quota running a se second 
If this table mear invthing t means that ll bonus plans 
have points whicl ppeal to some line ind do not appe 





| his were here would ‘ h ar di 
ributior f plans - 
| e alse n more in be wotter mplovees 
roc +7 ression of appre t vher i rtalr 
york é e or above the a rag r whet t 
1 hows tl } rt and head art vor} t 
‘ th re thods ever Ir 
I easy for business mar with 1 r nd 
4 ries, t over) pecial effort of t r sk mn the 
irt of mplovees ike it s natt f our t it 
will 1 dividend reased efforts s 1 } part 
f the employees if vill now and then ¢£ r r 
»*ken of appreciat 
Lif is all too dr ry ind drab as t d ttle ‘ t 
may be a high spot in the lifs f me har vor 
entious mar } < always try 


Price Competition 


How many neerr ire there wt 
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FOR EVERY DESK 


WINS 


TELEPHONE BRACKETS 


BURNS Brackets are supplied in two styles—the 
“Regular” adjustable in-and-out, and the “Hi-Lo” 
adjustable both in-and-out and up-and-down 
Both styles are furnished in various lengths 

It is possible to attach the BURNS Bracket any 
where—on top or side of desk, on wall, wirdow 
casing, or even in the middle of a room 

It is not necessary to disconnect the telephone 
when installing the bracket; simply clamp to the 
bracket and fasten cord with the clips 


Ask for complete data and trade prices 


Manufacturers 


State and 64th Streets 
Chicago, U. S. A. 


If not on mailing list for “‘Sales Data Cards’’ —advise us. 











THE ONLY 


“INDEXED” 
DESK CALENDAR MADE 


SHEDD’'S DAILY PAD 
Patented 





Indexed to Every 
Day in the Year 


The Efficiency Pad 
1927 Pads Now Available 
WRITE 


SHEDD-BROWN, Minneapolis, Minn. 


PATENTEES AND MANUFACTURERS 














PPLIANCES 


They say their product is “just as good as yours 
vance all kinds of imaginary reasons why they can undersell 
you, offering many plausible excuses for their lower 

The fact remains that the combined sales of these pr 
pirates is but a fraction of the business done by the quality 
houses The bulk of the business of the country 
those who put out the highest quality of merchandiss ind 


charge prices in accordance with quality The qua I 
will be in business and prospering when the man who ikes 
his future on price alone will have long since been fore 

Few of us are in the position of Louis Krupr 
flanked on either side by other furniture stores and 
was so keen that he put up a sign “Main Entrance which, he 
claimed, made business much better 

The solution of your problem i easy Give 
service and get full price 

Immediately there is a chorus ‘How do y« 
to pay me full price when my competitor down the treet will 
continue to sell at cut prices 

Forget your competitor Run your own busir } 
your competitor solve his own problems He is 
continue throwing away his good money when he you 
earning extra profits on every sale you make 

It might stiffen you up a bit if you Knew that only 4.2 per 
cent of all the 16,496 failures in the business world : & 
nited States last vear was due to competition The ithor 
for this statement is Bradstreets “Why Men Fail 

Change the displays in the store often Don't let the place 
look the same too long 

Feature the “new” in your displays Establish a t 
for having the new things first 

(irasp every chance for free rides for your 
postscripts on letters, inserts with packages, enc] h 
statements, short sentences printed on merchandise d 
ven wrapping paper 

kon't overlook the telephone as a means of getting 
One girl can make a surprising number of calls in a 

To sum it up: the answer is in you, your salespeop! 
entire organization Take time to ground them in f 
that they are full of interesting information abe 
chandise 

Back them with good displays and strong advert ng 
your goods, not the canvasser's goods. Then the wh 
from the delivery boy to the manager, will get the nthu m 
to sell, and you'll meet your competition 


Schafer Leaves St. Louis for Atlanta. 


H. Schafer, who has recently been with the Kardex 
Rand Corporation, St. Louis, and who was empl 
the Library Bureau for about twenty years, has left St 
Louis to take up his residence in Atlanta, Georgia, whet 


he will represent the Domore Chair Company 


Currie Visits Sesqui-Centennial. 

W. I. Currie, manager of The Dalton Adding Machine 
Company’s St. Louis office, recently made a 
Sesqui-( entennial Expositi n at Philadelphia 
Atlantic City, N. J.. where The Dalton Adding M ( 


Company had a conventior 


Rhode Island Stationers Association. 


The first fall meeting of this associatiot1 


Due sday evening, September 21 at the West: 

rooms, Providence. Thirteen members wert 

following officers were elected for the ensuing 

dent, F. W. Lovell, Preston & Rounds Cor 

lence, R. I.: vice-president, Raymond H. §& f I 
Freeman Company, Woonsocket, R. I.; secretar Art 
Dennis, E. L. Freeman Company, Providence, | treas 
urer, Mr. Abbott, E. L. Freeman Company) 

R. 1.: chairman of entertainment committee, F. W eters 
525 Hospital Trust building, Providence, R 


The applications of George Waldman of the 


Company and Mr. Abbott of the E. L. Freeman Company 


Providence, was accepted for membershi 
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The Institution from Which Springs 
of 
Wniting Ribbons and Carbon Papers 






The Miller-Bryant-Pierce Co. 


General Offices and Factory 


Aurora, Illinois 
a oe Ms 
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A right ribbon for every Writing ! 
Requirement. 
A Correct Carbon for Every Copying \ 
Condition. ! 
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Tower of Light 
One of the 
many striking features 
of the 
Sesqui-Centennial 
Exposition 


COLUMBIA 


SESQUI- CENTENNIAL ANNOUNCEMENT 





The Sesqui-Centennial Exposition will 
attract to Philadelphia thousands of business 
men from all parts of the world. 

To the representatives of the Office 
Appliance field in particular, we extend a 
cordial invitation to make their head- 
quarters, while in Philadelphia, at our office, 
1735 Chestnut Street, in the heart of the 
new business district. 

We will gladly take care of your mail if 
you wish. Have it sent in care of the 
Columbia Steel Equipment Company, 
M. C. Box 2130, Philadelphia, Pa 

It will be a pleasure to meet and to 
serve you. 


In advance we extend to you a cordial 
welcome to the city of Philadelphia. 


COLUMBIA STEEL EQUIPMENT CoO. 


Manufacturers of 


Filing Cabinets 


OFFICE EQUIPMENT 


Office and Showroom M. C. BOX 2130 
1735 CHESTNUT STREET PHILADELPHIA, PA 


























Sesqui-Centennial Exposition, Philadelphia, Pa. 


Palace of Manufacturers and Liberal Arts 
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Cutting Distribution and Marketing Costs.) 
(Continued from page 73.) 

including some of the very largest in the country, are using 

our combined circulation figure as the index by which to build 

their markets and upon which to base their quotas I think it 

is the best single factor that can be found as an index to the 

markets The reason for that is, just like your industry, that 


it has to depend uvon a degree of intelligence 


The ‘“‘Practical’’ Market. 


There is a lot of difference between a theoretical market and 
practical market \ theoretical market consists of every- 
body able to buy your product A practical market consists 
of those being able to buy, who can by a reasonable sales 


expense be made ready and willing to buy; and that is quite a 


different thing That is where our circulation comes it in 


roing 0 those of intelligence, going to those who will respond 
o Sales effort 

For example. let us take this small city in the central West 
Any one of your communities would do as well. We have col- 
ored the best section of the city red (Indicating on chart.) 
It has only thirty-five per cent of the families, but they rep 
resent seventy-five per cent of the wealth, sixty per cent of 
income-tax returns, seventy per cent of those who paid in- 
come taxes, sixty-five per cent of charge accounts of depart 
ment stores selling better grades of merchandise, and seventy- 
three per cent of the circulation of The Saturday Evening Post 
and The Ladies’ Home Journal. That shows the circulatior 
is an index of the section of the city that is the market 


Here is a city in a rural district which has surrounding it a 


territory from which it draws trade, Galesburg, Il It is a 
Western city of about 25,000 population In the central area 
peop! do most of their buying in this trading centet The 


middle area buys most of its clothing and other shopping lines 
in the trading center, but buys groceries and other convenience 
roods nearer home in smaller towns Out here (indicating) is 

still further removed area, where some people came in to 
buy those lines ind ome went off to other cities There 
igain, the advertising problem is not merely the problem of 


reaching the people who live in the city, but the people who 


compose the market for all your product, and there igain, 
s wher national divertising reaches out 

This hows the coverage for our publications for Copel 
township, Knox Counts Il It shows the coverage as they 
xo out into this territory, which is tributar to the cits 

\gain. take vour cities \ large cits is a matter of fact 


not a single community; it is a collection of communities 
They have in ommon a city government and certain civi 
interests, but practically each of these component communities 
of a big city has little in common so far as its methods of 
living and its buving habits are concerned We have made 


an attempt to block off in the major cities these component 





ommunities Thi the city of Chicago (indicating chart) 
We have colored red the sections in which our circulation is 
greatest, better tha ne copy to 3.5 families, vellow the next 
best ureen next ! blue next Any of you familiar with 
hi l immediat recognize that this substantiall a 

lential map of Chicago practically t - only a map of 
reulation. There are two reasons for t One is, the 

more intelligent people buy magazines, just as more intelligent 
people buy your products, and your best markets, just as our 
est markets ire in the areas shaded red and yellow The 
k spots show the wholesalers, of which there are sixty-one 
vho distribute t IS newsdealers and 2,228 boy agents, 
located primarily < you see, in the red and yellow districts 

Charts Showing Local Markets. 

Since oO come from a good many different sections you 
n e intereste n having me very rapidly hang up these 

ric cities This is Philadelphia (indicating chart) You 

ll recognize it as a residential map of the city 

Here Detroit (indicating on chart) 

Here s Greater New York (indicating o1 hart) Twenty) 
ive per cent of the entire circulation in Greater New York 
sold t the news stand and all of that circulation is carried 
out into the other listricts which would make even more 
ntensive the coloring of the other districts if that circulation 
‘ ild 1 located ¢ 

Here is St. Louis (indicating on chart), tl being the Forest 
Park district 

Here is Bostor ndicating on chart) t reflects the prover- 
bial culture of the ty The highest coverage in any indi- 
vidual section is th (indicating), in which we have a coverage 


of one copy to one famils 

In Minneapolis (indicating), we have the highest coverage of 
any of the twelve 
poor residential district 


indicating the freedom of the city from 
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“Is it guaranteed?" “Yes, sir, look at this 


ttle tag It is the maker’s guarantee of per- 
fect materials and workmanship Notice that 
the base ind swivel iron are guaranteed for 


five years: if there's anything wrong with the 
cha tll ertainly show up in less than 


Isn't the assurance of quality a real help in 


mpleting the sale? Let us tell you more 
Gunlocke Chairs. Write us. 


THE W. H. GUNLOCKE CHAIR CoO. 








WAYLAND, NEW YORK 
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Barbee Wire & lron Works $ 


440 Conway Building 3 
CHICAGO 
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THE NEW 


ATJAX 


TIME STAMP 


(Patented) 





Front View 
Showing Attrac- 
tive rance 


and Sturdy Con- 
struction. 


All metal with a SETH THOMAS CLOCK MOVE- 
MENT. Establishes a new standard in time stamp 
construction. The Clock Movement is so located as 
to make it impossible for the jar of stamping to 
affect its accuracy. The materials used in its con- 
struction and the workmanship are the best money 
can buy, insuring Durability, Service and Economy. 


Retail Price $4().00 bray tie means’ satted cur 
Engraving Extra tomer and a profit that satishes you 
WRITE 


Ajax Time Stamp Co. 


136 Washington St. BOSTON, MASS., U. S. A. 


Eastern Representative: R.A. Stewart & Co., 80 Duane St., New York 
Missouri Representative: Banner Rubber Stamp Seal Co., 208 N. 4th St., St. Leuis 
California Representative: Leos les Rubber Stamp Ce., Les — : 
Illineis Representative: American Seal & Stamp Co. 120 5. Clark St., Chicago 


show the sales of ten companies of very 


own circulation You see the very 











OE ee ee ER 


uh 








Members of the 
‘‘Cado”’ Family 


‘“‘PERFECT”’ OILER 








SELF-CLOSING UALVE (OPENED) 


For Typewriters, Sewing Machines, Bicycles, Guns, Etc. 


Regulates the supply of oll to a drop. Fitted at the 
top with patent tip, which can be unscrewed to refill 
the oiler. Although this tip prevents all leakage, a cap 
fits over the top as an additional protection. 

The shape and nickel finish make it the handsomest, 
neatest and most convenient oiler in use. It has been 
adopted by the leading manufacturers as being without 
an equal for really high-grade typewriters, sewing 
machines, bicycles, ete. PRICE 35e. 


“STAR” OILER 


The spout is closed by screwing against 
a leather washer in the cap. The 
“STAR,” like all our goods, is made 
only in the best manner possible. It 
is Impossible to make another oiler as 
tight as the “PERFECT” but we guar- 
antee the “STAR” equal or superior to 
any oiler except the “PERFECT.” 


ALL OUR OILERS ARE MADE 
WITH SEPARsTE THREADS 


The separate thread prevents the tip 
from jarring loose in the tool-bag, and, 
in every way warrants the extra cost 
in manufacture. Every oiler is tested 
under hydraulic pressure to insure per- 
fect soldering. PRICE 25c. 








Atlas Stationery Corporation 


Exelusive Dist. of “Cado” Cushman & Denison Specialties 


109-111 Leonard Street NEW YORK, N. Y. 
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city of Atlanta is somewhat interesting 
Approximately twenty per cent are colored, as I recall 
matter of fact we have a very good coverag 
one to each 3.5 families In the Pittsburgh 


one to 1,500. 


Kansas City (indicating), showing the C« 


Sunny Slope districts 


Dallas (indicates), which reflects the comn 


of the city from the fact that our cir 


good, being one to 3.3 families 


Los Angeles (indicating), at least, suc! 


advisable to put on the map It has a very 


has a ratio of one to 3.1 for the city of Le 
the city of Cleveland (indicating) Here 


Cleveland district and here the Lakewood dist: 


to another phase of this and taking 


Here is a map of Illinois (indicating) Some 
Jlored black and the others are white In 


circulation of our publications is the 
have ninety-five per cent of incon 


ninety-five per cent of bank deposits and ninety 
automobiles If vou had this information and 


} 


salesman where to go, wouldn't you tell hin 
was the largest number who made income 


state by state (indicating chart) The 


These states are arranged alphabetically I 


the two lines 


you ask How has this been brought 


nswers has been that those of greater 


to buy the national magazines. Another 
to the size of the sales organization ) 
seventy-seven thousand of our salesmen |! 
the United States, helping to build 1 
the way for you One hundred and event 
would fill the Yale bowl twice and there 


lot left over for the third game 


Reaping the Harvest of National Advertising 


down to the practical problem How 


for vourselves? Because, after all, all 
et opportunity in your community for 


advertising is merely local dvertising of goods 


} 


The publications are bought by peopl 


ty Then how can you cash in on tl 


rst place, you can use each individual 


comes out If you are a salesman, you Car 
with you Yeu should always use the 

you are a salesman If you are a merchant 
ationally advertised lines In the first pla 


ed goods are preferred by those who 


rs by those who read and who set the 


By carrying nationally advertised mer 
ean build business more rapidly thar 


believe the tirae is past when you 


and build a great store on private 
) 


have a big city store and want to draw 


there is no better way to do it than to « 
advertised lines The big city stores were 
through five-cent street-car fares, by che 


the five-cent fare is almost gone, the 


automobiles, the traffic has become 

dangerous to go downtown But they read 

something they want to buy—some new kind of 
and then they wonder who has it? The g 


they think has it, and they go downt 
t it They say they have something 
ustomer buys it Then some day in the 
he sees the thing he wanted to buy t 


The second time they take what the store 


the third time they want to buy sometl 


inquire in the local store and like as 


there Then the store downtown wond 
s fallen off It has fallen off because tl 
ustomer the thing he wanted to buy = 
int was a man who was a judg: 
merchandise If it was a fountain pen, he sa 
pen because he had written with it if 
good peaches because he ate son 
merchandise because he looked at it witl 
knew its quality However, the younger 
for that They have their own ide \ 
the crossroads may say “I do 
advertised lines Look around I haver 
been here forty vears and I know what n 
is one thing he doesn’t know, and 


generation wants, and wiih the older gener 


f the picture he will find himself with } 
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HicuH SPEED ADDING-CALCULATOR 


earn 
y the 


Monroe 





| EARN what Speed with Proven Accuracy the first time means to scores 
4 of thousands of Monroe users—aid what it would mean to you on 
your own work. 
Locked Figure Addition, Direct Sub‘raction, Automatic Division, Fixed 
Decimals, Visible Proof of Accuracy at every step—these are but a few of 
the distinctive Monroe features. 
Krom the simple checking of invoices to the figuring of complicated en- 
gineering formulae, the Monroe is saving time, money, and labor in all 
lines of business. 
learn what Monroe service may mean to you. You man arrange for a 
Free Trial on your own work and prove for yourself that “Here is a dif- 
a ferent machine.” No obligation—sim>ly address: 


MONROE CALCULATING MACHINE COMPANY, Ince. 
General Offices: ORANGE, N. J. a 














Vonroe Machines and Service are 
available in All Principal Cities of 
the U. S., Canada, Great Britain, 
Europe and throughout the World. 








Se eee 


es 


peptunacaviagso Seno. scmepepnanc rane aoa eereeeee ee es 








Se ne 








eae a ae = 








a al mS, 


‘en ot 








250 


OFFICE 


APPLIANCES 








No. 212 Closed 


A combination storage cabi- 
net and wardrobe for the 
crowded office. Compact, 
economical, convenient. All 
TERRELL cabinets may be 
easily converted into ward- 
robes and vice versa. Shelves 
and interiors are easily ar- 
ranged and adjusted without 
tools 


TERRELL’S 
EQUIPMENT 
COMPANY 


GRAND RAPIDS 
MICHIGAN 


TERRELL 
STORAGE 
CABINETS 


are giving dealers a profitable en- 
try into hundreds of offices. Deal- 
ers find in the TERRELL line the 
cupboard needed to meet the re- 
quirements of any customer. Four- 
teen different sizes make the TER- 
RELL line complete 


ATTRACTIVE IN APPEARANCE 
STRONG IN CONSTRUCTION 
LOW IN PRICE 


Exclusive features make the TER- 
RELL line easy to sell 








No. 415C 
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on hand for which there is no demand by the younger genera- 
tion, to which you must appeal if you expect to stay in busi- 
ness If you are building a business for the future, you have 
zot to go to the younger generation If you want to get the 
business of the younger generation, cash in on the market 
which is being built for the younger generation by the nationa) 
advertiser These nationally advertised goods are especially 
preferred by the younger generation The merchant who 
aters to their trade is building a businss to endure 

In the third place they sell more quickly, enabling more 
rapid turn of stock and hence enabling a larger volume of 
business with a given amount of capital and hence a larger 
et profit on the investment It seems to me that sometimes 
merchants are per cent crazy. They will say they get fifteen 
per cent on this and ten per cent on that, and why should 
they push an article on which they get but ten per cent when 
they can get fifteen per cent on the othe1 The only thing the 


bank will take is good, cold dollars, and if he sells $2,000 worth 
of merchandise and makes ten per cent he has $200 that he 
an take to the bank, but if he sells $1,000 worth and nets 
fifteen per cent he has only $150 It is profits that builds 


business, and not discounts on goods that are not sold 


Profits on Nationally Advertised Goods. 


Nationally advertised goods have a more stable value, show 


less depreciation in time of stress and have greater value in 


a sale of a business They add to the prestige of a store. 
The store that has something ‘“‘just as good” or ‘‘better’’ drives 
ustomers away The store that has the brand called for 
rises in the estimation of those who inquire The store that 
wins reputation of having whatever nationally advertised 
irticles are desired never lacks for customers 


What is the value of your business? What you can sell it 
for, over and abov the actual value of your plant and your 
stock, is the value of the good will Its value depends upon 
what you are building into the community of ability to meet 
the needs of the community Today, it is not so much your 
knowledge of merchandise, but your knowledge of what people 


want that counts it may be an interesting thing to study 
merchandise, but it is a much more interesting thing to study 
human beings and human needs and know what people want 
ind that is the great thing in merchandising today 

In the first place, you can let the people of your community 
know that you are carrying the advertised products If you 


are a city merchan you Can use local advertising If you 


are a crossroads dealer, vou can put up a conspicuous sign on 


the highway “If it is nationally advertised, stop and ask 
us for it.” Of course, somebody will stop and ask for some- 
thing that is not in stock The merchant will say he is out 


of stock, and will make a note of it and send for it The store 
that gets the reputation of having nationally advertised goods 
will soon have people driving there from all over the country 
who want to buy those things If I had a city store, I would 
carry nationally advertised lines; if I had a rural store, | would 
arry nationally advertised lines, put them into the window, 
display them, and let people Know about them and know that 
| had them 

You can displa nationally advertised products in the win- 
dows, and new customers coming by will see the advertised 
lines and come in and make the acquaintance of yourself and 
your store You can arrange your stock so that everybody 
coming in will see the nationally advertised brands and be 
reminded to buy 


Whenever a customer does not name a brand, show him a 


well advertised articlh if a man wants a fountain pen, show 
him a well advertised one This will please the customer 
You can train clerks to read the advertisements of the prod- 


ts vou sell and in their selling use the words of the advert 
tisement The consumer has been sold by the words of the 
cops Get your clerks to study the advertisements of the lines 
you carry ind when somebody comes in inquiring for a foun- 
tain pen or something, have him use the words of the copy 
of the line that he is selling, and this will increase his sales 
Now, why should a consumer buy these nationally advertised 


lines? Is it to his interest? Let me say it must have been to 
the interest of the consumer or you could not have builded 
these ig businesses: it had to be to the interest of the mer 
chat ind it must have been to the interest of the manufac- 
turer Why should the consumer buy nationally advertised 
ines? First, because they have superior quality National 
uivertising puts a ality requirement ipon a manufacture! 
vhiel the cor mers assurance that a sincere effort has 
PC! le to produce a quality product In the second place 
they are more interesting The national advertising has given 
informatior has added touch of refinement and perhaps of 
romance that augments the buyer's appreciation Third They 


ire standard—may be bought anywhere in the United States 
and wherever bought are the same quality) To those who 
trave r take motor trips this is especially important The 
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OFFICE 
f\ MA A 
CURNITURE” 


Pile up Profits— 


Strong and well built desks that 
you can sell at a low price are always 
in demand. 








Alma’s big production is concen- 
trated on that grade. You should 
get to know them better for they are 
profit builders. 


Ask for your copy of the new 24 page catalog 


ALMA FURNITURE CO. 
High Point, N. C. 

















100- YI 





ARS - OF - MANUFACTURING + EXPE 






j One of 
Vj Many 
5 if Styles 


A-1445- 


This Chair ts 
No 
5 XYPI 


No Weak Points in 
H-W Office Chairs 


A century of seat building has taught us how to 
make business chairs for style, strength and com- 
fort. When you sell Heywood-Wakefield Office 
Chairs you will have no occasion to make excuses. 


There are no weak points in H-W Office Chairs. 


Hleywood -Wiakefield 


REG.U.S. PAT. OFF 








Baltimore, Maryland Los Angeles, California 


Boston 45, Mass. New York, N. Y. 
Buffalo, New York Philadelphia, Pa. 
Chicago, Illinois Portiand, 


Kansas City, Missouri St. Louis ,Missouri 
San Francisco, California 
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Although Crescent Pins are of superior quality, they cost 


to 5-pound sizes. 
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| | Crescent Doesn’t 
| Pin You Down 





ause Crescent Pins are guaranteed superior quality, 
h in every respect. Stationers who sell them assure 
quality of their service in this line Crescent Pins 
the product of automatic machines kept perfect 
shanically by a force of veteran pin makers. 


more than others Made in nine standard sizes and 
ked in roll cushion, pyramid, and in boxes from % 


We shall be glad to supply samples, 
prices and discounts. 


Crescent Brass & Pin Co. 


5760-5800 Trumbull Avenue 
Detroit, Michigan 


A. L. Jones, Inec., 55 New 
Montgomery St., San Francisco, 
Calif., Pacific Coast Representa- 
tive 

Phil F. Webster, P. O. Box 873 
San Antonio, Texas, Southern 
Representative 

Chas. S. Jacobsen, 520 Wes 
End Ave., New York, N. Y., 
New York Representative. 
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PERMANENT 





He Means 


ANFORDS 


PREMIUM WRITING FLUID 


give a high value for the price Through advertising the 
manufacturer secures volume which enables him to give high 
value Products most strongly advertised in the national publi 
cations have few if any equals in quality at the same price 
Again, they may be safely ordered by telephone, by letter or 
by messenger. They do not require a personal inspection before 
purchase 


How the National Advertiser Profits. 


Finally, how does national advertising profit the manufac- 
turer In the first place, it builds for him strong and per- 
manent markets—markets that suffer less in depressior mar- 


kets that are more independent of the whims of distributors 
markets that have their strongest hold on younger buyers and 
hence markets that will endure 

It sets a requirement of quality production for himself and 
his employees, and hence tends to improve and to standardize 
the quality of his product 

It raises a flag about which all can rally Hence it promotes 
harmony and increases the loyalty of employees toward the 
company Especially it stimulates the enthusiasm of the sales 
torce and gives them courage in the face of hard competition 

It wins for him distribution with live and growing merchants 
the kind of merchants that endure in a period of depression 

And, finally, it wins for him that national recognition of merit 
to which the producer of good merchandise is entitled. 

I have just gotten an advance copy of a book we put it 
entitled ‘“‘Sales Opportunities,’ which we got out primarily for 
salesmen, in which are all of the city maps I have showr 
you and all of these charts I have shown you, and in which 
our circulation is arranged so as to enable a man to study his 
markets and his territory. For example, our circulation in each 
state is arranged in accordance with the importance of the 
county The cities in each county are arranged under it ac- 
cording to the amount of circulation there, which gives a 
picture of the distributive points in each county That puts 
into the hands of each salesman a picture of his market I 
haven't copies here to distribute today, but if any of you are 
interested enough to write to Philadelphia, addressing me or 
the Curtis Publishing Company, we will be pleased to sen 
you one 

In conclusion, we believe the time has come when the great 
problem is the moving of great quantities of merchandise at 
a profit to yourselves, and that this can be most successfully 
and soundly done on the basis of putting your pressure behind 
those goods for which a market is building. Life is too short 
to build a local market in the face of growing national adver- 
tising and competition. It is possible to cash in on this na- 
tional opportunity by putting your efforts behind your manu- 
facturers and reach the ultimate consumer, who, in the last 
analysis, is king We may talk about the manufacturer, the 
wholesaler and the retailer, but in the last analysis it all comes 
down to the ultimate consumer Whoever wins his confidence 
has won the day; whoever loses it is lost I thank you 


The Guest Book. 

R. M. WATSON of the house of R. M. Watson, Ltd 
Christchurch, New Zealand, visited Office Appliances earl 
last month. He spoke interestingly of conditions in his ter 
ritory. 

CHARLES W. LIPMAN of the New York City office 
of the Graff-Underwood Company called on Office Ay 
pliances September 13. 

THOMAS W. MOORE, representing the Americar 
Manufacturing Concern of Falconer, N. Y., and other lines 
and residing in Berkeley, Calif., visited Office Appliances 
on September 14 on his way East to attend the National 
convention and to visit factories. 

ie HARPER of Error-No, Inc., Rochester, N. Y 
called at the office of this journal on September 14 

E. J. STALTZ of the Western Furniture Company, St 
Louis, Mo., was also a visitor on the fourteenth 

FRANK E. WILBER of San Francisco call 
month. 

E. F. DURBIN of Los Angeles, paid a visit to t! 
nal a few days ago. 

E. L. SOISTER of San Francisco called at this 
on his way East. 

ASBURY BUSHNELL of Pasadena, Calif.. spent 
short time in the office of this journal recently 

L. M. BARMAN of Roneo, Ltd., London, Eng! 


called on September 24 


(Continued on page 265.) 





THE ZPENCIL THAT HELPS 
TO JMAKE "BIG BUSINESS” 










EMI-HEX popularity is popularity won on merit. 
Continuous growth in sales prove it to be one of 
the leading all-around business pencils. Its qual- 

ity has been proved to thousands by the famous 100 

word test—write 100 words with Semi-Hex and any 






other pencil; then compare them. 
The pencil already in the heart of big business is 







the pencil to sell to your business men customers, to 






whom the bulk of your pencil sales are made. Semi- 






Hex is that pencil. Prove it by trying it—if you are 






not now selling Semi-Hex write us for samples, prices 






and the profit building Semi-Hex proposition. 






GENERAL PENCIL COMPANY 


Makers of Lead Pencils for Three Generations. 


JERSEY CITY NEW JERSEY 
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KAIST BE Rk 


A Beker Drawing J e 


T last the artist, the engineer, the architect and draftsman can 
have a perfect Drawing Pencil. Kim-ber-ly has come to 
satisfy the demand for an ideal—an American made pencil 

for the most critical users. 

Kim-ber-ly has six big features. It is SMOOTH. It is UNI- 
FORM. Its lead is STRONG. It is EASY TO SHARPEN. Its 
lead and wood are BOUND together firmly. It is COMFORT- 

ABLE to use. 

These are the features artists have always looked for in 
Drawing Pencils—but seldom found. Now you can offer 
them Kim-ber-ly—and build up a big, profitable Drawing 
Pencil business. 

Be among the first to push this better Drawing Pencil. 
Write us for samples to try, prices and full details about 


KIM-BER-LY. 


GENERAL PENCIL COMPANY 


Makers of Lead Pencils for Three Generations 


JERSEY CITY NEW JERSEY 
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Remington 














EMINGTON Portable is the recognized leader in sales and 
popularity. It enjoys this distinction for common-sense 


reasons. 
It is the lightest portable—weighs 844 pounds net. It is the fastest, 
turning out neat and accurate work at any speed you demand. 


It is the most compact of all writing machines—the carrying case 
is only 4 inches high. Years of service everywhere have proved 
its outstanding dependability under any and every condition of 
service. All these advantages—plus the standard keyboard! 


Remington Portable is sold by our branches and dealers every- 
where on terms as low as $10 down and $5 monthly. Write for 
our booklet, ‘For You—For Everybody.” 


REMINGTON TYPEWRITER COMPANY 
374 Broadway Branches Everywhere New York 


Remington Typewriter Co. of Canada, Led., 68 King Street, W., Toronto 


A MACHINE FOR 
EVERY PURPOSE 


REMINGTON-MADE PARAGON RIBBONS AND 
RED SEAL CARBON PAPERS ALWAYS MAKE GOOD IMPRESSIONS 
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em CLASS - 
pe__j LEDGER —— at —— 


BOUND IN 


GENUINE IMPORTED PIGSKIN 
In a Class by Itself 






Satisfied users are sending in repeat orders 


Indexes with Pigskin Tabs 
carried in all sizes. 


Ledger Season will soon be on you. 
Have a stock on hand. 


IRVING-PITT MANUFACTURING CO. 


NEW YORK KANSAS CITY, MO. CHICAGO 
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(Business Methods Under the Microscope.) 
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to a receivership Now he makes only 100 styles That ts 
simplification, standardization, getting down to the essential 
lines, cutting out the sizes that do not pay That is as in 

portant to apply to a merchandising business The merchant 
who cuts out slow moving items is the man who forges ahead 


Budget Your Business. 


The final point is budgeting So far as the retail merchant 
is concerned, there are four kinds, all of them more or less 
necessar) Sales planning, mapping out what you are going to 
do Second, mapping out purchases and stock so as to at 


cord witl vour expected sales Then expenses and 
financial budget, to show you what your expected profit 


to be and your financial set-up to meet your obligatior 


then a 
is going 


is Not 


ill successful merchants have approximated that yet, but that 


is the direction in which they are moving 

Very briefly, the question as to what sort of prograr 
be suggested for the retail stationery trade The sort 
which has been proposed, and with which we are in 
would le first, a study of the operating expenses, bas 


n might 
of thing 
accord, 


ed on a 


broad base a comparatively large number of firms, securing 


reports from as many as possible, 300 or 400, of al 
successful, unsuccessful, large, small and otherwise, t« 


get a vardstick by which we can measure and find o 


1 kinds, 
» try to 
ut what 


the real tests are of a successful merchant in the retail sta- 


tionery trade Second, selection of a group of successful mer- 


ehants, with special study of their figures, and com] 
to see how they got their high profit; was it due to 
margin, or your expense, and if so, what items were 
was it due to stock turn. Third, following that up and 
it going by studies of a non-statistical nature, such a 
ods of departmentizing; stock control, whether perpe 


sarisons, 
a high 
low; o1 
keeping 
s meth- 
tual in- 


ventory or some other method that can be used These studies 


could find out management methods and policies used in suc- 
cessful stationery stores, That seems desirable for any trade 
which has not done work of this sort, to take up for the benefit 
of its members The Harvard Bureau is not a commercial 
organization 1 am not trying to sell you anything We are 
not business doctors, and haven't any service to sell. We have 


simply had a certain amount of experience in gathering figures 


for certain trades. Our whole aim is educational in cl 
We are running a school up there, and are trying to tr 


laracte! 


ain men 


for business, and we have to have these figures At the same 


time we feel an obligation to make available whatever : 
lated experience of merchants we have secured to th 
wherever we can in a service Way 


Lines Carried—Continued fro: page 60 


iccumu- 


le trace 


Careful study should be given to this subject and frequent con- 


ferences with your bank will prove of valuable assistar 
Establish a high grade banking connection and use i 


best of your ability 


Organize your non-productive departments with car 


installation of modern bookkKeeping methods will prove 
ind give you an accurate picture of your business Hi 


books audited regularly 


Be sure your mark up is based on your cost of doing 
so that you will secure a net return on your investmen 
In conclusion, | am suggesting a few questions whicl 


t to the 


‘ The 


a SaVINE 


ive vour 


business 
t 
1 I hope 


will be the basis for an interesting and instructive discussion 


Do you feel that the office furniture industry and your own 


business in particular is without need of any improveme 
is, quite satisfactory and your returns more than ampl 

How many office furniture dealers do you know who 
their bills? 

De vou believe that the dealer should discuss his 
problems with the manufacturer? 

Do you think the standardization of line will cut vo 


Is it more profitable to stick to the lines you are cat 
J 


put in lines that will be copies of your competitors? 


Head of the Class. 


When the class was asked to write an essay on 


nt; that 


discount 


busine ss 


‘Kings’ 


one boy turned in the following: The most powerful king 


on earth is Wor-king; the laziest, Shir-king; the 
Jo-king; the quietest, Thin-king; the thirstiest, Dr 
the slvest, Win-king; the noisiest, Tal-king, and th 


The Eagle 


te do inside of a factory is Smo-king 


wittiest, 


in-king: 


e worst 


News 











DEFIANCE INKSTANDS 








“The House of Service’ 





DEFIANCE © 
| a b | 


SALES CORPORATION 
72 Spring Street 


New York 


Sole Manufacturers of the Genuine Gem, 
Jumbo Gem and Perfection Desk Calendars 























are necessary with the 


BUMP 
PAPER FASTENER 


Its principle is as novel as it is 
unique A part of the papers to 
be fastened is used to form the 
staple and a safe, secure 
and lasting fastener re- 
sults. There are two 
styles (illus- 
trated) and price 
information will 
be sent on re- 
quest 





















































































































































Eastern 
Representatives 
SEYMOUR- 
CONOVER CO., 
350 Broadway, 
New York City 
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Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





A SIZE FOR EVERY NEED 


No. 1. 6% inch blade. No. 4. 12% inch blade. 

No. 2. 8% inch blade. No. 5. 15 _ inch blade. 

No. 3. 10% inch blade. No. 5% 18 inch blade. 
No. 6. 24 inch blade. 





Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
3700-3702 Wentworth Avenue 
Chicago, Illinois 








CLIPLESS 


PAPER FASTENERS 


Are the machines your trade prefer. 
Why not give them what 
they want? 


HAND AND 
STAND 
MODELS 


“= 












The 
machines with 
the automatic 
tuckers 






Dealers! Write 


us for our liberal sales _ 
proposition on this old reliable product. 


NEWTON PAPER FASTENER CO. 
NEWTON, IOWA 


Chicago Representative * 


A. J. GOLDBERG & CO. 
317 W. Monroe St. 
CHICAGO, ILL. 
















We have some 
choice territory 
open for high 
class rep- 
resenla- 





tion. 
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Tire Rack Sign Blazons Remington Name. 


It is seldom that a good typewriter man overlooks an 
advertising opportunity. Thus it is only natural that Mr 
A. H. Manes, member of the Remington Typewriter Com 


1 


pany’s Dallas branch office staff, should put the tire rack 


on his car to a better use than simply announcing where 


he bought the car. Weary of seeing automobile spare tire 





TAIL LIGHT TELLS TALES A. H. Manes. of the Re 
ington Typewriter Company, Dallas, Texas, Educates the | 
While He Drives at Night 


covers blazing forth announcements of automobile sales 
rooms, Mr. Manes hied himself to a sign man and had a 
workmanlike Remington typewriter advertisement paint 
on his spare tire cover. Ranging his country territory 
the daylight hours, all who look can see that Mr. Manes 
represents “Remington Typewriters—A Machine For Every 
Purpose.” 

But Mr. Manes, good typewriter salesman that he is, alse 
rides roads at night. So, in order that those abr« 
evening might also know why Mr. Manes is on the road 
he had his electrical tail light so hooked up that his sig 


is under full illumination during the hours of darkness 


Sheaffer Pen Company Increases Foreign Sales. 


After establishing an export department less than a yeat 
avo, the W \. Sheaffer Pen Company ot Fort Mad 


lowa, reports a steady increase in foreign sales Phe 
pany has established trade practically all the foreign 
countries and has established branch offices and representa 


tives In many nations 

J}. W. Knox of Valparaiso, Chile; Dr. A. Benavides G 
of Colombia, S A.: and W Miller-Jones of Mex 
Citv. Mexico, were recent visitors at the Sheaffer fa 
tory, where they were conducted through the plant 


introduced to the merchandising system employed 


Mr. Knox has been appointed Sheaffer representat 
Chile. He is connected with the tirm of Hardy & Com 
pany. He came to America from England and went 
from here to Chile. Dr. Benavides G. will look after: 
Sheaffer interests in Colombia, while Mr. Millet 


agreed to act as representative in Mexico 


KR 


The countries in which the Sheaffer products ar 
Canada, Mexico, Alaska, Hawaii, Cuba, England 


Spain, Portugal, Brazil, Chile, Colombia, Panama, Costa 


now are 
Rica, Japan, China, India, Holland, Norway, Finland, ¢ 
many, Straits Settlements, Switzerland, Uruguay, | idor 
Bolivia, Venezuela, New Zealand, Austria, Australia, Hun- 
gary. Netherlands, Federated Malay States. Italy, | f 


Philippines, Egypt, Africa, Denmark, Porto Ri Ara 


tina, Peru, Jugoslavia and others 
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Stationers—Office Equipment Men 
Typewriter Dealers 


Make Big Profits on Underwoods! 


NO INVESTMENT—YOU CAN’T LOSE 





WHY NOT GIVE IT A TRIAL? 


Give the “Famous Shipman-Ward Dealer Plan” a 
trial and Convince Yourself of its possibilities. 


Every live dealer wants to make more money and 
here’s YOUR OPPORTUNITY. 


UNDERWOOD TYPEWRITERS 


Are recognized as the Standard of the World. Ship- 
man-Ward Underwoods are acknowledged as the 


MORE 
BUSINESS 
WITHOUT 

MORE 
CAPITAL 


















finest Rebuilts—Equal to New. Backed by thou- 
sands of dollars spent in National Ads. It’s surpris- 
ing how easy they sell. 


NO EXPERIENCE NEEDED 


You don’t need a typewriter department nor 
previous experience under our Plan. We furnish a 
Sales Manual, sales helps, advertising ideas, every- 
thing to make it easy for you to sell. Let us tell 
you all about it. Send in the coupon today. 









For Your 

Conven- Pr 

ience a Coupon is At- P Rite, pinta 
tached. Just Mail It To- <u a 
day and We’ll Tell You All About It. of we WARD MPG. 00.. 


Chicago, Ul. 


SHIPMAN-WARD MFG. CO. EE 


Montrose and Ravenswood Avenues 


CHICAGO, ILL. 
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Monarch Tape Dispenser, List $20.00 





RYCO Book Ends, List 25c per pr. 





Banker's Sanitary Moistener, List $1.00 







Adams Memo Pad, List $1.50 


THE RYCO 
List $5.00. 
THE PARSUL 
List $2.50. 
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SMOKERSET— LIST $2.50 


ANNOUNCEMENT! 


The K. F. Lees Co., of 
New Haven, Conn., 
manufacturers of Ash 
Receivers and Port- 
able Lamps have com- 
bined with us and 
their entire line will 
hereafter be market- 
ed with the RYCO 
line of automatic and 
semi-automatic of- 
fice devices. 


J. F. Ryan & Co. 


342 Madison Ave., New York, N. Y. 












PRESS THE BUTTON AND THE 
ASHES VANISH 








PINZIT 
Pins Papers 
Together, 
List $8.50 





Lees Tel-Tab, List $1.50 








Lees Smokers Lamp 
List $6.50 





Lees Clampable 
Ash Receiver, 
List $2.50 























Lees Portalite, List $3.75 
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Fischer Urges Hartford Children to Go to High 
School. 


Gustave lischer, president of the Gustave Fischer Com- 
pany ot Hartford, and former president and one of the 
foremost and most energetic members of the Connecticut 
Valley Stationers’ Association, recently wrote a letter to 
every new grammar school graduate in Hartford and its 
environs, urging him to go to high school, pointing out the 


dollars and cents value of a high school education 


Chis action on the part of Mr. Fischer was warmly 


mended by Superintendent of Schools Fred D. Wish, J1 
In a letter to Mr. Fischer, the superintendent writes 

‘The letter which vou sent to grammar school graduates 
is certainly another sign of your public spirited interest in 
the children of Harttord May the time come when all our 
business men will follow your lead and almost require the 
children of Hartford to stay in school—either high school 
or the new trade school we hope to have lonwet rectore 
ending their preparation for the manv vears before them.” 

Mr. Fischer's letter, dated August 23, was as follows 

“Earlier in the vear, | noticed that vou were among those 
who had successfully passed the examinations and hope 
that vou have decided to continue vour education by entet 
ing high school this September 

| take this opportunity to congratulate you on your su 
cess and sincerely hope that nothing has occurred in the 
meantime to prevent your going to high school he gap 
betweet eranlmar and higl school has too otter seemed 
the ‘jumping-off place’ for pupils, and each year sees an 
unfortunately large number failing to span it, either fro 
poor! schol rship or Tor nancial reasons 

“lL wish you would call to the attention of any of your 
triends who mav be ‘on the fence’ about returning to 


school this fall the following facts which are perhaps 


already known to yourself 


“When vou consider the betterment in income thev allow 
later on, the four years spent in high school are worth in 
> , 


the average case about $33,000—over $8,000 a vear Pretty 


high pay Well, this 1s how it happens 


‘People who leave school on merely completing grammar 
grades go out into the world with insufficient training 
By the time they are 30 vears old they have reached thei 
maximum income, around $1,200 a year. Even this will 
start to fall off at age 50 or earlier; and their total earnings 
from age 14 to 60 will be about $45,000. Whereas, when 
they stay through high, starting to work at 18 or there 
abouts, their average income passes that of the grammar 


schoo! graduate before age 25, and normally rises to around 


$2,200 a year, with total earnings of approximately $78,000 
for the productive period between 18 and 60 [his is 
$33,000 more than the ‘life earnings’ of those unlucky ones 
who couldn't go through high These figures are not 
exaggerations—being based on research by state and edu 


cational authorities Massachusetts.” 


Guild Exhibits at Washington. 


Just prior to the conventton of the National Associatio1 
of Stationers. Ofhce Oduttitters and Manufacturers, the 
C;uild sent out mnvitations to de le vates and others to 1 spect 

e complete displa f Guild stationery products at the 
store of H. R. Livingston, 1631 H Street, N. W.. W 
ngtor DD. ¢ Che toregoing invitation was eneral 
tributed among the stationers of the country The Guild 
Corporation states that owing to the delay btainin ex 
hibition space the Guild was not having a display t t 
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WASHBURNE’S 


New—Improved 


“OQ. K.” Paper Fastener 


can be used for temporary work or can be locked for perma- 
nent fastening This is a feature that cannot be found in 
any other fastener of this type 

©. K. Fasteners offer big profits. National Magazines, Trade 
Papers, Car Cards, et are carrying our advertising to 
millions of people daily Be sure you have a stock on hand. 


The O. K. Mfg. Co., Oswego, N. Y. 


The Clip With Bull Dog Grip 


PAPER 
FASTENERS 


PAPER 
FASTENERS 











Folding Filing Boxes 


Ideal for filing cancelled checks, drafts, 
deposit slips, telegrams, orders a 
other papers, including ledger sheets. 


The best grade of corrugated fibre board is used, 
in the manufacture of these boxes. The top opens 
out flat and when closed is fastened with two 
steel bands which lock over buttons on the sides. 
The box is smooth inside and out. The bottom 
is double and is sealed with a strip of 2% inch 
gummed cambric tape the full length of the box, 
thus making it the strongest and most practical 
storage filing box on the market. Made in ten 
stock sizes and in special sizes according to re- 
quirements. 

This box is a small specialty with big sales possi- 
bilities for dealers. Write for descriptive folder 
and price list. 


STEEL BOUND BOX CO. 
5039 Cottage Grove Ave., Chicago 























Susteaienin: 





ntiminngs enbeteddumaatess 
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PEERLESS PRODUCTS PLEASE . 


Letter trays and waste paper baskets, all sizes, 

mail and tape baskets, space baskets, build up 

trays, locker baskets, PEERLESS paper burn- 

ers, wire globe guards. office partitions, wire 

guards, etc. SPECIAL WIRE GOODS 
MADE TO ORDER. 















PEERLESS 
WIRE 
GOODS C0. 


6 N. Michigan Ave. 
Chicago, Ill. 


FACTORY 
LaFayette, Indiana 


rer 7 52 = 
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QUALITY RADIO LAMP 


Nationally Advertised 








No. 645 
Radio Lite 








National advertising in “Liberty” is popular- 
izing the Aladdin Radio Lite, designed to fill 
a new and active demand. Stockh and push 
this item for bigger sales. If you have a 
Radio Department show it 
with your best sets. It will 
help sell them, too. 










No. 645 Radio Lit Gun Metal finish with 7” metal shgde 


Satin silver reflector giving diffused light Very compact 


. 
only 6” higt Operates on city current. May be used 
as desk or as portable light Packed in individual car- 


tons 





A sample at $1.80 each In dozen lots, $1.50 each 


Write today for New No. 26 Catalog 


ALADDIN MFG. CO. 


609 East 18th St. MUNCIE, IND. 


ORRIN 


“Lighting over a million homes tonight”’ 
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Character of Staple Stationery Used Abroad 


(Continued from page 30.) 


it was better to purchase the house as it stood than to 
up a temporary building of wood by the side of the presse 
Palace. The cost of the house was 270,000 francs, 
about the same as the cost of the wooden building pr 
posed. In this house there are ninety-two rooms in whi 
multigraphs and printing machines will be installe 
carry on the work of the League. An overhead passage 


from the Palace of the Nations to the newly purchases 


building in the Rue Rothschild is being put up, and some 
of the trees are being thinned out to make way for the 
passage, which is high above the road and something 
an eyesore despite its manifest convenience. It was ce 


sidered impossible that the workers be required to cros 
the road in rain and snow during the winter As the 
arrangement is merely temporary and in a street not giving 
on the lake, no trouble has been made 

As the amount of printed material sent out by the League 
increases, the demand for all kinds of machinery needes 
for this purpose also grows. From time to time tender 
are asked for, and this business, which is on a par with 
that of supplying ministries and public offices with t 
writing and calculating machines and multigraphs, is well 
worth looking after. Both the League of Nations and the 


International Labor Office are international bodies and abl 


to select the best On account of the nationalist feeling 
that is spreading everywhere, other public offices are 
stocking machines made in their respective countries. They 
are torced to do this, even if they believe that the work 
would be done more efticiently and more quick] wit! 
foreign machines, as questions might be asked about th 

matter of supplies in parliament, or whatever the law 


making body may be, according to the country concerned 
‘There are also powerful organizations for the protectior 


of home trade in almost every country that would make 


protest Thus practically the only remaining chance ot 
installing machines where people trom all over the world 
will see them at work is at Geneva. It would almost pay 


1 company to give machines to the League for t 


nalists’ room, for instance, just for the sake of the adve 


tisement. Hundreds of pressmen use the room, many 
whom have never used a typemachine and would welcome 
the chance to try one at leisure The machine the 


; 


and tind satisfactory will be the one they adop 
The machines and office applances used in the 


department are not seen to any extent, as naturally visitors 


do not go upstairs to this department. But the machines 
standing in the ofhces of officials are seen by hundreds 
visitors who come to the League for different reas | 


trom various tar-off countries 


Intensive Reading of Newspaper Pays. 

Many specialty salesmen and dealers read the news, 
with an open eye for new construction, new enterpt 

reorganizations, etc. These items can be developed 
sales for many lines of business The Springheld (O} 


branch of the L. C. Smith & Conona Typewriters, I: 


a bit further Reading between the lines of news 
shows possibilities of sales. (one case instanced 

report ot a big real estate deal made bv a local 
[The resourceful salesman called and showed that a « 


of this standing and character should not be 
| 


plug along with an old typewritet A sak 
Perhaps the Smith salesman was the only t 
the concern as a prospect. At any rate, he was 
to recognize the increased importance of this re t 


made him appreciate the fact that his business 


new machine 
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Get rid of ‘‘shelf sleepers 
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with this Acme stock control 


Designed by an Acme man and in very 
prohtable use today by a progressive 
stationer, the form shown above ives 
absolute control of 
stock, shows purchas- 
es, indicates sources of 
charts 


supply an d 


turn-over. 

More sales, more profit, 
and a quicker turn of a 
smaller stock resulted 
fromits use the first year. 
How are your records? 
Can vou claim that for 


your own? 








There’s a specially trained Acme man 
near you who will be glad to help you 


plan your stock records. 


Remember, Acme 
makes only visible 
equipment, does that 
one thing and does it 
well. It will pay you 
to talk to the Acme 
man. This coupon will 
bring him, or printed 


information, as you 


desire. Send it—with- 
out obligation, of 
course. 


— ae as en ne ne ee ee ee Se 8 Died 
ACME CARD SYSTEM COMPANY, 0.4. 10-26 
116 South Michigan Avenue, Chicago 
Gentlemen: 

You ma t r i py of You may send your nearest 
representative to see me 
records. 
\\ 
te Ge 5) ee rr re 
cITy STATE 








TST a Ria Weer 
4 rs 
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CUTLER DESK COMPANY, QUALITY 
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October 1926 


CABINET MAKERS SINCE 1824 





as 


IVERY business that has 


weathered the storms of 








> a century has frequently 
paused in its course to read its 
log, take its bearings and chart 
its route into the future 


Being more than an hundred 
years old, the Cutler Desk Com- 
pany has discovered for itself the 
value of retrospect and prospect. 
In its log is written the records 
of a century of progress. Each 
page tells of some advance in the 
fine craft of cabinet making- 
something done a little better 
than just good enough. 


Pausing now, as we frequently 
do, to look backward as well as 
forward, we reafirm the old 
time Cutler tradition that the 


a, 
ww 


A name that 
Stands for 
a Century 

O 
Knowing 
How 








ies 





safest course to the harbor of 

success is to avoid the shoals of 

cheap and uncertain competition 
1 - 

and to build as good as a century 

of experience has taught us. 


Recent experiences have 
proved the wisdom of this course 
Having embarked into the busi 
ness of making quality suites, 
our efforts have been received 
with unexpected enthusiasm 


Both the trade and consumer 
have welcomed, in no uncertain 
terms, this return to old time 
traditions in cabinet making 
From everywhere comes tangible 
evidence that the new Cutler N 
Line suite is a definite answer to 
the needs and preferences of 


modern business organizations 





eh 


New suites will be announced from time to time. Each will be true to type and 
period. Prices will be well within the range of serious competition. Be sure to ask for 
beautifully illustrated literature to be sent ‘you as rapidly as it comes from the press. 


CUTLER DESK CO. 


- 20 CHURCHILL STREET 
EXPORT OFFICE: 368 Broadway, New York City 


- BUFFALO, N. Y. 
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(Leipzig Fair—Continued 


from page 31.) 
ters, in order to give a general view of all the new crea 


tions to be shown in the same line. This is done to save 


the visitors’ and buyers’ time, as the fair is open for one 
week only The possibility is given to see in this one 


week all inventions novelties, special shapes, etc.. created 


from one season to the other, and there is no other place 


in the world having such a sample display to offer. Special 


guide books are published, giving the articles and the name 


of the exhibitor There is a special office for arranging 


accommodations for visitors, and supplying interpreters 
required 

At the 
or special trade commissions are 


vear it happened that members of the St. Louis Chamber 


opening of each fair, some foreign committes 


generally present. This 


of Commerce visited the Leipzig Fair. The president of 


the German republic generally attends the opening of the 


fair, and many German and foreign high functionaries are 


present at the opening as honorable guests 


The German office equipment trade has its display in 


special building called the “Jaegerhof.” In the spring, 300 


exhibitors were counted i 


n the office equipment trade, 1 


autumn 200 exhibitors were counted. The German type 


writer and calculating-machine industry has not vet de 
cided to arrange a display at Leipzig. Besides, ther 

ibout 700 exhibitors regularly in the stationery line Get 
many has a very big line to offer in the stationery trade 
For the office equipment display a special guide is issued 
by the “Verlag fur Special Literatur G.m.b.H. Charlotte: 
burg 5,” which will be mailed free of charge on appl 

tion Some American machines have also been exhibited 
at the Leipzig Fair. The Corona adding machine was 


seen, the Royal typewriter, the Barrett calculating machine 
the Todd check protector, etc Many people visit the 


Leipzig Fair not to purchase, but for studying the situa 


tion in the trade It is said, if the Leipzig Fair is proving 

good business conditions, not only Crsern husine ss 18 
1 

prospective, but the whole world’s trade is improv 


Therefore the trade papers of the different lines have their 
correspondents at the Leipzig Fair to report on the situa 
tion 

Generally it must be said, the business situation at the 


autumn fair has been very dull, as business in Germany 


is still verv slack Onlv a few articles found a lively 
trade Some new articles were shown, but not of great 
importance to the trade 

Guest Book—Continued from page 252 


L. A JACOBSEN, Wellington. New Zealand, paid 
visit to this office late last month 

( H. OBERMEYER, Harttord City nd., called 
September 25 


J. L. ANDERSON of the 


September 28 


American Clip Company. St 
Louis office, dropped 
E. | ATHIESON ot 
paid a visit to Office Appliances early last month 
GEORGE I. FRANKS of Manila, P. I., called on Sey 


tember 28. 


Johannesbur South Afri 


C. J. SCHUBERT, Jr. of Los Angeles. Calif., was als 
a visitor on the twenty-eight. 
Connecticut Valley Stationers Association. 
Che meeting of this association was held at the Kimball 
hotel, Springfield, Mass., on Wednesday, September 29 
Dinner was served after which the delegate from the 


Association to the National convention at 


activities of that conventior 


necticut Valley 
Washington reported on the 

A report was also read from the committee 
the last meeting to bring in recommendations as 
conditions and to protect deal 


be st t meet the ceCononii 


ers’ interest 
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May We Send You One? 


MR. BALDW!I 





CHANGEABLE LETTER DESK NAME PLATE 


Lists at $4.25 Complete, with Attractive Discount for 
the Dealer 
Return the qpapen below and we will send, all qegee poe 


d, one of these new—fast-selling—changeable letter 
name plates. 


It's a real beauty, in Oak Ma ont 3 the pure 
white celluloid letters om the jet black - yo B are all 
changeable. 

Easy to read—easy to change—excellence in 
and economy to your customer—gives you four oes sell- 


ing points that make profitable sales come easy. 


Return the coupon now—and we will —_ the penta, eee 
repaid, at once. We will bill at $4.25 less our a ve 
iscount. If you decide to return it—do so at our expense. 


Mail This Coupon—Now! 


Davenport-Taylor Mfg. Co. 
412 Orleans St., Chicago, Il. 
may send the sa maple name plate for our inspection. 


You 
We will either keep it and pay your charge net, or retarp it 
to you at your expense within 10 days. 


Firm 


Street ... wee 6.0 ode ext 


Town 























HE central thought of a stenographer who 
i has once used a Line-a-Time, when she 
akes a new position, is, “I must have a 
‘Line-a-Time Nothing else will do—for she 
knows from experience that only through the con- 
operation, the easy, quick facility 
for handling notes or copy and correctly fixed 
location of the reading space, can she give her 
emplover the best results from her efforts. 


THE LINE-A-TIME MFG. CO., Inc. 


928 St. Paul St., Rochester, N. Y. 


venient lever 
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Dealers who demonstrate the WHISPER-IT Mouth- 
“ce, know how well it serves. Phone users get value 
many times the price. For twelve quick cash sales, 
order a dozen with display easel, on memo bill, 


O. A. Colytt Laboratories 
565 W. Washington St. Chicago, Ill. 
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(Review of Recent Progress—Continued from page 65.) 
minds of using lead pencils and paper instead of slates? Essen- 
tially, the idea was planted by the lead pencil manufacturers 
coupled with the work of the paper manufacturers It is easy 
for us to overlook the tremendous value of increasing the 
consumption of an article so staple as a lead pencil, and whicl 
we are apt to think people buy when they need it and do not 
buy when they do not need it It is a reflection upon the mer 
chandising ability of the American pencil manufacturers and 
American stationers that there should be sold in England a 
very much higher percentage of 10-cent pencils than we sell 
in this country 

That leads me to another statement It is only a questior 
of time when somebody in the lead pencil industry 
more of the manufacturers, are going to put over a real can 
paign to teach the American people to buy the finest qualit 
of pencils and pay ten cents each for them. It will take a lot 
of money and effort on the part of the manufacturer and 
the part of the dealer to do it, but when that result is secured 
we will all have a great deal more business in volume than 
now It has taken much advertising and effort to raise the 
American standard from one two and three-cent pencils up 
to five cents, but it will some day be raised from five to ten 
cents Of that | am sure As to the time when it will happen 
I am not so sure. 

Created Desire Has Won Popularity. 

When that effort is made, h.w will it be accomplished By 
the manufacturer carrying on broad institutional advertising 
Not at all It will 1 
forcing in to the minds of the American public the desirability 


e secured by conveying and driving and 


of this particular brand of pencil and that particular brand 


for this good reason and that good reason, so that the ten-cent 
price will be subordinated entirely to the other phase That is 
how this tremendous increase in the other industries have 


taken place, whether in automobiles, in radios—the rad s 
an exception, because it is the most wonderful inventior f 


modern times—but with the automobile and these great lal 


saving devices, the great increase has been made by creating 
a desire in the public mind, hooked up with a proper disp 
and intelligent salesmanship on the part of the eader ind 





the trade 

After ail. the one fundamental and important thing is t t 
we try to develop and maintain a real deep seated 
co-operation No dealer can conduct his business in a 


to satisfy every manufacturer, and no manufacturer car 








The Superior 


MULTIPOST 


STAMP AFFIXER and RECORDER 
SAVES STAMPS, TIME and MONEY 


Soon pays tor itself 
and proves a_ profit 
able investment 
WHEREVER POST 
AGE STAMPS ARE 
USED 


DEALERS! 


Watch for our adver 
tisements in the Sat 
urday Evening Post 
October 9th and ire 
quently thereafte 
You can share in the 
results of this adver 
tising. Onur booklet 
“WHY and HOW" 
will tell you all about 
our unique sales plan 
If you have not re 
ceived your CODY 
WRITE FOR IT TO 
DAY. 


The Multipost Company 


Rochester, 
N. Y. 








every dealer Therefore it behooves all of us te is be 

we can find out just where we differ After we have 

let us not take too seriously little irritations that come up i 
business for which there does not appear to be } 

day help Perhaps some day there will be a help for 


of these troubles but it is easy for a man to waste 
energ, ind resourcefulness by fussing and stewing 
paratively unimportant things that cannot be helped ! 


save that energy and resourcefulness and apply 


can use t to advantage 

While we have gone through trying period thing 
ting better We can pay our bills easier than we 
few years ago, and we find it easier to make 
The stationery business is still a good business 
the lead pencil business is still a good busine 


although we do not make the profit our investment 


to istif \fter all is said and done the United St 
pretty good country still to be ving i and 
= that t pite of these little troubles we g 
throug! ! which hav bye reat mpr i 
become ¢ e! we have ihead s ! th 
veu t cor i great deal n pr per t we 
ever ee! ad the pa ind f wW een I er 
ind col ed. and do ou hare of ¢) thinking iw 
Will § t full hare f that pre t\ 1! than} 
This Good Old World. 

“Sweet are thre uses oft ad ersit ‘4 \ paranrt 
Gill-o-Gram, published August 2 by The J. K. G ( 
pany, Portland, Ore., demonstrates this. “Just the G 
()-Gram goes to press the home of one ot 
competitors is mn flames It 1s too early t est 
damage ut there is no doubt that the business 
a severe loss \\ e were all happy to read t A s 
covered by insurance During the time that th 
Stationerv & Printing Company may be without 


I 


we of Gill's will be happy to do whatever 
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PORTABLE TYPEWRITER 





Built to last a lifetime by the same veteran craftsmen 
who have made the Royal Standard Typewriter pre- 
ferred the world over, the Royal Portable has an equip- 
ment of special features that makes it unique among 


portable writing machines. 


Some Special Features 


Standard four bank keyboard 

Perfect visibility of writing 

Unusual speed and responsiveness 
of touch 


Dust protection over all working 
points 


Wheel escapement 


Two card fingers 

Overhead bail with pressure rolls 

Extra wide paper capacity and 
writing line 

Automatic ribbon reverse 

There is nothing to fold 


The completeness of the Royal Portable makes per- 


sonal writing a pleasure. 


Weighing only nine and a 


half pounds, it provides all the conveniences of our 


standard machine. 


ROYAL TYPEWRITER COMPANY, Inc., 316 Broadway, New York 


A 
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| , } Fi Send for a copy of this book. It will = ae. 

; i = o ] 

| be sent free to any furniture, sta- =... 
it f tionery or office supply store inter- co. 

1 ested in using the Lymetco Line = = ee 
1 and Lymetco selling helps to increase == = 
its profits. The Lyon Metallic Man- _——— 

‘ ufacturing Company, Aurora, III SS 
if So 
L ~~ ——_ Pr 
: 


« 


i! YMETce 











(NEARLY TWO FEET HIGH) 





£* 


AVE you seen this dealer 

sales manual? Nearly two 
feet high, printed in three colors, 
this Jumbo book illustrates both 
the structural superiorities and the 
many uses of the Lymetco Line. 
It sets a new standard in helpful 
sales co-operation— just as Lymetco 
set new standards in steel cabinets 
and steel tables. 


For three months, Lymetco dealers 
have now been using this book to 
get volume sales on small stocks. 
Rapid turnover is a Lymetco pol- 
icy, backed by a Twenty-Four Hour 
shipping service. 

Lymetco quality, Lymetco policies, 
Lymetco selling co-operation have 
been proved. They increase dealer 
profits. Write about the Lymetco 
franchise. 


THE LYMETCO LINE 


; Steel Cabinets and Steel Tables 


. 
it LYON METALLIC MANUFACTURING COMPANY, AURORA, ILLINOIS 
; 
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Changes Made in Sheaffer Pen Sales Staff. 
In recent weeks two new men have been added to the 
sales staff of the W. A. Sheaffer Pen Company. O. Wm 


Hedstrom has been assigned a territory in Northern lowa, 


The Standard Since 1917 


Southeastern Minnesota and Western Wisconsin. This had 
been worked previously by G. S. Barker. Mr. Hedstrom 


THE 
DIAMOND 
LINE 


was with the Herring Motor Company, Des Moines, Lowa, 
formerly 

R. G. Miiler has been assigned to the territory ot East 
ern Texas, succeeding C. C. Stewart there. Mr. Miller had 
been a salesman the past seven years for the Alta Vista 


Creamery Company, Fort Worth, Texas 





DO YOU RECOGNIZE AN 
OPPORTUNITY TO INCREASE 
YOUR BUSINESS? 


Buy Now for the Fall Trade 





Waste Baskets Bond Boxes 
Towel Baskets Letter Trays 
Large Hampers Card Files 
Costumers Book Ends, etc. 





Desirable territory for Factory Represent- 
atives and Dealers. 





R. G. MILLER oO. WM. HEDSTROM 
Several sales territories of the W. A. Sheaffer Pen Com | DENN ART STEEL WORKS 
pany have been enlarged. George H. Newkirk has been 
' ' ERIE, PENNA. 
assigned additional territory to his West Texas country 


: Half W. Bet N York d Chi 
He will sell in the city of Fort Worth and ‘larrant county 7 2 ee ee eee — 


This was a part of C. S. Barker's territory formerly. Don ees 











Guthrie's territory has expanded, taking in Greenwood 


county, S. Car., and Irwin county, Ga. W. L. Steves has 


been given adiisionsl territory in Greenville county, S. Cat Used Like a Pencil 


Just a Stroke and the letter 

or figure is erased. For quick, 

clean, invisible erasing, it is 
incomparable. 


RUSH-FRASER 


is an ideal Ink and Typewriter 
Eraser; it does important work in 
the office and does it better than 
possible with the ordinary eraser. 
By means of the flexible diamond 
brush, blots or errors are quickly 
and thoroughly removed. It is 

















LEQ SOREICE, ,popemenT, ates rompcavin 1x | Used by the U. S. in engineering 
De eer Bane inauieed ie ae "Moke we sone a ection of and governmental departments. 
Bp Bp lg 
brook Steel Pen Manufacturing Company South Pasadena packed by the dozen in handsome 
Ratel | Revert : Claud Milder, "The Office Supply Company, Mis gold and silver display cartons. 

lonety Company, Denver ‘Themes 'W. Monte, western repee Sold through the Stationery trade, 
cine. Cale the American Manufacturing Concern, San Fra) and liberal terms are offered deal- 


ers. Prove its quality for yourself; 
send us 50 cents for a sample. 








Breakage. 


We have come to the breaking point,” exclaimed the | RUuSh Eraser Company 
emotional woma! 500 S. Clinton St. Syracuse, N. Y. 


What's the matter?” inquired the impervious mat! Representatives for Holland and Dutch East Indies: 
been trving to sharpen another lead pencil?”—W ashingto1 BLIKMAN & SARTORIUS, Amsterdam and Sourabaia, Java 
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Efficient Adaptability 


The Free Hand binder is efficient because its grip 
is positive and its mechanism is operated with one 
hand, leaving the other free to arrange the material 
being bound. It is adaptable because punching is un- 
necessary, making it possible to securely bind all 
kind of papers without disfiguring or injuring them in 
any way. 










THE 


FREE HAND 


Reg. U. 8 
Pat. Off “~~, 


BINDER 


Wagoner's 
Pat 


Model 4’ 










Send for prices 
and other details. 


FREE HAND BINDER CO. 


227 PEARL ST. NEW YORK, N. Y. 
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TELL CITY DESKS 
are thoroughly seasoned 


Tell City Desks are pro- 
duced from woods thoroughly 
seasoned in our own dry kilns 
We know they will not warp, 
check or open up at the 
joints. Good design, careful 
assembly and fine finish go 
into a Tell City Desk and 
make it high grade merchan- 


dise 


Dealers who know what 
we know about our line have 
no trouble in selling TELL 
CITY DESKS. Let us send 
you our catalog 


TELL CITY DESK CO. 


TELL CITY, INDIANA 
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G. Bruhl Now Export Manager, Old Town Ribbon 
& Carbon Co., Inc. 
G. Bruhl has charge of the export division of Old 


Town Ribbon & Carbon Company, Inc, New \Y 





gressive manufacturers. Under Mr. Bruhl’s manage: 
many innovations have been put into effect, whi 
favorable influence on the introduction and further 
bution throughout the world of American-made 
paper and typewriter ribbons 

Mr. Bruhl is an old timer in the export busine 
long been known to many of our readers. Prior to joining 
the “Old Town” organization he had charge 
department of another carbon paper and typewriter 
concern and several years previously was the exp 
ager of the Carbon Products Company of Ohi 

In his present position, Mr. Bruhl has the op 
to familiarize himself with the many intricacies « the 
carbon paper industry and to enlarge his already | 
technical knowledge. He has put into effect t Old 
Town” Bulletin service, of an educational natu 
tends to give buyers and sellers of carbon pay 


typewriter ribbons a_ better understanding 


which he holds has been in the past very much a ind 
buy.” The bulletins are original and ingenious and show : 
profound knowledge and every penstroke radiate the 


earnest endeavor to create a larger field for Americar 
carbon paper and typewriter ribbons. In his efforts 
Bruhl has all the support of the progressive 


organization. 








—————————————————————_——_ 


G. BRUHL 


Mr. Bruhl has travelled in many countries, and to | 


it in his own words: “Did not drift into the export busi 


ness by chance, as many do, but made exporting his life 
profession.” He talks to our Latin friends in the Souther 
Hemisphere in their native language which he acquire 


during his many years’ residence in Spain and he prefers 


talking French to a Frenchman or German to the Germar 
businessmen in the many settlements of German merchant 


throughout Latin America 


New Methods of Souvenir Distribution. 
At the recent convention in Washington of the stat ers 
of the United States, the Moore Push Pin Company 
the Ireland & Matthews Manufacturing Company a ted 
a somewhat different method than usual for the 
tion of souvenirs. They left at the hotel addresses of the 


+ 


various delegates a letter or card stating that a s 





was available at a certain place In one case the car 
said: “I have a souvenir for you in Room 656, Mayflower 
hotel.” In the other case, a card was enclosed with an inv 


tation to accept a practical, useful souvenir 


was addressed to the Moore Push Pin Company 


was room for the home address of the sender 
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Every Dealer Should Have 
This New Exposé Of 
Office Chairs 


VERY office equipment dealer can make profitable 

use of this edition of our production. It portrays 

a progressive and unique line, which fills every require- 
ment for fine office chairs. 


[his year and during the past seven or eight years 
many new designs have been created in keeping with 
the growing demand for finer and more attractive types 
of office furniture. The trend toward better furniture 
is well defined. It is an advantage to the dealer in the 
increased sales opportunities it affords 


The MILWAUKEE line combines classic beauty with 
utility. The new effects have been produced without 
the slightest sacrifice of sturdiness in construction. 
Chairs used by the business world are bought by men, 
and MILWAUKEE chairs with the fine quality for 
which they are noted are built along masculine lines. 


This attractive catalogue shows in detail the chairs 


which we are offering for the use and utility with all 
attractions for the man of business. 


Ask for Catalogue No. 54 


THE 
MILWAUKEE 
CHAIR COMPANY 


Executive Offices: 


624 South Michigan Ave., Chicago 






Distributors in all Principal Cities 
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No. C-66F 
66x36 inches 


DIETZ DESKS and TABLES 











No C-66T 


66x36 inches 





LLUSTRATING one of our three new pe- 

riod grades. The above grade made in 
mahogany and walnut. With our five grades 
of straight line desks and tables, should be an 
attractive line to meet your complete re 
quirements. 





Write for particulars; our line might be open 
in vour territory. On all our products the 
writing beds are finished with lacquer — the 
everlasting, beautiful finish. 


The Logical Line for Your Trade 
The Shipping Point Convenient to You 





FREIGHT AND TIME SAVED ARE ADDED PROFITS 


THE J. F. DIETZ CO. 


CINCINNATI, OHIO 
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(Points on Manufacture of Portable Typewriters and Ad- 
ding Machines.—Continued from page 20.) 


tools, you note, special, many of them. But each girl on 


that operation has the same tools, absctutely the same 
number and kind. Standardized. In a few seconds she has 
done things that make your hair curl and the machine—it’s 
a machine now, not just a frame like it was a minute before 

passes back to the next operation. It looks more like 
the beginning of a typewriter or adding machine. Flying, 
nimble fingers, incredible speed, another operation is fin 
ished. Standardization, yes, but careful instruction is di 
rectly responsible, for each sequence of movement was 


he job was issued, each girl taught to follow 


studied before t 
the same sequence, the very same motions Another op 
eration and another, skill combining speed with judgment 
of quality standards 

“Now we will stop a moment half way down the room 
It is time to detail all the work done. An inspection bench 
goes in. before we add any more parts let us be sure 
everything is alright. We can test for screws being tight 
now better than when more parts are put on, and besides 


we must know if the operators are all doing good work 


‘Oh, can you tell right down to the operator?’ you ask 
Certainly, that is the reason for the card, that and to serve 
as a basis for payment. Look at the card. Every time an 
operator does work on his or her operation on a particular 
machine the clock number is put down and date. Every 
operation hen this card and a final sample of the work 


done on the machine after aligning is filed. Given the ser‘al 
number of the machine, it can be traced back to every 
operator that worked on the assembly with the date that 
the work was done Now do you see the value of serial 


numbers and why vou have been added to the tactorvy staff? 


Argus-eyed Inspection. 
‘That inspector at the end of the bench has just sent a 
machine back, something wrong—maybe loose screw ot 
too tightly fitted part; the operator must correct the error 


on his own time and return it for further inspection. Let's 


go on Here it is completely assembled. ‘Surprising how 
fast the machine went through,’ you remark. Another 
inspection before it goes to the adjuster And after the 
adjuster a careful, detailed inspection—the same on every 
machine and the same inspection by every man. Now we 


align it and again an inspection, then final inspection. The 


machine is finished and ready for the shipping room 
“What did you notice particularly on that trip, Mr 
Dealer? ‘Absence of tools for filing, scraping, hammering, 
etc.!’ Right, vou have hit it exactly Interchangeability 
Suppose those parts were not always the same, lot after lot 
part after part, to the same limits [The operator would 
lose speed, of course, and the whole department would be 
thrown out of balance: Surely. We know that to be true 
because it happens. Scientific planning and operation have 
not vet, and probably never will, establish perfection. But 
contrast the old days when each operator had to do his 
own fitting, his own judgment about cutting and filing and 
bending. Where would speed be today But you say | 
saw men using pliers and other bending devices.’ Ot 
course you did: thev are essential because we have not yet 
perfected manufacture to the point where we can econom 
ically make and transport every part trom operation to 
iperation without some being bent, scratched, nicked or 
twisted If the parts could all be carried through the plant 
Vit t the slightest ( inge to the part, to Is, other thar 
those ss il to assembling like screw drivers, would be 
practically eliminated. But it is not yet a practical thing 
to handle and guard the parts so that all are pertect all the 
time But remember this—the tools that twist and ben 
4 res ge the irt to the original state of perfectior 








JUALIFIED 


DDi 
MACHINE PAPER 












Packed in standard cases 
of 50 or 100 rolls. 


Also in the handy Dozen- 
Roll-Box. 


The Standard 
of comparison. 

There is no 

VY other paper just 

like Qualified. 

Every roll perfect and guaranteed. Gives 

complete satisfaction on all makes of adding 


machines. Office workers like to use it; man- 
agers find it economical. 











Sold by Stationers — Everywhere. 








DEALERS: Write us for 
samples and information 
about free advertising 
matter. 


CENTRAL PAPER. CO. 


MENASHA <3 WISCONSIN 


She ORIGINAL dozen 



























Dealers 
The Tiffany is 
a quick tur 

ing specialty) 
you can push 
with profit 
Send for de 

tails. 





The Tiffany 


a new adjustable stand 


with improved and perfected features and adjust- 
able head to hold any machine Its all-steel con- 


structior ght weight. sturdy, rigid assembly and 
pleasing Olive green—only drop leaf in Olive green, 
stand black—finish make t a most desirable con- 
venience tack and gear movement permits raising 
and lowering at w The solid base, with casters, 
allows the stand to be moved easily without danger 
of psetting or marring even a highly finished floor. 
Free from ibration creeping or sliding. Prices 


TIFFANY ADJUSTABLE STAND CO. 


3300 North Broadway St. Louis, Mo. 
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The ECLIPSE Time Stamp 


If you do not handle the Eclipse, tear out 
this advertisement before you turn the 
page and send with your letterhead to 


A. D. JOSLIN MFG. CO. 


MANISTEE, MICHIGAN 


GET A MONEY-MAKING AGENCY 


A Responsible Concern, Capitalized at Ten Million 
Dollars, Makes, Sells and Guarantees the 


Barrett Portable 

















F. 0. B., Phila. F. 0. B., Phila. 





The Lowest Priced Standard Adding Listing Machine 
in the World—Full 9-Column Capacity—Weighs Just 
24 Pounds—Built for the Heaviest Kind of Service 


Lanston Monotype Machine Co. 


Philadelphia, Pa. 


PROFITABLE TERRITORIES OPEN - 
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that the designer wished to attain, not changing the 
They were wrong due to bending in transit or something 
of that kind and we are making them right. Some we 
straighten or adjust by spec‘al operations before asse1 
bling and transport in special racks or trays that guar 
antee against any possible damage. It pays in som 
instances 
Basis of Interchangeability. 

“When we ship a dealer a part it is interchangeable w 

any other part of the same kind. If perfect so far as being 





concerned, it will sitively 


to 


the blue is pe 


straighte ned and 


the same 
fit If 
in so doing it may not come back exactly right—no fault 


print 
it 


as 


bent in transit may have be 


of the part. Did you ever notice how carefully escapement 
racks are shipped so that nothing can happen to the: 
transit? 

Step down to the 


ds Chi 


‘batting 


“Suppose we leave the factory now. 
office, | want to show you some interesting reco! 
sheet is what the final inspectors call their 
It tells their quality rating each month. The ba 


that up. F1 


age.’ 

it? 
a group of branch offices, geographically 
work 


rece rd 


for Dealer information. Let me clear 


, 
seliecte d, ire re 


all machine 


any thi 


ceived each month samples of done on 
that 


Che machine 


received month, with a of ng 


wrong. serial number is given on 


a cross section of the 


Phe 


found 


Here } 


S a super-inspection, 
Maine to California. 
the number 


the 


trom number of 
wrong 


final 


chines, of things 


after ascertaining name of the in 
looked over the machine. 
it 
to 


by 


Here is where the ma 
did the 


Inspection, 


comes in tells who final inspecting ert 


chargeable and perfect machine 


listed 


poor 
are final inspector's name and we have a re 


of individual and final inspector 


very valuable bit of data you will agree 
“Now 


tory 


department 


evervthing is going smoothly 


suppose 

from the deale: 

the it—and no det 

information is given by the complaining dealer. WI 

lo? Absolutely nothing B 
responsibilities of a « 

staff 


know 


and we get a big wail of trouble 


confirm 


‘batting average’ does not 


ne | 


actory organization ( 
feels the 


the 


suppose the dealer 


engineer, a member of factory 


are beyond you 


the 


Dealer, causes you 


must trace back t causes 


‘Machine number vw ( 
‘That part seel 


in effects, which factory 


\t once 


needed, of course,’ so down 


you begin to speculate 
It goes, 
duly worn and my service man replaced 
real I'll Lets’ 
Joe kick about, there was 
I'll have Joe write it out and then | 
dope off to the factory.’ A day later, 
broke, did it? Bet the factory would 
I'll shoot in the 


time give them the dope on that 


clue, guess send it on set 


something else 

wuess an oe 

‘So that “do 

like to know that 

number and at the same 
sticky 

Joe 


want 


it with machine 
“gadget” 
| think 
that subject myself, but the factory may 
about That kind 


dealer co-operation on quality 


Is V« 


Joe complained about yesterday 


it.’ of reasoning will lead to valuable 


11 "1 


“Sure the dealer is interested in quality; vitally, he s« 


The manufacturer is interested in quality, he 
it 


it 
Che 


two secure by ation 


Send In the Adding Machine Tape. 


a really competent 


co-opel 


“Not every dealer can employ 
man; some that can have dithculty in securing then 


times dealers must lean on the home organization at 


lean hard. Take 
For sake, 
comes in: Che machine 


luv. “7 


they di the adding machine problen 


don't 


they 
add right!’ 
that 


periect, the operator all balle 


‘She Pat's what ca! 


do when wail 


1 tape thie 
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The Ediphone 


Officially Adopted, Sesqui-Centennial Exposition, Philadelphia, 1926 


FFERS a complete written communication system for large or small 
O offices. Flexible, adaptable, efficient, it clears the executive mind 
and desk with an ease and a facility never attained before. It makes 
the stenographer a more valuable helper. 

The Executive Ediphone for dictation is 
the highest development in dictating ma- 
chines. The dictator, comfortable with the 
large mouth piece, speaks naturally and 
makes a perfect record. Electric control, at 
the lightest touch, starts and stops the cyl- 
inder as he speaks or pauses. 





The Secretarial Ediphone with its marvel 





ous reproduction brings the dictator’s living, 


natural voice with all its inflections to the stenographer’s finger tips. Letters are typed 


lirectly from the spoken word. Typease electric control, tapped with the thumbs like the 
space-bar, keeps the hands in a touch typing position. The voice speaks, stops or repeats as 


quick as thought. 


I:dison Satfetae Cylinders, cloth lined for safety, insure your 


ctation against loss and may be used on any make of dictating 


The Auto-cut shaver requires no skill to operate The 
pphire knife, automatically set to just the right depth, re 
moves the dictatiot 
from the cylinder 
and leaves a perfect 
surface for re-use 
Its attractive steel 
cabinet, approved by 
the Underwriters, 
fits easily into any 
office. 





You can begin Ediphone dictation without delay. 
Our Service guarantees the investment. 


Ediphone 


Edison’s New Dictating Machine 


THOMAS A. EDISON, INCORPORATED 


and Factory, Vew York, New York Office, 


re, New Jersey susiness Show, Space 72 412 Broadway, Tel. Canal 5670 


“4 


()rar 
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| NEW 46 SERIES 











No. 6646S 


| Circular 46 Shows 

| Complete Suite 

| National Desk Company 
HERKIMER, NEW YORK 








No. 6646T 
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kingdom for the tape!’ cries the bedeviled adding machine 
service man, tearing his hair. ‘If these birds would only 
shoot me the tape once in a while, I'd read their fortune 
from it.’ Sure he would; he'd put money in the dealer's 
pockets. A typed sample from the typewriter to show poor 
alignment is the dealer's first thought—it does not seem to 
occur to him to simply say that a machine its_ poorly 
aligned, he delights in sending a sample in. But ‘it adds 
wrong’ seems to fill the bill. Look at it this way as excus 
ing yourselves. A customer hands you the complaint, you 
transmit it. The manufacturer cannot act, writes you for 
supporting data—the tape. You write for it or call for it 
Note the valuable waste of time by this procedure, most 
of which could have been saved by securing the evidence 
before sending in the complaint. 

“At the beginning of this paper I emphasized the fact 
that portability had imposed on the manufacturer high 
standards of quality. How well he has met conditions the 
dealer organization knows best. That he can do even bet- 
ter no will deny, and that the dealer organization can 
materially help him to do better I have tried to point out 
in this paper—I hope successfully.” 


Demountable Distribution Arranged in Canaries. 

Representation in the Canary Islands has been estab 
lished by Mons. Joaquin Serra, of Barcelona, Spain. Sales 
and service of the Demountable typewriter are in the hands 


of Don Elias Doblado v Saiz, Avenida Del 26 de Julio, No. 


17, Santa Cruz de Tenerife, Canary Islands. Mons. Serra 
is Demountable distributor for all of Spain With the 
co-operation of Jose Leblanc Delage of Madrid, he has 


developed a splendid sales and service organization dur 
ing the past three years. Sr. Serra has demonstrated his 
organization to be complete, aggressive and dependable 


throughout Spain and Spanish territory 


“Skrip” Package Yields the Last Drops. 
The W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
has made a change in the shape of the bottle containing 
“Skrip,” called “The Successor to Ink.” The new bottle 
is formed like a keystone. The small part of the bottle, 
at the base, allows filling the fountain pen to the last few 
drops in the container. The package is distinctive and 


attractive The makers believe tt should create a greater 





SHEAFFER'S SKRIP’ INK IN NEW PACKAGE 
business in “Skrip” for the dealers. The W. A. Sheaff 
Pen Company ha discontinued making the 
ré le es te lla thie t 

Vi ed ot ( that vi Ke¢ 
ae re 1 \ ‘ i those pass vou i he 
ra he (;-W S t The Globe-Wert Ke Con 
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BUNCH OF DATE CALENDARS 


14 Different Styles 


also 
12 Other Different Kinds 
of Commercial Calendars 














PARAGON INKSTANDS 


In many different styles 





PARAGON LINES 
Supply you with 
“What you want when you want it.” 
59 years service to the trade. 
Trade names that guarantee protec- 
tion to the dealer. 


PARAGON CHAMPION 


NUMBER 


93 


DIAMOND 


w 











Stationers Specialties—-Stationers Hardware 


Frank A. Weeks Mfg. Company 


93 John Street New York City 














THESE FIVE POINTS | 
ASSURE SAFE ENVELOPES 





; 
Ar s-way Safet Er are these envelopes. } 
ht ae cel aie glue , , | 
fe le get os . 4. Ames-way Safety En 
i i¢ k : 
velopes havea handy crease 
Ames-wa Safet E scored here for ease in 
pes ha the protective sealing and for securjty ' 
flap also glued é ere when you glue them shut, 
You can hardly tear the 
Wher t t teat envelope with your fingers 
er the glued 7 ou it is so tough and 


durable. 


Ames Safety Envelope Co. 
55 Sudbury Street, BOSTON, MASS. 


Free Demonstration Kit 


ease your filing and mailing envel- 
asking Write for it and for 
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(Relation of Manufacturer to Dealers.—Continue: 








LABELS AND SEALS 
For Every Purpose 


Are available in a broad range 
of styles, colors and_= sizes. 
You'll be pleased with both the 
quality of the goods and our 
service, 


The Thomas Stationery Mfg. Co. 


SPRINGFIELD, OHIO 








page 21.) 
Obviously, to give his best and most aggressive eft 
retailing the manufacturer’s product. To this end, 
dealer should not undertake the sale of more lines than | 


accept an agency merely for the sake of a few sales tha 
of dishonesty and is misrepresentation—not representatio! 
that you know how you are going to develop a sales yolum 


to the manufacturer. Otherwise, you are wasting your til 
and the manufacturer's money and injuring your reputati 
with all manutacturers. 

When you go into partnership, you have the us« 
partner's money, a part of his individual assets, to p 
yours as capital for your mutual business venture Ss 
when vou accept a dealership from a manufacturer, | 


vests some of his assets in your business The capita 


and into advertising, is capital that vou, as a dealer 
working with 
of the manufacturer put at your disposal. He has a rig 
to expect sales of a certain number of units of his 
each month or each year from your territory. He is loa: 
you this essential asset of his but he expects you 
interest on his loan in the form of sales. You ar 

sible for adequate returns on this form of loan just as 
would be if the loan were in the form of money 

were to loan a man $100.00 and he paid you only tw 
cent interest and you felt reasonably sure you could get 
per cent by loaning the $100.00 to someone else, you 


probably do so. Well, that’s why manufacturers terminat 








dealer relations sometimes on the grounds of inadeq 


returns-—the dealer simply isn’t meeting his responsibil 





he Success Line, OF vESK 
CALENDAR STANDS AND PADS 





The above illustration shows the im- 
proved mechanism of the Success Line 
Desk Calendar Stand. We make Pads 
to fit allstandard bases. 1927 Pads now 
ready for shipment. 


Write for catalog showing complete line. 


THE SUCCESS LINE, Inc. 
Harry L. Short, President 
547 West Lake Street 
CHICAGO - ILLINOIS 





to the manufacturer. It’s a plain business proposition, g¢ 


tlemen, supported by reason and logic. And I want 
right here that the converse is equally true—if the maz 
facturer with whom you have established relations does 


meet his responsibilities to you, your course is plain at 
life 1s too short to carry on business relations with pe 
in whom you cannot repose absolute confiden 

And then there is another important responsibilit 
posed on the dealer As the accredited representati 
manufacturer in your locality, you have his local rey 


ibsolutely at your mercy. He will be judged by 
tomers by the way you conduct his business for 
reputation of a partnership can be irreparably injur 
the acts of one of any number of the partners 
you are selfish in your service charges, niggardly wit! 
advertising, careless about the appearance of your st 
employ discourteous sales people, you are injuring the 
tation of your partner, the manutacturer, just as 
injure you by turning out a detective product 

ing narrowminded and selfish sales and advertisu 

\ man’s or a concern’s business reputation its : 
valuable asset and I am not at all sure that this 
constitute the most important responsibility 


manufacturer-dealer relations 


Mutuality Essential. 

And now we come to the third essential « 
manufacturer-dealer relations—a desire for mutua 
his is just another way of saying that both parties 
dealer contract desire to serve, not only their selfis 
ests, but the best interests of each other. It seems to me 
that there should be no chance for argument or 
this point, but you and I both know that there is 


too much big I and little You involved in this phas 


dealer-manufacturer relations and the manutacture: 








is financiaily able to handle efficiently and resultfully. T: 
will naturally accrue without real sales effort is little short 
Before you accept an agency for any line, satisfy yourself 


that will adequately discharge this important responsibility 


has put into plant and equipment, into designs and patents 


Sut there is an even more important asset 
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Here is HOW! | 
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CESCO VISIBLE RECORDS 


will increase sales 


ECAUSE you can offer Portable, Compact record keeping 
units that require less space than the usual bulky steel 
equipment, operate easier, with more convenience, and cost 
but 15 as much. Write for interesting descriptive literature. 





AGENCIES AVAILABLE 


Progressive dealers with specialty salesmen or other selling organizations who are alive to the 
possibilities of Visible Records in Book Form are invited to correspond with us regarding 
agency arrangements. 


Visit the CESCO BOOTH at the NATIONAL BUSINESS SHOW, 
Madison Square Garden, New York City, the week of October 18th 


THE C. E. SHEPPARD CO. 


272 VAN ALST AVE. LONG ISLAND CITY, N.Y. 
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THE OFFICE DESK 


When an article of furniture for one’s per- 

sonal use is wanted there is no material that 

| appeals so strongly to the discriminating as 
| wood. 


iil A desk made of wood when properly built 
never wears out. 


A desk made of wood will keep papers 
more safely in an ordinary fire, than a metal 
desk. 


A desk made of wood shows the beauties 
of the grain, with no need to resort to paint 
to imitate one of nature’s wonders. 


A wooden desk has a friendly feel that 
cold metal cannot give. 


As a desk user is close to his desk, or hers 
as the case may be, for hours at a time, why 
not use one that is most attractive and com- 
fortable ? 





: VALLEY CITY DESK COMPANY 
| F-I-N-E A-R:-T:S £.014000-0 pie ono tke ne-b ok M:-I-C-H. 
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usually the party most at fault. The trouble lies in the fact 
that the dealer is more often than not regarded as a neces- 
sary evil rather than as an essential factor in the sales 
organization—yes, more than an essential factor—a partner 
in every sense ot the word—a partner who is investing his 
time and his money and his organization in the interests of 
the manufacturer's product and often an able executive 
quite capable of advising his manufacturer partner to his 


distinct and lasting benefit. 


Personal Contact Is Vital. 

Che reason, I think, for this unfortunate attitude of con 
descension on the part of the manufacturer and often of 
suspicion on the part of the dealer is lack of effort to gain 
the other's viewpoint, due many times to avoidance of per 
sonal contact The manutacturer who sits in his swivel 
chair and gets dealer perspective from reading reports of his 
held men and counting up the daily orders cannot grasp 
one-tenth ot the problems his dealers are meeting and solv- 
ing for his benetit The dealer who sticks in his store and 
curses the shipping department for delayed deliveries or the 
factory tor poor inspection is bound to have an entirely 
erroneous understanding of the multitude of managerial 
details which contronts modern manufacturing practice. 


Both parties must take a strong personal interest in each 


other’s success and strive to understand each other's prob 
le ms if the results of this partnership are to be prot t ible to 
eithe ( ( 


1 want to illustrate what I am driving at by personal ex 
perience A bi ut three years ago my Ce mpany invited our 
| elect members to a sort of House of 


Repre sentatives which we chose to call our Dealer Advisory 


Council There are ten members of this council, seven 
representative de ilers S¢ lected by the entire dealer organiza 
tion from widel separated parts ot the country and three 
members tron ur home oftice executives The ouncil 


meets at irregular intervals, two or three times a vear, 


usually at the factory, and discusses all matters of mutual 


terest. We talk over installment terms, collections, sales 
methods, necessary improvements in the product lhe 
dealer members tell us where we have failed to advertise 


properly, what they want in the way of dealer helps, how 


we « handle orders more etticientl We invite 
criticism and we feel free to tell the dealer members where 
they, as an organization, have not met their responsibilities 
to us as their partners in business It goes without saving 
that these meetings are of incalculable value to both parties 
because we get each other's viewpoint, we are serving a 
col FOO! vorking to a common purpose i desire for 
mutual success 


The Humanities of Business. 


1 


> t Wwe ‘ onsidered only the USINESS sp ot 
the dealer-manutacturer relations There is, also, another 
ver mportant phase of this subject—that of the human 
oT d dual relat between the manufacturer's executives 
i the dealer [ don’t mean s il re tions ut 
se det i enduring friendships ‘ ire S¢« cde ti 

‘ 1s ce heard a very wise 1 Say t t 1s 

1 ound friendship was doomed vilure t that 
friendships tft cle ( yusiness are as the S¢ ded 
‘ k w storm ¢ idversit ca dest { 
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can be gotten only if the best quality in papers 
is used. That is a fact that cannot be denied— 
and where you will find efficiency the keynote 
you will also find Certified being used. 

Certified Adding Machine Rolls are continually 
adding profits to dealers who have recognized 
their superiority and are supplying them to their 
customers. 


A size and style for every purpose 


U.S.LACE PAPER WKS, INC. 


163 UNION AVE. BROOKLYN, N.Y. 

















Advance Paper Boxes 
in Stationery Stores 


You will find a ready sale for our goods in your store. 
Every item is durably built for a long life of service. We 
manufacture all sorts of card and fibre board stationers’ 


specialties 
Warren Transfer Cases Card Index Trays 
Card Index Storage Cases Stationery Cabinets 
Pigeon Hole Boxes Document Storage Cases 
road Filing Boxes Transfer Cases 

(cloth or paper covered) (Invoice, letter and Cap 
Mailing Tubes Sizes) 
Carbon Paper Boxes Clipboards 


Check the list and let us replenish your stock of these 
goods. We shall be glad to send you catalog and full 
particulars. 


Advance Paper Box Co. 
2727 Franklin Avenue ST. LOUIS, MO. 
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Better Furniture Footwear 


(easter and caster cup com bined) 


at no greater cost 


Hartford Glasglides 










Furniture manufacturers 
who use HA RTF¢ IRD 
GLASGLIDES improve 
their furniture at small cost. 
Dealers and users appreciate 
the added advantage and 


better appearance of the 
furniture. 


The HARTFORD GLAS 
GLIDES make the fur 
niture easier to move, 
prevent marring of po! 
ished and tile floors, and 
reduce wear on rugs 
The metal attachments 
with the regular caster 
stem are new and prac 
tical, being interchange 
able with regular cast- 
ers There is a style of 
HARTFORD GLAS 
GLIDE for every kind 
of furniture, including 
tubular steel 


Ask us for full details—tlet us 


quote on your year’s requirements 


Hartford Glass Products Company 


HARTFORD CITY INDIANA 


(Record Keeping and Analysis of Dealers’ Business.— 


Continued from page 22.) 


Posting should be done every day, after th 
ance has been drawn off. 

The trial balance sheets should have colum: 
ing amounts past due sixty days and past due 
and more. 

Separate trial balance sheets for installment sales 
columns for extending, payments past due, one pa 
past due, two payments past due and three o1 
ments past due. 

Such a trial balance will give a comprehensive st 
to show the condition of accounts receivable and enable 
one handling collections to see at a glance the 
work on. 

[There should be, of course, accounts payable a 
ventory accounts. 

Cash received should be entered as_ received 
total day’s receipts deposited in the bank. Small 
out of a petty cash fund kept separate trom the 
and larger bills paid by check. The petty cas 
plenished by check. 

It should not be necessary to say that the bat 
should be reconciled each month, but it is not always 


Journal entries should be made for merchandis« 


into stock and credited to a customer’s account 
ments of any kind affecting accounts, an entry irg 
rental and crediting machine sales (when rental cre 


given) and charging inventory accounts and crediti 
to whom payment for merchandise is to be ma 
It is surprising that some dealers do not draw 
A salary should be drawn each week or each 
charged to selling expense, or if the owner devoted 


his time to the service department, split between s« £ 





pense and service expense. The business must 





| 





ARE YOU ON 
OUR MAILING LIST? 


We are continually sending 
dealers valuable sales helps 

It is our policy to 
let our dealers 
share with us in 
the profits of this 
business which 
has unlimited 
possibilities. We 
keep in constant 
touch with you 
to cooperate in 
helping you build 
up more profit- 
able sales. 


COLES COPYHOLDERS sell easily—Be- 
cause their use saves the valuable eyesight 
and reduces fatigue of stenographers; Be- 
cause they increase stenographic efficiency 
25 to 50 per cent; Because they have uni- 
versal adjustments, take up no room on tops 
of desks and finally because they are eco- 
nomical. 


oe 





Made and Guaranteed by 


COLES COPYHOLDER CORP. 
45 West 34th St. New York City 


expense. If more than the salary is drawn out 
ness it should be charged to the owner's acc 
cleared when the business is closed for the vear 

It is only good accounting practice to charge 
end of the year or each month, depreciation on ex 
machines or on stock that has depreciated, so th 
will be on a basis of cost or replacement value 
is the lower. No use in kidding ourselves 
stock at a higher value 

An auditor should be employed to audit the 


‘ 


six months would be best. once a vear. certan 


Service Department Records. 


’ 


The shop is a source of loss in many establis 
can be made to show a profit. The foreman should be 
quired to accurately record on shop orders the exa 
different employees devote to a job, all parts used and 
used, and the shop orders should be figured to s! 
on each job 


} 


The shop shoul 


iould be given credit 
tor sale, and rebuilding costs charges 


The shop should be expected to show a 


credit is given for rebuilding, and absorb the cost 
made ready and service given for rentals; the 


specting machines tor sale and guarantee on sales 


Expe nse of the shop to be taker care ot by 
for customers and paid outside ills 

There should be an order made for the fore 
ing: Rebuilding, overhauls for customers, chars 
charge, rentals made ready, inspection of 1 
sale, in fact every machine handled in si 

There should be an order for every outside 


ever the reason for it, and time, parts used 


used re ( rded. 
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DEALERS. 





N probably no other article is 

there as pronounced a differ- 
ence in appearance and quality as 
in rebuilt typewriters. 


Stand a “Smithtype Rebuilt” 
L.C. Smith---with its every nickel 
part bright and new, base and 
frame right out of the enameling 
oven, absolutely perfect without 
a speck or blemish, every work- 
ing part brand new right from 
the original manufacturer, every 
appearance of a new typewriter 


---stand this machine alongside of 


an average rebuilt and your cus- 
tomer will pay a difference of $10, 
$15, yes $20 more. And be better 

satisfied with his purchase. 


Every Dealer knows and respects 
the L. C. Smith. It is the finest 
piece of writing mechanism ever 
conceived. 


Dealers get real satisfaction selling 
“Smithtype Rebuilt” L. C. Smiths. 
If you are not handling them, 
you are overlooking a real oppor- 
tunity for they will sell, them- 
selves in the face of any sort of 
competition. 


Send for our latest and lowest 
prices on “Smithtype Rebuilt” 
L. C. Smiths. 


Get our Spot Cash commission 
proposition on time sales. 
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Smith Typewriter Sales 
Corporation 


World’s Largest Rebuilders of the L. C. Smith 


41A-360 E. Grand Avenue 
Chicago, U. S. A. 
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Can Now Supply You 
With Storage Cabinets 


This new line of Storage Cabinets is all that you have ever hoped for 
and more. [Every stage of cabinet development to date has been capital 
ized. very selling advantage has been utilized. Every service feature 


to the user has been provided for. 


The new Invincible line is spacious, sturdily built and excellently finished 
Above all, this line is designed and priced in accordance with the well 
known Invincible policy of supplying the great easy-to-sell popular-pric¢ 


demand 


Write At Once For Folder and Price List 


Invincible Storage Cabinets will provide you with a ready 
seller and a good-will builder. You will want this lin 
when you know what it offers you. Write for complet: 
information today. 


INVINCIBLE METAL FURNITURE CO. 


General Offices: Manitowoc, Wisconsin 


Sales Offices 


NEW YORK cHeiC AG O LOS ANGELES 
R. Orthwine E. E. Blankmeyer M. M. Corbett 
343 W. 26th Street 1517 S. Wabash Ave 420 S. Spring Street 
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built and machines overhauled; showing make, model, serial 
number and labor cost, parts cost, ribbon cost, platen cost 
and total cost. This information to be taken from the shop 
tickets. 

You will be surprised how much you can reduce your re- 
building cost and overhauling cost by talking to your fore- 


man and showing him this summary. 


Analysis of Sales and Expenses. 

Large sheets of ruled paper can be obtained from the 
stationery stores with as many columns as you may need. 

I recommend a sheet be used for monthly sales, monthly 
profits, a summary of sales and a summary of profits show- 
ing monthly totals for comparative purposes. 

Sales analysis to show sales ot: 

New portables sold, a column for each make 

Other new machines, a column for each make 

Shop rebuilts, a column for the principal makes 

Other rebuilts, a column for the principal makes 

Miscellaneous makes to be classed as “others.” 

Supplies 

Repairs 

Rentals 

Miscellaneous sales, and separate columns for any other 
merchandise sold for which the amount of sales justify % 
separate record 


The total across the sheet to show the total sales foi 


Che profit to be figured for each segregated class of sales 


It will not be long before you will be able to tell what 


merchandise it is profitable for you to continue to sell and 
push and what to drop 
* * 
Selling expense: Salaries. Commissions Travel. U 


earned drawing account (paid to salesmen and not earned 
and charged off). Total selling expense 
Service expense Salaries. Carfare and travel. Sundries. 


Ribbons used. Parts used. Platens. Nickel, and a credit 


for total rebuilding cost deducted. Total net service ex- 
pens¢ 
Othee salaries Bookkeepe r, clerks, delivery bovs, et 
Transportation: Freight, express, parcel post, cartage 
Postage Not to include that used for advertising 
Carfar Not to include that used for service department 
lelephone and telegraph 
()t e expense Incidentals for office use 


Re 

Lig heat and power 

\dvertising: To include cost of printed advertising, post 
age, exchange advertising, newspapers, et 

\ obile expense. 

I-xtraordinary losses: Machines lost or stolen, ete 

Miscellaneous. 


T ( ill expe ses 

\ summary sheet of monthly totals for comparative pur 
poses to be made of expenses. 

All of this record wi rk and analvsis mav seen a wreat 

ork, but I assure you it is not, and I know it will be 
wort ne costa d eTtiort 

At times it may be desirable to have some special mtorr 
mation compiled, but the clerk making it should be told how 
long the information is wanted. Time may be consumed in 
making a report long after the need for it [he story is 
told to illustrate this point During the war, Sir Eric 
Geddes was trying to reduce expenses in England. ‘| 
day in going into the Parliament Building he found a set 
tinel in the hallway apparently guarding nothing and doing 


nothing Upon inquiry and search of rec rds it was found 
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“THE BEST IN ACLINCH”"! 


PAPER FASTENERS 


‘MAKES ITS OWN STAPLES”’ 








A SLIGHT 
PRESSURE ON 
THE HANDLE— 
THAT'S ALL! 


mvc en ence 


\ Se Economical 
~~ #4 


**Can’t Go 
Wrong” 


EACH ROLL 

OF STEEL —j> 
TAPE CONTAINS 
5,000 STAPLES 


Improved Model D—Weight Two Pounds 


Metal Knob—Rubber Silence Posts— 
Nickel Plate Finish 


Latest addition to our line: MODEL K (6 
pounds)—a Cast arm and heavy base—six-inch 
stapling space range—battleship gray finish. 


We Make Power Machines (Electric Driven) 
For Heavy and Rapid Work 


Sold by Stationers and Stamp Dealers 
Send for New Descriptive Literature 


EVEREADY MFG. CO. of BOSTON 


General Sales Office: 50 Church Street, New York City 

















IN THE WAKE 
OF THE CONVENTION THE 


BOOMERANG 





THE FRICTIONLESS CHAIR PAD 


Keeps all friction off clothing. Better Offices demand them. 
Used by large Banks and National Corporations. Carried 
by largest Jobbers and Dealers. No straps to break— 
do not deteriorate in stock 


The Boomerang Chair Pad Company 
Passaic, N. J. 


New York Representative, Jack Schwartz 
709 West 178th Street 
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FOR EVERY BUSINESS 


TABLES 


‘“‘Guth Tables’’ cover the entire field for 
use in Offices, Directors’ Rooms, Public 
Buildings, Schools, Libraries, etc. 





A most comprehensive line; sizes 2x3 ft. to 
5x18 ft., tops 7/8" to 1-3/4" 5-ply. Three 
distinct grades, in Oak, Mahogany, Walnut. 


Catalog upon request 


Inquiries for Special Designing and Building 
in Table Equipment Are Invited. 


HENRY L. GUTH ASSOCIATES 


Executive Office -ALLENTOWN, PA. 
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that about a hundred years ago a prominent lady 
against the freshly painted wall and soiled her gx 
sentinel was placed there to guard against sucl 
while the paint was wet. They had had set 
the past hundred years 
1 started a friend of mine, who is in the s 

on a plan almost identical with what I have expla 
you. He and his wife run the store, sell the shoes 


buying, keep the records and all other work. H¢ 


better than $5,000 a month. It takes a lot more 
shoes, hose, sundries and repairs to make up $5,000 
it does in our line. In addition to what I| have 


tock, 


to vou, he has a running inventory of s 
his profits each day. 

With the statement and supporting figures wl 
show the bank, it has been no trouble for him to ¢ 


on his note, to discount bills, and the banker told hin 


his was the best records and statement he had s« 
small retail business. 

Gentlemen, you cannot successfully conduct a_ profit 
business these days without proper records and figures 
show what you are doing. I must have such figures 
our stores and I cannot see how you can operate 
business with less in the way of statistics than | ha 
given to you. 

If any dealer wishes forms such as we use or wishes a 
information as to the system used by the American Writ 
ing Machine Company, I| shall be glad to have him y 
to me 

In conclusion: 

Mr. Chairman, may I offer this suggestion to thi 


ciation: 


That a committee be appointed to look into a plan 


records and analysis; this one may be used as a starter 
ll be ] i 


perhaps much better ones be worked out, that wi 





tical for members of this association and submit a pla: 











Important Equipment 
For Every Office 


Costumers, small tables, wardrobes 
—small items but important ones in 
every office. You'll find them in 
all well-equipped offices. We are 
specialists in these low priced, 
large volume sales producers. If 
you haven't catalog No. 5, which 
illustrates and describes the line, 
better write for a copy today. 


FURNAS FURNITURE CoO. 


Indianapolis, Ind. 


the members 

That a committee be instructed to investigate the 
necessary in the conduct of the dealer’s business, and s 
mit forms for the dealers’ approval [The forms appr 
to be printed by the association and furnished to the 
bers at as near cost as possible 


That a committee be appointed to send out a quest 


expenses to total sales and compile the intormati 
given to the membership with the thought of giving €1 
standard. Such information is available for many li 
business and given out by the Chamber of Commerce of the 
United States, with offices at Washington, D 
should not the typewriter dealers have such data for 
business? 
Editor's Note 


and the necessary committees were appointed to go 


Mr. Simler’s suggestions were acted 


1 


the matters outlined in the last three paragraphs of I 


Demountable Progress in Australia. 


Friends of Mr. R. F. Pontey, Sydney, Australia ll be 


interested in the success he has had in distributing 


Demountable typewriter, made by the Demountabl 
writer Company, Fond du Lac, Wis Mr. Pontey is 
tor of the Demountable agency, having sold this 
since it was placed on the market in 1922. Mr. P 


has visited the United States at times in the 


his various business enterprises Sales have sl 


continuous increase, due to the complete and 





Pontey organization Har iid J Woods, the 
director, is an expert typewriter designer and 
and has rendered valuable assistance to the 
through his recommenda s 





te 


naire, getting from the dealers the percentage ol different 
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Announcement 


BEGINNING October Ist, IRELAND 
AND MATTHEWS are supplying 
the trade with a new line of cuspidors 
of superior quality. The new line is 
made up in the same styles as our steel 
cuspidors but with superior grades of 
material and finish. Non-rust- 
ing ARMCO IRON, a well known, 
nationally advertised metal, will be 
used exclusively for the new line. It 
will be ENAMELED IN DURABLE 
PORCELAIN finished in white, green, 


grained walnut and mahogany. | 











The porcelain enamel is unaffected 
by live steam, acids or any other power- 
ful agent that may be used for clean- 
ing. Even should the enamel receive 
such rough treatment as to crack or 
chip, the rustproof ARMCO would 
insure the usefulness of the cuspidor 
for a long time. 


Ash receivers showing the new fin- 
ishes will be sent to anyone on applica- 
tion. Full details to interested dealers. 


New Catalog and Price List ready 
October 25th. 


THE IRELAND & MATTHEWS MEG. Co. 


1500 BEARD AVENUE DETROIT, MICHIGAN 


SALES REPRESENTATIVES: Associated Stationers’ Supply Co., Chicago. Ernest 
Wallace, 444 Market St., San Francisco. Phil F. Webster, P. O. Box 
873. San Antonio, Texas. L. C. Watling & Co., 
401 Granite Building, St. Louis, Mo. 


No. 90 
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(CBPATENTED ) 
The World's Best 


What Clemcoglide 
Really Means 


Clemcoglide is a revelation in typewriter 
desk construction. The word, Clemcoglide, 
is coined because no other word adequately 
represents this new standard in typewriter 
desk design. 

Clemcoglide is a new standard because for 
the first time a desk is available in which 
vibration, noise and jar have been practically 
eliminated. When opening or closing the 
desk, the patented action employed STOPS 
the DROP so common in all other typewriter 
desks of similar character. The Clemcoglide 
promotes the life of both machine and desk. 
The ease of operating, the abundance of 
room, the appearance and workmanship—all 
commend this desk to the prospective pur- 
chaser. 

Clemcoglide means new sales—more sales, 
and profit. Read the seven points; but the 
only way to really know Clemcoglide is by 
a trial order. 


Feb. 3 and 
Nov. 10, 1925 











3403 West Division Street 


You 
strength lifting only 
ing position 
No exposed 
Platform frame support is simple 
square 
Jamming 
to « 


The 
action of mechanism 
tion 
is thus eliminated 
Open or closed, 
space—another exclusive 
Ball 
Platform itself is held firmly 
matter 
dled 
ture 





typewriter 


cannot 


oglide”’ 
feature 
light 


lid in closed 
center drop dé 





platform Finger 
lid brings typewriter to work 


or tear clothing 


yet of great strength 


compels smooth 





provides ample knee 


and easy operation 


and without vibration. Ne 


machine o 
is no quivering of 
insuring quicker transcribing 


AS. 
mone 


how roughly har 
platform or desk, a fea- 
and fewer mistakes 


TRADE 
MARE 
REG 





THE CLEMETSEN COMPANY 


CHICAGO 











Imperial 


SPECIAL in- 
stallations of 
Imperial steel 
equipment have 
met with suc- 
cess and ap- 
proval every- 
where. The ex- 
perience we 
have gained 
designing, mak- 
ing, and in- 
stalling special 
steel furniture 
during the past 
twenty-two 
years affords 
the dealer def- 
inite assurance 
that we can 
producethetest 
equipment and 
quote the best 
price 


HU MN 
THAR E ESR 





























4 


Steel 


ECAUSE of 

its rigidity, 
strength, nd 
longevity, steel 
is the most 
suitable for 
making perma- 
nent, built-in 
furniture. In 
Imperial in- 
stallations the 
native qualities 
of steel and 
perfection of 


manufacturing 


methods are 


combined, of- 
fering Superior 


products 


W rite today 


for definite and 


complete dealer 
information 


IMPERIAL STEEL CABINET COMPANY 


2130-2152 Fulton Street 


CHICAGO, ILL. 
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FURNITURE 











Birmingham, comer hile on a trip to the 
L. Me Mei ins, president of 
the plant of the Lyon Metallic 
Aurora, Ill 

H. Stoltz, president of the 
Louis, Mo., was a visitor in 


an d Canada, 


Company, visite 


Company at 


Chicago, tll.—E 
Company, St 


September 


Chicago, Ill.—The store and warehouse of 
Furniture Company 
J A warm 


orate 


terior in a 


Chicago, Ill. 


mati File 


York prior to 
ciation of Statione 

Chicago, IIl.—The formal christening of the 
2 Cole & Company took place 
went over the door Newspaper 


store of Geo 
the Horder 
featured the 


all Horder stores 

Chicago, ill.—kE 
I Furniture Company, reports 
montl 





vi ble Metal 
" ) 

Impey; ot 

Bl ke's”’ 
| ness in 


only office equipment and commercial stati 
section of the Some weeks ago his 
tered on office furniture, specializing on 


well pleased 
healthy trade 


laim that 


1519 South Wabash ave 


tone of calsomine has brigh 


d degree 


‘larence Straubel, sales manager 
Index Company, made a bu 
hha convention of 


rs, Office Outfitters and 


that the Cole legal forms 
Kk. Blankemevyer, sales 


in the Chicago territory 


im the history of the 
dealers have shown that they 
summer time 

Chicago. Wii—N. T. Carrington, 1018 Wilso 


etal Furniture Company 
h the results of this ef 


1 time when many offi 


ot possible to do good busine 


wantrgas oy l.—The H. H. Conway Compi 


st has 
Libr irv Burea 
treasurer, had 
hitteer vears 
in cnaree oO 
bee with 

will specialize 


pment and 


rganized by several aeons 
organization H. H. Conway, 


en general manager of the 


H MeCauley is secretary d 
Miuction for the H. H. Conway 
ar Bureau twenty-two ve: 
ervice and special printing 


“Holyoke, Mass. —\\ iliam H. MeGrath has 


mercial irniture 
had been with T 


eal Mr 


“Louisville, 


‘ 


avenue This 


‘ ther « 
‘Louisville, 


It = the 


“Marietta, 
Brice 


furl ire al 


nnect the 


San Artonio, 


NI erick-C]l 


Jamestown, 
Le i ago branct 

ember o 
he iquarters 


nd Bureau 


New York, 
Bi is 


San Franc 
] trad 


ind stationery store at 


Office Equipment Com] 
1 has disposed of his inte 


t} 


_ + kK W Berkey, who 


the Art Metal Construct 
ife division, stock sak 


Myth Clarence R. Smith 
rihics v 


Equipment Companys 
hange of name only 


neer n this vicinity 
Ky —John P. Morton & Company 
d | 


the New York Times 


United States Conti 
is a requisite for listing 
| margin, having been « 


est commercial house in 


io.—The Safe-Cabinet ee 


been moved into the new 


N. Y¥.—The Arcade Stationery 
Vv 


t Fifty-ninth street 
ms at 10 West Sixtietl 


Temmaee? rhe office equipment 

Litho Company has secure 
Clemco”™ line in Sar Antoni 
Calif. —Members of the stations 


le irned with sincere 


upplic gre 
Ly Angel of reorge § Googans, sec 
ner Corporatior f Los Angele ind 
eri esk il ottice equipment | prev is 
The is ormerly with the H. 8S 
ir 
Texarkana, Texas The Consolidated 
N t P’ine tr i pened a Busine 
Store ear t furniture, et« . \ 
Toledo, Ohio.- -The Earl J. Cavanaugh C 
steel equipme for office and factory ha 
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Manufacturing 


Western Furniture 





2808 Logan Boulevard 


We have some open territory for Manufacturers Agents 


Premier Steel Filing Cabinets 


‘‘Built for Business’’ 


Electrically and Acetylene 
Welded. Rigid in construc- 
tion. Beautifully finished. 
Full Roller Bearing. Double 
drawer fronts. Brushed brass 
finish hardware. “Pinch” fol- 
lower, positive in operation. 
Drawer capacity 25 filing 
inches. Automatic locking 
device if desired. All stand- 


ard finishes. 


Constructed for Unlimited Service 


Pric es are F. O. B. Mishawaka, Indiana 




















DESCRIPTION PRICE 

C Olive Mah a wer. 
Stock ve ahg > 

ostumers No Green Walnut Cr’td 
Tables 504 4 Dr. Letter File $33.00 $39.00 135 
Stands 504-L 4 Dr. Letter File-Lock 39.00 45.00 135 
506 4 Dr. Legal File 39.00 45.00 145 

W 506-L 4 Dr. Legal File-Lock 45.00 51.00 145 
opy 304 3 Dr. Letter File 29.00 35.00 115 


Holders 304-L 3 Dr. Letter File-Lock 35.00 41.00 115 


306 3 Dr. Legal File 35.00 41.00 125 


306-L 3 Dr. Legal File-Lock 41,00 47.00 125 





The Usual Discounts Extended to the Trade 


Address All Communications to 
Premier Metal Products Co. 

JOHN W. MESSIMORE, Sales Director 
Chicago, Illinois 











lLet the | 
Quigley Line 
Help You 


put over the best year of sales on 
office accessories. Our patterns 
harmonize with all the standard 
patterns and our new numbers 
match the new turned and period 


designs. 


A folder of our new patterns just issued. 
If you are not on our mailing list write 
at once so that you can share in the 


demand for Distinctive Accessories for 
the Artistic Business Office. 


The Quigley Furniture Co. 
Whitesboro, New York 


Suburb of Utica. 


Vianufacturers of the Quigley Desk 
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Why split your ribbon 
business with others by 
handling a brand everyone 
carries? Be independent. 
Sell your own brand. Keep 
your customers coming 
back to you instead of 
jumping from one place to 
another as they do for 
factory brands. 









Why? 







You can build a profitable 
typewriter supplies business 
with our help. U. 8. ribbons 
are made in a grade and 
weight for every purpose and 
are packed in neatly litho- 
graphed boxes with your im- 
print. Start after the ribbon 
business today by asking for 
further particulars, 













USE 

* Mfg. Co., 

Sansom & 10th Sts. 
hia. Pa. 





eae 
TYPEWRITERS 














SE — ie —— 














FOR LIGHT TOUCH 


Tired fingers are likely to 
slip—avoid errors by using 
Lincoln Superior Typewriter 
Keys. They make = any 
stenographer a better opera 
tor because typing becomes 
a pleasure’ instead’ of 
drudgery. 


Lincoln Typewriter Keys 
are an investment—not an 
expense. Write for sales 
plan—it plans your sales. 


LINCOLN 
RUBBER KEY CO. 


27 Thames St. 


NEW YORK CITY 


























Boston, Mass.—('. G. Rogers has joined the local ur 
the Woodstock Typewriter Company as a junior salesmar 
Buffalo, N. Y.—The Buffalo Typewriter Emporium i 
from 46 Franklin street to 162 Pearl street 

Chicago, tll.—B. C. Fowler, who had been a junior 
for the Woodstock Typewriter Company, has resigned 
the University of IMlinois 

Chicago, Itll._-W. B. Larsen, general sales manage: 

toyal Typewriter Company, Inc., spent several days at the 
local branch in September 

Chicago, Itl.—Walter Murphy, formerly attached to the eg 
eral sales office of the Woodstock Typewriter Compan ! 
taken up the collection work of the Chicago sales branc! 
Chicago, III.—T. S. Martin, of the Standard Typewriter Ser 
vice, stopped over at Philadelphia on his way back from a \ 
cation spent in the East. He spent some time at the Ses 
Centennial exposition there 

Chicago, IIl..-The local branch of the Woodstock Typew 
Company is now settled in its new offices, Suite 410 
North Dearborn street. The new offices are in a much 
location than heretofore, enabling the company to exter 
local activities 

Chicago, IIIl.—The Smith Typewriter Sales Compa 
leased the store at 151 West Randolph street, and will reta 


new and rebuilt typewriters, featuring portables This 
the Metropolitan building, a part of the Hotel Bismarck prop 
erty. A theater adjoins, and the typewriter store windows 


appeal to large numbers of passers-by 

Chicago, I!l.—A. B. Frohlich, of the Reliable Typewriter & 
Adding Machine Corporation, made a business trip to Detroit 
in September A. Alvin Arie has been appointed a special 
resentative, and will travel the central West regularly 
Serene Gabor, who handles the Reliable business from 
Europe, has returned to work after an operation TI 
pany has distributed a new allowance schedule whic! ! 
several changes caused by the various new machines 
the market recently 

Cincinnati, Ohio.—L. A. Platz, Royal Typewriter Con 
Inc., has moved from the Groton building, Seventh and 
streets, to 101 Gwynne building 

Cleveland, Ohio.—Walter Hanson (‘‘Doc’’) has moved 
112 Prospect avenue to the ground floor at 2125 East 
Street. 

Cleveland, Ohio.—A. J. Wolf has been placed in charg: 
local territory by the Woodstock Typewriter Company's Cleve 
land branch Mr. Wolf has had an extended experience in tl 
typewriter field 

Dayton, Ohio.—The Underwood Typewriter Company 
moved the local branch from 28 North Ludlow street to 110 W 
Fifth street, where the ground floor and basement are occupied 

Des Moines, lowa.—Gaar Brothers Typewriter Compar 
moved from 521 Sixth avenue to 710 Grand avenue 

Fort Smith, Ark.—E. K. Wakefield, assistant manager 
the Remington Typewriter Company here, says he went t 
his girl’’ on his vacation. 


? 
\T 
‘i 


ft 


Fort Smith, Ark.—Mrs. L. A. Hummer, office mar 
the Hummer Typewriter Company, spent her vacation 
extensive tour of the East. She included the Sesqui-Centen: 
exposition at Philadelphia in her sightseeing 

Independence, Kans.—The A. S. Case Office Equipment Co 
pany has undertaken the distribution of Woodstock typewriter 
in this territory Mr. Case started out by getting ‘ 
business for the ‘‘Electrite’’ machine 

Johnstown, Penna.—S. R. Shaw, who was with the Ren 
Typewriter Company at Evansville Ind., formerly, ha 
transferred to the local office, 446 Lincoln street 

Newark, N. J.—The L. C. Smith & Corona Typew: 
has opened a_ sub-office at $2 Washington street 
charge of H. FE. Pogue, formerly in charge of the su fT 
Wilmington, Del 

New York, N. Y.—The Brown Typewriter Company) 
from 61 West Broadway to 464 Broadway 

New York, N. Y¥Y.—The Calumet Typewriter Supply H 
been chartered: capital stock, $20,000 incorporator \ 
Herbst and F. W tathbone; M. London, charter repre t 
12 East Forty-first street 

New York, N. Y.—O. J. Carrow, manager of the N 
branch of the Woodstock Typewriter Company, has 1 
his duties after absence due to illness Mr. Carro 
from an infection of an arm 

New York, N. Y.—W. M. Klein, formerly manager at S 
Wash., for the Woodstock Typewriter Company, has é 
iocal branch handling special work. Mr. Klein made th: 


in location on account of illness in his famil He i 
lent producer 
Orlando, Fla.—The Orlando Typewriter & Suppl ‘ 
25 West Washington street, has been purchased by Eldon 1] 
Smith He has sold his interest in Tuell & Smit! ‘I ! 


lando Typewriter & Supply Company sells, re 
typewriters and adding machines 

Philadelphia, Penna.—The Office Service Bure 
building, has been registered as a commercial title b 
Segelman, 4224 Walnut street 

Philadlephia, Penna.—Miss Blanche M. Bauer ha 
pointed cashier of the Philadelphia branch, Woodst 
writer Company, succeeding Miss A. Bittner, who had resig 

Pittsburgh, Penna.—The Diamond Typewriter Compar 
been chartered with capital stock of $12,000 Milt \\ 
charter representative, Tarentum 

Pittsburgh, Penna.—J. E. Kenney has been assigned 
territory by the local branch of the Woodstock Ty} 
Company He had been with the Underwood Typewrit ‘ 
pany formerly 
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All Makes and 
DESCRIPTIONS 
of Typewriters 


Largest Wholesale 
DISTRIBUTORS 
in the World 











The typewriter dealer’s profit margin and sales 


REBUILDING depend to a certain extent on re-conditioning 
costs. Labor and material cost piles high and 

COSTS expected profits are frequently used up in over- 

head. Lower costs—rapid turn of stock, mean 

you can quote lower prices and still make more. 


Our position with respect to raw materials— 
machines and parts—is unique. Our large buy- 
ing power and modern equipment keep costs 
at the minimum. And that means added profits 
for the dealer who writes for our price-list. 


THE WHOLESALE [YPENWRITER Co. 


428-30 Broadway, New York, N. Y. 




















A filing device 
designed to please 
the most fastidi- 
ous office execu- 
tive or filing 
clerk. 


An outstanding 


hice esse ntial, 


A combinatior 


+ he 

abric, papet i ae 
and adhesives Adds distinction 
producing th « to the office fur- 


perfect expanding nishings. 


vertical file. An _ every-day 
convenience of 
unequalled excel- 
lence. 


Sold at a price 
influence its 
ready sale by the 
ler Double _ re-in- 
forcement at 
every point of 
wear. 





A Show-Case Leader 


lade in four sizes: Receipt—Note—Letter—and Cap with Index—A to. Z. 
Packed one to the box 


The COOKE AND COBB COMPANY 


Manufacturers of Stationers Specialties for the Trade 
211-217 Steuben Street Brooklyn, New York 
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L. HOFFMAN 


‘ 
You'll be busy soon, filling your customers’ orders; no time to plac« 


any of your own. You'll make more by delivering the goods thar 
by just “entering the order.” Better fill in your depleted 
now and be able to deliver the goods at once. 


In checking up your stock, be sure you have a good supply 
HOFFMAN Never Warp Desk Pads. There is variety 

nearly any customer—sixty styles, padded and plain, in all stand- 
ard sizes, with corners in leather, fabrikoid, suéde, ecrase and br 
and with stiff or flexible backs. 

HOFFMAN Desk Pads are an old favorite; but HOFFMAN 1 
many other office specialties of ready sale. Let us send you tl 
catalog, with prices and discounts. 


Established 1888 
145 Lafayette St. 
New York, N. Y. 


Manufacturer of cloth cov 
ered eard cabinets desk 
pads, shelf boxes, station 
ery racks, legal and letter 
supply cabinets storage 
ind transfer cases 

















Dependability 


There is an invaluable factor of prime importance in 
making one product superior to another. 

It is not just a matter of certain prescribed materials 
and methods, but it is that constant feeling of responsi- 
bility to one’s customers that prompts the utmost effort 
to justify their confidence and good-will. 

It is bound to find expression in the quality, uniformity 
and price of the goods, and in the dependability of service. 

Paramount to the certainty of supplying the best quality 
for each purpose lies this consistent dependability at all 
times. It is not only the goods and facilities, but the spirit 
back of them that counts. 

It is found in the “Line of Lowest Ultimate Cost.” 


NEIDICH Process COMPANY 
Burlington, N. J., U. S. A. 
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Pittsfield, Mass.—Robert W. Wyllis, manager here for the 
Underwood Typewriter Company, has moved the office from 
the Miller building to the second floor of the Woolworth build- 
ing, 125 North street 

Portiand, Ore.—J. 1). Welch has assumed charge of the office 
of the Rebuilt Typewriter Company, 304 Oak street Mr. Welch 
had been with the Woodstock Typewriter Company at Los An- 
geles until recently 

Salina, Kansas.—G B. Griffith, formerly manager for the 
Central Typewriter Exchange, this city, has opened an office 
of his own at 112 North Seventh street, and will specialize as 
distributor for Woodstock typewriters and do a general type- 
writer exchange and office equipment business He is thor- 
oughly acquainted with the office equipment field, which pre- 
sages a success with his own business 

San Francisco, Calif.—The re-opening of California universi 
ties for the fall season has caused quite a brisk demand for 
Hammond portable typewriters, according to James H. Sait, 
San Francisco manager for the Hammond Typewriter Corpo- 
ration The alterations and improvements made at the Ham- 
mond agency, Second street near Market, are now completed 
The store is handsome and commodious 

San Francisco, Calif.—The Typewriter Company is now in 


its new quarters at 531 California street, which is a very handy 
location for the financial district. The company was formerly 
at 739 Market street The proprietor, Louis Smith, considers 
the charge of address a move in the right direction A num- 


ber of office skyscraper buildings are going up in that vicinity 
especially the great office building at the northwest corner of 
California and Montgomery streets. 

San Francisco, Calif.— When in this city, on a recent Alaska- 
Pacific coast trip, Burns Lyman Smith of Syracuse, N. Y., 
largest stockholder in the L. C. Smith & Corona Typewriter 
Inc., visited the new headquarters of the L. C. Smith & Corona 
Typewriters Inc When in Seattle Mr. Smith was quoted by 
the press as intending to have the Pacific block in Seattle 
wrecked to make way for a new two-million-dollar structure 
which he plans to erect He already owns the 42-story Smith 
building in Seattle, which is understood to have cost $3,000,000 

San Francisco, Calif.—Curiosity made the throngs of pedes- 
trians passing the Underwood Typewriter Company's agency in 
the Underwood building, on a recent date, curious to know 
why foot traffic was almost blocked, so nearly 100 per cent of 
them stopped to ask what was happening. When they got near 
the windows, they read the following, on large window cards 
“‘Meet Miss America, queen of stenographers as well as Amer- 
ica’s most beautiful girl. She will show you for the first time 
in this city the new Underwood Standard Portafle with 4-bank 
kevboards.”’ The crowd was even more dense inside the 
agency, but those who got through to Miss America received 
her autograph A. M. Turney, manager here for the Under 
wood Typewriter Company, said that the portable with which 
Fay Lanphier was demonstrating had been presented to her 
in the East by Vice-President Geer of the Underwood Type 
writer Company. A large number of people certainly learned 
that there is a new portable in the field 

Wichita, Kans.—.J. W. Densford, of the Woodstock Typewriter 
Company, has moved from this city to 524 South Ninth street, 
Salina, Kans 

Wilmington, Del.—The Let-Ta-Poin-Ta Manufacturing Com- 
pany has been chartered to deal in copyholders for typewriters; 
capital stock, 150,000; charter representative, S. L. Mackey, 
Wilmington 

ilmington, Del.—T. M. Argo, formerly a salesman at Buf- 
falo, N. Y for the L. C. Smith & Corona Typewriters Ine 
has been placed in charge of the local sub-office He succeeds 
H. E. Pogue, who has been transferred to Newark, N. J 








High Grade Desk Accessories 


This WORK CLASSIFIER is high-grade in every 
respect—it is most efficient among its kind and is the 











Business Men Like 


and they are easy to sell 


choice of discriminating office managers. 


68 Beekman Street New York, N. Y. 


Covered with genuine Spanish leather and equipped 
with monthly calendar inlaid at top, it presents a 
distinguished appearance. Metal tabs with remov- 
able ships provide instant reference; a durable cloth || 
gusset at the back allows full half-inch, straight-up, 
positive expansion; no fanning out or shuffling of 
papers, but neat, orderly appearance. 

STATIONERS: The WORK CLASSIFIER develops good 
regular business if properly displayed and its attractive ap- 


pearance enables you to feature it as a welcome gift sugges- 
tion 


Write for price-list and details of our full line. 


Office Specialty Co., Inc. 
































EX 
ACCOUNTING MACHINES 




















Chicago, Ill.—George Burd, who has been engaged in the 
of rebuilt office appliances, has joined the staff of the Elliott- 
Fisher Company hers He had been with this organization 
in the past 

San Francisco, Calif.—E. R. Higgins, of the Office Supply 
Company, Honolulv, T. H., who has charge of the temington 
accounting machines in the Hawaiian Islands, is paying a visit 
to the States and will go on to the factories of the Remington 
Company) Mr. Higgins recently installed the new Remington 
accounting machines in all the territorial government offices of 
the Hawaiian Islands The Remington agency of the territory 
is under the San Francisco office, of which C. B. Waters is 


manager 


Civil Service Examination for Chief Accountant 





tions will be received by the United States Civ 

Service Commission until October 26 for chief accountants t 
fill a vacancy in the Department of Agriculture at Washingtor 
DC ind other positions requiring similar qualifications. Con 
petitors will not report for assembled examination, but will 1 
rated on training, experiens e and fitness 

The entrance salary $5,200 a vear, with possible advance 
ment without material change in assignment up to $6,000 a year 

The appointee wi undertake responsibility and supervisior 
for the accounting and audit work of a research—investigatior 
and regulatory in character—arising under the Packers and 
Stockyards Act He will direct also a staff of accountants e1 
gaged in field work Further duties include statistical work 
financial and trade practices, audits, investigations, examina 
tions and the revisional installation of accounting systems and 
records of market agencies, dealers, stockyards companies and 
packers under the irisdiction of the Stockyards and Packers 
Act The work is of t highest economic and legal importance 
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freee || Aigner’s Special 
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G.I, AIGNER 800. fanfare 











L Index Tabs 
There’s an Aigner Index Tab 


for every indexing need—for 
card records, guides, folders, 
price lists, catalogs, books, as 
well as for special require- 
ments. 

Just find out what your cus- 
tomers need and then put it 
up tous. Let them know the 



























great relief Aigner’s match- 
less time-saving Index Tabs 
will bring. Service like this means more friends, 
more sales, more profits—all without a large 
investment of stock. 





Get It from Aigner 


Our Service Department is maintained for your benefit—to 

co-operate with you in solving the indexing problems which 

your customers put upto you. May we offer some suggestions? 
Ask for our Index Speciaity Catalog. “It’s Free’’ 














Gold Remgese for Stationers and Bookbinders q 
Indexes for Loose-Leaf Systems - 

Titles Labels for Law Work C 
Aigner's Patent Cut Index Strips 
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MANUFACTURE 
SEALS 
STENCILS 
BADGES 
RUBBER@ STEEL 
STAMPS 
METAL CHECKS 
POCKET COINS 


BRASS SIGNS 
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108 & Dearsoes St. 
@an come er eee 
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STORE: 108 N.DEARBORN ST. 
FACTOR24 to 30 Sa. Jefferson St. Cll 























1 . peeees : MOTORS rescenesneres Peeeee 
SPECIALISTS 2hp || FOR 35 YEARS 
= - AND LESS I 


+ A JOB for the 9 
SPECIALIST 


MALL motors are often abused. 
They seldom receive the same skill- 
ful upkeep given a large motor. 


Providing the special standards that 
assure better service in motors of 2h.p. 
and less is surely a job for the small 
motor specialist— with experience. 
And Emerson for 35 years has built 
small motors exclusively. 


Write us if you have a 
small motor problem. 


The Emerson Electric Mfg. Co. 


2018 Washington Ave., St. Louis, Mo. 
50 Church Street, New York City 
608 S. Dearborn Street, Chicago 


EMERSON MOTORS 


FANS ~ BUILT TO LA 





REPULSION —_ SIRECT CURRENT 
START SPLIT PHASE 
INDUCTION ILYPHASE 
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ADDING MACHINES 
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Albany, N. V¥.—The Monroe ‘aleulating Mac} ‘ (‘on 
has appointed C. H. Enste a saben in here 

Atlanta. Ga.—H. KE. Grant is a new salesmar 
organization of the Monree Calculating Machine ‘| 

B. S. Steedman has been appointed salesman 

Baltimore, Md.— * Metzger has been appointed distr 
manager for the Monroe Calculating Machine Company 

Baton Rouge, La.—The local sales organization of t) 
Calculating Machine Company has been joined ‘ \\ H 
(Cannon 

Boston, Mass.—T. “. Harris is a recent addition to th: 
sales staff of the Monroe Calculating Machine Company 

Chicago, Itll.—The teliable Typewriter & Adding Machine 
Corporation, 170 West Washington street, has been appointed 


general distributor of the Addac adding machine 
Chicago, Ill.—H. G. Wells, assistant general sales manage! 
Barrett division, Lanston Machine Company, spent several da 


tne 


in September with the local distributor, W. C. Lothrop of 
Calculating & Adding Machine Exchange After business topics 
were disposed of Mr. Wells was taken on a motor tour of the 
North shore suburbs of Chicago Mr. Wells had excellent suc 
cess in introducing the Barrett machine to a number of dealers 
while on this trip, placing over 1,000 adding machines 

Cincinnati, Ohio—T. |). Raybould has joined the sales force 
of the Monroe Calculating Machine Company. 

Cincinnati, Ohio.—R. Frank Davidson has joined the local 
sales organization of the Marchant Calculating Machine Com 
pany. He had been previously with the Felt & Tarrant Manu- 


facturing Company. 


Dayton, Ohio.—The local headquarters of the Marchant Cal 


culating Machine Company have been moved to 1101 Americar 
building Cc. W. Hill has taken over the Dayton agency 

Detroit, Mich.—D. B. Graham has been appointed salesma! 
for the Monroe Calculating Machine Company 


. has taker 
for 


In 
machines 


Store, 
adding 


Grand Rapids, Mich.—Taylor Typewriter 
over the distribution of Barrett portable 
the western half of Michigan. 

Green Bay, Wis.—Edmund PD. Quinn has joined the 
of the Monroe Calculating Machine Company 

Indianapolis, Ind.—E. T. Allbright has been appointed sales 
man of the Monroe Calculating Machine Company 

Jersey City, N. J.—N. A. Meyer, salesman of the Monroe Cal 
culating Machine Company at Brooklyn, N. Y has been trans 
ferred to Jersey City 

Macon, Ga.—R. C. 


sales force 


Taylor has been added to the sales 


of the Monroe Calculating Machine Company 

Montgomery, Ala.—The Southern Adding Machine & Cash 
Register Exchange, 2542 Commerce street, has taken on the 
sale of Add-Index machines in this territory 

Montgomery, Ala.—The sales activities of the Monroe Cak 
lating Machine Company have been augmented by the additior 
of E. C. Wood, who has been appointed district junior 

New Orleans, La.—The Monroe Calculating Machine Compa) 


has appointed R. H. Allen, M. L. Branch and L. J. Marks té 


local sales organization 





New York, N. Y R. Angell has rejoined the Monroe © 
culating Machine Company and is a member of the downtow: 
sales staff H. A. Silvernail has been appointed salesman of 
the Monroe Calculating Machine Company's downtown offic: 

Paducah, Ky.—H. Spinks, formerly at the Cape Girardeau 
Mo., office of the Monroe Calculating Machine Company, } 
been transferred to the Paducah branch 

Peoria, til—A. W. Wolters. of this city. is now connecte 
with the sales staff of the Sundstrand Peoria Sales Agency 
here 

Rochester, N. Y.—J. E. Ball, Jr.. has been appointed salesman 
for the Monroe Calculating Machine Company 

Springfield, !l1.—R. M. Byquist is now a sub-agent her: 
the Sundstrand Adding Machine Companys He had beer 


the typewriter business at Bloomington heretofore 

San Francisco, Calif.—The Burroughs Adding Machine Cor 
pany is advertising the Burroughs portable adding machine 
with large posters, shown on the billboards of the Foster & 
Kleiser Company, outdoor advertisers 

Utica, N. Y.—A. Kellner has been appointed salesman fi 
Monroe Calculating Machine Company 

Wichita, Kan.—V. H. Evans, soliciting agent for the Felt & 
Tarrant Manufacturing Company, has moved his office fro 
606-A Fourth National Bank building to 201 Orpheum buildi: 

Wilkes-Barre, Penn.—R. W. Parry has joined the Monroe ©; 


culating Machine Company sales force 


Williamsport, Penn.—The Monroe Calculating Machine Con 
pany'’s local sales organization now includes E. S. Wash! 
He had been with the company in the past 








OTHER MACHINES 


<i 

















Chicago, lil.—The T. M. Sheppard Company is ne 
with ample stocks of the “‘Bostacker’’ and staples 

Chicago, IIl.—O. J. Dreibus has resigned as managet 
Pitnev-Bowes Company here, to join the R. R. Deon 
ing Company He is succeeded by P. B. Stitt 

Cincinnati, Ohio.—J. M. Dolbey (The Ediphone) has 
from 406 southern Ohio Bank building to 405 Temy 


building 
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Another Steelcase Installation 


N the beautiful offices of the Pure 

(i! Company, located in the new 
Jewelers Building in Chicago, Steel- 
case Desks have been selected as the 
logical equipment. Above is just a 
section of one of the four floors the 
occupy. This installation required 
over two hundred Steelcase desks. 





Dealers handling the Steelcase Line 
find it unusually adapted to the com- 
plete furnishing of offices. Neat trim 
lines, attractive finishes and favorable 
prices permit them to meet competi- 
tion on every score with an ample 
margin of acceptance always in their 
favor. If you are interested in a 
dealer franchise such as this, write us. 


METAL OFFICE FURNITURE CO. 
GRAND RAPIDS, MICH. 


Manufacturers of 


‘STEELCASE’! 


Susiness Bqguiprnaent 





found where business succeeds 
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HOOSIER DESKS 


the shortest route 


x 





to desk sales. 


There are few short cuts to success 


but there are practices for certain re- 


sults, time-tried and proven. 


ing desks, the 


In sell- 


shortest 


at honest price. 


and 


surest 


route is, honest value 





HOOSIER DESK CO. 
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Constant use only brings out 


warp. 


If the Hoosier line is not being s« 


the hardy, wear-resisting qualities. 


You'll find it interesting 


in your city, write for dealer's prop- 


osition. 
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Milwaukee, Wis.—F. E. Tracy has been appointed advertising 





and sales promotion manager for The Sterling Motor Truck 
Company He had been with the A. B. Dick Company at Chi- 
cago, and was recently with the Val. Blatz Brewing Company 
in this city 

Montreal, Quebec, Canada.—James Beck & Company, distrib 
utor of the ‘“‘Ediphone ha: moved to 456 St. James street 

San Francisco, Calif.—Increased interest in the Hush-a- 
Phone device is reported by C. H. Jenkins, 114 Bush street 
who is now local distributor for this device It enables people 
to talk over the telephone without disturbing others in the 
office 
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Boston, Mass.—Guy W. Hart, local representative of the Jo 
seph Dixon Crucible Company, has returned to his territory 
following an illness While he was taking an enforced vaca 
tion the trade was served by H. B. Van Dorn, J special rep 
resentative ‘ ar with the territory, having covered 
it before Mr. Hart took up the work 





is famili 
Chicago, IIl.—Chester A. Kennedy, of the Wm. J. Kennedy 
nery Companys St Louis, Mo., visited with local renre 
sentatives of statione! manufacturers in September 
Chicago, Itil.—Hall's Dipless Pen Company, 1030 Wilson ave 
nue has been chartered to manufacture and sell pens, pencils 
and novelties; capital tock, $10,000; incorporators Ambrose J 
Krier, L. A. Hall and V. Hall 
Chicago, tll.—.J. G. Orr, assistant sales manager for the W. A 


Stati 


Sheaffer Pen Compar returned to his headquarters in this 
city in September. after a month's absence in the East, at the 
New York sales office Conferences were held with salesmen in 


that territor) 

Chicago, IIIl.—J. H. Hildreth, manager in this territory for the 
Esterbrook Steel Pen Manufacturing Company, made a trip into 
the Northwest territory in September, returning to his office 
just in time to arrange for attending the Washington conven 
tion of the National Association of Stationers, Office Outfitters 
and Manufacturers 

Chicago, Ill.—Craig Sheaffer, treasurer, and H. EF. Waldron 
vice pr dent and general sales manager, W \. Sheaffer Ven 
Company, arranged a trip to New York following the Washing 
ton convention of the National A+<¢sociation of Stationers, Office 
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Victory Stamp Pads Are Quality Pads 


Made of the best material and inked with Pure 
Rubber Stamp Ink. These pads are not surpassed 
by any other, and are made in the following Col- 
ors: Red, Black, Blue, Violet and Green. 

Sizes 

Junior ............Dimensions .2 x3% 
No. 0 .....+....Dimensions .244x34g 
No. Dimensions....... .244x4%% 
No. ._Dimensions. . .334x6% 
No. 3 ....Dimensions............444z7T% 
No.4 _..... Dimensions............4 x9 


Sealing wax in various grades, sizes and colors. 
Write for Price List 


LUTHER INK & STAMP PAD CO. 


East Park, Near Mulberry St. Newark, N. J. 





Outfitters and Manufacturers. Mrs. Sheaffer and Mrs. Waldron 
accon nied them At the New York office the company exec 
utives held a sales conference for travelers in the Eastern ter 
ritory 

Cleveland, Ohio. \ striking demonstration of the indestru: 
tibility of the new Parker fountain pen was made when Allard 











Smit! vice-president f The Union Trust Company dropped 
several Parkers from the roof of the twenty-—three—story build 
ing to the street below They were not injured A large crowd 
gathered to watecl ind cal newspapers photographed the stunt 


and played it up. The demonstration was arranged by W. R 
Duddington, district manarer, and A. E. Snyder, special repre 


sentative of The Parker Pen Company 

Fort Madison, lowa.— The W. A. Sheaffer Pen Company has 
appointed Miss Jess L. Kendall manager of the San Fran 
cisco branch, 681 Marke street Jessie L. Kendall is a_ sister 
of Miss Laura A. Kendall, who formerly had charge of that 
brancl Laura A. Kendall died July 24 

Fort Madison, lowa Car!) Hart, advertising manager for the 
W \. Sheaffer Pen Company, went to Washington, D. C ! 
advance of the nvention of the National Association of Sta 
tioners, Office Outfitters and Manufacturers to arrange window 
displays ad advertising schedule Mr. and Mrs. O. R. Johnsor 
in charge f the Sheaffer demonstrating car went from the 
Sesqui-Centennial Exposition at Philadelphia to Washingtor 
a where the I vas thrown oper to stationery dealers 
ittendine the nationa eonvention 


Kansas City, Mo M. B. Jay has joined the organizatior 
the W \ Sheaffer Pen Company, covering the Northwest M 


souri territory witl eadquarters here 

New York, N. Y¥.—W. A. Sheaffer, president of the W. A 
Sheaffer Pen Company. spent several days at the Eastern off 
in September, returning to the factory at Fort Madison about 
the middle of the 

San Francisco, Calif Moving nearer to the financial di t 1 
and it erv central cation, The Conklin Pen Manufacturing 
Company new coast lauarters are now at 101 Post street 
corner f Kearny street The former offices of the compa 
were on the arcade f r of the Phelan building Ton Emer 
pesclipe Weeterr manager reports that increased business was 
Cah ct the cement ng to the Baker building 


San Francisco, Calif Schools and universities are helping 
create od demand for Waterman products, following he 


ng or cor uu » Edgar P. Sparks Paciti i 
manager for the L E. Waterman Company The L. E. Water 
men building « Market street has had a succession of stril ' 
and time windows recently, one of them teing a joint displa 
of the Watermar ind =the Remington Typewriter Compar 
featuring two steps forward in the art of writing—the fountair 
pen and the typewriter Mr. Spark: with his fa ly e1 ved 
few da vacation in Lake county on a motor trip ove L, 





Consumption of Fountain Pens in Chile. 
Commerce Report It is estimated that the annual fountair 
pen consumptior Chil between 18.000 and 20,000 ur 
About «—fourtl f population of 3,900,004 < of the class 








A SUCCESSFUL BUSINESS 
YOUR OWN 


NOWS 


An Enormous Field for Your Efforts 
Chain Grocery Stores Wholesale Grocery Seores 


Chain Drug Stores 

Chain Hardware Stores Wholesale Paper Houses 
Department Stores 

Independent Retailers 


Chain Tobacco Stores 
= : oy Chain Radio Stores 

25° A Marvelous Pricing System 
; For All Stores 





\ system which actually increases 

cles for the retailer, pleases his cus- 

tomers, and multiplies the efficiency of his 

clerks many times. The biggest chains in 

» ‘ the country have installed Millen Pricing 

A Few of the Systems, and have thus stamped their “OK” 
Large Users on this marvelous sales maker. 

of SALESMEN and DISTRIBUTORS WANTED 

MILLEN We want live wire men in all parts of 

PRICING the country to represent us—men who are 


willing to give their best to a sales proposi- 
SYSTEM tion which is worthy of their greatest efforts. 


a pee To the right man we offer an exclusive 
The Gress Adtentis and and valuable section of the country, giving 
Pacific Tea Co. 


fu credit on all repeat business coming 
rom that territory. Our sales plan offers 
the opportunity to build a big business of 
: with a real sales organization 


United Drug Co. 
Cloverdale ( reamenes 
Peoples Drug Co. 


john T. Connor C y . own 
Yellow Fron Sree founded on a proven successful article. 
Cooperative Stores Write or wire at once for full particulars 


so that your district will not have been taken 


And numerous smaller 
time you are ready to start. If you 





Chain Stores thruous by th n 
Gants are near Joston we urge you to visit ua. 
‘ An opportunity of this sort is seldom offered. 


MILLEN MFG. CO. 
Sele Manufacturers Millen Pricing System 
5002 Nowingham Bidg BOSTON, MASS. 
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FILING CASES 


A very high grade line 
of steel filing cases 
massively built and 
handsomely finished 
at attractive prices. 


Every drawer 
equipped with anti- 
noise-and-friction pro- 
gressive suspension. 


Built - to - Order 
Cases and Equip- 
ment of every de- 
scription. 





Corry-Jamestown Mfg. Corp. 





CORRY, PENNSYLVANIA 
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“UPTODATE” 


Like the finger of time, the red 

line is moved forward, cancel- 

OU PONT ing the past. The “Uptodate” 

is a superior calendar in ap- 

NEMOURSA pearance and finish as well as 

in its unique method of indicat- 

ing the current date. The gen- 

uine Dupont Fabrikoid or Du- 

pont Nemoursa used to make 

its framing, presents a calendar 
of beauty and distinction. 


CoD 


Write for up-to-date information 





491-493 Broadway 
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which writes frequently, and among them there S 
demand for this type of pen 
The wide assortment available includes plain black holds and ‘ 
black with gold adornments, gold cased, red with black 
and women's fancy and black pens for attachment 
and in the past few months jade holders have sold very we 
Present prices fluctuate between 3.50 pesos and 90 pes« (\ 
peso equals $0,125) Practically all stationers and a large nur 
ber of jewelers handle pens so that the prospective purchaset 
may find models of any predetermined type or price withi: 
distance of any two blocks in the centers of the leading < 
High class American goods have always enjoyed the irgest 
demand, but several British manufacturers have entered tl 
Chilean market recently and a further increase in the ! 
tition, particularly in the cheaper grades, is anticipated 
ard sizes constitute most of the sales, and the cheaper mods 
are sold usually to children 


a ———= 
LOOSE LEAF 























Chicago, Ilil.—Paul Buckwalter has returned to the oca 
branch of the National Blank Book Company after some time 
spent in the East 
Chicago, Ii!.—The branch of The Sam'l C. Tatum Company 
located for several years at 24 South Clark street, has bee 
moved to the Wilson-Jones plant, 3300 Franklin boulevars 
Chicago, !!i.—The National Tax Service Publishers, 108 Nort! 


La Salle street, has been chartered with capital stock of $30,00( 
to write, edit, manufacture and publish loose leaf services and 
publications, bound books, periodicals, magazine; incorp tor 

Nathaniel Seefurth, Luck BKB. Seefurth and Francis J. See 
furth 

Holyoke, Mass.—KEIlmer EF. Cornwell, who had beer 
sales manager for the National Blank Book Company is bee 
promoted to sales manager 

New York, N. Y.—The ©. E. Sheppard Company hi: ene 


a city sales office at 366 Madison avenue. The complet ‘ 

line is shown, and a school and service department d 
San Francisco, Calif.—J. E. Polster, San Francisco offic: 

ager for the Wilson-—Jones Company is increasing the SS 

Francisco branch stock of the company to take care of 

volume of fall business A complete line of Tatum } 

be added 


Salmagundi 


Fifteen Years Ago. 


Revisioning Some of the Important Ar- 

ticles and Tidings Printed in Office Appli- 

ances in October, 1911, When the Business 
Show Season Was Opening. 


Che New York Business Show was to open O 


= 


at Madison Square Garden, closing October 


A feature article on “Increasing Sales Efficis 
that the salesman should be a well-rounded mat 

The late Wash Rees contributed “Selling Desks and O 
hice Apphances.” 

A quotation from Baer’s on the use of advertising used 
powertul phrase, “do not let printed matte: 
form misadvertise a good business.” 

Someone had prophesied the passing of the roll top des 
and the chief came to the front in its defense, closi: 
love my flat top desk—but, Oh! you roll top.” 

“Live Wire” Blackiston contributed “The Prepa: 

a Full Page Advertisement.” 

The International Municipal Exposition, showing 
Coliseum, included several office equipment concerns among 
the exhibitors. The Dictaphone had a booth, and after one 
man had been led to dictate his will to the waxen cylinder 
they came in droves to devise their property in this un 
manner, also leaving a record of the voice for posterity 

A business show was scheduled November 20-25 
Kansas City, Mo 
the booths 


The big convention hall was 


The Noiseless Typewriter Company was expanding 
selling organization through the establishment 


at important centers 


(Continued on Page 309.) 
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A WAITING MARKET 


Chese beautiful desks, with turned legs and shapely moulded 
edges on tops, have a universal appeal. They meet an ever in- 


reasing demand for desks that express individuality. They 
appeal because of their design and their price simply astounds 
they are so reasonable. 
Made according to the well known, time tested Imperial methods of 
onstruction, they assure long service. Choice of materials and careful DESKS 
finish are in keeping with their attractive design. Convenience and 
Utility value has not been sacrficed one iota This line is selling, and for every office use 
making money for quick acting dealer 


Four grades of straight line 
nd for special f » nalor folder istratinge and iesks—oak, mahogany and wal- 
the 1 leg desks 


IMPERIAL DESK CO., Evansville, Ind." “aitu™"" 


t finishes 


| 
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Stationers Goods 


re OQUALITYBILT PRODUCTS, and have special features which add to durabil- 
itv and service at no additional cost to your customer. Note our reasonable resale 
prices in our current catalog. 


Leatheroid Expanding Wallets, File Pockets, Etc. 


are substantially packed in attractive heavy telescope boxes which withstand the 
necessary rough handling and enable you to deliver the items to your customer in 
perfect condition. 


SHIPMENTS FROM OUR CHICAGO STOCK 


Complete stocks of all standard sizes are carried at our Chicago Warehouse, for the 
immediate filling of RUSH ORDERS. This means exceptionally prompt deliveries 
on parcel post and express shipments, within a 500-mile radius. 





QUAL/TY PARK ENV. CO 


\Ve will be very pleased to send samples or catalog on request. 


ADDRESS 


Quality Park Envelope Company 


Formerly Northwestern Paper Goods Co 


Makers of Qualitybilt Paper Products 


Midway \ COMPLETE LINE 416 So. Dearborn St. 
ST. PAUL, MINN. THE BANK STATIONER CHICAGO, ILL. 
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Sorting Devices 
Indexed, Letters, Numbers or Words 
No, 461 is a device especially adapted to sorting sales 
slips, coupons, short checks, cards or any other mat- 
ter shorter than six inches. Department stores, mail 
order houses, clubs, restaurants, retail stores or prac- 
tically every establishment have an urgent need for 
this device, which accomplishes the work quickly, ac- 
curately and with a minimum effort. 

The V-shaped notches in the sides of the guides pre: 
vent the loss of any article within the sorter itself. 









The two additional rods in the center 

keep the smaller articles from dropping 

thru the bottom. It has sectional posts, rub 

ber protected bearing-points, automatic lock and 

release and is made from the best of materials. 
You can develop new opportunities with this 
sorter. 
The Kohlhaas line has a sorter tor every pur- 
pose and we will index any sorter to the re 
quirements of your customers, alphabetical, nu 
merical, departmental or in any manner desired 
Kohlhaas sorters will handle 


Back Orders Coupons Orders 

Bills of Lading Deposit Tickets Pay Roll Checks 
Cancelled Checks Insurance Papers Kemittances 
Cards of all sizes Invoices Requisitions 
Checks Letters Sales Slips 


THE KOHLHAAS COMPANY 
183 No. Dearborn St. CHICAGO, ILL. 








What Would 
You Put Into 
a Desk? 


As a dealer yon naturally have 
your ideas about how a desk should 
be made, influenced, probably, by 
consumer preference. You know 
trom experience what pleases the 
buyer and what doesn't. 

It will interest you, then, to know 
that Evansville Desk Company 
have incorporated in their line 
many of the features dealer ex ' No. 1529 
perience has shown desirable. Sug 
gestions from all dealers are care- 
tully considered and used whenever 
practicable. 

In the Evansville Desk Company 
line there is the right desk for EK 1] V 

¥ ransville Desk C 
every purpose lf you are not LC ANSTZ / € és 0m any 


familiar with the various numbers. : . . 
we should like to send our catalog Evansville, Indiana 
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STAMPS - STENCILS - SEALS 
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Chicago, I!l.—Carl ©. Lindgren, secretary of the American 
Numbering Machine Company and manager of the Chicago 
brancl spent his vacation at Ellison Bay, Wis This is a short 
motor trip from Chicago, although as Mr. Lindgren was break- 
ing in a new car, he had to steer a leisurely course 

Imperial, Calif.—The Imperial Stamp Company has been char- 
tered to manufacture and sell rubber stamps incorporators 
George Varney. Imperial, Addison G. Varney and J. C. Tate of 
Calipatria, and Harry Straub of Brawley 

San Francisco, Calif.—The annual convention of Districts 
Nos. 7 and 8 of the International Stamp Manufacturers’ Asso- 
ciation will be held in San Francisco October 28-30 This dis- 
trict includes a great part of the Pacific coast, west of the 
Rockies Sig Pels, of the Moise-Klinkner Company, San Fran- 
cisco, is governor and Clark Dennington, of the Los Angeles 
Rubber Stamp Company, is district secretary They are ap- 
pointing a committee to make out the program 

Sering Valley, N. Y.—The new factory buildiag of the Con- 
s<olidated Stamr Manufacturing Company cas Leen ccmplet-d, 
giving this company a modern plant It is a brick structure, 
three stories high, with a floor area of 25,000 square feet 


(Salmagundi—Continued from Page 307.) 


\ new automatic feed Addressograph had been intro- 
duced to the market 


A Dub’s Dream. 


ie down to sleep 


Last night as I lay 1 
[ dreamed of a golf course high and steep, 
llow dispels all care 


And breathes in deeply of God’s pure ait 


Up there where a te 


| dreamed | started out with a song 


And a feeling that nothing could ever go wrong, 


Determined to play it in “ninety-nine,” 
Because I was feeling so prim and so fine 


But dreams of the night are like dreams of the day 
1 
i 


For they are misleading, the same old way, 
So I stepped right up to that first fine tee 
And said to “Wally” now you just watch me 
Witl plenty ot pep and lots of stvle, 
I drove that ball—I thought a mile 
Picking up my tee, with a genuine thrill 
I started after it on the side of the hill. 
In hopes and in vain I scanned the greet 
But the hall was nowhere to be See! 
Chen a mile down the hill, came my caddy’s call 
Great Julius Priest, he had found the ball 
Sliding, jumping, skidding, halt dead, 
I re hed the ill. half out of my head 
G g for air, like a tish out of water, 
I reached for 1 mashie. the ball to slaughter 
I s her s | » where the gree ( ht to be 
b he darn thing came bounding back to m« 
ly hied l brassi | | middied, ] swore 
I ch in the hill, till mv arms were sore, 
| tried every stance I had read of in books 
But I drove out nothing, but slices and hooks 
Che hill grew higher and reached out tor me 
As ibles the monster comes out of the sea, 
but kept ¢ vinging, all through the night 
Determined that if this should be my last figl 
hat at least, one last pleasure, now should bi 
| st hole 1 ‘ ne 
A. | > 
) way ger 1s to t ‘ to lite Sor 
e mor vears than « ers ) a lifetime 
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Sample Impression of ECONOMO 


gckly 












ty 
7 * 


Z'per'S 
NOV 30 1920 


. . 
A Quick Selling 
. 
Specialty 
The ECONOMO Time 
Stamp is a_ durable, 
low-priced article which 
needs only to be dis- 
played to sell quickly. Its field is everywhere. It 
is in constant use in offices, factories, warehouses 
and other places where a record of hour and date is 
required. The printing surface is mounted on a 3/16 
inch cushion which, with the flexible cord in the 
handle, insures uniform, clear impressions no matter 


how rapidly the stamp is handled. The hour hand is 
adjusted by means of a knob and indicator at the side of the 
nickeled case—there is no delicate mechanism to get out of 
order—CONTINUOUS, RELIABLE SERVICE. 


© 
** 
pS 





For sale by stamp manufacturers and stationers. 
Write for descriptive matter to 


LOUIS MELIND CO. 


362 W. Chicago Avenue Dept. B. Chicago, Ill. 


We are manufacturers to the trade of Rubber Stamps, Seals, 
Stencils, etc. Made to order. Write for general catalog. 








ALL STEEL DESK 


SEALS 














FOR THE STATIONERY TRADE 





CAST BRONZE DESK SIGNS 


CASHIER — LOANS 
PRIVATE 3 OFFICE 
TELLER — a — NOTARY PUBLIC 


ALSO ENGRAVED BRASS SIGNS 





WE ARE WESTERN AGENTS FOR 


AJAX - FOLLET - AUTOMATIC 
TIME STAMPS 





WE MANUFACTURE 


STENCILS-RUBBER STAMPS 
BADGES-TOOL & TIME CHECKS 





AMERICAN SEAL & STAMP C0. 


120 So. CLARK STREET 
CHICAGO, ILL. 











Wak Gnsts ALL KINDS OF CAB SEALS 
NUMBERING 
MACHINES 
REPAIRED 
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4 WEBCO PRODUCT 


TRADE MARK 





Original end Best 
lype Cleaning Fuld 


Cleans your type ‘No type brushing 
Cleans your platens | No picking out of 
Cleans metal parts | particles from type 


Dissolves grease and cleans spots 
tom your desk 


WHEN TRADE B Mann APPEARS 





DIRT OISAPPEARS 
MANUFACTURED BY 


The FS Webster Company Inc. 
BOSTON 
MAKERS OF 


MULTI-KOPY Carbon Papers 
STAR-BRAND Typewriter Ribbons 




















CoroNA 








Portable Adding Machine 


CORONA BUILT 


- 


A 99,999.99 Capacity List- 
ing Machine with one hand 
control for only $75.00 


WRITE FOR DEALER PROPOSITION 
Portable Adding Machine Co., 243 S. Dearborn St, Chicago, Ill 
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RIBBONS AND CARBONS | | 


Boston, Mass.—Mittag & Volger, Inc., has moved t 
eral street A handsome office is occupied, and ster 
is used for storing stocks of ribbons and carbons 

Chicago, Itll.—J. A. White, manager here for the F. S. We 
ster Company, Inc., visited with his son's family at Richmor 
Va., while in the East to attend the Washington convent 
the National Association of Stationers, Office Outfitt 
Manufacturers. 

Chicago, tIl—The physical consolidation of the pla 
Cooper Coated Carbon Paper Company and the Chicago Bir 














& File Company was accomplished in September Both activ 
ties are housed at 500-08 West Thirty-first street B ware 
housing stocks outside the building of the Chicago Binder 4&4 


File Company that structure affords space for the manuf 
of loose leaf devices, typewriter ribbons and carbon pape! 
Dallas, Texas.—George M. Cunningham, representatiy 
territory for The Carter’s Ink Company, has moved 

West Tenth street to 1138 Canterbury court 
Oakland, Calif.—The Buckeye Ribbor &Carbon ¢ 
Cleveland, Ohio, has established a branch office é 


of H. Lz Rouse This branch will establish service 
California trad: Mr. Rouse has been connected f 
the company’s New York office 

Dallas, Texas.—(. A. Hedstron who had beer “ 
Southern Salesbook & Specialties Company severa ‘ 
been appointed manager of the specialties divisior 
Paper Company 

Dayton, Ohio.—Th« National Manifold Compa 
established here to manufacture stationery, ets “ J. H 
the president, had been with The Reynolds & Reyn 
pany seventeen years, the last three as ecretary -tre 
Karl H. Wills, vice-president, had been factory superint: 
Another member of the new organizatior Byror , 
row secretary-treasurer, had also eel 
Reynolds & Reynolds Company 

Los Angeles, Calif.—-The Western Carbon Vaper M 
ing Company has been established at S00 Kast Sixtes 
by (. K. Bland He has an intimate acquaint 
field 

Rochester, N. Y.—The Old Town Ribbon & Carl 
Ine has placed G. Bruhl in charge of its export 


Rochester, N. Y.—J. H. Battelle has bee 
president and sales manager of the Phillips Ff 
Company He had been with the American R 
Company the past twenty-four yvears 


St. Louis, Mo.—Paul Tuscott has been appointed 
ager by the Kee-Lox Manufacturing Company He id 
assistant manager at Detroit before the present »p 


San Francisco, Calif.—William H. Taylor has taker harg 
the supplies department of the Remington Typewrit Cor 
here Formerly he was connected with the home t 
Philadelphia branch 


(Salmagundi—Continued from Page 30%.) 
Faithful Dog Goes to Rest. 
“Jack,” the pet dog of Fred A. Richmond, of 1 
mond & Backus Company, Detroit, Mich., has 
rest in that zenith where good dogs receive thei: 
wards. He was honored with an obituary notic« 
Vortexian, published by the Vortex Club of Det: 
master has lost a faithful friend and a corking g 
“Jack” was domiciled at the Richmond & Backu 
where he had a comfortable bed, plenty of cool wat 


canine food in abundance. No matter what 





“JACK” Illustration bys 
Courtesy of The Detroit Vor 
lexian 


Mr Richmond lett the store, he always wave 
parting greeting, and saw to it that 


° : = 
Portable 
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AMES MEANS EXCELLENT SERVICE 











Many Successful 
Typewriter Dealers 


assure satisfaction to their customers by depending exclusively on AMES 
as a source of supply for typewriter parts, tools and rubber platens. By 
oncentrating their needs for these supplies in one order, they save valuable 
time and much trouble and expense. 


Branch offices, conveniently located, provide quick service in supplying tools, 
rub ber platens, and wide selection of parts. Orders for these goods are 

hippes d 24 hours after they are received. By devoting our service to the 
trade, we leave the retail field entirely to our dealers. 


if you buy AMESCO platens, you know we give every order utmost atten- 
tion; why not obtain the same service for typewriter parts and tools? 
Remember that 


Aes MMieans F XcELLENT SERVICE 


AMES SUPPLY COMPANY, 564-572 W. Randolph Street, Chicago 


Branch Office and Export Dept. t Britain Office Branch Office 
50 Lispenard St., New York Longs, Ltd. 507 Mission St., San Francisco 
79 and 80 Queen Street, London E,. C. 4, England 











TYPEWRITER PARTS TYPEWRITER TOOLS RUBBER PLATENS 














Valid Values! THE WHOLE WORLD APPROVES 
OUR GOLD STANDARD Remanufactured 
UNDERWOOD TYPEWRITERS 


Incomparable in 
Quality - Price - Beauty 





MR. DEALER. CONSIDER THESE FACTS 
AND SAVE LOSSES 


The World’s Approval A Manufacturer's Approval 
and the General Demand VERSUS for his own gain 


WHICH INTERESTS YOU? 


We Wholesale - Export - All Makes 


GENERAL TYPEWRITER EXCHANGE, INC. 


462-464 BROADWAY, NEW YORK 
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ROBARCO 
ADDING MACHINE ROLLS 


MANUFACTURED IN OUR OWN PLANT 


Every roll firmly wound with smooth edges 
—free from lint and breaks—standard 
widths—special sizes to order. 
No. 900 ADMA BOND—a high grade _ hard- 
finish Bond. 
No. 700 UNIVERSAL—a fine white Writing 


—our ‘“‘best seller.” 


No. 600 ST ERLIN G—a hard finish white 
Print — recommended where price is 
a consideration. 


2-5/16” rolls packed 100 to carton — 3-15/32” rolls 
packed 50 to carton. 


PRICES ACCORDING TO QUANTITY—-send for samples and quotations 


ROCKWELL-BARNES COMPANY 


823 SO. WABASH AVE. CHICAGO, ILLINOIS 

















Bentley &@ Gerwig No. 158 


POINT FOR POINT 


Point for point, in service-giving features, you'll 
find B & G Desks measure up to those whose 
price puts them in the luxury class. B & G Desks, 
however, are sold largely to those who must pur- 
chase the most quality for the money. A most 
interesting catalog is yours for the asking. 


BENTLEY & GERWIG FURNITURE CO. 


| 
| 
| 
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Black Earth, Wis.—The Dane County Weekly News operates 
a school and office supply business in connection with its pub 
lication and job shop 

Boston, Mass.—Frank B. Ruben & Company has taken in 
creased space at 115 Federal street. Charles H. Ruben has 
joined his brother in this business. 

Chicago, lil—The John T. Gill Company, 59 East Adams 
street, has installed equipment for engraving, process embossing 
and letterpress printing 

Chicago, tt!.—The Tablet & Ticket Company, 1021 Adams 
street, and the Willson Spiellmann Label Company, 538 Lake 
Shore drive, have consolidated. The business will operate as 
the Tablet & Ticket Company. 

Chicago, Itll.—S. D. Childs & Company made a striking dis- 
play of drawing materials and instruments at the opening of 
the school year in September. A complete line has been in- 
cluded in the Childs stock, and it justified itself from the start 

Chicago, tl!l.—The Weld Record Ink Company, 2213 South La 
Salle street, has been chartered to manufacture and deal in ink, 
writing fluids, stationery supplies, etc.; capital stock, 200 shares 
non par value; incorporators—O. D. Weld, Scott C. Robinson 
and Wm. J. Workman 

Chicago, ttl_—The T. M. Sheppard Company, 542 South Dear 
born street, has secured distribution in Illinois, Indiana and part 
of Ohic for the Prairie ventilator, for office and home use« 
This is an attachment that fits the window, permitting the easy 
regulation of the air supply for the room, and avoiding drafts 
Agents are desired in the territories mentioned 

Chicago, tll_—The H. M. Gousha Company, 450 East Ohio 
street, has been chartered to manufacture, deal in and carry 
on the business of map maker, printer, publisher, stationer 
etc.; capital stock, $6,000; incorporators—Mary M. Gousha, Roy 
M. Getschew and E. A. Dougherty. 

Cleveland, Ohio.—The store of The F. W. Roberts Company 
was entered by burglars in September, forcing the safe and 
taking $537.27 in cash. In addition merchandise valued at 
$1,500 was stolen. The police believe that the job was dons 
by professional cracksmen. 

Dallas, Texas.—-The George D. Barnard Stationery Company of 
St. Louis has opened a branch at Commerce and Poydras 
streets in charge of Karl J. Sarles. S. L. Dale will take charge 
as division manager in the near future. A complete line of 
office furniture, steel office equipment and stationery is car 
ba and orders taken for lithography, embossing and machine 
ruling 

Lorain, Ohio.—M. N. Eldred was discharged from bankruptcy 
September 4 by Judge Westenhaver of the United States Dis 
trict Court at Cleveland. Mr. Eldred did a stationery business, 
under the name of Eldred & Company, and filed a petition in 
bankruptcy a few months ago. 

Los Angeles, Calif.—The Piltzer Manufacturing Company has 
appointed Frank C. Wolter representative for the eleven West 
ern states. He is also representative for the Erie Art Metal 
Company, Erie, Penna 

Minneapolis, Minn.—The Poucher Printing & Lithographing 
Company is expanding its plant. 

New York, N. Y.—The blank book and printing business of 
Styles & Cash, 135 West Fourteenth street, is being discon 
tinued. The company is solvent. High overhead on operations 
in the metropolis made the continuation of the business dif- 





Oakland, Callf.—A large reception to the trade was given 
August 27 by Blake, Moffit & Towne, wholesale paper house of 
San Francisco, to celebrate the opening of the Oakland branch, 
the manager of which is F. L. Unthank. 

Petaluma, Calif.—The Petaluma Book & Stationery Company 
is a new enterprise, handling commercial and social stationery, 
books, etc 

Philadelphia, Penna.—The Non-Plate Engraving Company, 
conducted at Eighth and Walnut streets by C. G. Hild and 
Harry Seidel, has been petitioned into bankruptcy by paper 
stock houses 

Philadelphia, Penna.—The Peerless Paste Company has been 
chartered in this state to manufacture paste: capital stock 
$10,000; charter representative, J. S. Maher, 532 North Broad 
street 

Portiand, Ore.—The J. K. Gill Company has placed a huge 
electric sign atop its building. It has a commanding position 

A new Addressograph outfit has been installed, replacing 
equipment which has been in use fifteen years. 

San Francisco, Calif.—The H. S. Crocker Company, Inc., has 
been giving an entire window to Carter products, showing the 
inks, etc., with the factory window display advertising 

San Francisco, Calif.—A leading San Francisco stationer was 
recently speaking of how some customers abuse service From 
an office building came an urgent call for an eraser, to be sent 
by special messenger. Car fares amounted to ten cents, the 
$20.00—-a—week-—boy’s time amounted to at least twenty cents 
and the cost of putting through the books was sixteen cents, 
all for the sale of a five-cent eraser 

San Francisco, Calif.—Owing to the demands of the holiday 
season, attendance at the meetings of the Stationers’ Associa 
tion of California, of which Henry P. Dimond is chairman, has 
been necessarily limited Vacation season being practically 
over and all the members of the various staffs back at work 
again, it is expected that the meetings will be, as usual, well 
attended. The third Thursday of each month is the meeting 
date 

San Francisco, Calif.—G. O. Smith, of Hall & Smith, 349 Mar- 
ket street. has returned from a vacation in the Feather River 
country There were two forest fires in that region while Mr 
Smith was there, one of them set by a hobo’s camp fire and 
the other by a cigarette There is a strong movement in Cali 
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CHICAGO 


For 24 years, manufacturers of complete line of Brief Cases 


Dealers Everywhere 
Handle MASHEK Leather Goods 


FREE 


On request we will 
gladly send dealers 
everywhere our FREE 
booklet — “24 Better 
Dealer Plans for 
Increasing Sales,” and 
also catalogue of com- 


plete MASHEK line. 


Write the MASHEK Service Department for 
low estimates and plans on SPECIAL ORDERS 
for sample cases, brief cases, or any other leather 
goods that you may desire. Any size order, 
no matter how large, will be promptly filled. 
May we tell you about the complete MASHEK line? 











Several good openings for exrer- 


Sa lesmen inane ponies to assist dealers with our 


w plan for dealer co-operation. 


"FRANK &Ca, 


CHICAGO 











~ olf it’s made with Leather, MASHEK makes it Better” 








COOK’SEXCLUSIVEFEATURE | - 


| MPORTANT to users 























> of card files is the 
raised lip for attaching 
the signal. It’s located 
at the corner so that 

Name the bottom fits snugly, 

Addrese i. not permitting other 

Terms_1— cards to catch under- 
neath. 

L—" pat. 7-14-4 


COOK’S FILE SIGNALS 


(Formerly Sold as Vise Signals) 
Now packed only in the container shown below. 
Each color shown on both ends and top. Attractive 
for display. Convenient for stock room. 





Order From Your Jobber 


THE H. C. COOK CO., Ansonia, Conn. 
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APSCO Square Eyeletter 
and Paper Fastener 


A necessity in the modern office where the 
space occupied by filing cabinets is expen- 
sive. The Square Eyeletter saves 25% of the 
filing space which is used for files made 
bulky and irregular by the use of “clips.” 
Makes its own thin brass eyelet. Prevents 
the loss of valuable papers. Keeps papers in 
alignment. One downward stroke does all 
the work. 


Made by the makers of the ‘‘APSCO”’ Line 
of Pencil Sharpeners—Write for Prices 


Automatic Pencil Sharpener Co. 
Chicago, U. S. A. 














Cuslemresrd 
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TICONDEROGA 
CL plecectk Cualomenr 
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gu 
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Pencil Department 
Joseph Dixon Crucible Company 
Jersey City, N. J. 





fornia to educate the public to preserve the forests. One of 
the Forest Protective Association’s posters reads: “This Is 
God's Country; Don't Set a Fire and Make It Look Like Hell 

San Francisco, Calif.—Ralph Welsh has established a sta- 
tionery store at 104 Excelsior street 

San Francisco, Calif.—Alterations on the store of Neal, Strat 
ford & Kerr have been completed, making it one of the hand 
somest stationery establishments in the city More than double 
the former window space is given by the beautiful new front 
which is of arcade design with an “‘‘island’’ window in the cen 
ter of the entrance, paved with handsome red tiles. The bases 
of the windows are of black marble and the partitions between 
the windows and the store proper are of leaded glass. The 
interior of the store has been beautified and the office space 
on the mezzanine floor enlarged. Full advantage is being taken 
of the increased facilities for window displays. One of the 
products featured is the new ‘“‘Berloy Utilifile.”’ 

Stamford, Conn.—The Chamberlain Stationery Company, 258 
Atlantic street, has increased its capitalization to $20,000 

Uhrichsville, Ohio.—An involuntary petition in bankruptcy 
has been filed against O. H. Henry, trading as the Perry Office 
Supply Company, in the United States Court at Cleveland. The 
petitioners include The Central Ohio Paper Company, The 
Diehm & Wing Paper Company and Boorum & Pease. The 
petition stated that the appointment of a receiver was essen- 
tial to protect the estate. The sheriff of Tuscarora County had 
advertised the bankrupt's assets for sale Paul Reed, Uhrichs 
ville. was appointed receiver, under a bond of $1,000 

West Alhambra, Calif.—The Scoville Manufacturing Company 
18 Palm avenue, has been sold to the Piltzer Manufacturing 
Company of Los Angeles. The transaction includes stocks of 
chair cushions, pad: and other felt specialties. 

Winsted, Conn.—The Hulbert Company, Inc., has been incor- 
porated to deal in stationery and office supplies; capital stock 
$5,000 

Your work requires a certain number of hours, but your 
leisure is yours to invest as you will Strathmorean (Strath 
more Paper Company). 


BOG 
CATALOGUES 
MO 


Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 




















Manufacturer. 

From the Art Steel Company, 401 East Twenty-third street 
New York, N. Y.. comes: a folder on ‘‘Asco” coin trays and 
check holders. These should have a wide field of sale to 
bankers 

A folder in colors from The Parker Pen Company, Janesvillé 
Wis., features Parker ‘‘Duofold’’ desk sets. Several models of 
bases are provided, embodying the Parker ‘‘ball-and-socket"’ 
holders. Various combinations of pens are available 

From The jerger Manufacturing Company, Canton, Oh 
comes a bulletin on the “‘Berloy” line of steel storage cabinets 
There are six items in this line, providing convenient and secur: 
protection for supplies, clothing. materials, etc. One model has 
compartments, formed by the use of adjustable dividers, whict 
can be set or changed without the use of tools 

From the Addressograph Company. 400 South Peoria stre+ 
Chicago, Ill., comes a booklet—a reprint of one of E. D. Gibbs 
characteristic addresses. The advertising manager of The Na 
tional Cash Register Company discussed “Getting the Most Out 
of Direct Mail."" This address was ‘‘dressed up’’ with line 
encravings, which helned to make the story lucid 

From The Berger Manufacturing Company, Canton O} 
comes Catalogue No. 15D. This shows ‘‘Berloy” steel locker 
and also the company’s new steel cabinet line for office hoy 
and home use. These cabinets include a desk height, wardrobe 
counter height. intermediate size. and double—door cabinets 
Much useful information is given. which is helpful to the dealer 
planning locker installations for his customers. The company's 
single and double tier lockers conform to Simplified Practice 
Recommendation No. 35 of the United States Department of 
Commerce 

The Berger Manufacturing Company, Canton, Ohio, furnishes 
its dealers with a helpful publication, “‘Be Your Own Archi 
tect.’ It shows how double door safes, single door safes, trucks 
and omnibusses can be provided with the various types of filing 
equipment. The safes are shown in elevation, and “building 
blocks" of the wide section and half-section types are printed 
The prospect can cut out the illustrations of the filing sections 
and place them upon the picture of the safe. Thus he builds 
up the filing equipment his business needs, and makes it fit 
the safe interior. 

From Thomas A. Edison, Inc., Orange, N. J., comes a thirty 
two page brochure with cover in gold and black, “Fifty Years 
of Edison Progress.’’ The title might have called it ‘Nationa 
Progress,”’ for this fertile inventor has exerted a strong influ 
ence on many phases of modern industrial life. Some of the 
more important products known to the general public ars 
shown and described. Mr. Edison's life is sketched in a con 
densed chronology, showing the development of many of his 
inventions, and listing his contributions to the chemical indus 
try when the war interrupted supplies from Europe, on whict 
this country had been dependent 

A sumptuous catalogue of thirty-six pages and cover has been 
issued by the Art Metal Construction Company, Jamestown, N 
Y., covering the company’s tine of steel safes. There are fif 
teen models in a wide range of sizes, including the company's 
new ‘“‘Mono-Dry” safe. This catalogue shows the need of com 
plete protection for valuable records, and tells how this is 
attained. Several pages illustrate and describe the tests which 
this type of safe has undergone at the underwriters’ labora- 
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FAULTLESS 
Reéord 


he only VISIBLE record with patented 
automatic shift available to Dealers — 


A vast market with untold sales possibilities is opened to stationers by the introduction 
of the Faultless VISIBLE Record—the only visible record with patented automatic shift 
available to dealers. This superior record, which operates with either cards or sheets, 
shifts automatically in any position, and which has 10 sure-sale features, supplies the 
ideal hook-type of visible record for the stationery trade. 

Result-producing advertising, dealer-helps, and selling material will be made available 


to dealers who secure agencies. This is an opportunity every stationer should 
investigate 








Write today for Attractive Dealer Proposition 


STATIONERS LOOSE LEAF CoO. 
NEW YORK MILWAUKEE CHICAGO 











SUNRUCO RUBBER OFFICE SPECIALTIES 
Turn Your Capital Quickly 
Sunruco Flexible Desk Pad 


Everybody likes it. Every office worker is a 








prospect. Molded in one solid piece. Lies flat. . 
Does not sweat or mar the desk. Corners 


never tear or curl. Corrugated base. Easily 





cleaned. Enduring, colorful, “at home” in any 


office. Chocolate, brown, green. Two prac- 





tical sizes. 








Sunruco Sponge Rubber Chair Cushion 


A fast-selling quality article by the originators of the sponge 
rubber idea in the office specialty field. Meets price com- 
petition. Prime sponge rubber perfectly vulcanized with 
velour. Scientifically shaped and constructed. Tap- 











Sun 


ered stitched edges add to appearance. Beau- Rubber 
tiful taupe shade. Four standard sizes. Company 
I y, 


Barberton, O. 
Send us dealers’ prices and 


discounts on your complete line 


Note We lake a full line of ved ~ 2 4 
z pry All Rubber Office Specialties. 


chair cushions. Write 
No. 3 (Stenographer’s) Velour- dealers’ prices and dis- 
Covered Chair Cushion 





for 
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The “ERASER PLACER” 


SELLS ON SIGHT 


What the Eraser Placer is 


A spring driven roll to which is attached 16 inches of stout cord. 
The Tri-Ply eraser, or any standard eraser, is attached to the cord by 
a convenient snap fastener and the spring automatically returns the 
eraser to its place when it is released. It is easily attached to any make 
of typewriter and lasts for years. 





Patents Pending 





Every Typewriter 
User a Live Prospect 








Send for Jobbers Price 
and Sample 











Manufactured by the makers 
of the famous Philco and 
Type-Art Brands of 

ribbons and carbons. Showing Eraser Placer in action 














Showing spring clip and method 
of fastening eraser 


PHILLIPS RIBBON & CARBON CO., Inc. 


61 HALSTEAD STREET ROCHESTER, N. Y. 











DESKS That Sell More DESKS 


—Real salesmanship in the Jasper Office Furniture Company 
designing and building, in the appearance of the finished 
product and in its behaviour in use. Energetic dealers find 

these desks seconding their sales efforts all along the line. 
These desks help you past the critical point where the first 
desk is sold; its satisfactory service keeps you in the path 
of greater business and profits. Write us for details and 
our catalog. 


JASPER OFFICE FURNITURE CO. Jasper, Ind. 
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tories to win the coveted label. Time temperature curves tell 
the story of the thermocouples which registered the tempera-— 
tures during the course of the furnace tests. In the opening 
pages is a logical presentation of the study of fire protection, 
and a questionnaire for the business man to consider when 
studying his needs for the safeguarding of his important rec- 
ords. The catalogue shows the various types of filing interiors 
which can be arranged to suit the requirements of the indi- 
vidual user. 
Distributor. 

From the Midland Paper Company, 204 South Third street, 
Minneapolis, Minn., comes its periodical catalogue—the fall 
edition of ‘“‘The Midlander.” This carries a special section de- 
voted to office furniture of wood and steel. A complete array 
of commercial stationery articles is given, all items priced 
many listed in several unit quantities. Emphasis is given to 
trademarked lines in this catalogue. 

Direct Mail—Manufacturer. 

The Oxford Filing Supply Company, 500 Driggs avenue, Brook- 
lyn, N. Y., told the trade in a mailing about the time saved and 
accuracy gained through the use of Oxford binder folders. 

“Against All Tradition" is a mail piece circulated by The 
General Fireproofing Company. It stresses the economy of steel 
shelving in floor space, superior storage capacity, durability, 
ease of arrangement and erection, and facility of moving to new 
locations An engineering service is offered to customers with 
storage problems to solve. 

A mailing by the A. B. Dick Company, 720 West Jackson 
boulevard, Chicago, Ill., showed the economies of Mimeograph 
production of forms, charts, diagrams, erection instructions, 
etc., right in the user’s own office or shop. A booklet, “A Book 
of Instructions for Mimeograph Users," elaborated on this idea, 
and showed many specimens of work which can be done quickly 
and neatly. 

Direct Mail—Dealer. 

The John T. Gill Company, 59 East Adams street, Chicago, 
Ill., notified its customers that its plant had been enlarged to 
produce all branches of engraving, process embossing and typo- 
graphic printing. The announcement was an attractive speci- 
men of typography and presswork, done on Whiting’s “polo 
cloth.” 

Accessory Advertising Matter. 

The Art Metal Construction Company, Jamestown, N. Y., fur- 
nishes dealers with advertising electros featuring the company’s 
‘“‘Mono-Dry” steel safes. 

The Wahl Company, 1800 Roscoe street, Chicago, IIl., fur- 
nished dealers with an advertising slide featuring school uses 
for Wahl pens and ‘“‘Eversharp” pencils 

A display card to set on the top of any ‘‘Lymetco” cabinet, 
or for use in window and store displays, is provided dealers by 
the Lyon Metallic Manufacturing Company 

Dealers of the Shipman-Ward Manufacturing Company, Mon- 
trose and Ravenswood avenues, Chicago, [ll have access to a 
stock of advertising blotters featuring Underwood rebuilt type- 
writers. These are printed in two colors with space for the 
dealer’s imprint 

Price Revisions. 

The Shipman—-Ward Manufacturing Company, 4401-09 Rav- 
enswood avenue, Chicago, Ill., offered special prices to dealers 
selling rebuilt Underwoods. From September 25 to October 31, 
inclusive, an extra commission of $2.00 was allowed 

The Bates Manufacturing Company, Orange, N. J., has ready 
for distribution a new general catalogue and price list, in which 
all products and supplies are covered in consolidated form. This 
catalogue is of convenient size and illustrated in colors. The 
items shown include Bates numbering machines, eyeletters, ro- 
tary indices for telephone and radio, and other accessories and 
supplies. These catalogues are furnished on request to dealers 
and their salesmen 


Co-operative Catalogue Plan for Dealers. 

The wholesale stationery department of the Midland Paper 
Company, 204 South Third street, Minneapolis, Minn., publishes 
a retail catalogue which can be furnished to dealers who desire 
to arrange a catalogue without the labor and expense of a 
book issued by themselves. The Midland catalogue lists many 
trade marked lines, showing illustrations and prices, but no 
descriptions. This catalogue is made up in three sections: a 
sixteen—page office furniture signature which is complete in 
itself; thirty-two pages of stationery items, and the cover. The 
Midland Paper Company can adapt its book for other station- 
ers, provided that they use similar prices, and the catalogue 
can be issued without too many price changes 














The 
QUALITY 
Line of 
BOOKCASES 


Guarantees your 
trade long service 
and satisfaction at 
a medium invest- 
ment. Every sale 
adds prestige to 
your trade name. 


Our line of 
Quaint English 
cases are made in 
sizes to meet the 
varied uses for 
sectional cases. 


Our factory 
stock assures you 
prompt service, 
saving your val- 
uable warehouse 
space. Informa- 
Case No. 335-G tion upon request. 


F. E. Hale Manufacturing Co. 


HERKIMER, N. Y. 
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HOUSE ORGANS 














Paragraphic reviews of current issues from 
the house organ field, classified for convenient 
reference. 


Manufacturer. 

Preliminary stages in the manufacture of rubber parts for 
fountain pens were described and illustrated in Eversales (The 
Wahl Company). 

A supplement was issued with the Faultless Bulletin (The 
Stationers Loose Leaf Company) reprinting an article from 
System showing the bookkeeping routine of a tent and awning 
manufacturer 

‘‘How to Make a Durability Test of Carbon Paper’ was con- 
tributed to the Type Bar Bulletin (L. C. Smith & Corona Type- 
writers, Inc.) by R. L. Manning. He is in charge of the com 
pany’s snoply department 
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Good Merchandise 


is always successful— 
for both Merchant, Manufac- 
turer, and User 






At no time has the C. A. 
Cook Co. “Quality” line of Ad- 
justable Spring Back Chairs 
suffered an interruption in its 
twenty-five-year record of 
success. 


Nor is there any secret or 
mystery about that. It is 
merely invariable and uniform 
goodness of “Cook Quality,” a 
sign of good chairs found in 
all corners of the world. 


“Cook Quality” is a guarantee of the foremost devel- 
opments and improvements in Adjustable Spring Back 
Chairs conducive to good posture and COMFORT. 


In the same way that energetic Americans are raised 
from youth to manhood on Mother’s good roast-beef- 
mashed-potatoes-bread-and-gravy meals, do dealers lift 
their business to higher levels on “Cook Quality” Ad- 
justable Spring Back Chairs. 


C. A. Cook Company 
18 Osborn Street 
Cambridge 39 Mass. 
Write for Catalogue and Circulars 
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If you are now selling an article of office 
requirement directly to the consumer and 
desire to add another, or, if you wish to 
build a worthwhile business for yourself 
and have the necessary energy, sales abil- 


ity and standing to do your part, write us 
for particulars concerning our method of 
distribution. 


CROWN RIBBON & CARBON MFG. CO. 
Rochester, N. Y. 











Many Have Standardized 
on KRANTZ 


The satisfaction given by the first set has led 
many large users of typewriters to equ'p all 
their machines with the KRANTZ shock ab- 
sorber. This is a wonderful opportunity for 
typewriter men. 


Sales come easily following demonstration and 
profits are good, Write for liberal offer. 


Edward Krantz Products Company 
407 S. Dearborn St., Chicago, III. 


$6SQ. | 
IN. FELT , 
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Weston’s Record (Byron Weston Company) listed the winnet 
in a contest for the best published stories of old record 
as wills, deeds, anecdotes, etc 

The Leopold News (Leopold Desk Company) narrated Ww 
Lit Brothers, a Philadelphia department store, built up an ex 
cellent office furniture business, with matched suites forming ar 
important factor of the sales volume 

The G-W Stimulator (The Globe—Wernicke Company 
nounced the prize winners in the company’s ‘Fulfillment G« 
stakes.’ Nearly $5,000 was awarded, ranging from $300 to $25.0 
all parts of the country being represented in the awards 

“The City Teaches Business" is an important article in Bu 
ness (Burroughs Adding Machine Company) It tells 
different municipal colleges and universities scattered over 
country, and the courses given for professional and bus 
life 

Profit for Dealers (Shipman-Ward Manufacturing Cor 
published a full account of the convention held for the 
pany's dealers Several letters were printed from dealers ft 
they returned home, showing what the convention accomp 
for them as progressive typewriter men 

Art Metal Service (Art Metal Construction Company) 
dealers about the important features of the new ‘‘Mono—Dry’ 
insulated steel safes This is a radical advance for the cor 
pany The safe won high ratings on fire protection and burs 
lary from the Underwriters Laboratories 

A close analysis was made by The Skyscraper (The Shaw 
Walker Company) of “Protection and System in a Lawyer 
Office."" The reader was shown how to apply this analy t 
the offices of lawyers in his city to bring adequate prot 
and simple system to his “‘working papers.”’ 

The futility of taking chances in stocking a stationery 
was discussed in “Why Gamble? Qualified Note (Cc 
Paper Company) showed that it does not pay to buy 
script stock, which the user soon recognizes—and 
other stores where the merchandise is reliablk 

Amid illustrated articles showing conventional and usu 
of calculating machines Results (Monroe Calculating Ma 


Company) showed a Monroe in service computing the t 
the Indianapolis 500—mile auto race The calculating 
was racing against time, Just as were the roaring « 
track 

Storekeeping of office supplies for a smali organizat 
explained in “ ‘Under the Counter’ Supplies,” puldished i The 
Office Economist (Art Metal Construction Company) The 
supplies were stored in a counter height cupboard An inde to 
the contents of each shelf is mounted inside the cupboard 
The system facilitates quick finding, and simplifies keeping 
stock 

Dealer. 


Practical suggestions of policies and campaigns by 
given in Bramwords (The Bramwood Press) 


Hospitality in the store has its place, the same as it 
the home rccording to The Blank Book News (The C 
Blank Book Manufacturing Company) Customers appr te 
a kindly, sincere greeting when thev come into the stor 
Internal. 


‘Enthusiasm Increases Sales"’ in The Gill-O-Gram (The J. K 
Gill Company) showed the value of intent ervice and t 
pride when in contact with customers 


Typewriter Exports 


United States exports of typewriters by countries during July 1926 
In exports nder this classification where the machine is driver 
electric motor the value of the motor is included with the n 
By the Division of Statistics, Department of Commerce 

' Standard, New Portable, New Used & Rebuilt P 





Countries No No No 
Austria 73 $8 12 $ 3,960 a i 
telgium SOT 107 S52 87 $3 2,29 2 
Bulgaria 1 2 
Czechoslovakia 106 20 720 40 1,438 
Den. and Far. Is 28 15 540 37 922 
Finland 70 0 1,080 12 
France 1,68 682 21,870 9,632 2 7 
Germany 197 485 17,460 11 444 wf 
Gibraltar 1 
Hungary 167 i 107 
Irish Fr. St . J 
Italy 1,067 oS 3.520 79 2.979 
Latvia 10 17 612 
Lithuania ° 108 
Netherlands 204 18 6,600 i21 761 
Norway 121 a0) 1,080 1 ‘ = 
Poiand and Dan 105 12 O68 O16 
Portugal 77 4 1,665 1 i 
Rumania | i) 10 10 
Sov. Rus. in Eu 7 1 114 237 
Spain 462 14 11,070 104 5,42 
Sweden 222 =? a 
Switzerland ‘ ‘ 418 14 5,165 i 1,622 
Turkey in Eu nS 1s 
United Kingdon. 2,972 686 23,630 1,120 27,259 2.8 
Yugo and All 48 
Canada 1,184 133 4.723 22 20 
Costa Rica s 6 216 
Guatemala 152 201 7,236 
Honduras 12 St 4 ‘ 
Nicaragua 8 ’ 417 1 
Panama 77 on 1.059 f a) 9 
Salvador Ww 2 S28 4 
Mexico 4405 19 7.138 6 S 
Newfoundland and 

Labrador + 288 2 72 

fermnucaa 1 wm t 144 
Parbados ‘ 420 
Tamaica be! “E82 1 
Trin and Tol 1 ws 12 is? 
Other Br. W I 2 150 n °10 1 1" 
Cuba , 253 17,149 105 3,780 20 408 ‘ 
Dom Repub 4 8,26) 
Dutch W Ind 1 mm 8 288 l 
Haitian Repub ; 206 1 42 
Vir. Is. of I s 1 Ho 1 
Bolivia 118 O18 a 1.680 
Brazil TOT 8.514 282 10,337 2 ’ SM) 
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/ Metal is the Stuff 


for a Costumer! 


The metal idea on ostumers is going 


r big Metal lasts longer looks bet 
r, and goes equally well with wood or 
metal furniture There's never ‘ 
ie-back about faulty construction or 
it ietal Costumers 
Sunken panel drawn post, base locked 
welded to post (not rewed), solid 
e hooks, enamel s n sh in ] 
] wood tones And t wonder 


imer costs no more than wood. 


Write for liberal dealer p» ition 
Sanyimelal 


Costumer 


The Sanymetal Products Co. 
1695 Urbana Rd. Cleveland, O 

















Supreme 











DRY STENCILS 


for all duplicating machines 
No moistening before cutting 


SAVE 


Typewriter — Time 
YOUR TRADE DESERVES THE BEST 
“Quality Supreme” 

Arlac Dry Stencil Corporation 


418 Fourth Avenue Pittsburgh, Pa. 


Distributors or U.S.A 


Money 


Dealers and salesmen write for particulars today 
Please mention name of Duplicator when writing 
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CONFIDENTIAL 


Wholesale Price 
List No. 250 


2nd Edition) 


quotes on all makes 


Typewriters, Checkwriters 
Adding—Calculating 
Machines. 


Send for your copy today—no obligation. 


ELIABLE 
Typewriter& Adding Machine Corp. 


"All That the Name Implies"’ 









170 W. Washington Street 
CHICAGO, U.S. A. 

















O; j : 
Ch 1 
of Quality 
PERMANENT 
EXHIBITS 
American Furniture 
Mart 
14th Floor—Section 1411 
Chicago 
77 White Street, 
New York City 
608 Howard Street 
San Francisco 
NO. 6624—9% 
Width of Seat 15'> in 
Height of Back, 17 in 
$1 Inches High 
Also Furnished in 
Adding Machine 
Height (25 in. High) 


Manufactured by 


Crocker Chair Company 


SHEBOYGAN, WISCONSIN 
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RETAILS 
FOR 





THE NEW STANDARD 
BUSINESS CALENDAR 


Double the ordinary Memorandum 
space—over 20 square inches 


Made in the following finishes: 


Brown stand, white pad............ $1.50 
Brown stand, gold edge pad......... 2.00 
Brass stand, gold edge pad.......... 2.50 


Liberal discount to dealers. Order fro 
your wholesaler. If he cannot supply you, 
write direct to 


THE JERSEY CITY PRINTING CO. 
Jersey City, New Jersey 


Also Manufacturers of the 


FORGET-ME-NOT CALENDAR 


FOR THE HOME 


























Just the Cutter for the Busy Office 


Engineers, draftsmen, sign-writers, advertising men—in 
fact the entire organization of any plant will find the Boston 
Cutter a most efficient and practical appliance. 


The **Boston”’ Card Cutter No. 36-B 


Cuts and trims office forms, factory forms, legal forma, 

cial forms, photographs, cardboard, asbestos, insulation, 
thin leather, rubber, fabric, advertising layouts, etc., quickly 
and accurately. Furnished complete with adjustable front, 
side and back gages of steel. The knives are of a high- 
grade tool steel, the table is of mahogany and the frame is 
of iron. Cuts any length. Mounted on specially constructed 
yy me ya which makes it easy to move from one place 
© another. 


A full line of Cutters and Tableting Presses. 
Dealers Wanted. 


Golding Press Division 
American Type Founders Co. 


FRANKLIN, MASS. 
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STAN DARD 
Mailing Machines 


Are Nationally Advertised 


Business men throughout the country are be 
ing told about the usefulness of Standard 





Mailing Machines. This is why Standards 
sell so easily and their efficiency builds good 
will for you. Standard Envelope Sealers seal 

up to 20,000 envelopes per hour at a 






cost of less than one cent per thou 
| 


sand, and are needed in al 


7 most every office. 


; Durable in n- 
struction, rmpie 


sm operais 
Hand or ver 
Operated. No wick 


oo —_, 


Standard Stamp Affixers are famous for 
their simplicity, speed and accuracy 
Stamp more securely, more neatly, and 
five times as fast as hand stamping. Pay 
their cost in a few weeks, saving time, 


labor and postage. 
We now offer a Cooperative Sell 
ing Franchise to Dealers for the sale 
of Standard Mailing Machines 
without any investment by the 
dealer. Write for a copy of this 
Franchise for your constderation. 


Standard Mailing Machines Company 


Manufacturers of Mailing Equipment for 16 years 
Revere Blvd. Everett, Mass 











SATELLITE 
Its SERVICE Sells 


The SATELLITE ~ ~ >y, 
Typewriter Stand _ : iy 

attracts sales 
by reason of its 
uniformly ex- 
cellent service. 
Heavy enoughto go #$_i4é452.-7— = 
provide a steady, 
un-tip-able plat- 
form, yet easily 
moved about on 
large, quiet cast- 
ers and adjustable 
exactly to the 





“<-~. 


eration of the 
typewriter. 


Dealers find 
SATELLITE a 
popular, fast- 
selling item. The 


price is reason- 
able and the 


ment A for de- 
talle. 


Adjustable Table Company 


Grand Rapids, Michigan 


= 
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Standard. New Portable, New Used & Rebuilt Parts of 
No 











Countries N No - 
Chile 217 14,341 188 6.492 143 
slombia 20 23,300 177 6,360 26 1,165 S49 
Ecuador ° 2 20 a -: 
Paraguay 45 3,600 11 26 . 7 
Peru 111 8,217 48 1,851 12 630 910 
Uruguay , 108 7,163 10 360 7 440 26 
Venezuela . 116 8,267 131 4,720 31 
Aden 2 1m 2 is . 22 *: 
Brit. India.. 462 32,412 366 16 472 1,258 
Brit Malaya 84 5,938 41 ’ ’ ‘ 
Ceyion ane 14 S70 2 eee ones a: 
China 168 12,030 109 17 692 326 
Java and Mad 265 16,208 15 6 360 ‘ 
Other D. E. I 7 488 * 105 
rr Indo-China 71 3,556 os 
Hongkong P 8 63 
. Pe 16 1,120 ° ‘ : 
Japar it Chos is + TOG 19 710 $ 
Philippine Is s0u 20,124 122 4,429 | _30 16 
Siam 1 00 14 pat 
Syria . . 1 80 
Turkey in Asia 4 144 , vee 
Other Asia.. ° 1 r . 
Australia S25 53,662 210 7.315 20 1,298 600 
Brit. Oceania 5 264 
New Zealand 72 4,721 34 1,210 10 380 06 
Belgian Congo 6 1,986 ; i 
Brit E Africa ab 6 °16 
Brit. S. Africa 28 19,812 95 3,382 23 898 1,079 
Brit W Africa 14 35 1.200 
Egypt 170 nO 1.200 , 
Algeria and Tur 219 5 3 ‘ 
Other Fr. Africa 6 498 10 420 
Liberia 1 63 
Morocco 119 8 320 
Canary Is 6 137 15 180 7 312 
tt r s Afr 242 
Argentina 1, 05¢ 70,242 338 11,937 81 2,953 2,403 
Tota 16,752 $1,108,313 6,184 $218,848 2,489 $ 74,045 $ 92,765 
Shipments of Typewriters to Non-Contiguous Territories 
Alas 22 1. 80% 
Hawa 98 7,648 
Port R 73 5,362 





Adding—Billing——Calculating——Bookkeeping 


United States exports of adding, calculating machines and 

















bookkeeping and ng, by countries, in July, 1926 In ex 
ports under this classification where the machine is driven by 
an electric motor the value of the motor is included with the 
machine Parts of dding and calculating machines are not 
s} r eparately They are included under a general classi 
fi “Other machinery and parts of which is not segre 
gated for publicatior By the Division of Statistics, Department 
rT | T merce 
Billing and 
Adding Calculating Bookkeeping 
Machines Machines Machines. 
Country No No No. 
Austria 10 $3,275 6 $3,039 i4 $9,410 
Belgium . , nod 1} 6,914 16,352 
Bu i i f 1,21 
Cz } lovakia 1,120 15 ! 10 3. 367 
Der irk and I 
] inds 1.800 { 210 
Esthonia 3 $21 . ° 
Finland 1,787 19 1,504 1,00] 
Fra 4 15,296 2 4 ) 
Ger 19 y. 1 1 0) 8S 
Hung . re aes 
Ital 4,745 0 652 
Net nd ) 3,662 li 914 
Norwa l 2 13 320 
Portuga 490 l 707 
So t Russia : 
Europe l ] 22 
S! } Ze 2,241 2 
Sw ] fie yA 600 ( RAT 
Switzerland 12 1,966 36 6,807 17 10,455 
United Kingdom 78 9,165 68 15,620 69 44,793 
Yuge via and A 7 
ba i 4 1.200 5 75 
Canada 109 244 8 1,329 17 11,351 
( 1 Rica { 455 2 165 
Guatemala 660 F 749 
Honduras 1 100 1 5f 
Nicaragua 1,103 1 2 
Panama l 1,525 2 270 ] 70 
Salvador 20 1 0 
Mexico ' 28 ! 4 l 
Newfoundland i 
Labrador f 864 
Trinidad and Totag 
Cuba 55 3.505 { 1.046 
Dor can Repu ¢ 735 l j 
Dut West Ind lf “ t 
Ha n Reput 8 
Virgin Is. of 1 S 100 
Argent L 15,478 t 17 } 4.04 
Bolivia l 1.7 
Bra §& 294 10 140 
Chile 8 1,425 
Colombia 1,451 
British G i 0 
Peru t 2.412 f 
Uruguay 3,798 ) 
Venezuela ) 
sri } Ind 1, (2¢ t 80 
British Ma " 025 
China ! 44 i 
Java and M «0 








9? 
“MERCANTILE fostPoun’scs 
Parcel Post Scale 
and various other models have been equipped with 
charts showing the new postal and parcel post 
rates since April 15, 1925. The indicator auto- 
matically points to the computed amount of first- 
class postage and parcel post, including special 
fee and also all other classes of mail matter. 

For 15 years we have built all of the first-class 
mail and 70-pound Parcel Post Scales for the U. S. 
Post Office Department. They now have over 
150,000 Triner Scales in use, and find them satis- 
factory and so will you. 


Write for information 


TRINER SCALE & MFG. CO. 
2714 W. 21st Street Chicago, Ill. 





























PENCIL CO - — MOMICANSS Nv2- 403 |) iad 





A CONSISTENTLY 
GOOD PENCIL 


Write for samples and prices 


United States Pencil Co. 


Philadelphia —Manufactures— U.S.A. 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 


~~. 








TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 


TrTvrwrVvrVveVvVvVYVeYVVwewererrrrerrwrereerereerewvrrevrvrevrvrvryv 
r~rrrvrVrVrVvreVreYrerYrererrrrrrrrrrerererereeyvwryvryvryvyryvyrvyryrey 
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“Universal” Multi-Wing 
Displayors and Bulletin Boards 


Are Used in Every Field of Human Activity 


UNIVERSAL ;DISPLAYORS 





USEFUL TO 


Realtors 

Curators 
Welfarers 
Educators 
Architects 
Researchers 
Librarians 
Exhibitors 

Traffic Men 
Statisticians 

Sales Managers 
Office Managers 
Purchasing Agents 
Advertising Mngrs. 


USEFUL FOR 
Maps 
Plans 
Charts 
Samples 
Printing 
Exhibits 
Bulletins 
Statistics 
Blue Prints 
Advertisin 
Phot 
School Work 
Real Estate Data 
Visual Instruction 





Write at once for 1926 catalog and New 
Office Equipment Distributor Plan 


Gnibversal Fixture Corporation 


133-135-137 West 23rd Street 
New York City 
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Adding Calculating Bookkeeping 
Machines. Machines. Machines. 
Country. No No. No. 
New Zealand - 2 280 ie : 5 1,106 
British S. Africa 4 438 32 4,668 l 876 
Algeria and Tunisia - re 1 70 
Total -1,487 $159,433 1,108 $136,717 657 $346,208 
Accounting and Other 
Tabulating Including Used 
Machines and Ret t 
Countries. No No 
Austria . RTE PE nal 10 $19,965 P , 
PN wadeaseeanne , ‘ 1 $166 
Czechoslovakia Re Eee rer 2 7,100 
Denmark and Faroe Islands . , 5 330 
DE dae ceacews as i 21 16,150 15 2,189 
Germany cades ben 56 38,055 18 1,098 
Italy ha ia SA ahd dei oem 5 5,430 $5 6,362 
PTD «<s6a0cekes ve ae 5 2,572 ; 210 
Norway Cees eee ae 08 
Sweden ‘ 4 11,375 30 668 
United Kingdom . 6 175 ; 158 
PD cancceéetetaneéewes aa 5 1,625 6 22 
Honduras sheen adaeuce ‘ wee l 4] 
Mexic« errr . , ae l 75 
Other British West Indies... waa 1 110 
Argentina (éenagen uae wae 2 120 
Brazil ery a s 9,425 
Japan, including Chosen 23 46,581 
British South Africa.. , l SO 
Algeria and Tunisia... 2 { 
Total , 166 $159,333 168 $ 7 
Shipments of Adding and Calculating Machines to Non 
Contiguous Territories. 
PE. 4 sevens bus aenew es [Number] 14 $2,952 
Hawaii [Number] 79 £8.43 


Porto Rico [Number] 


Carbons, Ribbons and Filing Supplies Exports 


Filing 
folders, index 
ecards and 
other office Carbon paper 
forms. Pounds I 


Typewriter 
ribbons 
Countries ‘ounds 
States exports of carbon paper, typewriter rilt 
index cards and other office forms in July, 1926 
of Statistics, United States Department of 


United 
filing folders 
By the Division 
Commerce 


Austria ee os 122 $105 15 $51 

Belgium sient ca 1,972 1,499 135 500 

Czechoslovakia _ ° . 171 74 

Denmark and Faroe Isl $205 70 182 

EE re & ed 1X8 137 a3 231 

Finland éveuces wae 57! 5S6 

France ace eae alenaeed 1,400 900 1,218 6 

Germany . tienes. Seen 1,156 1,009 

Hungary ee ae 16 x 

Italy cena 154 3,304 2,335 

Latvia ae eet 235 265 24 } 

Malta, Gozo & Cyprus Is. 13 29 

Netherlands ee 762 674 HS2 198 $95 

DP Kcces R46gGawRO KE . 77 142 i 

Poland and Danzig. 137 65 255 767 

Portugal cian ; 41 35 

Soviet Russia in Europe 237 390 

Spain ‘ ee ; Sf 180 ] } 

Sweden . er 716 391 192 sv 21 

Switzerland . . ; 495 616 238 818 

Turkey in Europe 6 4 18 { 

United Kingdom 1,471 18, 306 14,325 2.37 f 

Yugoslavia and Albania 259 153 

Canada puaen . 1,401 10,726 5,175 772 9 

British Honduras : 159 11 11 

Costa Rica 004 ; 

Guatemala ‘ ‘ 113 292 185 12 

Honduras eS 439 ) 15 24 1 

Nicaragua ws 274 ‘ ~ 

Panama . 114 155 140 

Salvador ‘ ioene 289 105 60 

Mexico . 1,202 4,820 3,780 78 

Newfoundland and Lab 60 226 164 , Vf 

Barbadoes re ; 14 8 

Jamaica 64 181 239 2 

Trinidad and Tobago ‘ 49 42 

Cuba , “a 1,985 6,311 5,158 835 2,647 

Dominican Republic..... 98 234 245 22 1,028 

Dutch West Indies 16 ia “a 2 46 

Haitian Republic........ 282 4 11 

Argentina ‘max aoe 1,252 1,859 81 4 

Bolivia ‘ ae 721 990 124 64 

Brazil , all 487 1,693 1,562 831 54 

Chil , ; 122 1,539 1,549 101 397 

Colombia 268 ISY 228 174 162 

Keuador vane 100 53 27 78 

Peru , ° 403 S58 673 68 1 } 

Uruguay ‘ 618 462 60 

Venezuela lies . 113 433 948 11 

British India ae ‘ 1,963 1,441 839 2.170 

Ceylon 48 30 87 

China wa ‘ 2 6.687 3,982 + 

Java and Madura....... 99 

Hongkong Saas 64 12 l 

Japan, including Chosen 13.690 7.38 135 7 

Philippine Islands....... 434 2,034 1,514 1,495 2.639 

Australia ‘ ; 384 13,650 8.750 1,627 4,82 

New Zealand een a s 24 183 

British E. Africa........ , 125 84 

British &S. Afric@.......> 140 1,318 952 64 { 
ane ‘ : ‘ 8,201 050 214 H 


Egypt 
eee ‘ ...$23,034 108.698 $74,327 14,954 $44,587 

















, ,) ; 
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iN Popular Priced 
Li NECYEP Looseleaf 
SZ — Scrap Books 


For the live stationery store, this scrapbook is a profit 

tem Cover is of imitation Cobra or Levant leather, 
and waterproof, and stamped in imitation gold 
al te manila bound with nickel plated screw 
posts, providing easy removal or insertions Sheets are 
punched six inches center to center, and measure 8&% by 
11 inches: the book is furnished both end and side opening 

for circular on this item, or for catalog and price- 
list of the entire ADAMS line. 


HENRY T. ADAMS MFG. CO. 
8561-69 S. Chicago Ave. Chicago, IIl. 


Wm. E. Bassinger, 377 Broadway, New York 
Charies L. Lewis, 703 Market St., San Francisco, Calif. 
F. Raymond Hale, 266 4th St., Cuyahoga Falls, Ohio 
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“remember the name! 


Vul-Cot!...It is more than merely the name 
of a wastebasket—a great deal more. 


Vul-Cot represents a standard of quality... 
a standard of service, guaranteed for five 
full years! 

That is one reason why business men who 


buy business equipment on the basis of 
service are standardizing on Vul-Cot. 


Vul-Cot at leading stationers and office 
supply houses. 





National Vulcanized 
Fibre Co. 
Wilmington, Del., U.S.A. 


We operate six great plants 
and maintain sales and ser- 
vice offices at Baltimore, 
Birmingham, Boston, Chi- 
cago, Cleveland, Denver, 
Detroit, Greenville, Los 
Angeles, Milwaukee, New 
Haven, New York, Phila- 
delphia, Pittsburgh, Ro- 
chester, San Francisco, 
Seattle, St. Louis, Toronto 











IDEAL TUBULAR STANDS 





Write for 
Circular 





IDEAL No. 2 
rYPEWRITER 
STAND 


Table top measures 17 by 18% inches, height 26 

inches. Drop leaf 12 by 18% inches, hinged on a 

level with table top. 

SHERMAN-MANSON MANUFACTURING CO. 
1445-1455 W. AUSTIN AVE., CHICAGO 











REGAL REBUILT 
ROYALS 


Trade-marked Nationally Advertis« 


Approved by the Manufacturer 


ROUGH TYPEWRITERS 


Stock in 82 Cities 
All Models 
All Types 


All Makes 
All Series 


Lowest Prices 


Write for the Regal Plan 


REGAL TYPEWRITER COMPANY, Inc. 


524 Broadway, {2-14 So. Jefferson St., 
New York, N. Y. Chicago, Illinois 


Cable Address: REGALTYPE, N.Y 
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\ 
Five minutes’ useofa "CASSELL" = 
decides your choice for good. There 
mever was-—there never can bea } 
better Drawing or Writing pencil. = 
For quality, smoothness and perfec- 
tion of finish theA. W. Faber 
”" CASTELL” is the world’s finest 
pencil. 


A. W. FABER 


CASSELL = 


Made in 16 accurately graded degrees, 
from 6B to 8H, also made in 14 differ- 
ent degrees of copying pencils. All 

‘'CASTELL” pencils are packed in 
metal containers—the perfect packing. 


Pencil Works Established in 1761 


A. W. FABER, INC. 
NEWARK, N. J. 














Set SN i) 
Deere ene ~~ / 











The Famous Argus Lies 


Calendar Clasps, 
Typewriter Erasers, 
With or without Brush, 
Paper Clips, (3 Sizes), 
Pen and Pencil Clasps, 
Argus Sanitary Moisteners 


Ask your jobber for Prices and Discounts, or write 


ARGUS MANUFACTURING COMPANY 


1134-44 North Kilbourn Avenue 
Chicago, Ill. 


DEALERS: Write for beautiful counter easel 











Mere. 


mete 
ae . rye rate MARAT Sk cory 
_— ; - gga se eT ERs 


Sere Te Sete EIS" 




















STEEL DIE ENGRAVED 


Business 
Motto Cards 























# A " oS 

| eat Y $ 
can be used to good advantage in your } = Ne oa 
correspondence especially where quota- § ‘ CARDINELL 
tions are being made. They are steel die ~ Anhen 
engraved on a paneled card, size 3}x4} INDISPENSABLE L TL pare 
inches, and are enclosed in folded wed- IN OFFICE, HOME Ano SCHOOL “2 OT oct titoicaton S. 
ding tissue. We give below the wording INK-OUT MFG. COMPANY, 15 Label St., Montclair, N. J. 


of a few of the cards. 








Beware of the higher cost of the 
lower price. 

Cost is measured by the results 
obtained and in no other way. 


It’s what you get, not what you GUMM ED. TA PE 


pay. : 

Anybody can cut prices but it BOOKS MUS IgM oe lh 
takes Brains to make a better for use in Oke HOME BANKS SCHOOLS 
article. 


We have samples and price list ; send for them. 


H fA, oo ae Kime, etm 
9 “Sgeteet™ Bvigha rare Piers, 
The American Embossing Co. / \ 
Steel Die and Copper Plate Engraving ( a , ; | 


and Printing in All its branches [ = 














192-96 Seneca Street Buffalo, New York cape ere 
HANDY-ROLL CO. 
P.O. DRAWER O-Fruitvale OAKLAND, CALIF’ 
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SIMONSONG metal TIP GUIDES 


For Vertical Letter Files, Ledger Posting Trays, Card Systems and 
Check Files, Are Indestructible 








NONE GENUINE UNLESS STAMPED U. S. Send for Free Sample ang 
PATENT NO. 794,749 ON METAL TIP. Discount 


Roger A. Simonson & Co. “manuracturers 122 S. Michigan Ave., Chicago 











This Lamp Adds Distinclion 
to the Executives Desk 


There is distinction as well as utility in every Amron- 
lite model—and the proper one, with a decorated or 
plain green shade, will add that touch of individuality 
to office or home. Amronlite lamps represent the best 
in electrical merchandising. 





Write for your booklet F-10 


inner Amron lite ILLINOIS 


3607-B 








PATENTEO 

















INUIT mn U/L. LLL 


ov 


YES SIR! YOU CAN DEPEND ON US. 


Our Products Supply The ‘‘Little’’ Bit More That Gives Satisfaction in 


CARBONS AND RIBBONS 


On Every Single Order You Are Assured of 


UNIFORMITY—QUALITY—SERVICE—ALWAYS THE SAME 


For thirty years COBWEB and SATIN FINISH carbons, SATIN FINISH and GOLD SEAL 
ribbons have proven their quality and dependability ALL OVER THE WORLD 


E M peg We invite reliable agent and dealer inquiries. Our agency means building better business. 
A.P. LITTLE, Inc. Factory: Rochester,N.Y. 


“Much in Little” , 
— New York Office—Bible House, Astor Place 


TT 





HLL YUAUUNLURAA LAVA 


PRESTO INK STANDS 


Automatic Closing 
MANUFACTURED BY 


BACHRACH SPECIALTY CO., 2275 Third Avenue, NEW YORK, 


Canadian Distributors: R. J. Lovell Co., Ltd., 144-150 Simcoe St., Toronto 
A Distinct Advance in Inkwell Design 


Make 
Suitable 












DEALERS 
Write for 
Catalog and 
Discounts 
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me BANKERS’ ay 
AILS COIN TRAYS 


$50 Pennies $200 Nickels $500 Dimes $5006 Quarters $500 Half 
ne Dollars 





Attractive 
Price 


Made of 
heavy 
steel, elec- 
trically 
welded, 
and 
finished 
in rich 
olive 

A VERY CONVENIENT CHECK peer, Descriptive matterf or the asking 


HOLDER ART STEEL COMPANY, Inc., 401 E. 23rd St., New York, N. Y. 


_{—==> 


ANNOUNCEMENT 








Put CANODE 
Duplicator Supplies 
on Display 





MILLER BROTHERS PEN CO. 


(Successors to Miller Bros. Cutlery Co.) 


The Miller Brothers Pen Company, a new Connecticut cor I B 
poration, has purchased the steel pen, penholder, steel ink ve 
eraser, and office knife business of the Miller Brothers Cut witl 
lery Company. The new corporation will continue the manu- . 
facture and sale of these well known Miller Brothers products . ™ 
under the able direction of A. S. Van Hise, who is President I ts I 
of the new company. sup! 
With new capital and more progressive methods the new w you how 
company is in a better position than ever to serve the trade ng 
and render the service which has so long been characteristt« CANODE It , 
of the Miller Brothers name 

cils, € Write us. 

Canode Ink Co. 





305 Broadway New York City 3005 Carroll Ave. Chicago, III. 


WORKS: MERIDEN, CONN. 

























Most Maptacks 
used to-day are 


Moore 
Metal Maptacks 


18 colors, 4 sizes 


Different Series 


| 


Send for illustrated color folder: 
Price List and quantity dis 


Sizes of | 


TRINER 


ALL- MAIL 
COMPUTING SCALES 


4 and 8 Pounds 
Capacities 







No. 200 


are giving the same efficient 
service as the well known 
Triner Parcel Post Scales 
used daily in 52,000 U. S. Post 
Offices. 


Wrile us your requirements. 


TRINER SALES CO. 


53 W. Jackson Blvd., Chicago, Illino:s 


ounts 
COulll 






Moore Push-Pin Co. 


(Wayne Junction) Philadelphia, Pa. 





| FREE: U.S. Silk Flagona 
glass staff, when requested 
with Price List. 


No. 400 
Numbered 














LOOSE LEAF RINGS AND METALS 


Made of Brass & Nickel Plated 


# 
Will Not Rust 
With No Enlarged Joint 
Easy to Open Yet Tight When Closed 


For LOOSE LEAF BOOKS, PAMPHLETS, BLUE PRINTS, ETC. 
Also LOOSE LEAF METALS of All Kinds 
Bridgeport, 


The E. W. Carpenter Mfg. Co., a 

















= = me ee ea aaa 


etober, 1926 OFFICE APPLIANCES 319 





x Rubber Erasers 


Our New Suede Eraser 


) Chases Ink Spots Like Sixty 
Yet it’s fine for erasing pencil marks 
Gold Pen Points 


It’s the sort that brings repeat orders 
n 
Question 
are leaders in the trade, known for their perfection and 


Be it the pronunciation of vitamin or marquisette or first quality. Your trade gets 100% satisfaction if you 
Soviet, the spelling of a puzzling word—the meaning use Weigel pens. You can unhesitatingly guarantee any 


7 - : pen point made by us. We back up our product. 
of overhead, novocaine, etc., this “Supreme Authority” 


Highest Grade Pen Points 
|Webster’s New International Dictionary 


{ 
, 
i 
: 
f 


KA 


Y \ 


WELDON ROBERTS RUBBER CO., NEWARK, N. J.,U.S.A. y 











WEIG#EE 








for the repair trade. Im- 
printing done on quan- 
tity lote—all standard 
weight and size — Mani- 














1ins an accurate, final answer. 407,000 words, 2,;00 pages, 
000 lustrations. Constantly improved and kept up to date fold, Accountants and 
Copyright, 1924 Regular and India Paper . ny Write Special Points. 
for pecimen pages, prices, etc Crosse Worc *uzzle workers = ofas t , 
nould be equipped with the New International, for it is gsed Send today for samples and prices. You'll be glad you did. 
s the authority by puzzle editors 
FREE Pocket Maps if you name Offite Appliances E. O. WEIGEL & SON 
G. & C. MERRIAM COMPANY, Springfield, Mass., U.S. A. 587 South Tenth Street Newark, N. J. 








POLK’S 
REFERENCE 
BOOK 
For Direct Mail 
Advertisers 

Shows how to in 
| Sythe live’ of Direct 
Mail Advertising. 690 


pages ful! of vital AUTOMATIC 


business facts an 


figures. Who, where MAILING MACHINE 


and how many 

prospects you have 

ak ae Will Gather, Fold and Insert several pieces of 
TREE coo. mail into envelopes up to 5000 per hour. 

R.L. POLK & CO. 


Detroit, Mich Some dealer territory still open 


445 Polk Directory 


praselee te cen INSERTOGRAPH CO., Waukesha, Wis. 











~ BONDS, STOCK CERTIFICATES AND SECURITIES 


overprinted on these steel engraved blanks have a quality look and feel equal 

to that of United States Bank Notes because they are produced in exactly the 

same manner. Consequently they are the preferential choice of dealers. and 

investors and prove an unusually profitable source of income to the printer. 
SAMPLES SENT ON REQUEST 

KIHN BROTHERS BANK NOTE ENGRAVERS, 205-209 WEST 19TH ST., NEW YORK CITY 


FOR ALL PAPERS OF VALUE) | 


WAVE, Negras sess seeses 
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A Penholder With a Personality 
ene 





The Zaner-Bloser Pen- School officials prefer it 
holder fits the hand, because it makes easier 
keeps the fingers where the keeping of thumb 

: and forefinger in cor- 
they belong, discour- rect position. It is scien- 
ages pinching and grip- tifically correct in size, 


ping and thereby makes 


weight and shape. 
writing a pleasure. 


A quick seller. 
Retail Price § Cents—Samples Upon Request 


ZANER & BLOSER COMPANY 


Dept. O. Columbus, Ohio 




















“Every Desk Needs a Dozen” 





With 
100 
Uses 








Two Sizes 
334" retails @ 50c per doz.—5 54" retails @ $1.50 per doz. 


Order a few dozen and see how every- 
one in the office will want them 


L. D. VAN VALKENBURG CO., Holyoke, Mass. 











The Clear Signal 
—NO Delay ~: working with 
Medearis ‘kcso-r Stamps 


Rubber 
Save your time 
Prevent errors 






Stop losing’ val- 
uable time by mis- 
takes and hunting 
the right stamp, as 
you “do. when you INDEXED STAMP 
use the old-fash- 
ioned “blind” rubber stamp. 
Put a stop to these time leaks in your office today. Clean 
out the wasteful ones and modernize with “Indexed.” 


Any stamp-maker can supply you—or write us. 
Medearis Moulding Co., Winston-Salem, N.C.,B46 A. 





COIT’S BALL-BEARING LETTERING PENS 


DEALERS—Send for our Counter Display of 
12 Pens on 30 Days’ TRIAL at Our Expense 








For School Thousands 
Students of 
ARTISTS Satisfied 
Saleemen Users 

Real Estate 
Agents CO 
Draughts- 

men Easy toe 

Architects F Make 

and with Colt 

Storekeepers y Pen 

‘S Manufactured by 


THE BRIDGEPORT PEN CO. 
BRIDGEPORT, CONN., U. 8. A. 








LEON ISAACS & CO. TURNER &HARRISON 
GLUCINUM PENS — SILVER-ALLOY PENS 


The Slickest Pens Ever Made 


SPECIAL IMPRINT 
PENS 
FOR THE TRADE 
LET US QUOTE OUR PRICES 
The Turner & Harrison Pen Mfg. Co., Inc. 


FALCON PEN WORKS 
lus trated catalog on application. PHILADELPHIA, PA. 











DEALERS WANTED 


for a patented typewrit- 
er cushion key, with 
advantages and merits 
no other key possesses. 
You'll get MORE key 
business by selling 


The Master Key 


(No rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co., Ine. 
29 Columbus Place 
Brooklyn es Be 






































Travelers’ Weekly 
Travelers’ Monthly 
Personal Expenses 
Radio Record 


Send for Samples 


Beach Publishing Co 
750 Book Buiiding 
DETROIT - MICH. 









































TORS 


ECA URANTED 


PERFECT MACHINES LOWEST PRICES 
—SPECIAL DISCOUNTS TO DEALERS— 
WRIT TO FLAVEN, MANHATTAN BLDG., CHICAGO 
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TIME STAMPS were never needed 










until TIME Acquired a Value. A Business Opportunity for An 
en THOMPSON TIME STAMPS ° e ete 
ey Record the hour and minute A. M. & Executive with Sales Ability 
Bed Plate . M., irm name and cCnaracter o e 


transaction—such as Received, Sent 
Out, Started, Finished, etc. The manufacturers of products of great 
MODEL A merit are ready to extend their distribu- 
“Visible” Printing tion. The products are essentially special- 
TIME STAMP ties, salable in office buildings, banks, ete. ; 
earning possibilities have been proven in 

cs oie top of other cities. Wanted high type men to 


> 





























MODEL B MODEL A devote their entire time to this sales 
Write for Folder No. § proposition. 4th Floor, 137 Federal Street, 
THE THOMPSON TIME STAMP CO., Inc. Boston, Mass. 
106 Church Street New York, N. Y. 
¢ ———<—— ——— —— 
For Speed 






The OLIVER Speedster 


MODEL ELEVEN 


& Capacity 
Our finest product, pre- 
senting the latest features, 


a velvet touch and Standard 
Three Bank Keyboard. 


W 





BRISTO 






































Ss Ss rl pondence in a hurry-up yb—executive 
aiting for tl r mail and the mail clerk has other detalis 
quiring attention. The BRISTOW Distributor requires m 
manipulation at all; simply drop the letters to their proper i _ 
compartment while opening and pees On Ey AE Write for attractive dealer terms. 
erves the purpose of eight. Made in four sizes. DEALERS, 
eat er The OLIVER Typewriter G. 
STANLEY R. BRISTOW 
22-24 Central Avenue West Orange, N. J. WOODSTOCK, ILLINOIS 
Solidhed Ghumb Gack ee gy 
. ; Azora air cushions and twirlers, two 
; ” highly practical accessories, are 
; NUMBERS making typewriting easier for thou- 
= 2 LETTERS sands of users. Sales, both new and 
COLORS : oo 
: MARKING replacement, are large. Write for 
TACKS prices and discounts. 
: 7D AZORA RUBBER CO. 
Solidhed “Eyelet liers La 54th and 20th Streets, 
A COMBINATION PUNCH Ag CICERO, ILLINOIS 
AND EYELET SET 
j THE AZORA THE ATORA 
Solidhed “Eyelets TWIRLER AIR CUSHION 
SOLIDHED TACK CO. | RING (Cross-Section peer DECEMBER 21, 1916 


37 Murray St.,N. Y 















N ’ s 7 
CopaPPE STLOAM, ACS 


The “Automatic” Wrapper 


Easy to handle — only one size to stock—best 





for all hand wrapping—the cut shows why. 
Red Windows give ease of visibility. 

“Steel-Strong™” Qyintette, Rainbow, Tubular and Old 

Style Wrappers, Federal and Colored Bill Straps and 

other Bank supplies are used throughout the country. aie 4 eS Se 


Sold by Dealers Everywhere. LOOSE LEAF SHEETS 
Put up in boxes of 100, Packed 1000 to the Carton 


The CL.DOWNEY CO. MANUFACTURED: BY 


941-943 CLARK ST. CROWNOLO MBG. CO., 12 WEST 17th ST., N. Y. 
CINCINNATI, OHIO. 
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aes Letterheads 


Lithographed in Black on 
. 1 White 20 Lb. Bond 


$1. 20 Per Thousand 


A Quality Letterhead at a Price That Commands Attention 
Send for Lithographed Samples of Others Whom We Are Serving 
100,000 or over - - $1.20 per Thousand 


50,000 - - - ° e 1.25 “* “ 
ts 6 « « « vir ae 
12,500 - : - 1.70 bd “ 


Minimum Quantity 12,500 


INVOICES, NOTEHEAUS, ORDER BLANKS, ENVELOPES, 
ETC., CORRESPONDINGLY LOW. 


Engravings Made at Actua! Labor Cost 


Peerless Lithographing Co., Inc. 
1718-1720 N. Robey Street CHICAGO, ILL. 


Kobler Copyholder for Typewriters 


din U A. and Foreign Countries 
Saneumemente Patented. Se parately < 




















Kobler & Co. 


INC. 
594 26th Street 


West New York 
New Jersey 


— 





Literature 


Free. 




















——— 

















A Busier Year With Wiggins Cards! 


Use them as leaders—the orders 
thus secured will result in more 
orders for other kinds of printing 
as well. Supplied in blank form 
ready to be printed in your plant. 
Write today for samplesand prices. 


The John B. Wiggins Co. 
1157 Fullerton Ave., Chicago 
705 Peoples Gas Building 


Printing Wiggins Patent 
Scored Cards and selling 
them in Wearwell Lever 
Binder Cases wil! keep your 
presses producing profits 
the year round. 

Wiggins Cards sell on sight. 
Are always fresh and white. 
Eliminate waste as_ the 
never rub and get salied. 
Detach smoothly from case. 


WIGGINS 
bok form CARDS 


—=—-s 

















“Itsa 
Hanson” 


That means it is a real 
postal scale for a real 
business office. Four 
pract.cal capacities— 

2-lb., $8.50 5-Ib. $7.50 
20-1b., $7.50 50-Ib., $9.00 


HANSON BROS. SCALE CO. 
539 N. Ada Street, Chicago 





Distributors: 
Associated Stationers Sup- 
ply Co., Chicago, 
Bates & Holdsworth Co., 
Framingham, Mass., 





The WHirschberg Co., At- 
lanta, Ga. 


GUIDES 


The only 
brush that 
horoughly 
cleans all parts 
o/ of TYPEWRIT- 
“ ERS, OFFICE AP- 
PLIANCES AND DE- 
VICES, Typecleaning end 
made of stiff China Bristies. 
General cleaning end made of 
soft substantial Camel Hair. 
attractive colored display 
ecard with each order. Big profit to 
Gealers. Write for interesting prices. 


ARTHUR W. HAHN Dept. A 
. iat es Lafayette Matreet. N rv ow Yor = 
































Celluloid Index Guides—Metal Tip Guides 


We manufacture a high grade line of filing supplies. Our equipment enables us 
to give prompt, satisfactory service on special card ah An investigation 
will reveal the profit ities this line offers you. Wedo not sell to 
consumers direct 


DACO GUIDE COMPANY 


154 Pearl Street Boston, Mase. 

















MARKIT TICKET PRINTER 


Every Store and Stockroom should have it 


& 7. yf ae 
Son 
R/ Ds 7 ER. ~ For printing 
price tickets, 
numbering 
bins, boxes, 
shelves, etc. 









MARETT:2 


HOLDERS MAY BE FASTENED TO ANY ARTICLE OR 
SURFACE: wood, glass, tin, paper, etc.. by means of @ 
lasting adhesive material furnished. Made in two sizes. 


Write for prices and discounts to 


HANS H. HELLESOE, 


2444 Ainslie St., Chicago 


PATENTS 


TRADEMARKS and COPYRIGHTS 


and rejected cases specially solicited. No mislead- 
business Over 30 years’ 
conscientious service. 


Difficult 
ing inducements made to secure 
active practice Experienced, personal, 
Write for terms Book free. 


Specialty—Typewriting and Adding Machines. Address 
E. G. SIGGERS Suite 36 N. U. Building Washington, D. C. 














| “cO M P O —It will not clog” 





NON-CLOGGING 
PAPER STAPLING 
MACHINE 


Incorporating New 
and Outstanding 
Features 


The STAPLE RELEASE per- 
mits the use of both No. 1 
and No. 2 staples. A device 
that doubles the utility of 
this already preferred paper 
stapling machine. 


rer, 
as well as various 


other attractive offerings now ready 


A. H. IRVIN COMPANY, Inc. 


Write for literature, prices, etc., 


1015 Chestnut Street Philadelphia, Pa. 
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Quick Sellers—Big Money Makers 


HORN 


“Instant” Desk 
*“4 Handy Files 


Their pocket pages keep 
papers in order but instantly 
access’ dle, indexed A to Z, 1 to 
31, or specially classified by 
celluloid covered, removable in- 
dex tabs 

Idea Books 
with pasteless pocket pages for 
news clippings, striking advts., 
etc. The storehouse for val- 
uable ideas, instantly accessible. 


Albums for Every Purpose 

Autograph, Camera, Portrait, 
Postcard, Disc Record, Greeting 
Card, Memory, School Day Mem- 


Scrap Books _— Games 
Double Dummy Bridge Boards 





Write for prices and special discounts. 
W. C. Horn, Bro. & Co, 3x: 200 5th Ave., New York 
















EASY SNAP DOUBLE FOLD 
Collapsible Storage Files 


(Corrugated Fiber 
Board) 







(Patent 
Pending) 


“It Snaps Shut” 
Recommended as very satisfactory by hundreds of Bankers 
now using them. 


Bank Supply Salesmen Here’s Your Chance 
Strayer Coin Bag Co., New Brighton, Pa. 


MANUFACTURERS OF COIN BAGS—WALLETS—PFILE BOXES 








Profits! 


If you are interested in easy, quick profits, you should investigate the 
Rotospeed Agency in your town 

With a practically unlimited market and an already created demand, 
the Rotospeed Agency offers an unusual money-making opportunity. 

Write today for the fact 


THE ROTOSPEED COMPANY 576 Fifth Street, Dayton, Ohio 














The Featherweight Eyeshade 


the wearer's 
or natural 
Durable, 

Where 


is constructed to protect 
eyes from glaring artificial 
lights or brilliant reflections. 
hygienic, adjustable, lightweight 
it touches the forehead, the celluloid is 
curled, presenting a smooth surface. 


The FEATHERWEIGHT EYESHADE CO. 
Merchantville, N. J. 




















The jar experienced while riding in an automobile running 
on hard rubber tires was finally overcome by the air-cushion 
tire now in use. 





Similarly, the shock to the tender nerves running down the 
arms to the finger tips is overcome by our all-rubber air-cushion 
key caps 

Patented ; \S Jan. 4, 1921 





caps clean up like new by using damp 
When in search of something better, look 


Magic Touch 
cloth and little soap 


key 


up Magic Touch. Guaranteed for one year. 


The Park Company, 19 Park Place, New York City 
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of all dealers sell 


clAR-O-TYPr 


THE WONDER TYPE CLEANER 
because the demand is created by 
consistent advertising. 

















It assures neat, 
clean correspon- 
dence and carbon 
copies. Just apply 
with dauber and 
the type is cleaned 
instantly. Does 
not evaporate. 















Individual! bottles to retail at 50c and 75c. 
Also pints, quarts and gallons. Liberal 
discounts to dealers. 






ASK US FOR SALES PRODUCERS 





The Clarotype Company, Inc. 


16-L Hudson Street ew York 









Markilo 


Envelopes 


With chemically 
united edge seam 
Patented Sept.30, 
1924. (G. Perry) 


7, 


a 














The Markilo Envelope is a great protector of cards, 
papers, loose leaves, etc. A beautiful piece of cellu- 
loid work. Every business institution can use 
Markilo envelopes to profitable advantage. Made in 
any size for loose leaf ring books, file cards and 
special purposes. 

The Markilo is already regular merchandise with 
many stationers. Samples, prices, etc., for the asking. 


Markilo Co., Mfrs., 6252 S. Halsted St., Chicago, U. S. A. 

















BOEHNER IMPROVED 
CARD HOLDER 


The Boehner Im- 
proved Card Holder re- 
uires no expensive per- 
orated or bound cards. 
It keeps your cards 
clean; it holds one card 
securely as well as @ 
full case of cards. 


When a card is with- 
drawn the others are 
not only held in place 
but are kept on the 
bottom of the holder. 


Furnished in twenty-eight different sizes; bound in imported 
morocco; metal parts highly nickel pla |. 


In writing, please mention “Office Appliances.” 


Improved Boehner Binder Co. 
142-144 Fox Street Aurora, Illinois 
We manufacture Leather Novelties only and are not Engravers 
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Here Are Our Headliners 





STORMS WHITEDGE 
Carbon 
STORMTONE Carbon 
CAM EO Carbon 
AMERICAN Carbon 
RELIANCE Carbon 
STORMTEX Ribbons 
CAMEO Ribbons 
AMERICAN Ribbons 
RELIANCE Ribbons 
ROLL CARBONS OF EVERY 
DESCRIPTION. 











It You Have Problems 


Give Them to Us to Solve. 
We're glad to be of Service 


STORMS’ RIBBONS 
and CARBON PAPERS 


have made a science of solving 
ribbon and carbon problems that 
heretofore have been hopeless! 
That is one of the reasons why 
we have the right to state that 


STORMS’ PRODUCTS have NO COMPETITORS 


Ask us to send you samples and prices 


H.M.STORMS COMPANY 


561 Grand Avenue Brooklyn, N.Y. 











COMMERCIAIF @ INDUSTRIELLE 
' ; 2 7 








Gert Ravisse 
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To you “M. B.” stands for “MORE BUSINESS” 


M BR 7? To us “M. B.” stands for “MON BUREAU” 
7 & 


There is no better way of introducing your goods in Europe and 


particularly in France than by advertising in MON BUREAU. 


M. Bb. has been the pioneer of sound business 
methods in this country for many years past and 
it is now the most widely read business publica- 
tion. Every progressive firm is a subscriber of 
“M.B.” This is the reason why it is the very best 
medium for advertising office furniture and 
appliances. 


Not only is M. B. the most largely read publica- 
tion of its kind, but because of the strong affec- 
tion and great confidence of its readers it is sure 
to bring you handsome and profitable returns. 


The advertising department of M. B. will write 
your ads for you or translate your copy into 
French just as you prefer. Ask for sample copy 
of M. B. and advertising rates today to 


THE ADVERTISING MION BUREAU 186, Faubourg St-Martin PARIS Xéme Arrt. (France) 


= MANAGER 
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SUCCESS TO THE FURNITURE DEALER 
IN JASPER NOVELTY WORKS QUALITY 


DESKS 


and tables for 
the office 


Teachers’ Desks 
Students’ Desks 


Juvenile Desks 


Customers 


No. 1258 Oak Double Flat Top Desk 





The prosperity of your furniture department is in direct relation to the lines you 
handle. Jasper Novelty Works offers you an unusual proposition in the quality 
and service of the line. A mark of approval is to be observed in the continual re- 
orders from office furniture dealers throughout the U. S. Ask us about our car- 
load discount ; send for our catalog and price-list. 


JASPER NOVELTY WORKS éstrciaisrs. JASPER, INDIANA 


——_—_—__—_—— 








Do You Want 
More Chair Sales? 


yous chair sales depend upon 
the service your chairs give. 


This means you must have chairs 
equipped with A No. 1 chair irons. 


Bettcher Chair Irons are this 
kind. They are better built— 
stronger, more serviceable, more 
satisfactory. Tests have proventhis. 





Let Bettcher Irons help build your sales too. 


Four point Suspension Chair Iron. THE BETTCHER STAMPING 
Preferred by some manufacturers be- & MFG CO 


cause of its supporting the chair at 


four points at right angles. Like the , , ef: 
Standard, it has a wide range of adapta- 3100 West Sixty-First Street 
bility—good for anylstyle—from) light CLEVELAND, OHIO 


office chair to director's chair. 

















326 OFFICE 


APPLI 





The Leading Trade Paper 
for the 


Office Equipment Industry 


in Germany 





9 


“Buro - Bedarf - Rundschau’ 
(Office Equipment Review) 


Founded and Edited 
since 1908 
by Friedrich V. Schack 


Issued Weekly 


Circulation in all German 
speaking countries 


Subscription Rate: 
$4 per year 
$6 for 2 years 


Specimen copy free. 


Buro-Bedarf-Rundschau 
Berlin=-Charlottenburg 5 


Germany 
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Let SYSTEM 


be Your Salesman in 


GREAT 
BRITAIN 


Every concern that sells a 
product or service for busi- 
ness men can cover the Busi- 
ness Field of Great Britain 
through SYSTEM—the Brit- 
ish Magazine of Business. 


Statistics show that more 
than 6,000,000 workers are em- 
ployed in Industry by the 
Business Men of Great Brit 
ain. To employ these profit- 
ably, Business Men must buy 
millions of tons of raw ma- 
terials, employ every modern 
method of transport and use 
immeasurable quantities of 
machinery and equipment 


In addition to this substan- 
tial home market, Great Brit- 
ain does an enormous over- 
seas trade in the Eastern 
Hemisphere through her high- 
ly developed export organi- 
zation. 


Thus by covering Great 
sritain, you reach at the 
same time these rich over- 
seas markets. 


If you have anything to sell 
to the Business Buyers of 
Great Britain, whether it be 
works or office equipment, 
transport facilities or a busi- 
ness service, you can cover 
the entire market by adver- 
tising in SYSTEM—the Brit- 
ish Magazine of Business. 


To American Manufactur- 
ers interested in the British 
Market, the SYSTEM Serv- 
ice Department offers infor- 
mation and advice free of 
charge and will report on 
local conditions entirely 
without charge or obl 


SYSTEM 


The Magazine of Business 


43-44 SHOE LANE 
LONDON, E. C. 4 
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ARE YOU? 


Are you interested in 
trade doings in 


GREAT BRITAIN? 


If so, there is only one 
way of keeping abreast 
of the times and that 
is by the regular 
monthly receipt and 
perusal of the 


BRITISH STATIONER 


—a monthly journal 
for the Stationery and 
Allied Trade whose 
editorial pages are 
unique for news, in- 
struction, originality 
and general interest. 




















r 
Acme Models Handle 


All Stapling Needs 


The Acme line of Staplers covers all 
requirements of any office, large or 
small. There is a correct model to meet 
every need. One number will take care 
of the work in many offices; in others, 
more than one, or all, may be desirable 
to handle the work efficiently and 
economically. 


Acme Staple Company 
1643 Haddon Avenue 
CAMDEN, N. J. 


Established 1894 





=a 
The Acme Family | 
The Acme No. l—a heavy duty machine. 
A powerful toggle forces the heavy staple 
through thick documents, carpet samples, 
roofing, etc. Hold 100 staples (X or XX). 
The Acme No. 2—a utility machine for 
general purpose. It drives a broad, flat 
staple through thick, tough stock, yet 
holds thin paper equally well, without 
danger of mutilating. Holds 50 staples 
(No. 18). 
The Simplex—a handy desk machine. 
Neat, strong and efficient. The sort of 
stapler for personal use. Holds 100 
staples (A or B). 
The Sure Shot—an old favorite. It 
stands a world of abuse and is suitable 
for a wide range of uses. Holds 100 
staples (X or XX). 
The Midget—for medium heavy and light 
work. Especially useful for fastening 
papers and light fabrics. A popular 
number for lawyers, insurance offices, | 
telephone exchanges, etc. Good for | 
stapling samples of braid, lace, clothing | 
and the like. Holds 100 tinned steel wire 
staples (A or B), and is automatic in | 
action. 
Acme Staplers thus afford a profitable | 
line both for new and repeat business, | 
plus the sale of supplies. A post card | 
| 





request will bring complete information. 
Ask for it today. 












New Model 
Midget Binder 
equipped with 
lift spring in 
base (see illus- 
tration), sloping 
anvil and rub- 
ber feet. 
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The Greatest Improvement Ever 


Made In Loose Leaf Books 


NOW UTILIZED IN 
BING! “x 
@ Books 


DEALERS: This is the first RADICAL IMPROVE- 


MENT ever made in “loose leat” type 
books. Outwardly it has the compactness, 
neatness and general appearance of a fine 
bound book. Lies perfectly flat when 
opened. Yet is instantly adapted to the in- 
sertion, removal or transposition of its 
sections. 


It eliminates holes or other punching, does 
away with rings, posts and keys, holds 
papers securely and without “wobble.” All 
the advantages of the bound book, none 
of the disadvantages of the loose leaf. 


Covers, holding 120 pages, are bound in 
red back and corners with black cloth sides. 
BING! Columnar ruled sections of high 
LOOKS LIKE A BOUND BOOK—OPENS FLAT gerade Buff ledger paper supplied in No. 
2200 series, size 14xl10% and No. 2500 
series, size 13x15 provide a combina- 
tion of the most popular sizes and ruling's 
of No. 23 and No. 25 bound books in from 
2 to 30 columns. 





BING! Columnar Books will appeal to 
banks, merchants and manufacturers. 
Dealers who are anxious to please custo 
mers and offer them the very best in work- 
manship, quality and adaptability will let 
this BING! Columnar Book build new 


To insert or rem heets, bend rod slightly to - ~ wo « smiata £4 > 
mit tte slip out of ‘oe ae nw Bo saetel End Cane. business and prohts tor them. 





Send Today for Complete Information and Prices. 


BOORUM & PEASE COMPANY 


NEW YORK STORE Post Office Box 272, City Hall Station 84 Hudson Avenue 


349 Broadway Faw i. : 
GENERAL OFFICES NEW YORK Brooklyn 
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What Do You Pay for IMPRINTING? 


You may be able to 
save enough to pay 
for a Multigraph 
in a year—or in a 
month—or even on 
a single job. 













Here’s an example given us by the MOLINE 
IMPLEMENT COMPANY, makers of 
the famous Moline Plows: 

In six months this nationally known company im- 
printed half a million farmers’ catalogues. The Multi- 
graph saved them over $1100 on imprinting, and they 
also gained by doing their own addressing and inserting. 























Outside cost Inside cost 
Cost of imprinting 500,000 $1300.00 $158.25 
Cost of addressing 419,889 734.80 
Cost of inserting 419,889 524.86 942.75 
TOTALS $2559.66 $1101.00 


The printing Multigraph will easily make a million or more 
impressions a month. It can handle a job like the one just de- 
scribed and at the same time make further saving by printing 
office and factory forms, stationery, advertising features, bulletins, 
house organs, et cetera. 

Ask your advertising manager or purchasing department to 
itemize your annual printing cost by jobs. You may find several 
big ones that will surprise you—as well as many little ones 
which could be handled on a Multigraph more quickly, more 
easily, and at considerable saving. 


THE AMERICAN MULTIGRAPH SALES CO. 
1836 East 40th Street Cleveland, Ohio 






MODEL 66 
amntilne 















W. 4 
The Multigraph Solves Many Imprinting Problems : y 
bar os os Te as When You Write, 
To mention but a few, it is used to imprint bank checks . 
with customer’s name and address; cards, folders, catalogues, Ask for this Book 


with dealer’s name; tags, wrappers, and bags, with names, 
numbers, etc., and it even signs an executive’s name to pay- 
roll checks. Wherever, on a standard form, there are frequent 
changes in some symbol, name, number, or other identifica- 
tion, there is a Multigraph opportunity. The savings in 
money and time are frequently so large that every high ex- 
ecutive is justified in personally investigating the situation 
in his own business. If you don’t know the location of our 
nearest division office, address The American Multigraph 
Sales Company, 1836 East 40th Street, Cleveland, Ohio. 


It describes the latest, speediest 
and most complete printing Multi- 
graph and gives valuable informa- 
tion about doing your own printing 
at a profit. Write, on your business . 
letterhead, to The American Multi- 
graph Sales Company, 1836 East 
40th Street, Cleveland, Ohio. 
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“The Dependable Typewriter” 


Ask about dealership proposition 


Smith Premier Typewriter Company 
376 Broadway New York, N. Y. 
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You are the man to sell 


Jamestown Metal Desks! 


You are the logical man to sell 
Jamestown Metal Desks because 
with your facilities for display and 
your merchandising organization 
you are the one who can make the 
most of this big opportunity. 


Jamestown Metal Desks are the 
most economical as well as the most 
desirable equipment for business 
office and they are rapidly being 
adopted for public buildings and 
even for private homes. 


JAMESTOWN METAL DESKS 





The Desk shown 








is Style FTF 660 J 
r 
battleship linoleum covers, 
desired. 
full steel finished to match desk. 
and foot castings at 
line includes both tour 
in a wide range of style 
purpos 
5 


Sell Jamestown Metal Desks 


Jamestown Metal Desks are finished in either 
olive green or mahogany with heavy green 


Bronze bead binding can be had or 


e genuine cast bronze. The 


The most highly developed metal 
desks on the market—beautiful, 
efficient, durable and fireproof, they 
completely fill the need where mod- 
ern equipment is desired and they 
cost no more than good wood desks. 
Here is an opportunity under your 
very nose that is rich in profit pos- 
sibilities. 
Ask for full details. 


JAMESTOWN METAL DESK CO. 


Jamestown New York 


\ 


unless otherwise 








Hardware 





‘a 
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October 18th to 23rd, inclusive 


Frank E. Tupper, President 
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It Pays!— 


That's the real reason why thousands of 
good business people take the time and 
trouble to leave their offices in the after- 
noon or their homes in the evening to 
visit the National Business Show. 


They know that any product openly dis- 
played and publicly demonstrated where 
any and all may see is worthy of their 
careful consideration. 


Discriminating prospects make the most 
desirable customers. Get better 
acquainted with them at the— 


National Business Show 


America’s Efficiency Exposition 


NEW YORK CLEVELAND 
at the at the 
New Madison Square Garden, Public Auditorium 


“It’s the personal contact that counts”’ 


NATIONAL BUSINESS SHOW COMPANY 


James F. Tate, Secretary 


50 Church Street - NEW YORK 


Chicago: 417 S. Dearborn St., C. H. Hunter, Manager 





November 15th to 20th, inclusive 
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Blown Out Of the Window 


F valuable papers were lifted from a 

desk by a sudden gust of wind and 
carried out the window, they might 
be recovered. Again, they might not. 
If the same papers were missing from 
an office some morning because of fire, 
theft, rodents—they would be irrepar- 
ably lost. 
Absolute safety is essential to business 
records. Records are the foundation of 
business. Adjustments cannot be made 
without records to substantiate your 
claims. 
Schwab Safes give complete protection 
to their contents. And the Schwab Sales 
Plan gives co-operation and impetus to 
the dealer’s efforts. The merchandise 
and the plan of selling it make a remark- 
able combination. To interested dealers, 
full information will be furnished 
promptly on request. 


THE SCHWAB SAFE Co. 


LAFAYETTE, IND. 
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A NEW 





Automatic 


THE 


DUPLEX 
SUBTRACTOR 


Many Styles and Sizes 
tor Various 
Applications 
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urroughs 
Bookkeeping Machine 


\ 


| 























This feature makes it possible for this machine to 
do work that formerly required two or more 
operations. Figures automatically accumulated or 
stored in the extra set of adding wheels can be 
subtotaled or totaled by the operation of this lever. 








uae = A. Customer Genes 
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This Total Accumulates Automatically 
The Duplex-Subtractor automatically accumulates the total. The Accounts 


Receivable application is shown. Similar advantages may be obtained in 


Accounts Payable, Stock Records. Payrolls, Distribution, etc., with accumu- 
lations of charges, credits, or balances as posted in the column desired. 


Requires Fewer Operations! 


Prior to any public announcement, sev- 
eral million dollars worth of these ma- 
chines have been sold and installed. 
They have already been tried and proved. 
In the opinion of business men, the 
Duplex-Subtractor has more than justi- 
fied all that we claim for it. The 
savings in time and the greater accuracy 


effected on many different types of 
work are remarkable. 


But only a thorough demonstration can 
give you a true picture of this machine’s 
value to you on your own work. The 
nearest Burroughs man is ready, at your 
convenience, to give you a showing. 
Or write us direct for full informatior 


BURROUGHS ADDING MACHINE COMPANY 


DETROIT, MICHIGAN 


Other Factories at Windsor, Canada, and Nottingham, England. 
Sales and Service Offices in all the Principal Cities of the World. 


ADDING BOOKKEEPING 


*‘* CALCULATING AND 


BILLING 


MACHINES 
































Thirty Million Fingers are today tapping 
the keys of UNDERWOOD typewriters! 
Without these machines, without the 


stenographers— how the business 
of the world would drag! 


SOON 


Bea Speeding the World's Business 























